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Highest Output 
In Five Months 
Precedes Cutbacks 


Chevy, Chrysler Lines 
Face More Slashes; 
Falcon Loses 2 Days 


By Martin L. Whitmyer 
Staff Writer 
AST week’s 135,172 car assem- 
blies marked the highest rate 
in five months, but henceforth re- 
duced schedules are in store until 
steel shipments begin flowing again. 

Chevrolet will have laid off 

29,588 workers as of today (Mon- 

day), and although division ex- 

ecutives would not confirm a 

shutoff date for assembly opera- 

tions, it is apparent that steel 
shortages will begin seriously af- 
fecting Chevrolet this week. 

Chevrolet’s Framingham (Mass.) 
assembly plant went down last 
Wednesday, and layoffs of 750 em- 
ployes at its Baltimore assembly 
unit and 1,133 at its Janesville 
{Wis.) assembly plant this week 
will hit hard at operations in those 
plants. 

In addition, layoffs of 10,958 
workers at 12 Fisher Body plants 
—mostly in its stamping divisions 
will soon be felt in General Mo- 
tors’ assembly operations. 

Chrysler Corp. worked its Dodge 
line in Hamtramck, Mich., and Im- 

assembly lines in Detroit 

only four days last week, and the 

ration confirmed that it will 

put all divisions on short work- 

weeks or reduced scheduling this 

week, Only the new Valiant will 

continue on a five-day-a-week 
basis. 


Chrysler officials said the cur- 


tailment of car output has been 


caused by delayed delivery of steel 
by mills that are not affected by 
the strike. 

* * * 


THER lines that were affected 
by steel shortages last week 
were Corvair, which worked only 
four days at Willow Run, and Fal- 
con, which closed down its Lorain 
(Continued on Page 93, Col, 3) 








Sales Score 
For Imports 


Imported-car registrations for 
August: 
1959 1958 
Pos. Make Pos. 
1— 9,456 Volkswagen 5,598— 1 


2— 8,960 Renault 4,340— 2 
3— 3,767 Fiat 2,315— 4 
I— 3,663 Opel 1,637—10 
5— 3,6038_ Eng. Ford 3,184— 3 
6— 3,572 “Simca * 
i— 2,687 ‘Hiliman 1,672— 8 
8— 2,308 Triumph 1,697— 6 
9— 2,180 Vauxhall 1,848— 5 
10— 1,319 MG 1,686— 7 
* Volvo 1,640— 9 
14,172 All Others 9,141 


Total All Makes 
56,187 35,258 
*Not in Top Ten, \ 
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Dealers in Strong Trading Position .. . 





Used-Car Stocks at Low 


TOCKS of unsold used cars held 
by new-car dealers declined to 
the lowest point of the year in 
October, according to AUTOMOTIVE 
News’ estimates. 
At mid-month, with new-car 
activity on compacts in full 
swing, there had been little price 
reduction on used cars that could 
be traced directly to the market 
impact of the new offerings. 
Although prices were easing off 
on used units, the reductions were 
no more severe than those noted in 
other years at new-model time. 
With such intense demand for 





Penetratio. of Imports 
At High for\the Year 


By Robert M. Lienert 
Associate Editor 

For the first time in nearly 
years, the top three sellers 
the ‘Guanetel-eat market exc] 
“captive” makes. 
August registrations of imports, 
just released by R. L. Polk & @o., 
show English Ford has been re- 
by Fiat in third place, 
trailing Volkswagen and Renault. 
Ford’s English entry had not 


2% 
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First Sticker Violator 


Gets a Fine of $1 


PHOENIX.—Three Arizona 
dealers were fined $1 each in 
Federal Court after plead’ ig 
guilty to failure te display ., .. ze 
stickers on 1958 autos, They are: 

Benjamin F. Willis, 42, first 
dealer arrested under the ’58 
price-disclosure act; Byron H. 
White, 31, and Robert C. Wal- 
lace, 35. Gary Daymus, former 
Scottsdale sports-car dealer, is 
awaiting action on a similar 
charge. He has filed a bankruptcy 
petition in Federal Court. | 








been outside the top three since 
April, 1957, when MG held No, 3 
ranking. 

Some automotive observers view- 
ed the capture of the top three 
places by the “purebred” imports 
as a forerunner of things to come 
in the import field as the new U. S. 
compacts gather marketing speed. 

* © 


“Hew long,” goes the question, 
“can English Ford, Opel, 
Simca and Vauxhall prosper in the 
import field when the U. S. parent 


firms must push Falcon, Corvair,/’ 


Valiant and Comet?” 

It is considered significant that 
while other makes of imports 
continue to set new sales records 
with clocklike regularity, Opel, 
English Ford and Simca reached 
their crest a lene a and April. 

Whether the tfend accelerates as 
this year,closes out will be watched 
with interest’ in many quarters, 


[RE txports market share in 


My passed 10 percent for 
t time this year to reach 


/percent of all new-car sales. 
ile this was a record for 1959, 
(Continued on Page 4, Col, 1) 


the new compacts, many dealers 

believe that the true test of their 

effect on used-car demand and 

prices lies a long way in the future. 
a ok : 


T ANY rate, slimmed-down sup- 

plies on the used-car lots are 
currently helping retailers deal 
from strength in new-car transac- 
tions. 

The average dealer had a used- 
car supply good for only 25.9 
days of selling as of Oct. 1, com- 
pared with a 37.3-day supply a 
month earlier. 

The sharp reduction generally 
was credited to three factors: 

1. A noticeable slowup in new-car 
sales during September, with a re- 
sulting cutback in number of 
tradeins, 

2. Dealers were making a last- 
minute effort to reduce used-car 
stocks on the eve of new-model in- 
troductions. 

3. The market in older units— 
53s, ’54s and ’55s—has been bris 
and has virtually cleaned out s 







up well, although 
gross is sufferin 
cause of leth 

In dro 


some cases be- 
c new-car activity. 
g from a 37.3-day 








Inside 
Auto News 


Galles bullish on profits, 
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Falcon reports, Pages 2, 11, 

88 


Early ’60 sales reports, Page 
6. 
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supply a month earlier to 25.9 
days on Oct. 1, used-car inven- 
tories declined a whopping 30.6 
percent. A month earlier, they 
had increased 22.1 percent. 

In an apparent paradox, this 
month had fewer small inventories 
than did the previous month, but 
it had far fewer extra-large inven- 

(Continued ¢ on n Page 4, Col. Be 


Recap of Prices 
Shows 0.3% Rise; 
Many Extras Cut 


|S tytmgpen 4 by several yea 
ing prif&s , auto 
dared hope for 






Automotive News analysis of 191 
comparable ’60 and °59 models 
shows that the new price struc- 
ture is only three-tenths of one 
percent above last year’s. 

That minimal increase is in sharp 
contrast to average boosts of 2.65 
percent on ’59 models and 3.35 per- 
cent on 58s. Three years ago, when 
the ‘57 models were introduced, 
auto makers bumped their prices 
by an astounding 7.17 percent. 

* * * 


EARLY all the ’60 price hikes 

were the result of optional- 
equipment items being made stand- 
ard. Lower-priced makes installed 
special trim packages and adjusted 
prices accordingly, while some me- 
dium-priced lines added certain in- 
terior appointments and either held 
the line or reduced their prices. 

When all equipment changes 
are considered, the ’60 price level 
actually is below that of ’59 on an 
industrywide basis. In addition, 
many makers reduced the prices 
of such popular extras as auto- 
matic transmission, power steer- 
ing, power brakes, radio and 
heater. 

Following is a make-by-make 
comparison of ’59 and ’60 prices. 
All figures include Federal tax and 
suggested dealer-preparation 


charges. 


* * * 


Buick 


NVICTA, Electra and Electra 225 

models are priced the same as 

in 59. The LeSabre two-door sedan 
(Continued on Page 90, Col, 3) 





Top Cars 


New-car registrations for eight 
months, plus one state for Sep- 


1958 

Pos. 
884,408— 1 
670,401— 2 
156,865— 6 
272,132— 3 
215,2138— 4 
112,369—— 7 
174,178— 5 
95,818— 8 
91,051— 9 
88,363—10 
27,530—13 
42,411—11 


Make 
Chev. 
Ford 
Pontiac 
Plym. 
Olds. 
Rambler 
Buick 
Mercury 
Dodge 
Cadillac 
Stude, 
Chrysler 
DeSoto 
Edsel 
Lincoln 
Imperial 
Misc. 
Total All Makes 
4,181,197 3,154,410 
Further details on Page 15. 
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Ford Dealers Sell Out Quickly .. . 





Falcon Flies High at Debuts 


By Robert M. Lienert 
Associate Editor 
HE Falcon is the finest chick 
hatched at Dearborn since the 
Thunderbird, in the consensus of 
Ford dealers around the country. 

Discussing the introductory peri- 
od of their new compact car with 
Automotive News correspondents, 
Ford dealers in far-flung areas 
came up with pretty much the 
same story: 

Best showroom crowds in a dec- 
ade, enthusiastic public accept- 
ance and a sellout of cars on hand 
with a backlog of orders. 

It’s been a long time since so 
many dealers have had the same 
worry: “Can we get enough cars?” 

* * * 
_ dealers everywhere were 
gleeful over a factory decision 
which pushed out the first Falcons 
stripped and with $2,000-level 
stickers. 

Majority of the first Corvairs, 
which had bowed a week earlier, 
were loaded and priced in the 
$2,500 area. 

So far, apparently, price has been 
mo object to the customer. Most 
Chevrolet dealers said they are sold 
out. While full production is sched- 
uled for the rest of the month on 
Corvair despite what happens in 
steel negotiations, Chevrolet dealers 
see little chance of catching up on 
back orders. 

With Ford dealers also sold out, 
it appears that the word “shortage” 
may appear in the auto,industry for 
the first time since the early months 
of the Korean War in 1950. 

* 


NN THE meantime, dealers were 

wallowing in hectic activity with 
the compacts. 

Los Angeles Ford dealers said 
Falcon’s introductory period whip- 
ped up a storm, with prospects and 
salesmen alike “afire with enthusi- 
asm.” 

Best thing about the Falcon, 
said one, is that it has “all the 
mewness of a compact car without 
the problems of being so unusual 
that you spend all your time ex- 

ing it.” 


had since the 49 model,” said an- 
other Los Angeles Ford dealer. 

If the ratio of orders between 
Falcon and standard-size Ford is 
any indication of future trends in 
Los Angeles, Falcon is going to go 
big. In most areas, dealers were 
taking orders for one Falcon to 
one “big’”’ Ford. At one dealership, 
the ratio was reported two to One 
in favor of Falcon. 

Dealers in the Los Angeles area 
said most popular Falcon points 
are better interior and lower price 
when compared with Corvair. 
Biggest problem is lack of cars. 
Most deals had only four Falcons 
for introduction and usually sold 
them all the night before the 
official showing. 
* * * 
‘TF.REMENDOUS” Falcon reaction 
was reported in Boston, where 
dealers said that 80 percent of sales 
involved tradeins, with buyers look- 
ing for economy. 

One dealer said prospects like 
the car because of its “proven” 
design with the engine in the 
front. Customers, he said, like 
the Falcon’s size, quality and han- 
dling and have shown no tend- 
ency to back away on price, 
which is $1,967.40 in Boston for 
the two-door. 

Dealers in the Hub said they 
noticed little interest among for- 
eign-car owners. 

One Boston dealer termed the 


Ford Stockholders Due 
For $1.20 Dividend 


DEARBORN.—Ford directors 
Wednesday declared the first 
year-end extra dividend since the 
company issued common stock 
to the public early in 1956. The 
regular 60-cent-a-share rate, plus 
a 60-cent extra, will be payable 
Dec. 10 to stockholders of record 
Nov. 10. 

The company paid 60-cent divi- 
dends in the second and third 
quarters this year after a first- 
quarter payout of 40 cents. The 
lower rate was adopted by Ford 
during the 1958 recession. 








plaini 
“It’s the biggest showing we've 








‘Shape Up or Ship Out .. .’ 





Challenge for Imports 


NEW YORK. — Distribution and 
marketing of imports in the U. S. 
must be improved greatly if for- 
eign makers and their dealers hope 
to survive the 
challenge of 
America’s com- 
pact cars, accord- 
ing to J. Bruce 
McWilliams, vice- 
president of Saab 
Motors, Inc. 

He expressed 
his views before 
a seminar on for- 
eign cars con- 
ducted here by 

4. B. McWilliams NADA. He said 
his remarks were confined to econ- 











Little Rock Leaders— 


Fred Balch jr., left, ovtgoing president 
of the Greater Little Rock (Ark.) Auto 
Dealers Assn., hands the gavel to Horace 
Terry, right, newly elected president, 
while Walter Jennings, treasurer, looks on. 
in an | develop t, Balch was 
elected vice-president. George H. Benja- 
min was reelected secretary, the position 








he has held for the past 10 years. 


omy imports costing not less than 
$1,500 and not more than $2,500. 

McWilliams said that although 
the future may look bleak, there is 
still great opportunity for import- 
ers. But it hinges on the elimina- 
tion of shortcomings which have 
persisted for years, he added. 

Among these, he continued, are 
the poor supply of spare parts to 
dealers and the almost total lack 
of sales training, sales guidance 
and dealer supervision by many 
foreign makers. 

“In many areas where sales 
may be producing millions of dol- 
lars annually, dealers have not 
seen a factory representative for 
some years, if ever, their sole 
contact .being with the usually 
infrequent visit of a road man 
from the local distributor,” he 
said. 

Factories should be watching 
their U. S. marketing organizations 
more closely to see what kind of a 
job they are doing, McWilliams 
said. And the factories should lis- 
ten more to their U. S. representa- 
tives, he added. 

“The automobile requirements of 
this country are different and it 
should not have to take years of 
cajoling and begging to get the 
factory to make some minor modi- 
fication to make their car more 
fitted to and therefore more sal- 
able in the U. S. A.,” he continued. 

Many factory officials who do 
visit this country do not get the 
true picture of the situation, he 
said. 

“It is difficult to learn the truth 
or get the facts when one is mov- 
ing from the hospitality of one dis- 
tributor’s country club to that of 
the next distributor.” 

McWilliams said importers face 


Falcon showing “the best introduc- 
tion I’ve ever seen. It’s overwhelm- 
ing.” 

He continued, “It’s a question 
with us of not wanting to sell Fal- 
con to all those showing interest 
because many are people who 
should be driving bigger models. 


cars anyway.” 
He said he had moved several 


cars, 
that about 90 percent of their show- 
room visitors termed Falcon “tops” 
in its field. 
+ + + 
N PEORIA, IIL, Falcons appar- 
ently upstaged the Corvair, but 
a tendency among shoppers to 
“wait and see the Valiant” appear- 
ed to be developing. 
cker prices on the Falcon 
seemed to please most shoppers, 
while interior appointments and 
styling gathered the most praise 
from prospects who compared it 
with the Corvair. 

All Falcons in Peoria were sold 
before introduction day got a good 
start. One dealer said he expected 
an additional 12 cars within a week. 
Leader price for a stripped two- 
door was $1,957. 

One of the Peoria dealers said 
this was the first new-car showing 
he could remember when there 
wasn’t a single derisive comment 
from showroom traffic. 

“You usually get a few who com- 
plain about something or other, but 
we haven’t heard a sour note yet,” 
he said. “Not even the kids, who 
usually come out with a wisecrack 
or two, have said anything this 
time.” 

of * * 

MwMeost Falcon shoppers in Peoria 

apparently had already in- 
spected the Corvair pretty thor- 
oughly. While they seemed to think 
Falcon was the better buy, some 
said they wanted to see the Valiant 
before making any decisions. 

Another factor which might 
hold back sales in Peoria is the 
steel strike. Caterpillar Tractor 
and LeTourneau - Westinghouse, 
two of the city’s largest employ- 
ers, have laid off 8,500 since the 
strike began. 

Specific bouquets for the Falcon 
in Peoria were interior trim and 
well-built bodies. Men liked the 
easy-to-work-on look of the engine. 

Sales of bigger Fords boomed 
right along, but dealers said they 
were unable to guess how much of 
a stimulus to these sales had been 
provided by Falcon. One dealer said 

(Continued on Page 94, Col. 1) 





Wilson Reported Improved 

DETROIT. — Doctors at Harper 
Hospital last week reported that 
Charles E. Wilson, former General 
Motors president, is improving 
from a mild heart attack suffered 


“Our job now,” he said, “is to|/ 
keep Falcon in its place—selling it|” 
to those in the market for small] 


Falcon prospects up into the big . 
Boston-area dealers agreed| 


— 


a — 


Drug Store Special— 








With the cooperation of a drug store in a local shopping center, Casey Chevrolet 
Corp., Newport News, Va., was able to display the Corvair in this unique setting. The 
car was wrapped in brown paper and placed in the store four days before public 


introduction. Signs throughout the store told customers when the car would be un- 
veiled. The promotion attracted large crowds. 





Valiant Picks First Dealers; 
Briefing Workshops Set 


By Maynard M. Gordon 
News Editor 

AMES of the first batch of Vali- 

ant dealers became known last 
week as Chrysler Corp. prepared 
to kick off a nationwide series of 
dealer workshops for its new com- 
pact car. 

Executives of Plymouth-DeSoto- 
Valiant division were engaged at 
week’s end in formally signing sell- 
ing agreements for the more than 
4,000 dealers expected to handle 
Valiant. 

Dropping original plans for 
conventional announcement meet- 
ings for the Valiant, P-D-V will 
commence 68 dealer “workshops” 
this week in Los Angeles, Region- 
al managers from P-D-V will 
conduct the workshops, which 
will emphasize the best methods 
of marketing the new car. 

It was learned that Plymouth- 
DeSoto-Valiant hopes to complete 
the Valiant franchising operation 
by the first week of November, 
when the 106%-inch-wheelbase car 
is scheduled to go on Sisplay. 


N ADMITTED snag in signing 

up Valiant dealers has been the 
reluctance of several hundred long- 
established Dodge - Plymouth deal- 
ers either to surrender Dodge and 
its new Dart to get Plymouth-Vali- 
ant or to drop Plymouth and go 
exclusively Dodge. 

Chrysler Corp. has maintained 
a steadfast policy of refusing to 
dual Valiant with Dart. Reluctant 
Dodge dealers have been told that 
they may get a beefed-up Valiant 
if the economy-car market meets 
expectations, in line with Ford’s 
announced intention of giving Mer- 
cury dealers the Comet line next 
spring. 





two weeks earlier in Florida. 


The ban on Valiant-Dodge duals 








(Continued on Page 94, Col, 1) 





Business Baromete 
Automotive News Economic Index — 
101.4 Percent of Last Week 
123.6 Percent of Like Week Last Year 
Percent of 
Percent of Like W 
Last Week Last Year 
Auto Production ............... 118,793 112.4 341.0 
Truck Production .............. 23,362 106.8 196.9 
Auto Registrations—yYear to date. . 4,181,197 vas 132.6 
Truck Registrations—yYear to date. 646,427 tg 135.4 
Steel Production—tTons ......... » 365,000 100.8 18.9 
Lumber Production—Board feet... 259,311,000 99.6 102.2 
Paperboard Production—Tons.... 331,221 99.9 106.7 
Soft Coal Output—tons ........ 7,655,000 99.5 88.4 
Oil Refinery Output—Barrels .... 49,104,000 101.2 103.9 
Barometer Freight Cer Leedings 354,083 98.3 92.2 
Department Store Sales Index .. 142 97.9 97.9 
Stock Market Price Index....... 415.8 99.8 109.8 
U.S. Government Spending 
—Fiscal year to date ............ $26,885,193,000 wean S 103.0 
Commercial and Industrial Loans $29,478,000,000 100.4 any 
Savings Deposits ................ $30,741,000,000 100.1 101.9 
U r Prices-——Average........ $952 97.6 101.8 
Common mon 
Stocks Oct. 14 Oct.7 1959 Range Stocks Oct. 14 Oct.7 1959 Range 
AMC....... 64% 62 65% -25%2 Sse daacee< 51% 51% 57%-39% 
Chrysler... 62% 644, 725%-50% Mack...... 42%, 43, 49%-32Y, 
Ford....... 82 82 85%-50% OG Vaan acy 17% 18% 19%- 9% 
GM........ 544%, 55% 58%-45 White...... 55%. 55% 60 -40%, 
(Oct. 19, 1959) 











was not applied to Dodge trucks. 
Volume Dodge truek dealers are 
being allowed to keep Plymouth 
and get Valiant as long as they 
dropped the Dodge car line. 

In Cleveland, where identity of 
10 new Valiant dealers was dis- 
closed, none is a Dodge dealer. 
Four handle DeSoto-Plymouth, four 

(Continued on Page 93, Col. 4) 


More ’60s Sold 
At Wholesale 


Auto Auctions 


DETROIT.—A growing number 
of 1960 models were listed in whole- 
sale auction reports last week. 

In Chicago a Corvair 700 with 
automatic transmission brought 
$2,350 and two Cadillac 62 coup 
brought $5,400 and $5,350. 

At Kansas City, a Chevrolet Im- 
pala V-8 four-door hardtop brought 
$2,750 and a Bel Air six two-door 
sedan sold for $2,320. 

Going through the Manheim 
(Pa.) auction were a Cadillac 62 
coupe at $5,000; Chevrolet Impala 
convertible, $3,125; Chevrolet Im- 
pala two-door hardtop, $2,775; 
Chevrolet station wagon, $2,900; 











Dodge two-door hardtop, $2,875; 
Oldsmobile 98 four-door sedan, $3,- 
700; Oldsmobile Super 88 four-door 
hardtop, $3,500; Oldsmobile 88 two- 
door hardtop, $3,420; Pontiac Bon 
neville two-door hardtop, $3,400; 
Pontiac Catalina convertible, $3,- 
350; Pontiac Star Chief two-door, 
$3,105, and Pontiac Star Chief two- 
door hardtop, $3,065. 


Illegal Pricing 
Laid to Dayton 


WASHINGTON, — The rederal 
Trade Commission last week 
charged that Dayton Rubber Co. 
has discriminated in price among 
wholesale purchasers of its fan 
belts, radiator hose and other auto- 
motive products and has illegally 
fixed their resale prices. 

The FTC charged that Dayton 
grants rebates and allowances up 
to 20 percent to some direct whole- 
saler customers while denying 
them to others, and charges indi- 
rect wholesaler customers (job- 
bers) up to approximately 25 
percent more than its direct whole- 
salers. Some of Dayton’s franchised 
wholesalers are “mere bookkeeping 
devices” used by groups of pur- 
chasers to buy directly, the com- 
plaint charged. 

According to the complaint, both 
direct and indirect customers must 
agree to resell the products at 
prices fixed by Dayton. Also, it was 
alleged, the company requires them 
to agree that direct customers may 
resell only to those purchasers ap- 





proved by Dayton, that indirect ) 


customers may buy only from cer- 
tain direct customers and that 
some direct customers may resell 
only to wholesalers. 

Dayton was given 30 days to file 
an answer. 
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PROBLEM that has plagued) 
American car dealers and mak- | 
ers will be tackled soon by that 
import wonder of the world, Volks- 
wagen. 

The problem? How to train sales- 
men. 

With characteristic thoroughness, | 
Volkswagenwerk sent its sales-| 
training expert, H, J. Henneke, 
from Wolfsburg to travel the| 
United States with Bert Simons, | 
who has been chosen by Carl 
Horst Hahn, chief of Volkswagen 
of America, to head the U. S. sales 
training program. 

After their American tour, Hen- 
neke and Simons will visit Euro- 
pean establishments. We were 
under the impression that Simons 
would go to Europe to study the 
methods used overseas, but that is 
not the idea. 

“What we want to show him,” 
said Henneke, “is our Volks- 
wagen family, so he will have 
that feeling of security that 
comes with belonging to the fam- 
ily.” 

The painstaking way Volkswagen 
sells the “family feeling’ might be 
emulated by American dealers and 
factories. Many pay lip service to 
the idea, but they fail because they 
try to promote the spirit while at 
the same time they are undermin- 
ing the whole program through ac- 
tion which builds distrust instead 
of faith. 


* + + 
They Really Do It 
UESTIONED about sales meth- 
ods in Germany, Henneke said 
with a smile: 

“We follow much the same sales 
procedures as recommended here. 
The only difference seems to be 
that we believe them, and so we 
follow the recommendations.” 

Henneke was careful not to 
criticize our ways. However, in 
talking with someone that brings 
a different viewpoint to a sub- 
ject, the tendency is to crawl into 
his mind for a fresh look, 

And, at best, the visitor can judge 
only by the outward manifestations. 
He may have heard a lot about 





Dodge Shortage Forces 


Dealer to Delay Showing 

ALBANY, Ore.—Ralston Motor 
Co. announced it would delay its 
public showing of the 1960 Dodge 
line “until such time we have re- 
ceived a sufficient number of cars 
to show the complete line.” 

In an ad in the Albany news- 
paper, Ralston said that on the 
date scheduled for introduction of 
the new models, it had received 
only a “token number” of Darts 
and none of the conventional cars. 
A transportation tieup was blamed 
for the lagging shipments. 
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selling through service, but most 
of the ads he reads talk about the 
“big deal.” And there are dealers 
who tell him that it isn’t so much 
the value that the dealer sells as it 
is how much of his markup he 
gives away to get the deal. 

The dealers who sell automotive 
value on a service foundation do 
not make as much noise as the 
| “price” dealers, and are unlikely to 
impress themselves on the visitor. 

a + * 


A Different Buyer 


Nees pointed out that the 
European buyer is different, 
too. He buys few new cars in his 
lifetime, so the purchase is a big 
event in his life. The dealer recog- 
nizes this, and makes something of 
a ceremony of delivery. The sales- 
man is required to be on hand, or 
forfeit a third of his commission. 

Pay of the salesman is similar 
to that in America, The salesman 
gets a small salary, plus a commis- 
sion, which may be on a sliding 
scale, going up as he sells more. 

In Germany, the salesman sells 
largely “waiting time” (six to 12 
months). The waiting time must 
be sold, however, since, Henneke 
said, all makes except Volks- 
wagen are available for immedi- 
ate delivery. 

It is not just a matter of sitting 
in the showroom and writing or- 
ders. As a matter of fact, said Hen- 
neke, up to 1956 only six percent 
of the buyers came to the show- 
room, Since 1956, showrooms are 
playing more of a role in sales, and 
VW is seeking to develop the ideal 
showroom without cars, recognizing 
that it is difficult to keep a car in 
the showroom when deliveries are 
so far behind, 

It may be, too, that Germans are 
unlikely to accept the idea of 
“waiting time” when they see cars 
on the floor. So the goal is to de- 
velop a showroom that will create 
a selling atmosphere without cars. 

* * + 


Seek to Win Faith 


| SELLING in Germany, Hen- 
neke said, “we first seek to win 
faith. We talk about money, too, 
of course, but only in the back- 
ground. We are first concerned 
with selling people into the VW 
family. We talk about the confi- 
dence they can have in the quality 
of our car, and our ability to take 
care of it through service.” 

In America, the VW distribu- 
tors are cooperating in setting up 
the sales-training network, The 
regional men will be on their 
staffs, Simons hopes to set up 
four major sales training meet- 
ings annually, which will bring 
the men together for a general 
sales-training program on han- 
dling people and product knowl- 
edge; a session on used-car 
merchandising and management; 
a meeting on transporters (every- 
thing except cars), and then a 
review of the previous three, 
Fourteen regional] trainers will be 
appointed. When not working in 
training dealer salesmen, the re- 
gional men will serve as trouble- 
shooters on dealer programs. 

“We are looking for men who 
want a profession, not a job,” said 


Henneke. 
* 


* + 
Different Backgrounds 


OTH Henneke and Simons are 

determined, aggressive men, 
but of far different backgrounds. 
Henneke got some idea of retail- 
selling in Germany, working in 
his father’s store before World 
War II. Captured during the war, 
he was sent to a prison camp in 
North Africa, He escaped so many 
times that he was held prisoner for 
three years after the war. 

On his return to Germany, he 
worked his way up from the as- 
sembly lines to the service de- 
partment to sales. 

Simons started selling used cars 
in New York, operated his own lot 
at one time, became a sales execu- 
tive in new-car dealerships, and 
later was with S-P and Chrysler 
in sales training. 





Kansas Muffler Law 


Held Unconstitutional 

WICHITA. — A special three- 
judge U. S. District Court has 
held unconstitutional the “origi- 
nal-equipment” provisions of the 
Kansas statute governing re- 
placement mufflers on motor ve- 
hicles. The provisions were chal- 
lenged by AP Parts Corp. 

The court voided the part of 
the law that read: “Any replace- 
ment for any muffler must in all 
respects be equivalent to the 
muffler that was original equip- | 
ment when such motor vehicle 
was delivered new from the fac- | 


tory.” | 








| like telephone, 


No Watch on Utilities ... 





Small Dealer Costs 
Mostly Unchecked 


By Kenneth C, Kelley Jr. 
Staff Writer 


AT controls do you have on 
small, continuing expenses 
light and water?” 
was one of the questions in an 
AUTOMOTIVE News survey of a cross 


| section of dealers. 


The answer is that some do lit- 
tle about such expenses while 








Lead Virginia Dealers— 


Newly elected officers of the Automotive Trade Assn. of Virginia are, from left, 
Burton Kephart, second vice-president; Irving B. Kline, first vice-president; Joe L. Hill, 
president; C. B. Gifford, third vice-president, and G. E, DuBose, secretary-treasurer. 

.. e 


Galles Sees Higher Profits 
In Talk to Virginians 


RICHMOND, Va.—NADA Presi-| 
dent H. L. Galles jr. believes that) 
dealer profits will continue their | 
upward trend but cautioned Vir- | 
ginia automobile | 
dealers last week} 
that “we are now | 
entering a very) 
critical period.” | 

Galles, speak- 
ing before the 
16th annual con- 
vention of the 
Automotive Trade 
Assn. of Virginia 
here, said he 
based his optim- 
ism on the “fine 
good 





H. L. Galles Jr. 
acceptance of new models, 
solid demand and the ability of 
manufacturers to hold the price 
line.” 

If dealers want to maintain this 
trend and continue to gain stature 


as legitimate merchants making 
reasonable profits, Galles said, they 
must avoid “blitz advertising” and 
other such schemes contrary to the 
public interest. 

“The product must be sold on 
a quality basis,” he said. 

“At the same time,” Galles added, 
“we feel the manufacturers must 
do a job of providing proper and 
equitable distribution of the new 
models in line with established 
markets.” 

Finally, he urged the group to 
support efforts aimed at maintain- 
ing dealers’ exemptions under the 
wage and hour law and promised 
that NADA would continue “to 
combat any attempts made to 
broaden the coverage.” 

Approximately 450 dealers heard 
Galles and other speakers whose 
subjects ranged from Khrushchev to 


clear of cars and stuck to world 
events. 

He described Khrushchev, whom 
he met during the Russian’s re- 
cent visit to this country, as “a 
real tough, able, hard guy, intelli- 
gent but also with a very thin 
skin . . . who came here to win 
a propaganda victory and won 

“Had we refused to invite him,” 
Rash said, “then the victory would 
have been even greater.” 
Khrushchev would then have 
maintained “I wanted to come and 
they wouldn’t invite me—now who 


(Continued on Page 89, Col, 1) 





Canadian Dealers Call 
Trading Stamps Vicious 

EDMONTON, Alta—Trading 
stamps are a “vicious racket” in 
which both the customer and the 
merchant are “hooked,” the 
Automotive Retailers Assn, of 
Alberta said in a protest to the 
provincial government against 
use of the stamps. 

The stamps also were described 
as “gimmick advertising” at the 
group’s annual convention here. 








most do nothing. Only 30 _per- 

cent of those answering the sur- 

vey have what amounts to a 

control program for such ex- 

penses. 

A full 42 percent said they had 
absolutely no con- 


Business trol over such ex- 
penses. 

Management “4, Wyoming 

Feature dealer said, “Sav- 


ings on light and 
water are too small to bother.” A 
Pennsylvania dealer said he be- 
lieves “profitable sales are more 
important than expense controls.” 

A dealer in Ohio observed, “The 
total picture is more important to 
me than involving myself in min- 
ute perusal of each everyday ex- 
pense.” 

Another 16 percent of dealers 
limit their cost control programs 
to urging employes to curb ex- 
penses. An Indiana dealer said 
his expense controls consist of 
“nothing except constant fussing 
with department heads, particu- 
larly the service manager.” 

In another 12 percent of dealer- 
ships, the expense control program 
consists of an effort to control long 
distance telephone calls. Favorite 
methods in this area are keeping a 
record of all long-distance calls and 
why they were made or having all 
calls approved before they are 
made, 

* 

— percent of the dealer- 
ships have what might be called 

an expense control program in that 
this month’s bills for such items as 
telephone and electric are compared 
with the bills for previous months. 

In most of these dealerships, 
when a bill is found to be out of 
line with past bills, an effort is 
made to find out why. In cases 
where the increase in the bill is 
found to be unnecessary, steps 
are taken to bring the expense in 
line. 

The final 14 percent of dealers 
have more elaborate programs for 
controlling expenses. 

One South Dakota dealer answer- 
ed the question this way: “I am the 
boss. I watch these items myself.” 

*~ +. * 


UITE a number of dealerships 
use devices like time clocks on 
electric signs to check on just how 
much is being spent in a given area. 
One dealer said he checked his 
expense figures against average ex- 
pense figures furnished him by his 
factory. 

An Illinois dealer has developed 
a method for fixing responsibility 
for controlling expenses. He said, 
“Department managers check their 
own expenses. Their compensation 
is profit sharing. They like a part 
of the saving.” 

Few dealers are in the happy 
position of the dealer in Montana. 
He said he had no controls on the 
use of water in the dealership since 
the company has its own well. 








salesmanship, They elected Joe L. 
Hill, of Cadillac-Oldsmobile at| 
Roanoke, as new president. Hill} 
succeeds J. R. Chapman, Jones | 
Motor Car Co., Richmond. 

Other officers elected were: Irv- 
ing B. Kline, Kline Chevrolet, Nor- 
folk, first vice-president; Burton 
Kephart, Arlington Motor Co., sec- 
ond vice-president; C. B. Gifford, 
Green-Gifford Motors, Norfolk, 
third vice-president, and G. E. 
DuBose, DuBose Buick, Richmond, 
secretary-treasurer. 

The group also voted to hold its 
1960 convention at Roanoke Oct. 
23-25. 

NBC News Commentator Bryson 
Rash addressed Virginia auto deal- 
ers for the second year, steered 





On the House . 





lieve ... 


session? ... 





Wemhoff 
wood, Fla. 


ary . 
is off on an African safari . 


on the side window. 





Lotta talk about the new compacts’ possible ef- 
fects on late-model used car sales, but it figures 
to be a long time, possibly a year, before the effects 
can be accurately gauged. Until supply of the 
compacts exceeds demand, there will be little pres- 
sure on late-model used-car prices, observers be- 
Have you thanked the congressmen who 
heeded your pleas on dealer legislation this past 


Tom Skinner, 
coln-Mercury, has sold his Miami L-M dealership 
to Stewart Holman, who owns L-M agencies in 
Camden, N. J., and Fort Lauderdale and Holly- 

‘ . Charley Pearson, former publicity man for the 
Tucker car, has finished his book on the late Preston Tucker, in 
collaboration with the Tucker family; it’s due off press in Febru- 
. Art Magnuson, La Porte and Michigan City (Ind.) dealer, 


Jim Gorman, manager of ‘Missouri dealer association, recounts his 
experience in a dealership while an FBI’: man was making a routine 
check on stickers. Up drives a cocky salesman with his demo’s 
sticker in the glove box. After a dressing down, the erring salesman 
“got as nervous as a bad girl in church,” quickly put the sticker 


former general manager of Lin- 


—Prte Wemuorr, Editor, 
Automotive News 
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Renault Closer to VW ... 





Import Penetration 
At High for the Year 


(Continued from Page 1) 


it fell below the alltime penetration 
record of 11.96 percent established 
last October. In August, 1958, im- 
port penetration was 9.38 percent. 

In terms of volume, the month’s 
56,187 registrations edged above 
the previous month’s count of 
56,138, but fell below June’s rec- 
ord total of 57,211. It was, how- 





Bugas to Devote 
Full Time to Ford 


International Unit 


DETROIT.—John S. Bugas, 51, 
vice-president of Ford Motor Co.’s 
international group and industrial 
relations vice-president, will re- 
linquish his industrial relations re- 
sponsibilities to devote full time to 
work with for- 
eign affiliates, ac- 
cording to Henry 
Ford II, presi- 
dent. 

Ford's an- 
nouncement fol- 
lowed a directors 
meeting at which 
two new vice- 
presidents were 
elected. Kenneth 
D. Cassidy was 
named industrial 





John S. Bugas 
relations vice-president, and Mal- 
colm L. Denise was named labor 


relations vice-president, reporting 
to Cassidy. 

Cassidy formerly was body group 
director, and Denise has been 
general industrial relations man- 
ager, labor relations. 

Head of Ford industrial relations 
since 1945, Bugas assumed the 
added duties of international group 
vice-president in 1957, In this ca- 
pacity he will direct the company’s 
growing import and export opera- 
tions and oversee its relations with 
overseas branches, subsidiaries and 
associated companies. 

Bugas is a member of the board 
of directors, the executive commit- 
tee and the administration com- 
mittee. 

Cassidy joined Ford Motor in 
1946 as a supervisor in the con- 
troller’s office. 


Vehicle Dept. 
Proposed in N. Y. 


NEW YORK.—The Automobile 
Club of New York has urged mem- 
bers to approve a proposed consti- 
tutional amendment calling for 
creation of a State Motor Vehicles 
Department to replace the present 
Bureau of Motor Vehicles. 

The proposal will be on the state- 
wide ballot Nov. 3. The motor ve- 
hicles bureau has been a part of 
the Department of Taxation and 
Finance since 1925. 

“Creation of an independent de- 
partment will give the administra- 
tion of motor-vehicle laws and 
problems the full stature it de- 
serves,” said William J, Gottlieb, 
club president. “In 1925 the bur- 
eau’s chief job was to collect ve- 
hicle fees, and although it now 
handles everything pertaining to 
motor vehicles, many still think of 
it as a collection agency.” 





ever, the fifth month in a row 
that imports exceeded 50,000 reg- 
istrations, 

The eight-month total of 401,768 
topped last year’s full 12-month 
|count of 377,548. These cars ac- 
counted for 9.62 percent of all new 
cars retailed in the U. S. in the 
eight-month period, compared with 
7.25 percent compiled a year ago 
with 228,653 registrations. 

* * * 


OLKSWAGEN, in August, 

staved off the most serious chal- 
lenge it has received yet from Re- 
nault in the latter’s battle to take 
over first place. 

With 8,960 registrations in Au- 
gust, Renault fell 496 units short 
of VW’s total of 9,456, Renault 
steadily narrowed the gap during 
the summer months, selling 67.9 
percent as many cars as Volks- 
wagen in June, 81.6 percent in 
July and 94.8 percent in August. 
Renault set new records in July 
and again in August, while Volks- 
wagen’s best month this year was 
June. 

Fiat, in moving into third place, 
also established a record. Opel also 
moved ahead of English Ford in 
August, although it set no record 
in doing so, 

o* ca cK 

THER makes maintained the 

previous month’s rankings, 
sixth through ninth, in this order: 
Simca, Hillman, Triumph and 

Vauxhall, 

Although Triumph and Vauxhall 
established sales records in Au- 
gust, they were unable to move up 
in rankings. 

A newcomer to the top ten in 
August was MG, which replaced 
Volvo. MG, a sales leader in the 
early days of the import boom, had 
not been ranked that high in a 
year’s time. 


3 Seized by FBI 
In Auto Thefts; 
6 Others Sought 


CLEVELAND.—Three men have 
been seized by the FBI as members 
of an interstate auto-theft ring 
that reportedly operated through a 
West Side used-car lot. Six other 
men also are being sought, the FBI 
said. 

Jailed in default of bail was Carl- 
ton C. Helbig jr., 33, former head of 
the bankrupt Super Auto Sales, 
Inc., used-car firm, Edward E, Har- 
gett, special agent in charge of the 
FBI office here, called Helbig a 
chief figure in the ring. 

Free on bail are two Clevelanders, 
Frank J. Kiraly, 33, and Albert 
Lauerhass, 47. They were charged 
with transporting stolen autos out 
of the state. 

Helbig has been unable to ac- 
count for seven mortgaged autos 
that vanished from his lot, Hargett 
said. 

The FBI said the ring stole late- 
model expensive cars and disposed 
of them by using phony serial num- 
bers and titles. 

Emil Durand, former sales man- 
ager for Helbig, was sentenced last 
week to 18 months for transporting 








a stolen car across state lines. 





The Sales Record For Imports 


13 Months 

Pet. Gain 

in Pene- 

tration 

Pet. of Over Pre- 
Units Industry vious Month 

Aug. ’58 35,201 9.38 13.42 
Sept. .... 37,133 11.57 23.35 
Slee 11.96 3.37 

Noy, ...... 35,794 10.56 —I1L71 
lease 37,683 7.29 —30.97 

dan. ’59.. 35,306 8.54 17.15 
Feb, ...... 40,132 9.47 10.89 
March 9.85 4.01 
Apr. ...... 9.30 —5.58 
May ....... 53, 9.27 —0.32 
dune ...... 57,211 9.78 5.50 
July ...... 56, 9.94 1.64 
Aug. ...... 56,187 10.56 6.24 


13 Years 
Pet. Gain 
in Pene- 
tration 

Pet. of Over Pre- 
Units Industry vious Year 

 . a 894 03 
1948 ...... 16,133 46 1433.33 
1949 ...... 12,251 25 —16.67 
1950 ...... 16,336 26 4.00 
1951 ...... 20,828 Al 57.69 
19652 ....... 29,299 -70 710.73 
1953 ....... 28,961 50 —28.57 
1984 ...... 32,403 59 18.00 
1955 ...... 38.98 
1956 ...... 98,187 1.65 101.22 
Be cise 206,827 3.46 109.70 
1958 ....... 377,548 8.12 134.68 

1959 

8 Mos, 401,768 9.62 18.47 
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Styled for Canadians— 





The Monarch for 1960 is a distinctively Canadian styled car, accented by sweeping 
curves which give the car a low-to-the-ground look. The body has been designed 


exclusively for Ford of Canada’s medium-price models. 


The car will be offered by 


Ford-Edsel-Monarch dealers in three series, the Lucerne, Richelieu and Sceptre. Stand- 
ard equipment on all Monarchs include self-adjusting brakes, directional signals, 
backup lights, electric windshield wipers, aluminized mufflers and disposable fuel 
filter. A 280 horsepower V-8 is standard on the Lucerne, while a 310 horsepower is 


standard on the Richelieu and Sceptre. 





U.C. Stocks at Year’s Low; 
Dealers in Strong Position 


(Continued from Page 1) 


tories, too, and the latter develop- 
ment turned out to be the more 
significant. 

The average inventory underwent 
a sharp reduction because of the 
great number of dealers who man- 
aged to get back within the 30-day 
limit on their stocks. 

* * * 
AS§ OF Oct. 1, only 21.5 percent 
of reporting dealers had stocks 
good for more than 30 days of sell- 


Blank to Head 
Florida Dealers; 


Directors Named 


ORLANDO, Fla.—Joe Blank, a 
Dodge-Chrysler dealer in West 
Palm Beach, has been elected 
president of the Florida Automo- 
bile Dealers Assn. James L. Fer- 
man (Chevrolet), Tampa, is first 
vice-president, and Charles B. 
Tutan (Dodge), Miami, is secré- 
tary-treasurer. 

Directors are: First Districr— 
Earle B. Lokey, Clearwater; R. J. 
O’Brien, St. Petersburg; Don Schul- 
stad, Tampa. Seconp Districtr—Wal- 
ter A. McRae sr., B. N. Nimnicht 
and Gordon Thompson, all of Jack- 
sonville, and Ben Zellner, Green 
Cove Springs. 

Tuirp District—C, C. Harrison jr., 
Marianna; R, L. Lloyd, Panama 
City; Adrien A. Rivard, DeFuniak 
Springs; Frank E. Welles jr., Pen- 
sacola, FourtH District—Ray Fog- 
arty, Miami; Cecil P. Holland, 
North Miami Beach; Thomas P. 
Caldwell, Coral Gables. 

FirtH District—Walter A. For- 
dyce jr., Melbourne; Roger W. Hol- 
ler, Orlando; Dean Martin, Daytona 
Beach; W. P. Turnipseed, Ocala. 
SxtH Districr—Roland Arnold, 
Vero Beach; Sam O. Smith, West 
Palm Beach; F. Earl Wallace jr., 
Delray Beach; M. R. Young, Fort 
Lauderdale. 

SeventH Districtr—George B. 
Childs, Winter Haven; John E. 
Davis, Bartow; Ben H. Hopkins jr., 
Sarasota; George Williamson, Lake 
Wales. Eighth District—J. T. 
Brasington, Gainesville; C. H. Rat- 
liff, Live Oak; A. J. Rountree, Lake 
City; A. F. Wellman, Williston. 

Directors aT LarceE—M, G. Nelson, 
Panama City, immediate past 
president; William H. Terry sr., 
Jacksonville, NADA director; W. 
Theo Proctor, Tallahassee; J. Sax- 
ton Lloyd, Daytona Beach; William 
Catlin, Jacksonville, and Newman 
C. Bracken, Crestview. 


Turin Auto Show 
To Open Oct. 31 


TURIN, Italy—Some 65 makes 
of cars from seven countries will 
be displayed at the International 
Motor Show which will be held 
here Oct. 31-Nov. 11. 

Nations represented will be the 
U. S. Great Britain, France, 
Sweden, Germany, Italy and Czech- 
oslovakia. More than 490 exhibitors 
will display their products. 











ing. A month earlier, exactly 50 
percent were outside the 30-day 
limit. Not since December, 1956, 
had so few dealers been over 30 
days’ supply. 

In the under-15-day category 
were only 7.1 percent of reporting 
dealers as of Oct. 1, compared 
with 11.1 percent a month earlier. 
Not since Jan. 1, when the aver- 
age inventory stood at the year’s 

high of 39.3 days, had so few deal- 
ers been under 15 days in their 
used-car supply. 

It follows, then, that the majority 
of dealers as of Oct. 1 fell in the 
16-to-30-day category. Inventories 
of this size were reported by 71.4 
percent of reporting dealers, com- 
pared with only 38.9 percent a 
month earlier. This was the small- 
est percentage of dealers in this 
used-car inventory class recorded 
since April, 1956. 

The range of stocks reported this 
month was 10 to 44 days, compared 
with two to 60 days a month ear- 
lier. 

A year ago on Oct. 1, inventories 
stood at the year’s low of 21.7 
days. Some 32.1 percent were under 
15 days, 61.2 percent ranged from 
16 to 30 days and 6.7 percent were 
over 30 days. Range of stocks was 
10 to 40 days. 


Plaintiff Drops 
Bid for Injunction 
In Fiat Complaint 


DENVER.—A motion for a tem- 
porary restraining order against 
Standard Motor Co., 7900 E. Colfax 
Ave., on a charge of trade-mark 
infringement, has been withdrawn 
in U. S. District Court. 

Stanley L. Drexler, attorney for 
Italian Motor Co., 501 E. Seven- 
teenth Ave., and Italian Motors, 
Inc., a Texas corporation, asked 
Judge Lee Knous for permission 
to withdraw the motion because of 
new information disclosed at a re- 
cent hearing. 

In the motion and complaint filed 
Sept. 1, Standard Motor was listed 
as operating at 455 W. Colfax. Sol 
L. Gertz, a Standard officer, testi- 
fied that the company no longer 
was_doing business at the W. Col- 
fax address. The property has been 
leased to another auto firm, he said. 

Drexler told the court he was 
unaware of this transaction and 
said he would withdraw the mo- 
tion. 

The complaint and motion 
charged that Standard Motor mis- 
represented itself as an authorized 
Fiat dealer and used false and de- 
ceptive advertising in connection 
with the sale of the Italian-built 
auto. 

The complaint itself was not 
withdrawn. The suit asks for an 
accounting by the defendants of 
the profits. Defendants are Gertz 
and his wife Ada, and Nathan and 
Sylvia Gertz. Knous gave Gertz’ 
attorney 20 days to enter a plea 
in the complaint. 








Beware of Unions, | 


L 


Oklahomans Told 


Teamsters Voted In 
At Muskogee Shop 


By Frank Gawronski 
Staff Writer 
INTING to a Teamsters 
Union victory in “a precedent 
shattering election” at a truck deal- 
ership in Muskogee, Okla., the Ok- 
lahoma Automobile Dealers Assn. 
warned dealers “not to be com- 
placent about the union movement 
in Oklahoma.” 
“When they start to organize 
truck dealers, it a ae 
is time for auto 
dealers to take a 


situation,” y 
Tant, OADA Sec- 
retary - manager, 
said. 

“We haven't 
had any trouble 
so far, but that 
is no guarantee 
we won't,” he 
warned, 

“This is the first time the 
Teamsters have been able to 
make an inroad into dealer 
ranks,” Tant said in a bulletin to 
OADA members, “and it serves 
to put all dealers on notice that 
they should look carefully at 
their own house and its entire op- 
eration. 

“First, take a look at employe 
wages, fringe benefits, hours, pen- 
sion, hospitalization and life insur- 
ance plans and try to determine if 
you are vulnerable. If you wait for 
an election to bé called, it may be 
too late. 





Roy Tant 


“Second, when signs of union ac- 7 
tivity appear, don’t try to deal with | 


it yourself. You are entitled to pro- 
cure legal counsel, and there will 
never be a better time to avail 
yourself of it.” 

Tant told dealers who didn’t have 
legal counsel to contact OADA for 
procedural advice. 

“But please do not wait until an 
election has been held,” he pleaded. 

* ok * 


Dealer Closed by Strike 


N GREAT FALLS, MONT., 40 
floormen who polish, wash and 
service new cars have gone on 
strike against 17 auto dealers. The 
men are members of Teamsters 
Local 145, 

Joe Lashway, the local’s busi- 
ness agent, said two dealers had 
been struck when the other 15 
dealers locked out the floormen. 
The union’s contract expired 
Aug. 14 and negotiations since 
then have failed to bring an 
agreement. 

A spokesman for the auto deal- 
ers said they offered the floormen 
a 10-cent hourly wage hike. The 
union reportedly accepted the 
amount but wanted to divide it 3.5 
cents for wages and the remainder 
for welfare benefits, The dealers 
objected to this proposal. 

The floormen receive two dollars 
an hour with no fringe benefits. 

In Detroit, service shop employes 
at Al Long, Ford, Inc., voted 10-to-9 
against representation by Team- 
sters Loca] 376. The election was 
conducted by the National Labor 
(Continued on Page 91, Col, 1) 





Imported-Car 
Registrations 


Imported-car registrations for 
eight months: 


1959 1958 
Pos. Make Pos. 
1— 74,117 Volksw’g’n 52,796— 1 
2— 55,807 Renault 26,562— 2 
3— 29,617 Eng. Ford 19,623— 3 
4— 26,474 Opel 8,786—10 
5— 25,950 Fiat 12,186— 4 
6— 25,648 Simca 10,447— 7 
7— 19,883 Hillman 11,011— 6 
8— 15,915 Triumph 10,371— 8 
9— 15,134 Vauxhall 9,134— 9 
10— 12,699 Volvo * 
* MG 11,069— 5 


100,524 AllOthers 56,068 
Total All Makes 
401,768 228,653 
*Not in Top Ten, 
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GUARDIAN MAINTENANCE AND OWNER PROTECTION POLICY 
BRING OWNERS BACK TO GM DEALERS FOR SERVICE! 


Guardian Maintenance is the only nationally advertised auto- 
motive service program . . . another General Motors’ first! It 
sells you, your facilities and your personnel as the finest source 
of service for General Motors cars and trucks. 

GM’s Owner Protection Policy is systematic service at 
specified intervals to maintain the performance and efficiency 
of the GM vehicles you sell and service. 


CADILLAC - BUICK - OLDSMOBILE - PONTIAC - CHEVROLET - GMC TRUCK 


Make sure new owners thoroughly understand how the Owner 
Protection Policy works for them and how they make it work. 
If you do, it will provide repeat contacts to keep customers 
sold on GM cars and trucks, and your dealership. 

Boost service coverage of your fixed overhead with Guardian 
Maintenance and the General Motors’ Owner Protection Policy. 
Quality service pays in the long run! 


(guardian 
Maintenance 
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88,000 in Month 





Truck Sales Are Holding High 


| get lan cdo registrations to- 

talled 88,137 in August, 35.67 
percent ahead of the 64,965 sales 
in August of last year. 

The August total was off 0.91 per- 
cent from the 88,949 registrations in 
July. However, it was the best 
August since 92,019 trucks were 
sold in that month of 1955. 

All makers shared in the sales 
upswing between August of 1958 
and this year. The makers and 





57 Join Minnesota Assn. 


ST. PAUL. — Fifty-seven new 
members have been signed by the 
Minnesota Automobile Dealers 
Assn. in its current membership 
drive. 


gain of 35.40 percent from the 477,- 
— © * * 


their registrations for August of 
this year and last were: 
August, August, 

1 1958 
23,706 








Totals 64,965 
Truck sales in the first eight 
months of 1959 totalled 646,427, a 











How They Fared ... 





First 8 
Months, 
1968 


169,760 
135,225 


58,082 
35,727 
25,186 
12,283 
71,848 
7,701 
2,979 
1,937 


540 
20,143 


477, All 


* White includes Autocar, Freightiine: 
** Miscellaneous includes imports, 
Herrington, Peterbilt, etc. 











Commercial Car Registrations 


By Makes 


First Eight Months, 1959 vs. 1958 


r, Reo and Sterling. 
Corbitt, Diveo, FWD, Kenworth, Marmon- 





Percent Percent Percent 
Share of Share of Point 
"59 Market ’'58 Market Change 
35.32 35.56 — 2 
29.53 28.33 +1.20 
10.77 12.17 —1.40 
7.55 748 + 07 
5.76 5.28 + 48 
2.72 2.57 + .15 
1.59 1.64 — 05 
1.44 1.61 — 17 
67 -62 + 05 
29 Al — 12 
ll mae) She 
4.25 4.22 + .03 
100.00 ore 


—Compiled from R. L. Polk & Co, data. 








Dart Cheers Dodge Dealers; 
Public Response Hailed 


By John E, Walsh 
Staff Writer 

PPETROIT.— The reaction of both 

the dealer and the public to the 
new Dodge Dart has been extreme- 
ly favorable, according to an 
Automotive News survey of retail- 
ers here. 

Few tears were being shed by 
those who were forced to give up 
their Plymouth the 
check indicated. Most of these 
dealers said they thought the 
Dart would more than make up 
for their Plymouth loss. 

“The Dart is an all-new car, 
while the Plymouth hasn’t been 
changed too much,” said a spokes- 
man for one dealership. 

He reported that more than 25 
Dart orders were written in the 
first five days. 

* * . 
aad LOOKS like another 1957 as 
far as orders are concerned,” 
said the sales manager of another 
outlet, which has been a Dodge ex-| 
clusive since ’57. 

He called styling the Dart’s 
chief advantage over the Plym- | 
outh, since both cars have com- | 
parable engineering features. | 

“The Dart has better styling than 
the Plymouth, so the salesman’s 
job will be to sell a fresh look,” 
he added. 

The sales manager of another'| 
dealership admitted that both he| 
and his sales force were a little ap-| 
prehensive when they learned they | 
would have to give up the Plym-| 
outh for a new car. 

“At the time we had no idea what | 
to expect of the Dart,” he said. “But | 
once we saw it we were convinced 
that we wouldn’t miss the Plym-| 
outh.” 

He said everyone who had driven | 
the car liked its performance add- 
ing that four of six deals were for 
the Dart. 





jf MOTHER dealer, who also oper- 
ates a DeSoto-Plymouth deal in 
a community 40 miles from Detroit, 
predicted the Dart “will take Plym- 
outh’s place very well, if not bet- 
ter” at his Dodge outlet. 

and several other dealers en- 





visioned a reduction in overhead 
by handling only one line of cars. 

“Now we won’t have to have 
two bookkeeping accounts and to 
stock two separate parts lines,” 
he pointed out, “And there’ll be 
fewer headaches in dealing with 
one factory division.” 

He added that he had added four 
salesmen to his staff to handle the 
expected increase in sales. “This 
car can’t miss,” his general man- 
ager said. 

Another dealer reported “we were 
pleasantly surprised with the Dart. 
We had no idea we'd get the kind 
of car that we got.” 

+ + . 
H: SAID the fact that young- 
— like the car is a good 


“ listen to the opinions of the 
young people,” he said. “I’ve found 
that the cars they like usually are 
good sellers.” 

He called the Dart “a conserv- 
atively styled car that will appeal 
to many Ford and Chevrolet 
owners who don’t care for the 
design of the ’60 Ford and Chev- 
rolet.” 

All of the dealers reported they 
could use more cars, The Seneca 
six, the lowest-price Dart, is in 
particularly strong demand, they 
reported. 





411 trucks sold in the like period of 
last year. 

All producers shared in the sales 
gain with the exception of Dia- 
mond T. 

_ * * 


IX manufacturers increased 


their market penetration as well 


as sales in the first eight months.| , . 


The six, their unit sales, percent of 
market and percentage-point gains 
were: 

Ford, 190,890 units sold, 29.53 per- 
cent of the market, up 1.20 per- 
centage points; GMC, 48,830 units, 
7.55 percent, up 0.07 points; Dodge, 
37,214 units, 5.76 percent, up 0.48 
points; Willys, 17,610 units, 2.72 
percent, up 0.15 points; Studebaker, 
4,334 units, 0.67 percent, up 0.05 
points, and miscellaneous, 27,456 
units, 4.25 percent, up 0.03 points. 

Brockway maintained its market 
penetration at 0.11 percent as sales 
increased to 738 units. 

Four manufacturers saw their 
market penetration slip despite 
increased sales, The four, their 
sales, percent of market and 
point losses were: 

Chevrolet, 228,313 units, 35.32 per- 
cent, down 0.24 points; Internation- 
al, 69,621 units, 10.77 percent, down 
1.40 points; White, 10,241 units, 1.59 
percent, down 0.05 points, and 
Mack, 9,305 units, 1.44 percent, 

down 0.17 points. 

Diamond T registrations slipped 
to 1,875 units or 0.29 percent of the 
market. This represented a loss of 
0.12 percentage points. 

+ c- * 


ALIFORNIA maintained its rec- 
ord as the top truck-buying 
state in August with Texas close 
behind, The top 10 states and their 
registrations for August of this 
year and last were: 


August, August, 
1959 1958 

1. California .......... 9,601 7,356 
<a 8,718 5,726 
3. New York ......... 4,161 3,155 
4. Pennsylvania 3,750 2,857 
5 BSS 3,371 2,263 
6. Michigan ............ roms 1,740 
Ss. | 2,443 
8 North Carolina.. con 1,964 
9. Indiana ................ 2,859 1,659 
10. Florida. ................ 2,731 2,121 


August registrations topped the 
year-earlier figures in 46 states and 
the District of Columbia, Declines 
were reported in five states—Alas- 
ka, Minnesota, North Dakota, 
Rhode Island and West Virginia. 





Pontiac Reports 
Record Sales 


PONTIAC.—Retail sales of the 
1960 Pontiac in the first 10 days fol- 
ling public introduction on Oct. 1 
were higher than those in any simi- 
lar 10-day period in the company’s 
history, S. E. Knudsen, Pontiac 
general manager, announced last 
week. 

He said dealers reported sales of 
18,354 new Pontiacs during the first 
10 days and a backlog of 17,133 
orders. 





Fire at Dick Ivey 


DENISON, Tex.—A fire which 
swept through Dick Ivey Buick- 
Pontiac here did damage estimated 
at $100,000. 





Late Report... 





to Automotive News’ index. 
Only 52s, which advanced $4, 
$40 on ’55s, $23 on ’57s, $18 on 


At a group of representative 


recorded since mid- 





Used-Car Market 


Average prices of used cars sold at wholesale auction slipped 
again last week, falling $23 to the year’s low of $952, according 
escaped the downward trend. Losses amounted to $87 on ’59s, 


New lows were established for ’57s, ’56s and ’55s, while ’58s match- 
ed the previous low for that model. 


consignment was 222.3 units, compared with 225.8 the previous 

week. The sales ratio was 63.5 percent, compared with 67.4 per- 

cent a week earlier, Last week’s 
March. 


Auction reports begin on Page 82. 


and ’58s, which held unchanged, 
"64s, $16 on ’56s and $6 on ’53s. 


auctions last week, the average 


sales ratio was the lowest 








Dodge Attracts Shoppers— 


Auto shopping fever hits the nation as 


WA 


1960 models went on sale last week. This 


is view at John Lander Motors (Dodge) in Atlanta. Lander, who is NADA treasurer, 
reported high sales and predicted low-price, regular-size cars will hold their own 
against the compact entries. Dodge dealers, in survey, reported people interested in 


low price and low operating costs rather than small size. 
ss © 


* * 





Price Is Big Factor, Dodge Says .. . 





Dart Called a Dazzler 


HIGHLAND PARK, Mich, — 
First-day reaction to the Dodge 
Dart indicates that standard-size, 
low-priced cars will hold their own 
against compact cars in 1960, Dodge 
said last week. 

Dodge said it had established 
polling centers at its 3,000 dealer- 
ships to register public reaction 
to its 1960 cars. Results, it said, 
showed that “price, not size,” will 
be the prime factor in the 1960 
car market. 

M. C. Patterson, Dodge general 
manager, said that in all parts of 
the country dealers reported big- 
ger crowds and higher enthusiasm 
than at any time since 1955. 


ENING-DAY attention was 

centered on the Dart, he said, 
adding that the 118-inch-wheelbase 
car was competing well against 
Corvair and Falcon as well as 
against Chevrolet and Ford. Short- 
ages were reported in some sec- 
tions. 

Patterson said that, in some re- 
gions, 80 percent of Dodge sales 
were accounted for by the Dart. 
Hottest model apparently is the 
Seneca six. 

In Memphis, Dealer John Well- 
ford said a family of four “camped” 
in a Seneca station wagon until 
they could get the papers com- 
pleted, afraid some other buyer 
would beat them to the car. 

* os oe 

OLLOWING are some of the 

dealer reports quoted last week 

Dodge: 

“New Dodge line getting great- 
est reception in years, People are 
buying,” said Gingrich Bros., Per- 
rysburg, O. 

“Can’t continue fishing without 
bait,” said Reese F. Starr, Rich- 
mond, Calif. “Send more cars.” 

“Three thousand people in show- 
room in last three days—expect 
biggest sales in our 39 years,” said 
Kaplan & Crawford, Washington, 
D. C. 

“Reaction to Dart and Dodge ter- 
rific,” said Brost Motors, Buffalo. 
“Sold 42 Friday and Saturday.” 

“Everybody exhausted but happy 








Chevrolet Claims 
75,000 Sales in 
First Two Days 


DETROIT. — Chevrolet said last 
week that Corvair had “hit the 
market with record impact,” help- 
ing to topple announcement-period 
sales marks in many dealerships. 

Dealer deliveries or orders in the 
first two, days totalled approximate- 
ly 75,000 conventional Chevrolets 
and Corvairs, said K. E. Staley, 
general sales manager. Corvairs 
accounted for about 35 percent, he 
said. 

Exceptionally high sales and or- 
ders for both sizes of Chevrolet 
were reported in Los Angeles, San 
Francisco, Chicago, Pittsburgh, Dal- 
las and Houston. 

Showroom crowds in many areas 
were the largest in history, Staley 
said. 





—sales are breaking all records,” 
said Albany Garage, Albany. 


“Largest volume sales on an- | 
in our history,” | 


nouncement day 
said Newport Auto — Newport, 
po * «* 
ODGE DART %y out of this 
world,” said Tag Galyean, 
Charlestown, W. Va. “We are really 


doing business, which makes every- © 


body happy.” 

“Sold two convertibles in bliz- 
zard weather with five inches of 
snow and 50-mile winds, Keep 
them coming,” said Williams 
Dodge, Bismarck,N. D. 

“Fourth place in the bag,” said 
Ridolphi, Pittston, Pa., but L. L. 
Richardson, Dallas, Pa., said, 
“Count on us for third place.” 

ok * 


“gam Dodge Dart models are 
priced as much as $100 less 
than some compacts here,” said 
Hopkins Motor Sales, Minneapolis. 

“Attendance running 1,250 daily 
- . . Many waiting for demonstra- 
tion rides,” said Imperial Motors, 
Bremerton, Wash. 

“A couple of bearded lads in 
berets drove up in an Austin- 
Healey and asked to look at ‘the 
small car,’” said Ed DiBenedetto, 
Bayside, Long Island. “They sign- 
ed to buy a Dart. I’m checking 
the credit today.” 

The Dodge situation was summed 
up neatly by a spokesman for A. J. 
Orbach Co., Plainfield, N. J., who 
said, “Everyone’s as happy as a 
clam at high tide.” ; 


°60’s Introduction 
Best Since 755, 
Buick Reports 


FLINT.—Buick has credited its 
preannouncement “prospect shows” 
with making its 1960 mode] intro- 





duction the most successful since 


1955. 


Dealers reported more “solid buy- | 


ers” had visited their showrooms 
during the three-day announcement 
period last week-end than during 
any announcement in recent years, 
said Edward D. Rollert, Buick gen- 
eral manager, 

“Many dealers reported deliveries 
running higher than in any year 
since 1955,” Rollert said. 

Rollert said more than 200,000 
persons in eight metropolitan areas 
saw the new Buick during the pre- 
announcement shows. 


Early ’60 Sales 
Hailed by Olds 


LANSING.—In the ten-day sales 
period that followed public an- 
nouncement of the 1960 Oldsmobile 
on Oct. 1, dealers delivered more 
new Oldsmobiles to their customers 
than in any similar period since 
mid-1957. 

Jack F. Wolfram, Oldsmobile 
general manager, said that “retail 
sales totalling 15,800 units were 80 
percent higher than the corres- 
ponding period of last year.” 
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3 SEATS AND 


NOW! A STATION WAGON WITH 


5 BIG Doors! 





% Further Extends Rambler Dealers’ Massive 
Penetration Of The Station Wagon Market. 
Rambler Is Now 3rd In Total Station Wagon 
Sales . . . Ist In 6-Cylinder Wagon Sales. 


% Gives Rambler Dealers Another Exclusive. 


% A Car With Real Sales Appeal To The Growing 
American Family. 





% Only station wagon that opened except by a key 
lets you get into the third from the outside for abso- 
seat without crawling over lute safety and protection. 


tailgate th ts. 
Ce) Oe ONES BOO se Both rear seats fold down 
* The tailgate is a fifth door flush with the floor when 
that swings wide for easy not in use to give eighty 


entrance and exit. cubic feet of cargo space. 
% The fifth door can be locked y Smart Rooftop Travel Rack 
from either inside or out. carries additional gear and 


When locked, it cannot be luggage. 








/ Wouldn’t You Like To Go And Grow 
With Rambler In 1960? 





SS wy — we 'e~.- 


Exploding Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and important Export Markets. 
In Caneda Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 











We Have the Proved Product for the 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


| 

| 

| 

| 

! 

| 

! Dear Sir: Will you please provide me with more complete informa- 
| tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 
! 

| 

| 

| 

! 

| 
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Sales Put at 1.1 Million... 





Monaghan Predicts 
1960 Truck Boom 


By Maynard M. Gordon 
News Editor 

CLARKSTON, Mic h.—Domestic 
retail sales of new trucks will zoom 
to a near-record 
1.1 million next 
year after falling 
10,000 units shy 
of the million 
mark this year, 
according to 
GMC Truck & 
Coach General 
Manager Philip J. 

Monaghan. 
Monaghan 
made the predic- 
tions at a special 
press preview here of the ’60 GMC 
line, which will go on dealership 
display late next month. Highlight 
of the new models will be the first 

U. S.-marketed V-6 engine, 
Delivery of 1,100,000 trucks in 





P. J. Monaghan 





1960 would place the year a bit 
short of the alltime record truck 
year of 1950, when 1,142,307 new 
units were registered. Another 
one-million year has not been 
scored in trucks since 1951’s vol- 

ume of 1,003,850, In 1948, 1,035,174 
new trucks were sold. 

Monaghan estimated GMC’s do- 
mestic sales this year at about 
75,000 units. He said the division 
would aim for a “strong” penetra- 
tion increase in 1960. 

Noting a 46 percent boost in 
new diesel-truck sales this year— 
to an estimated 31,000—Monaghan 
said GMC sales in this class have 


Spiller Sells to Williams 
SANFORD, Me.—Frank C. Spiller 
has announced the sale of Spiller 
Motor Co., Inc, (Cadillac-Pontiac), 

to Williams Pontiac-Cadillac Co. 








more than tripled. He forecast 
36,000 industry diesel deliveries in 
1960. 

GMC, according to the 44-year- 
old GMC chief, has outstripped the 
industry on sales of trucks above 
five tons this year. The GMC rate of 
gain is 81 percent above 1958, com- 
pared to the industry's 37 percent, 
he said. 

GMC announced that its ’60s 
will boast a higher degree of 
parts interchangeability, wherein 
one make of truck will serve 
multi-truck owners most econom- 
ically. 

“For its 1960 program, GMC en- 
gineers made a complete break 
from industry patchwork concepts 
of the past and designed into it 
maximum parts simplification 
through a high degree of parts in- 
terchangeability,” Monaghan said. 

“For example, 73 major parts are 
common to all our new V-6 gaso- 
line engines, and 56 major parts are 
common to all V-6 and Twin-Six 
engines. This reduces the need for 
big capital outlays for stocks of 
parts to cover different makes of 
trucks, an opportunity that many 
operators cannot afford to over- 
look.” 

The GMC executive said that 








Ga. Warranty Law 
OK’d by High Court 


ATLANTA.— The Georgia Su- 
preme Court has upheld as con- 
stitutional a 1957 act requiring 
auto manufacturers to stand be- 
hind their products. The validity 
of the act had been challenged 
by General Motors, and the Civil 
Court of Fulton County had ruled 
the act unconstitational. The high 
court reversed the county court. 

The case was brought by Wil- 
liam J. Bookholt, who had pur- 
chased a 1958 Oldsmobile from 
Tarratus Motor Co., Savannah. 
The car was said in the suit to 
be defective. 


The case now goes to trial. 





parts stock requirements for a 
simplified ’60 GMC line would be 25 
percent less than for the present 
line, and at least 50 percent below 
the requirements of a truck com- 
pany owner using a mixed fleet. 
To help motor carriers develop 
maximum profit in the use of 
their equipment, a transportation 
productivity research staff has 





Get the Spark Plug analyzer 
that does—not 2 but ALL 3! 


] DETECTS GAP WEAR. 


Bh) 


®D oerects OIL FOULING. 


SOURCE OF SPARK PLUG 


AC ANNOUNCES 


The ACilloscope 


THE ONLY COMPLETE ELECTRONIC ANALYZER 


DETECTS LEAD DEPOSITS — 





THE MAJOR 
FAILURE. 





Automotive ignition engineers agree that lead 
fouling causes up to 85 percent of all spark plug 
failures. Yet there are electronic spark plug 
analyzers on the market today which detect 
gap growth and oil fouling, but do not detect 


the most important cause of failure .. . 


lead 


deposit fouling! AC engineers have developed 


the only spark plug analyzer that detects all 


three .. 


. and detects them from the very start. It 


does the complete job for your customers. The 
industry’s only complete electronic analyzer— 
the ACilloscope—will be available soon. Don’t 
be short-changed. Wait and compare. ACillo- 
scope your way to greater spark plug profits! 


AC SPARK PLUG @& THE ELECTRONICS DIVISION OF GENERAL MOTORS 


YOUR 





AC PRESENTS THE ART CARNEY SHOW, 
NBC-TV, NOVEMBER 13 


SUPPLIER 
WILL HAVE DETAILS SOON! 








been established at GMC Truck, 
Monaghan revealed, This new 
staff will be a “top level manage- 
ment approach to improving cc r- 
porate profits through greater 
distribution efficiency,” he said. 

Many private carriers have given L 
truck efficiency far less attention 
than its profit potential properly 
merits, truck expense being a far 
greater factor in total] distribution 
cost than most people realize, he 
said. 

Monaghan pointed out several 
factors that will influence incress- 
ing annual sales of new trucks in 
the next decade. 

“First, the rapid growth of the 
U. S. population and its trend to- 
ward the urban areas is creating an 
ever-increasing demand for the 
transportation of goods and Sserv- 
ices by motor truck, the only form 
of freight transportation that can 
go anywhere it is needed,” he said, 

“Secondly, the pent-up need for 
new truck equipment by practic- 
ally all types of truck operators 
who had, until just this last 
spring, postponed such invest- 
ments in the face of an economic 
recession. Business confidence 
now has come along to the point 
where sound investments in new 
trucks are necessary if the op- 
erator is to remain in competi- 


tion. 

“A third point is the rate of 

scrappage of old models, The aver- 
age age of the 11,200,000 trucks 
now in service currently is 7.2 
years, and most oldtimers are toss- 
ed on the scrap pile somewhere be- 
tween 7% years and 13% years of 
age. It was not until 1954 that any 
postwar model trucks came into 
this scrappage age, and it is next 
year, 1960, that will be the first 
year where we have a full seven- 
year spread of postwar trucks in 
the maximum scrappage age cate- 
gory. 
“We estimate that 528,000 units 
built postwar will be scrapped next 
year, or 143,000 more than the 1958 
figure.” 





Miller Dissolves 
N. C. Corporation; 
Lost Ford Suit 


WINSTON-SALEM, N. C.—Miller 
Motors, Inc., which held the Lin- 
coln-Mercury franchise here from 
1946 until it was withdrawn in 1954 
and which once sued Ford Motor 
Co. for almost $1% million and won 
a judgment of $1,417, has gone out 
of business officially. 

Shortly after the franchise was 
withdrawn, the company sued Ford 
Motor Co. for $1,419,492 damages, 
alleging monopolistic practices and 
coercion in its relations with deal- 
ers. The monopoly and “economic 
slavery” allegations later were 
thrown out by U. S., District Judge 
Roszel C. Thomsen, of Baltimore. 

Judge Thomsen, however, did 
allow the plaintiff an award of 
$1,417 for repairs it had made to 
new cars which were said to have 
been defective when received here. 
The verdict was upheld by the 
Fourth Circuit Court of Appeals. 

Directors of the company have 
just adopted a resolution providing 
that Miller Motors be dissolved as 
a corporation and a certificate of 
dissolution granted by the North 
Carolina secretary of state has been 
filed in Forsyth County Superior 
Court. 

Of 37% shares of stock in the 
corporation, J. H. Miller owned 
36% and Mrs, Miller owned one 
share, 











Limited-Slip Salesman 
Makes His Pitch 


DETROIT.—It was late in the 
evening of Ford’s introduction 
day. The salesman had been on 
duty 12 hours and was more than 
a little tired. 

He was escorting a visitor 
around the showroom, comment- 
ing on the features of the ’60s. 
Stopping at one model, the visi- 
tor remarked: “So this is your 
little one.” 

“Yes sir,” said the salesman, 
fondly patting a fender. “This is 
our Corvair.” 

There was a stunned silence aS 
the embarrassed salesman realiz- 
ed what he had said. f 

The visitor was stunned, too. | 
He was a Ford Motor Co. repre- 
sentative. 
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ine’ itorial power is its single-copy sales. euney 
whi a a oe 15c ean TV GUIDE at - - cover price.* 
ae d i people react to TV GUIDE. One recent editorial sania: over 
wc da iS to write Congress their views ” ios di If hig like to 
Sica their views on the 1960 models, now’s the time to start! 


,023, Life 647,154. 
*By comparison, June 30 ABC reports give the Post 1,335,479, Look 746 


7,250,000 circulation guarantee effective October 37, 1959 
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Capsule Comment 


Auto credit outstanding has shown an increase for nine 
straight months, now stands at a record high of $16,082 mil- 
lion, or $1,568 million above a year ago, the Federal Reserve 
Board reports. 

Finance companies and commercial banks are running 
a close race for total paper held. 
* * * 

Dealers generally condemn the cleanup bonus system 
used by the factories to sell extra 1959 models, reports 
NADA President Herb Galles, who noted that “these 
incentives have augmented the problem of cross-selling 
and provided many inequities among dealers handling 
the same make.” 

A new system seems to be in order. 

fall * * 

Six saleswomen, making up half of the sales staff at Al 
Wagner Motor Sales in Youngstown, O., sold eight new cars 
in their first six days on the job. 

Is this an answer to the industry's salesmen problem? 


The world’s population of cars, trucks and buses has 
reached a whopping total of 113,024,224, a gain of 5,000,000 
over the previous year, says the U. S. Department of Com- 
merce. 

Who says the jet age is outmoding land travel? 


Although Senator Case sent letters to about 1,100 
new-car dealers in New Jersey, asking their opinions on 
pro territorial-security legislation, only 200 have 

ied—tthe majority favoring some form of law. 

It’s hard to believe only 20 percent of the dealers are 
interested in such legielation. 

A fat auto driver is more accident-prone and his accident 
rate is directly to his degree of overweight, 


proportional 
says Dr. Rosaire Robillard of Montreal. 
Reducing pills, anybody? 











Coming 
Events 


Dealer Conventions 


Oct, 17-19—Texas Independent Automo- 
bile Dealers Assn., Hilton Hotel, San 





Automotive Cartoon 


Of the Week 





Antonio 





Oct. 18-19—Florida Independent Automo- 
bile Dealers Assn., Barcelona Hotel, 
Miami Beach, 


Oct, 18-20—Florida Automobile Dealers 
+ ng Hotel Robert Meyer, Jackson- 
vil 
Oct. 20-2i—Federation of Automobile 


Dealer Assns. of Canada, Montreal. 
ict, 25-26—Oklahoma Automobile Deal- 


ers Assn., Hotel Tulsa, Tulsa, 
Nov, | ‘onnecticut Automotive Trades 
Assn., Statler- Hilton, Hartford, 


Noy, i5-1 17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec, 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 

Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., [3th Annual 
onceen, Eden Roc Hotel, Miami 


P ~ Deb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb, 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

utomobile Dealers Assn, of 
Alabome, Buena Vista Hotel, Biloxi, 
i's 

Apr. 2426—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
nee: British lonial Hotel, Nassau. 
| 5-6—Joint Convention of Kansas 

otor Car Dealers Assn. and Missouri 
Automobile Dealers rv Hotel 
Muehlebach, Kansas City, 

ay 6&7 — Arizona astecobne: Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Can 

May 13-14— 
Dealers Assn., 
Charleston. 
June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel. Bedford, Pa. 

June 23- ichigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 


. ¢ *® 
Auto Shows 
Oct. — State Fair Automobile 


n, Ariz. 
uth Carolina Automobile 
Francis Marion Hotel, 





“We've decided fo make our mechanic unhappy!" 




















Show, Dallas 
Oct. 20-24—West Orange Auto Show y ad 





Creeme Armory, West Orange, 
21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-25—World's Fair Auto Show, In- 
dustrial Arts Bldg., Eastern States Ex- 
+ mti Fairgrounds, West Springfield, 


oct 2i-31—44th Motor Show, Earls Court, 
London, England. 
Oct. 24-25—International 500" Motor 


ates: Letterbox 


used if you so request. 





‘Issue of Security . Se 


This is an open forum for the discussion 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with 
Address Editor, Automotive News, Detroit 7, Mich. 


2 


of any subject of interest to our 


the assurance that it will not be 








Show, seme Memorial Audi- 


ot 30:31 — Wilkes 8 Barre Outdoor Auto 
Show, Gate - ay Shopping Center, 
Wilkes-Barre 
Oct, 31-Nov. nist international Motor 
Show, Turin, Ital 
6-15—Sea 


Meaning of Freedom 

Having appeared before the Sen- 
ate subcommittee on Automobile 
Marketing Practices to testify in 


Nov. ttle > leternctions! Car Show, opposition to the territory security 
— Foe wid Rouge Auto Show, bills under consideration by that 
Baton Reoge. La. subcommittee, I was very encour- 
ov. 12-22— pen Francisco Imported Car aged to read in the Sept. 14 issue 
Non Ihab Angeles Auto” Show, Pan | Of Automotive News that more than 


200 Oklahoma franchised dealers 
had signed a resolution expressing 
opposition to territory security 
legislation. 

Their action is all the more sig- 
nificant in that these dealers are 
constituents of Senator Monroney, 
an ardent booster of territory se- 
curity. 

A subsequent Automotive NEws 
article cn this same subject was 
quite disturbing to me, however. 
This article (Sept. 28 issue) en- 
titled, “Oklahoma Opposition to 
Security is Blasted” reported that 
Mr. Moore had assailed the opposi- 
tion of these 200 dealers to territory 
security. 

While, at the same time, Moore 
told the dealers, “The issue (terri- 
tory security) is entirely in the 
hands of the dealers. NADA would 
like to know whether we should 
work for territory security or aban- 
don the idea.” 

Moore’s method of encouraging 
free discussion of controversial is- 


Pacific Auditorium, Los Angeles 
Noy, 14.21—Philadelphia ‘Auto ee. Phil- 


oan 
29°-Sioux Falls Auto Show, Sioux 
Falls Coliseum, Sioux Falls, S. D. 

Nov. 25-30—Phoenix Auto Show, Phoenix. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Nov. 30-Dec, 5—Tampa Auto Show, Fort 
Homer Hesterly Armory, Tampa, 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburg 

Jan. 9-16 Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 

Jan. 9-17—Buffalo Auto Show, 
Avenue Armory, Buffalo. 

Jan. 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, Cc. 

Jan. 16-24—52nd Annual Chicago Auto 
— International Amphitheatre, Chi- 


den, 930-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 

Jan. 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


Maston 


len. i. 23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


Jan. 30-Feb. 6—Rochester Auto Show, wy 
Memorial Exhibit Hall, Rochester, 'N. 
(See CALENDAR, Page 23, Col, 8) 














The Big Stories 


34 Years Ago 
New models and lower prices generally announced by automobile 
manufacturers in recent months have proved popular and the con- 
sumer demand for cars continues active, the October survey of the 
Federal Reserve Board indicates. 


20 Years Ago 
NADA has submitted a model + in contract to manufac- 
turers for discussion. The contract would be made for a five-year 
period and establishment of additional outlets within a dealers terri- 
tory would be definitely limited. 


10 Years Ago 
The Reconstruction Finance Corp. lends Kaiser-Frazer $34.5 mil- 
lion to finance new models, including a small car. Another $15 million 
loan to aid dealers is still pending. 
—From Automotive News Files 











sues by NADA members is not easy 
to understand, and may indicate 
an inability on the part of the 
NADA hierarchy to comprehend 
the true meaning of “freedom,” 
whether used as in “freedom of 
speech” or “freedom on the part 
of a franchised dealer to sell a new 
car to whomever and wherever he 
pleases ‘without payment of penal- 
ties or premiums.”—Rosert J, Mc- 
Kinsey, General Counsel, National 
Independent Dealers Assn., Wash- 
ington. 


* * * * 


Imports Turner 

In your Sept. 14 issue you list 
Nemet Imported Cars, Jamaica, 
N. Y., as the importer and distribu- 
tor of the Turner sports cars. 

Please be advised that we are 
the sole importer for the Turner in 
the U. S. We are also the distribu- 


tor—Nemet is a sub-distributor for © 
the territory of Long Island, New — 


Jersey, and Connecticut.— Date E. 


Smitn, Tri-City Sports Cars, R. D. ' 


No. 3, Massillon, O. 
a ok e 
Simcas Missing 

Reference is made to the regis- 
tration information reported for 
the Denver market in the Sept. 7 
issue. 

You indicated there were two 
Simcas registered whereas our rec- 
ords show 10 Simcas were regis- 
tered in Denver for July. 

This is being called to your at- 
tention since this is not the first 
time such a discrepancy has been 
reported for the Denver market. 
—D. R. Cranpatu, Director, Simca 
Sales, Chrysler Motors. 

n * * 


Another Beating? 


With the Big Three new compact 
cars announced, there seems to be 
little comment on anything to do 
with the operating costs except 
gasoline mileage. 

I wonder what fleet owners think 
of the 13-inch tire. They took 4 
substantial licking with the intro- 
duction of the 14-inch tire. Do they 
take another with the introduction 
of the 13-inch size?—PurcHAsING 
AGENT. 
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Ford Chief Discusses Falcon .. . 





Wright Sees Dealers Prospering 


T NEW YORK.— “All our dealers 
want to know is why they can’t 
get more Falcons,” said J. O. 
Wright, Ford division general man- 
ager, following the first day’s intro- 
duction of 1960 Fords. 

Wright, speaking at an im- 
promptu press conference after a 
day of visiting dealer showrooms 
throughout the area, was appar- 
ently well pleased. He said that 
1960 should be the best year deal- 
ers have had in quite awhile, 
“according to their own admis- 
sions to me.” 

“This is the first time in a long 
time dealers have actually come 

F out and express- 

ed the feeling 
that they will 
make money dur- 
ing the coming 
year,” he said, 
In answer to a 
question about 
the export pros- 
pects for the Fal- 
con, Wright said 
that some were 
already on their 

J. O. Wright way to overseas 
markets. It has been speculated for 
some time that one of the reasons 
the Big Three entered the compact 
market was to become more com- 
| petitive overseas. 

Discussing the steel strike and 
| steel supply, Wright said that Ford 
can keep operations going until 
Nov. 15. This is due to the fact 
that Ford is 50 percent self-suffi- 
cient in this field, he said, and 
' also to the fact that procurement 
| personnel have located some for- 
| eign steel. He was unable to dis- 
' close whether they had actually 
purchased it. 


When the strike is settled, the 


14 Tire Makers, 


2 Associations 








ee 





LDeny Price Fix 


WASHINGTON.—Fourteen man- 
ufacturers of tires and tubes and 
two trade associations, have denied 
Federal Trade Commission charges 
of illegally conspiring to fix prices 
on these products, 

Separate answers denying all il- 
legal activities alleged in the FTC’s 
June 2 complaint and asking its 
dismissal were filed by the Rubber 
Manufacturers Assn., the Tire and 
Rim Assn. and the following manu- 
facturers: 

Goodyear, Firestone, U. S. Rub- 
ber, B. F. Goodrich, General, Arm- 
strong, Cooper, Dayton, Dunlop, 
Gates, Lee, Mansfield, Mohawk and 
Seiberling. 

Another manufacturer cited in 
the complaint, McCreary Tire and 
Rubber Co., Indiana, Pa., has not 
yet filed answer td the charges. 








Management Assn. 
' To Meet in Detroit 


DETROIT.—Robert E. Lewis, 
president of Sylvania Electric Prod- 
> ucts, Inc., will be the keynote 
speaker at the 36th national con- 
ference of the National Manage- 
ment Assn. which opens Thursday 
(Oct, 22) at the Statler Hotel here. 
Lewis will discuss “America’s Fu- 
ture: A Challenge to Management.” 
Some 1,200 persons are expected to 
attend the two-day conference. 
Other speakers will include 
George Romney, American Motors 
President and NMA “Management 
Man of the Year;” L, I. Woolson, 
Chrysler Corp. vice-president; Alex- 
ander F. Jones, executive editor, 
Syracuse Herald-Journal, and Bern- 
ard A. Monaghan, president, Vulcan 
Materials Co. 





Soviet Technical Abstracts 


Are Available from U. S. 


WASHINGTON.—Two abstracted 
Russian technical journals are 


- available from the Office of Tech- 


nical Services, U. S. Department of 
Commerce, Washington 25, D. C. 
They are the physics, chemistry 
and biology series of Referativnyy 
Zhurnal and English Abstracts of 
Russian Technical Journals. 





question of passing along any 
price hike will come into the pic- 
ture. Wright said that if the cost 
of steel increases sharply, it will 
be necessary to pass all or part 
of the increase along to the cus- 
tomer, But if the increase is 
slight, he said, Ford will do 
everything possible to absorb it. 

Dealer reaction to the Falcon, 
Wright reported, is extremely good. 
He said dealers like the styling, 
engineering simplicity, pe rform- 
ance and price. 

Wright said he believed that im- 
ports would be hurt to some degree 
by the new Big Three compacts, 
adding that dealers would attempt 
to merchandise these higher priced 
products against the lower priced 
imports by stressing the better 
package involved. 

In New York, which has a strin- 
gent taxi code, the Falcon will go 
into a test as a taxi within a few 
weeks. 

Barring the continuation of the 
steel strike, Wright stated that 





Ford would assemble 97,000 Fal- 
cons by the end of this year, 
against Chevrolet’s stated figure 
of 100,000. Every Falcon has been 
spoken for by the dealers, he 
added. 

Should the steel strike continue, 
Wright said, there is a strong 
possibility that Ford dealers will 
have 100,000 more cars in their 
hands by the end of the year than 
will Chevrolet dealers. 

+” * * 


Canada Sales High Seen; 


New Anglia Coming 


MONTREAL.—New-car sales in 
Canada in 1959 will set a new rec- 
ord “unless the U. S. steel strike 
affects us,” according to Rhys M. 
Sale, president of Ford Motor Co. 
of Canada. Sale was speaking to 
600 eastern Canadian Ford dealers 
assembled here for a preview of ’60 
models. 

During the first eight months of 
1959, Sale said, total new-car sales 
in Canada were 14.8 percent higher 
than the same period last year. 





Ford of Canada new-car sales were 
up 25 percent, he told dealers. 

Ford of Canada also announced 
that later this year it will intro- 
duce a newly engineered, restyled 
light English car known as the 
Anglia 105E. 

Among the features of the 105E 
are a four-speed synchronized 
transmission, a top speed of 75 





Rhys M. Sale William C. Ford 
miles per hour and average gas 
mileage of 43 miles to the Imperial 
gallon at 50 m.p.h., Sale said. 

The new Anglia will be sold by 
Ford of Canada in conjunction 
with the company’s other English 
and German Ford import lines— 
the Consul, Zephyr, Zodiac, Taunus 
12M and Taunus 17M. The new 
Anglia 105E styling bears no re- 
semblance to any of these models, 
according to Sale. 

William Clay Ford, vice-president 





of product planning and styling for 
Ford Motor Co., told the Canadian 
dealers they must become “counsel- 
lors in transportation.” 

“The automobile dealer,” said 
Ford, “is no longer an order taker 
who delivers what he has available 
to a ready and waiting buyer. He 
has become virtually a professional 
man, who must adopt a radically 
new approach to dealing with his 
customers. 

“He must employ totally new 
techniques of merchandising to sat- 
isfy the requirements of a body of 
customers that never before has 
been confronted with such an 4as- 
sortment of products to choose 
from. 

“It is the manufacturing com- 
pany’s responsibility to build a 
product for every need, and it is 
the dealer’s responsibility to cater 
to the individual’s unique re- 
quirements.” 

Other Ford of Canada executives 
who spoke to the dealers included 
Karl E. Scott, executive vice-presi- 
dent, and John D. King, sales vice- 
president. 

Schedule for public display of 
Ford of Canada’s ’60 models is: 
Ford, Falcon, Meteor and Fronte- 
nac cars and Ford and Mercury 
trucks, Oct. 8; Mercury, Monarch, 
Edsel and Lincoln cars, Oct. 15. 











COMPACT CARS 





NEED DUAL ACTION PROTECTION, TOO! 


Ree — . 
INERY SEALED FOR YOUR 


iis 


protection 





With Kendall Dual Action Motor Oil, you can offer both your compact and 
conventional car customer longer engine life, greater freedom from wear and 


costly repair. 


Kendall Research anticipated the lubrication needs of new compact cars 
when it developed its recently introduced Kendall Dual Action Motor Oil. 

As a result, Dual Action Motor Oil provides the answer to the problems 
created by hot and cold running engines in either standard or compact models. 
This means your owners will receive performance proof of the Economy in 


Kendall Quality. 


KENDALL REFINING COMPANY 


Lubrication Specialists since 1881 





», 
KENDALL 


MOTOR OILS 


Loyal Customers Look 
for This Sign 


BRADFORD, PENNA. 
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78 million people will se 


major national promotion...and it’s just 7 


FA repane 





people how new steels make cars bettert 


when they come in your showroom. A worda 


THE A full hour of fun and laughter, starring Sid 
Caesar and Audrey Meadows .. . with Peter 


Gennaro and Wisa D’Orso, Paul Weston and 

S| D CAESAR his orchestra and guest star Giselle MacKenzie 
... with special added attraction Tony Randall 
TV SPECIAL plus a big singing and dancing cast. There'll 
be nothing but cars, cars, cars on the com- 

mercials, as we spotlight the new models for 


1960. CBS-TV, October 21. Check your news- 
paper for time and station. 


4-COLOR SPREAD 
IN THE SATURDAY 
EVENING POST 
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———77, 
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PTT NTS 


the new Caf as U.S. Steel launches 


beginning. Throughout the year we'll be telling 


than ever. Tell them again 


dabout steel can start a sale. 





The Saturday Evening 


Millions of readers of the November 28 Post 
will see the new cars spread out in all their 
glory .. . and learn how new steels are making 
1960 cars more stylish and comfortable, bet- 
ter looking and longer lasting than ever before! 











4-COLOR, 4-PAGE 
COVER PULLOUT 
IN LOOK MAGAZINE 





Lightens The Steelmark 
> \ your work on this tag 
’ | Br ightens tells you a product 
Me your leisure is made of steel. 

Widens Look for it 

your world when you buy. 

















United States Steel 


TRADEMARK 





An exciting, 4-page auto ‘‘spectacular,”’ to 
catch and hold the attention of millions of 
Look readers on December 8 . . . and remind 
them that new steels help make new cars bet- 
ter buys than ever! 
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Corvair at Paris Show— 
The Chevrolet Corvair, which is considered similar to European cars, attracted large ter has been raised. The entire 
crowds at the Paris auto show. Other samples of General Motors’ 1960 line were also front suspension, including sway 


on hand at the show, as well as the high command, including Harlow H. Curtice. 


3.4 and 2.4 Now Called ‘Mark 2’... 





By George L. Glaser 

European Correspondent 
a — viewing the Jaguar 
4 display at the Paris Auto Show 
it becomes apparent that the firm 
has done some careful redesigning 
without disturbing the typical 

character of its cars. 

The new Mark 2 range covers 


with either the 2.4 or 3.4-liter, 
six-cylinder engine. In addition, a 
3.8 liter XK engine, delivering 
220 horsepower, can be ordered, 

For the 2.4 engine, the “B” type 
cylinder head will be used, making 
the engine a short-stroke job de- 
livering 120 horsepower, instead of 
112, as before. 

Front geometry on the Mark 2 
has been changed and the roll cen- 


eliminator and steering gear, is 


Jaguar Goes to Paris 


With Refined Sedans 


mounted on a beam which is then 
fastened in rubber cushions to the 
main chassis-body assembly. 

Rear suspension for the rigid 
rear axle is now accomplished by 
cantilever springs instead of semi- 
elliptic leaf springs. The rear end 
of the spring is mounted in a rub- 
ber bushing on the axles, the center 


the four-door sedans equipped | of the spring is installed in a rub- 








Conn. Salesman Accused 


In Embezzlement of $800 


HAMDEN, Conn.—Edward R 
Bobo, 27, former salesman for 
Bradford Motors Co., has been 
charged with embezzlement of $800 
in downpayments on two autos he 
sold for the firm. 

Bobo, who lives in New Haven 
waived examination and was bound 
over to Superior Court by Town 
Court Judge John H. Peck. 





Ofners came 
? WORKING Fon, 





“Pll teach you a lesson the hard way!”’ the pretty schoolteacher threatened. 





Don’t Let Your Service Make This Schoolteacher “Flip Her Chalk” 


‘ 


This teacher, like all performance- 
minded motorists, has learned the 
importance of proper car mainte- 
nance. And she’s especially finicky 
about the service she gets when she 
buys a new car. 

The Pennzoil Program is made to 
order for people like her. Means 
extra profit for you. 

It provides 100% Pennsylvania- 
base motor oils and quality lubri- 
cants that your new-car buyers want 
to keep using. So when you sell them 
on Pennzoil, you sew up their profit- 
able service business—right at the 
time you make the sale! And each 
new customer is worth upward of 
$200 per year to you just in parts 
and customer labor! 

And Pennzoil’s exclusive Kontax 


by Stony Jackson 


System®... 4 to 1 favorite over all 
others with car dealers from coast to 
coast . . . supports your good service. 


-Actually makes customers want to 


come back for all the services they 
need when they’re needed! 
In a nutshell: you’ll build greater 


service traffic to absorb overhead .. . 
get more repair orders and all needed 
items per R. O. . . . and have extra 
profit for making better trades and 
more money or Car sales! 

Your Pennzoil distributor can 
show you proof. Call him today. 








This is all you need to know about engine care. 






Find your nearest 
distributor in the 


‘Yellow Pages’ 








MEMBER PENN. GRADE CRUDE OIL ASSN. 
PERMIT NO. 2, OIL. CITY, PA. 











ber sandwich and the front end 
rests in a flexible rubber pad. 

A warning lamp on the dash- 
board shows low level of brake 
fluid or the handbrake lever on. 

a * 


aa 
7 body has been altered suf. 
ficiently to please the dealers | 
and buyers and yet, as said before, 
it retains the Jaguar character. 

Windshield and backlight have 
been materially increased in size 
and the front pillars have been 
slimmed down. The window in | 
the rear door has also been in- | 
creased for better visibility from 
the rear seats. 

Other changes concern the grille 
work, door handles, and a revised 
rear fender in order to accommo- 
date the wider-track rear axle. 

The interior has been completely 
done over, New-type bucket seats 
in front use more foam rubber and 
are covered with Vaumol hide. L 


* * * 
N THE backs of the front seats’ 
are small folding tables for the! 
use of rear-seat passengers. 
The new dashboard has two 
(Commnnen on wage St, Col, 1) 








Going Up— 

New speed stall hoists were used by 
Opel at the Paris Auto Show. The hoist 
carries the lower work platform, which 
moves up with the car by about three 
feet. From the lower platform, two lifter 
rods go up on each side. The cars are 
lifted by adjustable pads above the upper 
floor. 





Ga. Grand Jury 
Indicts Dealer 
In Sales Tax Plot 


ATLANTA.—Clayton W. Cordell, 
Dublin auto dealer, was indicted by 
the Fulton County Grand Jury on 
a charge of embezzling $26,224 in 
sales tax funds in a conspiracy 
with two former tax officials be- 
tween April, 1956, and April, 1958. | 

Cordell, who is a partner in Cor-| 
dell-Green Motor Co., is charged 
with delivering the monthly sales 
tax returns and cash payments in 
person to the tax officials. 

The tax officials gave no receipt 
to Cordell and prepared “false and 
fraudulent” sales tax returns show- 
ing lesser amounts of money due 
for taxes than the actual amount 
of cash delivered, the indictment 
alleges. 

The three then “would fraudu- 
lently divide and convert to their 
own use the difference in money,” 
the indictment charges. 

When the Laurens County (in 
which Dublin is located) grand 
jury refused to indict the case, it 
was reopened in Atlanta at the re- 
quest of Gov. Ernest Vandiver. 

Still pending against the auto 
firm is a $54,000 tax and penalty 
claim. / 


Duryea, 90, Still 


Keen on Autos 


MADISON, Conn.—J. Frank Dur- 
yea, who built one of the first cars 
using an internal combustion en- 
gine, is taking no sides in the 
controversy over location of the 
power plant. 

On the eve of his 90th birthday, 
he said “a well-built motor is good | 
in any part of the car.” He also 
said American cars “are superior to 
foreign cars because they have 
more room.” 

Duryea and his brother Charles 
built one of the country’s first gas- 
oline cars in 1893. 
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Current Prices on U. S. Cars 








tional equipment. 
(Copyright, 1959, by Automotive News) 
1960 MODELS 

BUICK — LeSabre — 4-dr. sed., $2,870; 
9-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr. hardtop, $3,- 
447; conv., $3,620; 4-dr, 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat. wag., $3,948. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr, hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine-Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 


226} DILLAC—Sixty-Two —4-dr. hardtop 
(fiat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 


roof), $5,498; Coupe de Ville 2-dr. hardtop, 
$5,252; Eldorado Seville 2-dr. hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 


Sixty Special—4- -dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 
—4-dr, sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr, sed., $2,384; 4-dr, hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala— 
4-dr, sed., $2,590; 4-dr, hardtop, $2,662; 
2-dr. hardtop, $2,597; conv., $2,847. Sta- 
tion Wagons—2-dr. 2-seat Brookwood, §$2,- 
586; 4-dr, 2-seat Brookwood, $2,653; 4-dr. 
2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3,872 
CORVAIR—500 Series—4-dr. sed., 
038; cpe., $1,984. 700 Series—4-dr. 
$2,103; cpe., $2,049. 
1GE—Dart—(Dart prices are for six- 
eytaaer models. For V-8s, add -- ) fa 


$2,- 
sed., 


$2,415; oar, “hardtop, $2, 493; 4-dr, 2-seat 
stat. wag., $2,792; 4-dr. 3-seat stat. YH 
$2,897. Dart Phoenix—4-dr. sed., $2,600 
4-dr, hardtop, $2,682; 2-dr. hardtop, $2,- - 
623; conv., $2,873. Dodge M V8 
4-dr. sed., $2,935; 4-dr, hardtop, $3,080; 
. hardtop, $3,001; 4-dr, 2-seat stat. 
wag., $3,244; 4-dr. 3-seat stat. wag., 
$3,359. Dodge Polara V-8—4-dr. sed., $3,- 
146; 4-dr. hardtop, $3,280; 2-dr. hardtop, 
$3,201; conv., $3,421; 4-dr, 2-seat stat. 
wag., $3,511; 4-ar. 3-seat stat. wag., $3,626. 
EDSEL—(Prices are for V-8s. For six- 
cylinder models, deduct $83.70. Convertible 
is not offered with six-cylinder. ) Ranger— 
4-dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. 
—-*, $2, 770; ’2- dr, hardtop, $2, 704. 50; 
$3,000. Station Wagon—4-dr, 2-seat 

Villager. $2,988.50. 
FALCON—4-dr. sed., 2-dr. sed., 
$1,912 

FORD— (Prices are for a mod- 
els. For V-8s, add $113.) -dr. 
sed., ; 2-dr. sed., $2,257; business 
. Fairlane 500 — 4-dr. sed., 
$2,388; 2-dr. sed., $2,334. Galaxle—4- dr. 
sed., $2,603; 2-dr. 'sed., $2,549; 4-dr. hard- 
top, $2,675. Startiner—-2- dr, hardtop, _- 
610. Sunliner—conv., $2,860. Station Wag- 
ons—2-dr. 2-seat Ranch Wagon, $2,586; 
4-dr, 2-seat Ranch Wagon, $2,656; 4-dr. 
2-seat Country Sedan, $2,752; 4-dr, 3-seat 
Country Sedan, $2,837; 4-dr, 3-seat Coun- 


$1,974; 


$2,802. Rebel Super V-8—4-dr. sed., $2,- 
398; 4-dr. 2-seat stat. wag., $2,692; 4-dr. 
3-seat stat. wag., ‘ Custom 
V-8—4-dr. sed., 4-dr. hardtop, 
$2,588; 4-dr. 2-seat stat. wag., $2,807; 
4-dr. 3-seat stat. wag., $2,932. Ambassa- 


dor Super V-8—4-dr. sed., $2,587; 4-dr. 


2-seat stat. wag., $2,881; 4-dr, 3-seat stat. 
wag.. $3,006. Ambassador Custom V 8— 
4-dr. sed., $2,732; 4-dr. hardtop, $2,822; 


4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat, uae, $3,116; 4-dr, 3-seat 
stat. wag., $3,15 

STUDEBAKER —Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr, 2-seat 
stat. wag., '$2,366; 4-dr. 2-seat stat, wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr. 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat. wag., $2,- 
576. Lark Six—4-dr. sed., $2,196; 
2-dr, hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

1959 MODELS 

CHRYSLER— -dr, sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 


-, $3,966; 
hardtop, 
$4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 


-dr. 
; 2-dr, 
-dr. sed., 





hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, brakes 
standard on Saratoga, New Yorker and 
300-E.) 

DesoTo— sed., $2,904; 
4-dr, hardtop, $3,038; ey hardtop, $2,- 


967; conv., $4,315: 4-dr. 2-seat stat. wag., 
$3,366; 4-dr, 3-seat stat. wag., $3,508. 
-dr. sed., $3,234; 4-dr. hard- 

top, $3,398; 2-dr. hardtop, $3,341; conv., 
Fireflite—4-dr. sed., $3,763; 4- dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; “4-dr. 3-seat stat. wag $4,358. Ad- 
venturer—2-dr, hardtop, $4, S27: conv., $4,- 
749. (Torquefiite standard on Fireflite and 
————. Power steering and power 


on Adventurer.) 

PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 oo. Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,442. 75. 

Belvedere Six—4-dr, sed., $2,439.75; 2-dr 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
$2,461.25. Wagon 
4-dr. 


V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvede: 


re —conv., $2,814.25. Fury — 4-dr. 

sed., $2,690.50; 4-dr, hardtop, $2,771.25; 
2-dr, hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat $2,- 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 4- 
dr, 2-seat ot, $3,020. 75: 4-dr, 3-seat 
Sport, $3,130.50. 








Port-of-Entry Prices 
On Imported Cars 








Khe following imported-car prices are 


East Coast Port of Entry . They 
include ocean t, U. S. excise tax 
and import duty. They include 
dealer » U. S. trans- 
portation fees, state and local taxes or 
optional eq . 


(Copyright, 1959, by Automotive News) 


ALFA ROMEO—Giulietta — Spider, $3,- 
469; Super Spider, ey Sprint cpe., $3,- 
2000 Series—4- 


901; Veloce cpe., $4,29 
dr, sed., $5,028; Sauder roadster conv., 
$4,998. 

ARMSTRONG-SIDDELEY — Star Sap- 


phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard. 2 

ARNOLT-BRISTOL—(Prices are F.O. 
Chicago)—-Competition. $3,995; Bolide, are 
245; Deluxe, $4,995. 

ASTON-MARTIN — DB4 — cpe., $9,870. 
Mark IlI—cpe., $7,550; conv., $8,190. 

AUSTIN—A-40 2-dr. sed., $1,795; A-40 
deluxe 2-dr. sed., $1,856; A-55 Mark II 4- 
dr. sed., $2,198. (Heater standard on A-40 
deluxe.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, ove ive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr, hardtop cpe., $2,300.99; 2-dr. 
sport cpe., $3,924.68. (Heater standard on 


IN -! 


all models.) 
BENTLEY—Series S-Z — Standard Steel 
Saloon, $14,595. (Automatic t 


ransmission, 

power steering, power brakes standard.) 

Other models are custom-built and vary 
considerably in price. 

BERKELE\ —328-c.c. roadster (2-cylin- 

1 Fe ,595. 492-c.c, roadster (3-cylinder), 


try Squire, $2,967. Thunderbird — (V-8| BMW—Model 501/2.6 4-dr. sed., $5,000; 
standard) — 2-dr. hardtop, $3,755; conv.,| Model 502/Deluxe/2.6 4-dr. sed., $5,600: 
,222. Model 502/3.2 4-dr. sed., ,000; Model 
IMPERIAL—Custom—4-dr. sed., $5,029; | 502/Super/3.2 4-dr. sed., $6,600; Model 
4-dr. hardtop, $5,029; 2-dr. hardtop, $4,-|503/3.2 conv., $11,900; Model 507/3.2 
922.50. Crown — 4-dr. sed., ,647; 4-dr.| Touring Sport cpe., $10,500. (Heater and 
hardtop, $5,647; 2-dr. hardtop, $5,403; | power brakes are standard on Models 503 
conv., $5,773.50. LeBaron—4-dr. sed., $6,-| and 507.) 
318; 4-dr. hardtop, $6,318. (TorqueFlite, BMW 600—5-pass sed., $1,398; sunroof 
power steering, power brakes standard on | sed., ot. 487. (Heater standard on both 


all models.) 

LINCOLN—Lincoln—4-dr. sed., 
4-dr. hardtop, $5,441; 2-dr, hardtop, 
253. Pre 


, $5,945; 
hardtop, $5,945; 2-dr. 
Continental—4-dr. 

hardtop, . hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 


$5,441; 
$5,- 
4-dr. 
$5,698. 
4-dr. 


MERCURY—Monterey—4-dr. sed., + $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr. hardtop, $2,781; conv., $3,- 


077. Montelair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127; 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-O-Matic, power 
Ei power brakes standard on Park 


ne.) 
OLDSMOBILE—Series 88 — 4-dr. 


sed., 
900; 2-dr. sed., $2,835; 4-dr. hardtop, 
$3,034; 2-dr. hardtop, $2,956; conv., $3,- 


284; 4-dr. 2-seat stat. wag., $3,363; 4-dr. 

3-seat stat. wag., $3,471. Super 88—4-dr. 

sed., $3,176; 4-dr, hardtop, $3,402; 2-dr. 

hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 

stat. wag., $3,665; 4-dr, 3-seat stat, wag., 
Sertes 98—4 


$3,773. -dr, sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 


+ Power brakes standard on Series 98.) 
PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3, 099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136, Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-ar, 2-seat stat. wag., $3, b 
wont — American Deluxe — 4-dr. 
, $1,884; 2-ar. sed., $1,835; 2-dr. 2-seat 
- Wag., $2,060. American Super—4-dr. 
Sed., $1,969; 2-dr. sed., $1,920; 2-dr. 2- 
Seat stat. wag., $2,145. Deluxe Six—4-dr. 
Sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 


2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
Wag., $2,687. Custom Six—4-dr. sed., $2,- 
883; 4-dr. hardtop, $2,458; 4-dr, 2-seat 


Stat. wag., $2,677; 4-dr. 3-seat stat. wag., 





models 
ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 20V — 4-dr. sunroof sed. 
(centrifugal clutch), $1,195. ID Luxe— 
4-dr. sed (heater standard), $2,545. ID-19 
—4-dr. sed. (air suspension), $2,695. DS-19 
—4-dr. sed, (air suspension, power brakes, 
power steering, automatic clutch), $3,245. 

DATSUN—4-dr. sed., $1,616; half-ton 
pickup truck, $1,588. 

DKW—4-dr. sed., $2,283.43; 2-dr. sed., 
$1,995; deluxe 2-dr, sed., $2,157.63; 2-dr. 
stat. wag., $2,321.07. (Heater standard on 
all models.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 


both models.) 

FIAT—6500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat- 
wag., $1,658; Jolly, $1,906. 1100 Series 
—4-dr. sed., $1,743; 4-dr. deluxe sed., 
$1,880; 4-dr. stat. wag., $1,998. 1200 
Serles—4-dr. sed., $1,998; roadster (Far- 

Serles—4-dr. sed., $3,- 


ina), $2,812. 2100 
192; 4-dr. stat. wag., $3,498. 750 Abarth 





—2-dr. sed., 
all models.) 


FORD (England)—Anglia—Deluxe 2-dr. 
sed., $1,561. Prefect—Deluxe 4-dr. sed., 
$1,661. Escort—2-dr. stat. wag., $1, 651. 
Squire—2-dr. stat. wag., $1,761. Consul— 
4-dr. sed., ,034; conv., $2,373. Zephyr— 
4-dr. sed., $2,215; conv., $2,574; Zediae— 
4-dr. sed., $2,387; conv., $2,865 

GOGGOMOBIL—T-400—2-dr. sed., $995; 
Florida Sunroof Deluxe 2-dr. sed., s1, 035; 
2-dr. Step-In van, $1,350; Coupe’ deVille, 
$1,395; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust- About, $1, pe Sprint cpe., $1,695 

GOLIATH—i1 ‘Serles—Hansa 2 


$2,206. (Heater standard on 


HILLMAN — 4-dr. Special sed., 
4-dr. Deluxe sed., $1,849; conv., 
2-dr. stat. wag. (Husky), $1,639; ‘ar. 
stat. wag. (Minx), $2,299 

HUMB -» $3,- 


-dr. 
995; 4-dr. stat. wag., $4,575. P= s 
transmission, power brakes and heater are 
standard.) 


JAGUAR—Mark IX—4-dr. sed. (auto- 


ransmission steering), 

. 3.4 Litre olay lovenastreh, $4,- 
567; (automatic transmission), $4,667. 
XK-150—Roadster, $4,520; roadster (over- 
drive), $4,685; roadster (automatic trans- 
mission, ‘$4,770; cpe., $4,500; cpe 
(overdrive), $4,665; cpe. (automatic trans- 
mission), $4,750; conv., $4,620; conv. 
(overdrive), $4,785 conv. (automatic 
transmission), $4,870. XK-150-S—roadster 
(overdrive), $5,120; cpe. (overdrive), $5,- 
075; conv. (overdrive), $5,195 

LANCIA— A p p ia —4- -dr. sed., $2,892; 
conv., (Vignale), $4,490; cpe, (Farina), 
%. 2 cpe, (Zagato “ge modified), $4,- 

Aurelia—conv. (Farina), $5,830; cpe., 
$5,830. Flaminia—4-dr. sed., $5,998; cpe. 
(Farina), $6,355; sport (Zagato), $6,485; 
G. T. Touring, $6, 485. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., ,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-ar. 
6-passenger sunroof stat. wag., $1, 740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO — 500 — 2-dr. sed., $1,325. — 
Sport—2-dr. sed., $1,845. (Heater standa 
on both models.) 

MERCEDES-BENZ—180—4-dr, sed., $3,- 
240; 4-dr. stat. wag., $4,988; Kombi wag., 


$4, 891. 180-D (diesel engine) —4- -dr, sed., 
$3,517; 4-dr. stat. wag., $5,216; Kombi 
° $5,119 190—4-dr. sed., $3,431; 4-dr. 


stat. wag., $5,184; Kombi wag., x 
190-D (diesel engine)—$3,708; 4-dr. stat. 


cpe.-road- 


—roadster, $5, 020; cpe., $5,23 
and soft 


ster (with interchangeable pana 


tops), $5,416. 219—4-dr. sed., $3,823 
—4-dr, sed., $4,283; cpe., $7,641; conv., 
$7,641. 300—4-dr. conv., $12,621. 
(diesel engine) —4-dr. hardtop, $10,418. 


300-SL—roadster, $10,928; conv., $11,106; 
cpe.-roadster (with interchangeable hard 
and soft tops), $11,375. (Heater standard 
on all models. P 


all models except 180, 180-D, 190 and 
190-D. Automatic ion standard 
on 300-d 4-dr, hardtop.) 
METROPOLITAN — Po-dr, hardtop, $1,- 
672.60; conv., $1,696.60. 
MG-MGA 1600—roadster (disk wheels), 


$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Mark IlI—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORETTI—750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MORGA N—‘*Plus Four’’ cpe., $2,855. 

MORRIS — ‘‘1000"" Standard 4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr. stat. wag., $1,798. “1000” Deluxe— 


4-dr. sed., $1, 718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat wag., $1,825 Oxford 
—4 sed. 


- . . $2,259. 
NSU PRINZ—2-dr. 
sunroof sed., 
horsepower)—2-dr, sed., 
5-passenger models.) NSU 


sed., $1,398; 2-dr. 
30 (36 


(All are 


cpe., $2,245. (Heater standard on all 
models. ) 
OPEL—Rekord — 2-dr. sed., $1,957.50. 


Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr, sed., $1,725. 
PEERLESS—G. T. 2-litre cpe., — 
PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 
PORSCHE—1600 Series — conv., $3,581; 








wag., $5,411; Kombi wag., $5,316. 190-SL | sed., 


Super conv., 
cpe., $4,150; ‘nee hardtop, 
$3,865; Super haraion, "$4,315 Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast POE.) 

RENAULT—40V 4-dr. sed., $1,345; 4- 
dr. Sunroof sed., $1,400. Dauphine 'e 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
Cara le—conv., $2, 395; hardtop, $2, a 
hardtop-conv., $2,525. (Heater standar: 

all models.) 

RILEY—1.5 4-dr. sed., $2,319. 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 a 
overdrive. (Heater standard on all models). 

ROLLS-ROYCE—Silver 
Steel Saloon, $14,895. 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—‘‘93B’’—2-dr. sed., $1, — — 
. (automatic clutch), $1, 995; 
roof sed., $2,019; 2-dr. sunroof sed, "tome 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568, (Heater standard on all 
models.) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; 
Elysee 4-dr. sed., $1,898; Montihery 4-dr. 
sed., $1,971; Chatelaine 2-dr. stat. 
$1,963; Grand Large 2-dr. 
071; Monaco 2- dr, hardtop, $2,146; 
Ceil hardtop sport cpe., $2,947; 
conv., $3,167. Ariane (4-cylinder)—4-dr. 
(V-8) —4-dr, sed., 
$2,098. Vedette (V-8)—Beaulieu 4-dr. bee 
$2,298. (Heater standard on Aronde mod 


els.) 
SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 
SKODA—S-440 2-dr. sed., $1,687; 8-445 
sed., $1,787; 2-dr. stat. wag., $1,995; S- 
ba conv., $2, 395. 
EAM—Rapter—2-dr. hardtop, $2,- 
sed., $2,- 


498, conv., $2,649. 

TAUNUS — Standard — 4-dr. 
120.50; 2-dr. sed., S. 028.50; Combi-wagon, 
$2, ~~ Deluxe—4-d sed., $2,266.50; 2- 
dr. , $2,174.50; Combl- -wagon, $2, 383. 

T EMPO Viking Rapid—6-passenger stat. 
wag., 
stat. 


(Heater 


wag., 
$2,203.60. Matador—3- 
wag., $2,482.75; 6-passenger 
$2,514.65; 9-passenger stat. 
546.55; 12-passenger stat. wag., $2,71 
TOYOPET—Crown Custom — 4-dr. - 
$1,999; 2-dr., stat. wag., $2,111. Toyota 
Land Cruiser (4-wheel drive)—canvas top, 


$2,930; steel top, $3,365. 
ae, ak dr. sed., $1,699; 4-dr. stat. 
wag., $1,899 TR-3 (sports rts cars)—soft 


$2, 675; hardtop, $2,835. 
TURNER—Standard 950 Sports roadster, 

$2,245; Stage II roadster, $2,635; 
Climax I roadster, ee Coventry Climax 
III roadster, $3,370 

VA — Vietor —4-dr, sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

— V-400 — 2-dr. sunroof sed., 
$1 


VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $2,055; stat. 
wag., $3, 245; . Wag., $2,620 
2,430; conv., $2,- 
695. (Heater standard on all models.) 
VOLVO—4-dr. sed., $2,795; 2-dr. sed., 
$2,330; 2-dr. stat. wag., $2,490. (Heater 
standard on all models.) 

a aa rd 4-dr. sed., fs 
688; ‘d sed., +778; 
deluxe 4-dr. Fs “i, 799; deluxe 4-ar. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2, 
099; coupe, $2,199; sports roadster, $2,799. 


as a 
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New Passenger-Car Registrations, One State for September, 1959-1958 
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The Sweethearts of 
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les hard enough to get your own kid admitted 
these days—yet Chrysler'took on the job of getting 
their whole new Simca line into college. 


David Crandall, U. S. Sales Manager for 
Simca, was convinced that. ‘‘beyond a shadow 
of a doubt, college students and teachers are one 
of the best markets for imports.”’ 


Influence with the dean of admissions doesn’t 
always work—so among other things, Chrysler 
came to SPORTS ILLUSTRATED for our connections 
on all the best campuses and with leading depart- 
ment stores all over the nation. 


SPorTS ILLUSTRATED brought those 11 pretty 
girls above from the college advisory boards of 11 
leading stores in the 11 top markets to the Wayne 


State campus for a Simca spread—then sent the 
girls back to Filene’s, Garfinckel’s, Higbee’s, 
I. Magnin’s, Burdine’s, Carson’s, and points East 
and West to sell Simcas to their going-back-to- 
school following—supplied posters and blow-ups 
for Chrysler dealers everywhere, helped dealers 


push Simca in newspapers, radio, and TV— 


Did the kid get in? Wrote Mr. Crandall, a 
few weeks later: ‘‘Give the ‘Back to College with 
Simca’ promotion the highest marks. The timing 
couldn’t have been better — the dealers particu- 
larly in the big city suburbs reported that it gave 
sales a real spark—the stores were extremely help- 
ful and cooperative. A loud cheer from all of us.”’ 


SPORTS ILLUSTRATED is America’s most con- 
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temporary magazine — yet it’s still old-fashioned 
enough to believe that the most important thing 
it can do for you is to sell cars. Yet this most im- 
portant merchandising plus that you get from 
SPORTS ILLUSTRATED is still only half the story. 
Advertising in these pages reaches every factory’s 
best customers: high-income, suburban-living, 
sports-minded men and women who get pleasure 
out of driving, drive more, buy more new cars, 
talk them up to their friends. 


Sport attracts such people into auto show- 
rooms just as it attracts them to their favorite mag- 
azine. Put the two together and you have an ir- 
resistible force for sales. That’s why automotive 
advertising looks right, feels right, is right in 
SPORTS ILLUSTRATED. 


Se ee & » 





Circulation 
900,000 
families 
weekly 
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Sedans, Hardtops Offered . . . 


DeSoto Model Lineup 
Trimmed to 6 for ’60 


° turers have a 305-horsepower, 383- 
din ere —— os cubic-inch unit, 
models for ee 
. A four-barrel carburetor raises 
grille, redesigned body and fins | 4. adventurer engine to 325 





+ « « Fam-induction engine .. . 
Unibod , ti . « « ower horsepower. This option is avail- 
floor, larger door openings .. . able in both series. 

A high-performance option in the 


an aaeee dain ten . , aa Adventurer series is the Ram 
flasher tem . . . auto- | Charge engine, which has two four 
were = m a barrel carburetors and develops 330 


player ewtvet horsepower. Displacement is 383 
: se ere cubic inches. 
This unit has an induction sys- 


ESTYLED from end to end, the 
"60 DeSoto went on display in tem that rams fuel and air into the 
dealer showrooms last Friday. 
There are six models this year, Miller Heads Avis Ford 
compared with 18 for ’59. DETROIT.—Woody Miller has 
The new grille consists of hori- | been elected president of Avis Ford, 
zontal metal strips accented by (Inc., Ford dealership at Grand 
slim vertical bars, The dual head- | River and Meyers Rd. Warren E. 
lights are hooded, and the head- | Avis, founder of the dealership 
light brows sweep back along | which bears his name, becomes 
the sculptured body panels. chairman of the board. 





engine when the throttle is opened. 
It draws no power from the engine. 
* & * 

E SOTO explains that ram induc- 

tion “uses the mass inertia and 
sonic resonance effects of the fuel- 
air mixture in the long ram mani- 
fold passages to force the fuel into 
the engine.” 

The new models have a four- 
bank instrument panel with a 
raised, canopied speedometer, Other 
gauges are located directly below 
the speedometer, Padded instru- 
ment panel ig standard on Adven- 
turer models and optional on Fire- 
flites. 

Swivel seats are automatic this 
year, and Auto Pilot also is avail- 
able on the ’60 DeSoto. 

Buyers also may select a record 
player that plays fourteen 45-r.p.m. 
disks. Another option is an emer- 
gency flasher system which causes 
all four turn-signal lamps to blink 
simultaneously and continuously in 
case of trouble, 

The new DeSotos are built on a 
122-inch wheelbase and are 79.4 
inches wide and 55 inches high. 
Fireflites measure 215.4 inches from 
bumper to bumper, and: Adven- 
turers are 217 inches. 














Inside the '60 DeSoto— rf 
Vau 


Automatic swivel seats and a new instrument panel are among the features of Ve 
ict? 


‘60 DeSoto. Auto Pilot is available this year as is an emergency warning system wh 


N 


causes all four turn-signal lights to flash simultaneously in case of trouble. in s 








The rear quarters and tail fins 
have been redesigned, and a larger 
windshield offers a 10 percent in- 


get ete! ceain, et Famous AC “Firsts” All Add Up tN 


two series, the Fireflite and the 
Adventurer. There is a four-door 
sedan, a four-door hardtop and a 
two-door hardtop in each. Auto- 
matic transmission is standard 
equipment on the Adventurer. 

aa . 


HE ’60 Fireflite corresponds to y y y - 7 . cy 
last year’s Firesweep series, and A ( y | AY N\ () [ / \ ( fi S ° 
A A A A A ak . 


the new Adventurer is comparable 
to the ’59 Fireflite. 

The new models have Unibody 
construction, and DeSoto declares 
that this produces a roomier, more 
rugged car, Stronger joints and 
heavier metal gauges are said to 
result in a more rigid and durable 
body. 

With the frame integrated into 
the body, DeSote engineers have 
been able to lower the floor pan 
to allow more leg room and high- 
er, more comfortable seats. Door 
openings are larger in both the 
front and the rear. 

DeSoto bodies are dipped and 
rinsed in a seven-stage process and 
sprayed six times. The company 
said the new rustproofing system 


New 


‘was perfected after four years of 
laboratory testing and 250,000 miles Y 
of test driving on water-splashed, 
chloride-treated highways. : 

+. + = 


PeARA PLUGS 


~~ has four engine pack- 
ages ranging from 295 to 330 
horsepower. Fireflite models utilize 
a 361-cubic-inch engine which de- 
velops 295 horsepower, and Adven- 


* * * 





* 
New Grille— 

DeSoto's wide grille consists of hori- 
zontal metal strips accented by slim verti- 
cal bars. it resembles the grille of the 
“300,” Chrysler division's exclusive, high- 
performance series. 


Cleveland Show 








Again Called Off New AC Fire-Ring Spark Plugs are the The term “Fire-Ring” describes what hap- 
Bad tage po Dveles spped culmin ation of AC’s 51 years experience in pens at the tip of a new AC Fire-Ring Spark 
plans for a Cleveland exto show in the ignition industry. They incorporate every Plug. The ignited fuels form a “flame front” 
ovember, . ° e 
Orloff, who announced early this major advance in spark plug design, from _ that spreads out rapidly to ring the com- 
year he would stage the exhibit in , . ‘“ * 99 . 
Public Hall. Mente AC’s exclusive “Hot Tip” to the new knurled _— bustion chamber. This fire-ring heats the 
second s ear . . 
= agp Rae z center electrode and clipped side electrode compressed gases, depresses the piston, and 


in which a show had been planned 


and then called off. for easier sparking and minimum gap growth. you get full, firm power. 


Orloff, who manages exhibit 
space at the Chicago show, said 
he was unable to get the support 





ge Ee Get Fired-up for Fall Sales...Orde 
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Wales Conditions in Various Areas. . 





+ Auto Market Keports 
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Louisville 

} September sales of new cars for 

guisville and Jefferson County, 

Ky., totalled 1,394, compared with 

13,972 a month earlier. 

=| For the first nine months, the 

otal was 15,329, compared with 

0,196 in 1958, 

+ Ford led in sales in September 

with 116, followed by Chevrolet, 

9 243; Pontiac, 105; Plymouth, 104; 
\Oldsmobile, 98; Rambler, 70; Mer- 

cury, 57; Buick, 54; Studebaker, 


“is6; Dodge, 34; Volkswagen, 25; 


, 18; Renault, 18, and De- 






Chrysler, 13; Edsel, 13; English 
ord, 12; Metropolitan, 10; Fiat, 8; 
orris, 8; Opel, 8; MG, 5; Imperial, 


4: Austin-Healey, 4; Lincoln, 4; 


Vauxhall, 3; Hillman, 3; Singer, 3; 
ercedes-Benz, 2; Saab, 2; Simca, 
* Volvo, 2 and miscellaneous, 4. 

New-truck sales numbered 173 
in September, compared with 211 a 


| month earlier. For nine months, the 
figure was 1,822 in 1959 and 1,259 
in 1958. 

By makes, September registra- 
tions were: Ford, 58; International, 
43; Chevrolet, 36; GMC, 11; Volks- 
wagen, 8; Mack, 6; Dodge, 4; 
White, 2; Willys, 1, and miscellan- 
eous, 2.—(A,. W. Williams.) 

* a * 


Houston 

September new-car sales totalled 
4,722 in Houston, compared with 
4,202 a month earlier, for a gain 
of 12 percent. 

By makes, registrations were: 
Chevrolet, 1,390; Ford, 1,133; Olds- 
mobile, 348; Pontiac, 298; Buick, 
221; Plymouth, 217; Rambler, 179; 
Renault, 143; Cadillac, 106; Stude- 
baker, 75; Mercury, 65; Dodge, 63; 
Simca, 53; Volkswagen, 42; Chrys- 
ler 38; Opel, 33; English Ford, 30, 
and Peugeot, 28. 





Triumph, 25; Hillman, 23; Metro- 





politan, 20; Fiat, 19; Vauxhall, 17; 
Volvo, 16; Mercedes-Benz, 14; 
Edsel, 13; Willys, 13; DeSoto, 12; 
MG, 12; Imperial, 11; NSU Prinz, 
10; Austin-Healey, 9; Lincoln, 9; 
Morris, 9; Taunus, 5; Checker, 3; 
Borgward, 2; Goliath, 2; Jaguar, 2; 
Elva, 2; Sunbeam, 2; Saab, 2, and 
miscellaneous, 9. 

Truck registrations numbered 787 
in September, compared with 716 
a month earlier. By makes: Ford, 
301; Chevrolet, 293; International, 
70; GMC, 25; Mack, 19; Dodge, 15; 
White, 15; Volkswagen, 13; Inter- 
national bus, 12; Thames, 5; Reo, 
4; Willys, 3; GMC bus, 3; Autocar, 
2; Diamond T, 2; Morris, 2; Stude- 
baker, 2, and miscellaneous, 1.— 
(Ruby Fenoglio.) 

+ * = 
Denver 

Sale of new passenger cars in the 
four-county Denver metropolitan 
area registered a 30 percent in- 





crease during the first eight months 
of this year as compared to the 
same period of 1958. 

Total sales of all makes in these 
counties in the first eight months 
of this year numbered 22,994, as 
against 17,677 last year. 

Chevrolet led in sales in the first 
eight months with 6,461 cars. Ford 
was second with 5,425; Rambler, 
1,419, and Pontiac, 1,419, Other sales 
leaders: Plymouth, 1,145; Oldsmo- 
bile, 1,066; Dodge, 675; Buick, 662, 
and Mercury, 572—(Ira Alexander.) 

* * ++ 


Boise, Id. 


September saw 315 new cars reg- 
istered in Ada County (Boise), Id., 
compared with 252 a month earlier. 

New-truck registrations, mean- 
while, nearly doubled, rising to 95 
from 54. 

By makes, new-car registra- 
tions were: Chevrolet, 64; Ford, 
58; Rambler, 35; Pontiac, 22; 
Oldsmobile, 20; Plymouth, 16; 
Volkswagen, 16; Studebaker, 12; 
Buick, 10; Dodge, 9; Mercury, 7; 
Cadillac, 6; Chrysler, 6; Austin, 
4; Edsel, 4; Renault, 4; MG, 3; 
English Ford, 2; Imperial, 2; 
Morris, 2; Volvo, 2; Willys, 2, and 
miscellaneous, 9, 

Truck registrations were: Chev- 
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tNew AC “Fire Ring’’ Performance 





...to increase 


your 
profits! 





AC engineers have designed an AC FIRE- Be sure to install new AC FIRE-RING Spark 
RING Spark Plug to team up with the Plugs when you replace—as you should every 
special combustion chamber shape and com- 10,000 miles. It’s the modern way to make 
pression ratio characteristics of each car’s engines fire cleanly, quietly, powerfully. Re- 
engine—no matter what the make or year. member—you get the finest first from AC! 
‘ AC SPARK PLUG 4 THE ELECTRONICS DIVISION OF GENERAL MOTORS 
AC FiréS) Ri P | 
rre Rang Spark Plugs Now: 





rolet, 26; Ford, 25; International, 
20; Dodge, 12; GMC, 5; Willys, 5, 


and miscellaneous, 2. 
* ia + 


Youngstown, O. 

Youngstown new-car dealers are 
expected to have their best selling 

year unless a shortage of cars ap- 
pear in the final quarter. 

For the first three quarters, 
there were 9,205 new cars regis- 
tered with the Mahoning County 
Title Bureau. 

This is almost 2,000 more cars 
than were registered for the en- 
tire year of 1958, and 350 more 
cars than were registered for the 
comparable period of 1957, a 
banner year. 

Ford and Chevrolet dominate the 
registrations followed by Pontiac, 
Plymouth and Rambler, 

However, registrations dropped to 
794 in September from the 1,213 in 
August, with many shoppers wait- 
ing for the new models to come 
out, There were 75 trucks regis- 
tered. 

Registrations by makes were: 
Chevrolet, 210; Ford, 157; Pontiac, 
101; Oldsmobile, 42; Rambler, 41; 

Buick, 33; Renault, 32; Dodge, 29; 
Mercury, 27; Cadillac, 25; Plym- 
outh, 24; Volkswagen, 21; Stude- 
baker, 9; DeSoto, 7; Chrysler, 6; 
Lincoln, 5; Edsel, 2; Imperial, 1, 
and miscellaneous, 22.—(Stephen L, 
Ritz.) 


* a: + 
Washington, D. C. 

New-car registrations in the Na- 
tional Capital area totalled 1,673 in 
September, compared with 1,730 a 
month earlier and 1,218 in Septem- 
ber, 1958. 

New-truck registrations number- 
ed 171, compared with 165 the pre- 
vious month. 

By makes, new-car registra- 
tions were: Chevrolet, 336; Ford, 
306; Plymouth, 152; Pontiac, 127; 
Rambler, 110; Oldsmobile, 108; 
Cadillac, 48; Dodge, 48; Renault, 
46; Volkswagen, 42; Buick, 37; 
Studebaker, 35; Mercury, 33; 
Chrysler, 26; Fiat, 26; Mercedes- 
Benz, 25, and English Ford, 17. 

Simca, 13; Volvo, 13; Lincoln, 12; 
Hillman, 12; Austin, 11; Morris, 11; 
Peugeot, 11; Opel, 10; Triumph, 10; 
Jaguar, 7; Vauxhall, 7; DeSoto, 6; 
Imperial, 6; Borgward, 3; Edsel, 3; 
Saab, 2; Sunbeam, 2; Taunus, 2, 
and miscellaneous, 10. 

Truck registrations were: Ford, 
61; Chevrolet, 49; International, 27; 
GMC, 11; Divco, 3; Dodge, 3, and 


miscellaneous, 17. — (William U1I- 
man.) 

a * * 

Omaha 


A total of 802 new cars were 
registered in the Omaha area in 
September, contrasted to 1,135 in 
August. 

Ford copped top spot with 210 to 
Chevrolet’s 177. Other top sellers 
included Oldsmobile, 69; Plymouth, 
58; Rambler, 49, and Pontiac, 42. 

In the imported-car field, Re- 
nault led Volkswagen, 24 to 16. 

The new-truck total was 144, 
compared with 150 a month ear- 
lier. Leading makes were Ford, 71; 
Chevrolet, 32, and International, 30, 
—(Arthur R, Oleson.) 

* * 


Birmingham, Ala. 

September sales of new cars in 
Birmingham, Ala., were 1,012, a loss 
of 779 units under the count of 
1,791 in August. 

Registrations by makes; Ford, 
358; Chevrolet, 242; Oldsmobile, 70; 
Pontiac, 58; Plymouth, 33; Buick, 
31; Rambler, 23; Cadillac, 22; Stu- 
debaker, 21; Renault, 20; Volks- 
wagen, 19; Chrysler, 13; Dodge, 13; 
Mercury, 13; Opel, 12; English Ford, 
8; Triumph, 8; Fiat, 7; Imperial, 5; 
Volvo, 4; Austin-Healey, 3; Hill- 
man, 3; Jaguar, 3; Lincoln, 3; MG, 
3; Morris, 3; Vauxhall, 3, and mis- 
cellaneous, 8.—(Stuart Riddle.) 

*” oe ~ 
Sioux City, Ia. 

New-car registrations in Wood- 
bury County (Sioux City), Ia., num- 
bered 269 in September, compared 
with 302 in August and 333 in July. 

New-truck registrations totalled 
31 in September, compared with 43 
in August and 55 in July. 

By makes, September new-car 
registrations were: Chevrolet, 95; 
Ford, 72; Plymouth, 19; Pontiac, 14; 
Rambler, 12; Oldsmobile, 10; Cadil- 
lac, 7; Dodge, 7; Mercury, 7; Buick, 
6; Volkswagen, 5; Studebaker, 4; 
DeSoto, 3; Checker, 2; Chrysler, 1; 
Edsel, 1; Imperial, 1; Lincoln, 1; 
Isetta, 1, and Vauxhall, 1. 

Truck registrations were: Ford, 
18; International, 6; Chevrolet, 3; 
GMC, 3, and Mack, 1. 
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The Man Behind the Wheel .. . 





Sales Testing the Lancia Appia 


crank with swivel knob to be flip-| self on underneath the fuel gauge 
ped away from a tired leg. Front} needle. 
doors have metal pulls to make it} 
easier to close them. Unfortunately, 
the driver’s door can be locked 
only from outside, though the 

others are locked from inside with read all the dials. 


Eprror’s Note: This is another 
in a series of articles which will 
report on selling features of im- 
ported cars. 

* * * 
By Williara Carroll 
Staff Correspondent 


NE of the world’s most unusual 
automobiles is the Lancia Ap- 
pia four-door sedan: The only car 
with a V-type four-cylinder engine 
and a unit construction body with- 
out center posts between the doors. 


The Appia third series sedan 
has a West Coast p.o.e. price of 
$2,892, including heater and de- 
froster. 

The car tested by AUTOMOTIVE 
News was brand new when deliv- 
ered by Hoffman Motors of Califor- 
nia. First thing noticed was 
tremendous interior spaciousness, 
though wheelbase is only 98.6 
inches. The reason is that the V-4 
engine is so shallow it takes up 
little room. A small trunk leaves 
backseat space that could well be 
the envy of Detroit’s finest hard- 
tops. 

Of all production cars tested re- 
cently, the Appia would certainly 
take first prize as a sample of 
craftsmanship. Truly it is one of 
the few medium-price cars which 
are still trimmed with all the care 
and attention to detail which re- 
sults from handwork, and lots of it. 

- cd - 


Easy to Enter 


Show Appia has the largest entry 
space of any import four-door 
we've seen. Front door openings 
are 33 inches wide and rear doors 
31.5. (If you don’t think this is 
wide, put a tape on a Detroit four- 
door.) There’s no center post. When 
both doors are open you've a total 
of 64.5 inches of uninterrupted side 
opening to push prospects through. 

This could be an ideal car for 
the crippled person, or someone 
in a cast; at low cost, compared 
with special bodied vehicles with 
extra wide doors. There’s a six- 
inch floor drop in the rear for 
feet, and a four-inch drop to the 
front. Reason: Unitized construc- 
tion uses the. rocker-panel area 
as a frame member. 

The car tested had a pleated 
leather interior ($205 option) better 
finished than most furniture. Each 
door has an expandable map pocket 
and both rear doors have arm rests. 


The driver’s door has a window 





Car Tested: 
LANCIA APPIA 


Body type: Sedan, four-door. 

Basic price: $2,892, p.o.e West 
Coast. 

Engine: Overhead valve, V-4. 

Carburetion: Solex, down 
draft. 

Displacement: 66.5 cubic 
inches. 

Bore and stroke: 2.68 by 2.95 
inches. 

Compression ratio: 7.8 to 1. 

Horsepower: 48 at 5,000 r.p.m. 

Horsepower per cubic inch: 
0.72. 

Torque: 63 pound foot at 3,000 
r.p.m. 

Running weight: 2,100 pounds 
without driver. 

Power-weight ratio: 43.7 
pounds per horsepower. 

Transmission: Four forward 
and one reverse. 

Clutch: Dry, single plate. 

Differential ratios: 4.18 to 1. 

Steering: 34 turns, lock-to- 
lock. 

Dimensions: Overall length 
158.3 inches; width 58.3; height 
56.9; wheelbase 98.9, and tread 
46.9 


Suspension: Front, independ- 
ent, vertical sliding shafts and 
coil springs inside adjustable 
hydraulic shock absorbers. Rear, 
semi-elliptic leaf springs. 

Tires: 155 by 14 (tube type). 

Gas mileage: Test average, 
29.46 m.p.g. for a total of 546 
miles. 

Accessories: Radio, leather 
upholstery, beauty items. 











Instruments Complete 


NSTRUMENTS are located pre- 
cisely in front of the driver with 
a large speedometer reading up to 
120 miles an hour, (The optimists!) 
Dials indicate fuel, oil pressure and 
temperature. Warning lights show 
use of direction signals and head- 
lights. When fuel level drops to 1% 
gallons, a small red light turns it- 





* * * 





On the negative side: Glass 
covering the instruments is con- 
cave and picks up so many re- 
flections you duck and bob to 


There’s a solid steering wheel, 


half horn ring (no interference 


The front-floor area has molded| with instrument vision) and five) Wide Open Space— 
rubber floor mats. Rear-seat pas- 
sengers have-carpet harmonizing| the dash panel. 
with exterior body color. 
| gas tank lock with the ignition | openings are 33 inches; rear doors, 31.5; work of what can be a chore o 
key. Underneath the glove box| inches. The test car had pleated leather| other cars. 
you'll find a small socket for exten-| interior, a $205 option. Pounding car over| Brakes are great. Front drum 
sion lights. There are tubular ash| rough roads produced no body shake. 
trays at each end of the dash and * * # 


headache is the collection of clutch, — an Appia is slightly| Unique in the Appia system 
brake and accelerator pedals, so 





When cold, pull the choke all th 
way out and keep your clodhoppe 
off the accelerator, Turn the swi 
key as far as it will go and the 
push it in, as though a button. Fo 
starting hot, do no choking. 

Driving in town is comfortable, 
There’s some low-speed torque 
and it’s not necessary to shift 
down as often as with other im- 
ports. 

Tall drivers will not be able 
see without stooping, althougj 
changing the angle of the back g 
the front seat (easy to do) lea; 
the driver backward or forward t 
improve vision. A flat seat trag¢ 
causes the trouble. 




























In traffic the Appia can be fun yfa 

unmarked knobs marching across With pillarless construction, the Lancia|It scoots in and out easily and t ing 
Appia boasts a 64.5-inch opening when| high-revving four, plus smoo ope 

The glove box, doors, trunk and| both doors are opened. The front-door| shifting transmission, makes lighi ous 


are finned aluminum alloy wi 
cast iron heat-control rims. Rea 


a radio panel in the center. close together it’s possible to step| drums are finned cast iron. All 4 It 

The choke lever hangs under the| on two at a time. nine inches in diameter. Hydraulif the 
dash, to the right of the steering = ey service brakes are coupled by me pres 
column. Hood latch and parking ° chanical linkage to the rear wheelf ser 
brake are to the left. Only major Starts Differently for parking. and 








different from American cars. (Continued on Page 21, Col, 3) 














aaa WITHNEW 
AC TRAFFIC 
BUILDERS! 


AC Fire-Ring Window Trim 


Set your “sights” on the AC: Fire- 
Ring Spark Plug Window Trim 
for Fall. As you can see, the full- 
color trim is designed to comple- 
ment your service and announce 
AC Fire-Ring performance and 
the AC Space Age World Atlas 
offer. The display is sure to in- 
crease traffic and boost your gaso- 
line and spark plug sales when 
you place it in your display 
window. 


AC Space Age World Atlas 


Your AC Space Age World Atlas 
offer will command attention this 
Fall. There are 48 full-color pages 
in this 48-page hard-cover edition, 
including world maps and 10 pages 
of easy-to-understand space in- 
formation. It’s a truly fine, up-to- 
date world atlas for every one of 
your customers, especially those 
with children starting back to 
school this September. 

You can sell or give away each AC 
Space Age World Atlas with one 
of your special Fall services, such 
as a tune-up or spark plug change. 
Or, you can furnish order forms 
which allow your customers to 
order their own atlases at the spe- 
cial low price of only $1.35 each. 





SMASH SPARK PLUG: 
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AC Fire-Ring Advertising Campaign 


During the Fall months, special AC ads will appear in 
Life magazine to announce your Fire-Ring performance 
program ... Billboards in every major trading area will 
carry your Fire-Ring story to more than 30 million 
motorists daily . . . and, beginning in October, Art Carney 
television specials will be seen each month to help your 
sales efforts! 


TUNE IN THE ART CARNEY SHOW, NBC-TV, NOVEMBER 13 
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§Show to Feature 
“ined Air-Conditioned 
‘ "iV. S. Automobiles 


ATLANTIC CITY.—Marking an- 
other “first” for the expositions of 
the air-conditioning and refrigera- 
tion industry, all of the nation’s 
major motor car manufacturers 
will display their air-conditioned 
automobiles at the 11th exposition 
of the industry at Convention Hall 
here Nov. 2-5, it is announced by 
R. H. Luscombe, chairman of the 
show committee. 

The displays by the motor man- 
> fur ufacturers will also include work- 


able, 
rque 
shift 
- im- 


Dle 
hougl 
ick 0 
lea 
ird 
trad 


id thing models and information on the 

100th§ operation and servicing of the vari- 

lighi ous types of automotive units. 

re 0 Arrangements for the automo- 
ive displays were made by the 

irumf@show committee in recognition of 


withthe rapidly growing popularity of 
automobile air-conditioning. 
ll @ It is felt that the displays and 
the informational material to be 
@ presented will be of value to the 
service men, dealers, contractors 
and representatives of other phases 
of the industry who will attend the 
show. 









en 





Appia Cockpift— 

Uncluttered instrument panel of Lancia 
Appia mounts a large speedometer and 
dials to indicate fuel, oil pressure and 
temperature. Warning lights show use of 
direction signals and headlights. When 
fuel level drops to 1% gallons, a red 
warning light turns on underneath the 
fuel horn 


gauge needle. Half-ring for 


aids visibility. 
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Sales Testing the Lancia Appia 


(Continued from Page 20) | 
a brake fluid reservoir under the | 
hood. On top is a pressure piston 
rod, which should always be in| 
the extended position. When check- | 
ing under the hood, if the piston| 
rod is found down, it’s time to} 
start looking for a leak in the lines. | 
This feature certainly has merit. 
Front wheels have two leading| 
shoe brakes, which due to their) 
servo action lowers physical effort 
of the driver. Highway brake tests 
proved only what we discovered in 
traffic. They are almost fadeproof. 
On slightly rough pavement, severe 
application of brakes caused the 
car to wander and require a steady 
hand on the wheel. 
a’ * +. 


Transmission Quiet 


4 ver Appia transmission is either 
built to extremely close toler- 





ances or the factory has a costly 


program of selective fitting. Inter- 
nal gear noise is at an absolute 
minimum, and that which could 


|be heard was more in the nature 
of a quiet singing than the vibra- 


tion usually associated with gear 
boxes. Shifting was smooth and it 
was impossible to hang up the 
mechanism. No overdrive is fitted. 

Considering the size (2,100 
pounds) and horsepower (48) of 
this sedan, acceleration is worthy. 
There’s no vibration from the 
little V-4 and you can run it right 
up to red dots on the speedometer, 
shift to the next gear and keep 
rolling far ahead of most traffic. 

In high there’s adequate acceler- 
ation over 45 miles an hour. Below 
that I’d suggest shifting to Third 
as the engine begins to slow or 
labor. 

Taking the Appia for a long drive 
is probably the surest way to ap- 
preciate the merits of this car. 
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FIRE-RING 
SALES RECORDS 








aaakc TH NEW 
AC SERVICE TOOLS! 


AC Cam Dwell Indicator the new AC Cam 


' Dwell Indicator is a high quality, precision instru- 
ment that simplifies the job of setting distributor 
_ points. With the AC Cam Dwell Indicator and an 
Inexpensive timing light, you have all the tools you 
» need to offer complete tune-up service. No electrical 
outlet is required, and you needn’t remove the 
distributor when you use this hip-pocket size, portable 
j AC Cam Dwell Indicator. 
Bp nlike any other instrument of its type, the AC 
7) Cam Dwell Indicator eliminates the need for highly 
involved and expensive testing equipment. You can 
§ take this compact unit with you on road calls or 
€ use it at the work bench as well as under the hood 
§ of the car. The AC Indicator also serves as an 
pelectrical continuity tester to the distributor and it 
proves out shorts. 


Catalog Holder Marshal all the parts lists 


| and catalogs you have around your station, and store 
‘them permanently in one convenient holder . . . the 
/new AC Catalog Holder. 
® This all-metal, red and blue colored AC Holder has 
) four removable racks for permanent catalog storage 
© plus “wings” to hold individual catalogs. 


! For finger-tip control of all your parts lists and 
» Catalogs, get this valuable, new AC Catalog Holder 
during the AC Fire-Ring Spark Plug promotion. 


HOW to 

_ get your AC 
“Fire-Ring”’ 
Promotion 
. | Package 














Include $8.50 with your order for any 48 AC Spark Plugs and SPM-56 (includes AC 
Cam Dwell Indicator) or SPM-57 (includes AC Master Catalog Holder) . You'll receive 
the AC Fire-Ring window trim with the AC Space Age World Atlas offer—the AC 
Cam Dwell Indicator or the AC Master Catalog Holder—and an extra 8-Pac of AC 
Spark Plugs worth $8.24. When you have sold the 8-Pac, you have recovered \ $8.24. 
The profit from the sale of the extra spark plugs, plus 26c, pays for the promotion 
package. You'll also receive—free—a copy of chi 

in each AC Fire-Ring promotion package. 


GET READY for Fall Sales... Aim to Smash Sales Records 
.-. with AC “Fire-Rings”’! 


"LINE to 























e AC Space Age World Atlas, included 





Ride is solid and slightly choppy, 
which is to be expected for a short 
wheelbase job. Nor is it different 
from other cars of similar size and 
weight. ; 

Singing tires on smooth pave- 
ment is the loudest road noise 
you'll ever hear. On turns there is 
a little sway, though the Appia gets 
rather stiff-legged as it dives into 
the corner. 

Lancia-patented suspension, 
which is responsible for stiff-legged 
turns, is unique in that both front 
wheels are independently mounted 
on sliding stub axles hung outside 
a suspension spring hidden in an 
adjustable hydraulic shock absorb- 
er. If this sounds confusing, all I 
can say it, “Take a look at one.” 
A little wheel fight results from the 
quick steering ratio. 

I’d like to point out that the 
rear end is rather light and you 
can lose it if you hit corners too 
fast. 

* * * 


Body Is Solid 


ECAUSE the sedan has no cen- 
ter post, I made a point of 
pushing it over some 20 miles of 
the roughest roads in Southern 
California. Despite the beating, 
there was no body or door shake. 
Factory undercoating for body 
and fenders is so thick that road 
noise stayed on the road. 
Hillclimbing the Appia was com- 
parable to best of the small im- 
ports. As usual with small engines, 


* * * 





; - a er Ff a ae a8 4 
Like a Swiss Watch— 


Neat engine compartment of Lancia 
Appia shows V-4 engine with narrow 12- 
degree vee, aluminum alloy heads and 
crankcase. Rocker-arm covers are black 
crackle finish. Also visible are fuse box, 
hydraulic reservoir with plunger to indi- 
cate level of fluid, huge heater duct and 
blind ahead of radiator. 

* ae * 
it’s important to shift early and 
keep the engine spinning. We drove 
up a 32 percent grade in Los An- 
geles at 15 miles an hour from a 
standing start. This is as fast as 
most of Detroit’s 1959 Sixes. 

Wind noise and air leaks in the 
Appia don’t exist as doors seal with 
rubber against rubber. In addition 
there’s windlace to stop any air 
sneaking by the rubber seal. Wind- 
shield and door glass is so close 
to sheet metal there’s no noise- 
making turbulence outside the car. 

Summertime California gave us 
no chance to check the heater. 
However it obtains fresh air from 
behind the grille, passes it through 
a huge tube to the heater and 
single speed blower mounted in the 
cowl. Temperature and air knobs 
(mounted on the heater body under 
the dash) are colored to indicate 
function. 


Near 30 MPG 


Tt gas tank is filled through a 
locking lid on the right fender. 
We found fuel economy, during 546 
miles of test driving, averaged 29.46 
miles per gallon. No oil was used. 

Considering this car was driven 
as rapidly and as hard as all the 
imports we test, it is good mile- 
age for a brand new, yet to be 
tuned car. 

Under the hood you'll find room 
for easy servicing. With air cleaner 
removed the carburetor stands 

(Continued on Page 74, Col, 1) 


* * 
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with drunken driving was support- 
f e ed at a hearing pow nay by "4 

state advisory legislative council. 

Roundup from State Capitals... |The proposed law would also set 
|/up a new category of drinking 

| drivers—those who had consumed 
|enough liquor to be adversely af- 
| fected, but not enough to be drunk. 


22 





much leniency was being sho 
drivers whose judgment has bee 
impaired by alcoho] although th 
could not be called intoxicated. 
He said studies indicated dri 
with 0.05 percent content of aicohg 
in the bloodstream could possibyt 
be more dangerous than obviough 
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By Bethune Jones 


Legislative Correspondent 
iy ggried and intensified efforts to promote highway safety are 
being made by state officials throughout the nation, 
with emphasis on point systems for suspension of driver’s 


licenses, speed law changes, trol and safety promotion pro- 
more effective means of curb-| gram.” 

ing drunken drivers, more stringent aes Se 

driver licensing programs and| Jersey Statistics 


eT Po asyl-| [N NEW JERSEY, State Attor- 
vania, one of the|~ ney-General David D. Furman 
few remaining| Said a review of the records of 
states in which| 215 motorists involved in fatal ac- 
legislative ses- cidents between March 1 and June 
sions were still| 30 showed the importance of the 
under way at this state’s point system on dangerous 
writing, Gov,| driving. Under the Jersey system, 
David L. Law-| Points are imposed for traffic vio- 
rence warned he| lations, with 12 points requiring 
would veto a/| 2utomatic suspension of a driver’s 
pending “point| license, 
Bethune Jones system” bill if its) Furman told the New Jersey 
penalties for speeding and other| State Traffic Safety Coordinating 
traffic violations were softened by| Council that 43 percent of the 175 





Legislation Affecting Auto Industry 








New Jersey drivers involved in 
fatal accidents during the period 
had previous arrests and convic- 
tions for moving violations. Of the| 
total number, 40 were out-of-state | 
drivers. 


| sidered 


Under the Virginia proposal, 
driver with a blood alcohol reading 
in excess of 0.05 percent but less 
than 0.15 percent would be con- 
“affected by alcohol.” If 
convicted, he would face a manda- 
tory 10-day jail term. A reading 
of 0.15 percent or more would con- 


Ho sald 38 percent ee | tinue to be a legal presumption of 


speeding violations, 11 percent 
driving convictions and more 
than 2 percent reckless driving 
convictions. More than 12 percent | 
had been involved in previous | 
accidents. | 
The New Jersey Council] called | 
for a statewide effort to curb| 
drunken driving as a factor in| 
fatal accidents after Furman and | 
Acting State Motor Vehicle pe 
tor Ned J. Parsekian cited statis- 
tics indicating that an increasing | 
number of accident victims were 
either drunk or had been drinking. | 
* * * 


| hg! VIRGINIA, proposed new leg- | 
islation to establish implied con-| 
sent by all driving permit holders, 
to a blood alcohol test if charged! 


drunkenness. 

Nebraska has a new “implied 
consent” law, enacted earlier this 
year, authorizing the testing of 
motorists for intoxication in ar- 
rests where driving under the 
influence of alcohol was suspect- 
ed. Under the measure, any per- 
son operating a motor vehicle 
in the state shall be deemed to 
have given his consent to submit 
to a chemical test to determine 
alcoholic content of body fluids. 
Gov. Orville L. Freeman of 
Minnesota recently called for more 
attention to be given to the drink- 
ing driver as differentiated from 
the drunken driver. He told the 
state safety council he thought too 


a| drunken drivers. To meet the pro 


lem, he suggested that the figu 
of 0.05 percent be used as a ba 
of alcoholic tests instead ot 
present 1.5 percent, thus lowerip 
the standard for possible drunk 
driver convictions. 
+ ~ ce 


Implied-Consent Plea 


REEMAN also asked the Minn 

sota council to study how oth 
states are handling implied ce 
sent laws, which make it mand 
tory for a drunken driver susp 
to submit to a test for intoxicatic 
or lose his license. The govern 
unsuccessfully recommended sué¢ 
a law to the 1959 Minnesota legi 
lature. 

Maine recently took its first ex 
perimental step toward more é 
fective control of the so-call 
“slowpoke” driver when the sta 
speed regulation board orde 
pilot studies involving the posti 
of minimum speeds of 35 or 
miles an hour in two zones on US- 

(Continued on Page 23, Col, 3) 








the la ers. 

Lawrence further asserted that if 
no legislation was forthcoming to 
make regulations tougher for driv- 
ers he would step in and accom- 
plish that end through “administra- 
tive action.” 

In Idaho, meanwhile, a new di- 
vision was created in the state 
law enforcement department to 
administer a new driver’s license 
demerit point system enacted by 
the 1959 legislature. Under the 
new system, each traffic convic- 
tion brings a specified number of 
demerits and a driver loses his 
license if he accumulates 10 
points within a 12-month period. 
Florida is another of the states 

turning more recently to adoption 
of the point system. A law enacted 
by the 1959 Florida legislature au- 
thorizes the state public safety de- 
partment to suspend the license of 
a driver who has accumulated a 
total of 12 points for various traf- 
fic law violations. Points levied per 
offense range from two for having 
improper equipment on an auto- 
mobile to six points for reckless 
driving, leaving the scene of an 
accident, or speeding which causes 
an accident. 
a cs +. 

ORTH CAROLINA has a new 

point system law under which 
a driver can lose his license for 
60 days if he accumulates 12 points 
in a two-year period, When a driver 
has his license restored, he can ac- 
crue only eight more points in the 
next two-year period or face sus- 
pension for six months. 

Points under the North Carolina 
program are assessed as follows: 
Passing stopped school bus, five 
points; reckless driving, hit-and- 
run involving only property dam- 
age, four points; speeding in excess 
of 55 miles per hour, illegal pass- 
ing, failing to yield right of way, 
running through red light, no op- 
erator’s license or license expired 
more than one year, failure to stop 
for red light or siren, driving 
through safety zone, driving on 
wrong side of road, no liability in- 
surance and failure to report ac- 
cident, three points; all other mov- 
ing violations, two points. 

Effectiveness of point systems 
was demonstrated by recent an- 
nouncement by the Wisconsin 
motor vehicle department of an 
increase of 18 percent in driver 
license revocations during the 
first three years of that state’s 
point system, under which a driv- 
er loses his license if he accum- 
ulates 12 demerit points for traf- 
fic violations in one year, 18 
points in two years, or 24 points 
in three years. 

During the first three years since 
the Wisconsin program went into 
effect Aug. 1, 1956, a total of 78,600 
persons had their licenses revoked 
or suspended, as against 64,563 in 
the preceding three years, State 
Motor Vehicle Commissioner James 
Karns said that Wisconsin traffic 
deaths declined from 2,768 in the 
three years before the point sys- 
tem to 2,580 in the last three years. 

“While this saving of 188 lives 
cannot be accounted for solely be- 
cause of the point system,” Karns 
said, “we believe the point system 
has played an important role in 
improving Wisconsin’s driver cor- 





Now, 


inelar 


to help you SELL MOR! 


Show them what happens 


when they forget to change! 

















BUILD-UP OF 
CONTAMINATION 
IN ENGINE OIL 


2 out of 3 cars need new FILTERS now.. 


@ An oil filter is designed to 
hold dirt, dust and other con- 
taminants that collect in 5,000 
miles of normal driving. After 
5,000 miles, the filter fills up, 
contaminants pile up rapidly as 
shown in the chart. 


The best way to protect car en- 
gines from damaging dirt and 
grime is to change oil filters at 
least every 5,000 miles! So, 
when your customers ask for an 
oil change, recommend a filter 
change, too — and install AC 
Triple-Trapper Oil Filters — the 
finest engine protection money 
can buy! 
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maximum speed of 65 miles an 
hour and a minimum of 40, 


L . | ti p d New York State Motor Vehicle 
egis a ive oun up Commissioner William S, Hults re- 
cently announced plans to study 
the state’s 2,000 speed zones to 
bring speed limits in line with 
safety. Noting that the state has 
and three on US-2. Under a new|or approaching or where there is/a general speed limit of 50 miles an 
law, which became effective in| traffic congestion. Otherwise, the|hour, Hults said he has power to 
September, the board has the au-|same speed can be maintained as| Set higher limits on state highways 
thority to post maximum speeds! authorized for divided highways in| °Utside of cities and villages if he 
above the state’s general limit of unincorporated areas considers higher speeds “consistent 
45 miles an hour and to post mini- one: .% with the highway design.” 
mums as well. Plans were announced in Colo- 
A new Illinois law permits A NEW Vermont law gave “ex-| prado for the launching this fall 
county boards of supervisors to clusive authority” to the state} of what State Revenue Director 
set speed limits on highways and | traffic committee—composed of the} Robert A. Theobald said would 
streets which are the mainten- | state public safety commissioner; pe the most ambitious driver re- 
ance responsibility of the county. | and the state highway commission-| examination program ever at- 
The act also empowers cities, vil- | er—to establish regulations govern-| tempted in any state. He said 
lages and park districts to set | ing traffic on the interstate system.| eyery motorist involved in an 
limits on streets and highways |The committee’s regulations must] officially reported accident—even 
under their jurisdiction. be presented at a public hearing} minor fender scrapes—would be 
Michigan has a new law which|and be approved by the state at-| required to submit to re-testing 
raised the truck speed limit from| torney general before becoming ef-| of his skill and reaction time. 
45 to 50 miles an hour and ended| fective. Following the law’s enact-| 4 gevice similar to the Link 
the state public service commis-|ment, the committee proposed 4! trainer long used in flying train- 
sion’s authority to establish maxi- ing would be used in the re-ex- 
Discuss Ad Plans for Falcon— mum speeds for vehicles under its Bye, Bye, Baby Shoes aminations, he added. 
Ford Los Angeles district management and officers of the Ford Dealers Advertising | jurisdiction. in Mae a : ; New Mexico State Traffic Admin- 
Assn, discuss advertising plans for Ford's new Falcon. From left are Brien Medler,| The Missouri legislature this year A new law in Wisconsin pro- |istrator D. K. Kelly recently an- 
1 Ford Los Angeles assistant district sales manager; P. H. Johnston, outgoing FDA presi- enacted a law fixing a speed limit] hibits a car containing any object nounced plans for a program under 
dent; Edward M. Chaffee, newly elected association president; Hamlin W. Nerney, of 55 miles an hour at intersections that could obstruct the driver's which all drivers in the state will 
secretary-treasurer; M. E. Buerge, first vice-president, and Charles O. Swift, second | on divided highways in incorporat- view through the windshield or | be required to undergo a new and 
vice-president. ed areas where traffic is entering| rear window. more difficult test to obtain a driv- 
er’s license or renew one. 
The Nebraska legislative council’s 
traffic safety committee has 
launched a study aimed at rewrit- 


t| f t bb 4 o ing and reorganizing the state’s 
srotec tela ‘ols qu omo | Ss Bake tials ny beter fee 2 
who expressed hope the study’s 
result would be a “clear and con- 


RIDIL FILTERS and motor oil! the uniform motor vehicle code, 
Henry Heads Up 


Auction Assn. 


BIRMINGHAM, Ala, — Harold 
Henry, San Gabriel, Calif., was 
elected president of the National 
Auto Auction Sales Assn. Sept. 26 
at its annual convention here. 


Other officers elected were Joe 
Briley, Chicago, vice-president; 
Eugene C. Waldrep, Birmingham, 
secretary-treasurer, and Bernard 
Hart, Frankfort, Ky., executive sec- 
retary. 

David P. Whelchel, secretary of 
the Tennessee Automotive Assn., 
was principal speaker at a banquet 
climaxing the convention. Former 
Gov. Frank Clement of Tennessee 
was among the banquet guests. 

















(Continued from Page 22) 




















Calendar 


(Continued from Page 10) 


Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 
Feb. 6-14—Detroit Auto Show, Artillery 


rmory. 
Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N.Y. a - 


General 
Oct. 1823— Annual American Trucki 
Assn. convention, Hotels Biltmore an 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bidg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. 

Oct, 26-286—National Transportation Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 26-30—Society of Automotive Engi- 
neers, National Meetings, Transporta- 
tion and Maintenance, Diesel Engine 


Give them . Rate and Lubricants, Hotel LaSalle, 


Oct, 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 
Oct. 28-30—Annual convention and trade 
t e powe U . p show, Automotive Parts Rebuilders Assn., 
. f Roosevelt Hotel, New Orleans. 
Oct. 30—National Fuels and Lubricants 
j Bang vee p re a any 
jov. r nnual Industrial Engineer- 
TRIPLE-TRAPPER message: ing and Management Clinic, Conrad 
Hilton Hotel, Cileeee. 
Nov. 12-13—The American Society of In- 
’ : dustrial Designers, Open Meeting, Hotel 
AC announces an important development in the AC filter has more usable area. Oil, passing Pong Fo. Jon. ae LES oe 
s : , P P : n, r nua ationa uto- 
oil filter industry with the introduction of new through the filter, is spread out and slowed motive Accessories Manufacturers of 


Triple-Trapper protection. Here is the three- down over this greater area. Thus, the filter has pinerice Exposition, Navy Pier, Chicago. 

way protection you can offer your customers. a chance to catch fine particles. The trapped telives esting, Wenhatten Hotel, ted 
particles themselves form a filter “bed” which York, : 

TRAP NO. 1 is the filtering material itself, a helps trap even finer particles. gg ym Sevice ages 


Show, Coliseum. New York, 


resin-impregnated paper that traps particles as TRAP NO. 3 is the design of the filter element March 14-16—Canadian Automotive Whole- 


; . lers' & M facturers' Assn. 
small as 1/15th the diameter of a human hair —a unique arrangement of folds that provide solors’ = fons $07 oe Mags Queen 


— particles you can't see with an ordinary maximum filtering area hence maximum filter- i ng Be ty Engineering 
ERETOSSOPS. ing capacity. Because of the greater capacity Sept. 6-16, 1960—Machine fool Exposition, 


TRAP NO. 2 is the amount of filtering area. The the filter is able to hold more particles. International Amphitheatre, Chicago, 
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SALT LAKE CITY.—Sports Car 
Centre (MG-Morris-Austin-Healey) 


has opened a new dealership at 

| 4299 Riverdale Rd., Ogden. Frank 

an Cooeuell Naden, regional executive for 

e@ L Sports Car Club of America, has 


been named manager of the new 
outlet. 
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Chemist Explains Process . . . 





Knock in Gasoline 
Removed by ‘Sieve’ 


By Fred W. Schwarz 
Staff Correspondent 

ATLANTIC CITY.—K nock and 
no-knock components of gasoline 
now can be separated according to 
the differences in size of their 
molecules, the American Chemical 
Society was told at its 136th na- 
tional meeting here. 

Dr. G. J. Griesmer, Linde Co., 
Tonawanda, N. Y., told the so- 
ciety’s Division of Petroleum 
Chemistry, the new process is 
more economical than the con- 
ventional separation by distilla- 
tion. 

The slender “straight-chain” 
molecules that cause knocking in 
an automotive engine can be ab- 
sorbed by a special kind of crystal, 
he said, while the larger, knobby- 
shaped molecules of “iso and cyclic 
hydrocarbons” are excluded and 
emerge as high octane gasoline. 

Griesmer said the separation is 
accomplished by forcing “light 
naphtha” from petroleum through a 
bed of pellets made of hydrous sili- 
cate crystals. This kind of absorb- 
ing material is called a “molecular 
sieve.” The principle has found use 
in several industrial processes, he 
added. 

Molecular Sieve Type 5A crystals, 
the type used in the new applica- 
tion, will accept only those mole- 
cules having a critical dimension 
less than about 20-billionths of an 
inch, Griesmer said. 

“For several years, Linde Co. 
has maintained a laboratory de- 
velopment program specifically 
aimed at acquiring the data 
needed for preliminary evaluation 
and subsequent application of 
molecular sieves in octane-im- 
provement processes,” Griesmer 
said. 


“The molecular-sieve vacuum 
process, as applied to pentane-hex- 
ane upgrading, for example, is 
unique in its ability to make a 
product which is substantially free 
of normal paraffins—compounds 
with straight-chain molecules. With 
such a process it is possible to 
make a product of higher octane 
quality than is economically prac- 
ticable with fractionation. 

“Although the use of molecular 
sieves will become more and more 
advantageous as the required oc- 
tane level for super-premium motor 
fuels increases, the vacuum process 
cost already appears attractive, In 
addition, it is possible to apply 
other molecular-sieve separation 
cycles to octane-improvement proc- 
essing,” Griesmer concluded. 

Dr. D. E. Cooper, Detroit, Ethyl 
Corp. chemist, reported on re- 
search indicating that each 
cylinder in a car may be getting 
a different amount and a differ- 
ent kind of fuel. 

Because the various components 
of gasoline and antiknock additives 
evaporate at different rates, all the 
cylinders of an engine may not re- 
ceive their full share of effective 
fuel, he said, and the resulting 
knock may force the motorist to 
buy a higher octane gasoline to cor- 
rect a problem occurring in only 
one or two cylinders. 

Fuel savings, better engine per- 
formance and lower octane require- 
ments are expected to result from 
the research described by Cooper. 
The studies involved the analysis of 
fuel fed to each cylinder. 

Tagging one compound in a 
motor fuel with tritium, a radio- 
active form of hydrogen, has en- 
abled Ethyl laboratory chemists to 
trace the amount of that compound 
that goes through each separate 
cylinder, he said. The process can 
be repeated with other gasoline and 
antiknock compounds in the fuel, 
he added. 

_ ‘Cooper said the research re- 

vealed that the compounds in a 

a. gasoline that boil at the 

lowest temperatures, and those 
that boil highest, are not distrib- 
uted evenly among the: cylinders. 

One component, normal octadec- 
ane, was found to deviate by as 
much as 27 percent in one cylinder 
from its content in the original 
fuel, according to the report. The 


ate temperatures distribute them- 
selves quite evenly, it was found. 
Methods of attacking the prob- 
lem may include tailoring the fuel 
so that high-octane compounds of 
both high and low-boiling range 
are present, Cooper went on, indi- 
cating that changes in the design 
of carburetors and manifolds also 
may be desirable. 

“The intake system of the typical 
automobile engine rarely delivers 
equal quantities, or qualities, of 
gasoline to all the cylinders,” he 
said. “This situation often limits 
both performance and durability. 
“It is important to be able to 
measure these differences so that 
improvements resulting from 
changes in design can be recog- 
nized. The resulting correlations 
can than point the way to further 
improvements. 

“Unequal quantities of fuel in 


the cylinders means that some 
are overrich and some are Over- 
lean. Either condition tends to 
reduce power, and the overrich 
condition is wasteful. This mal- 
distribution is caused mainly by 
the liquid part of the feed. 

“All the gasoline is not vapor- 
ized, and the residual portion flow- 
ing along the inner walls of the 
manifold does not enter all the 
branches equally. It is possible to 
measure the resulting richness or 
leanness of cylinders. by analyzing 
samples of the combustion gases 
from each cylinder. 

“Studies of this kind have re- 
vealed how either very low or very 
high volatility will cause a fuel 
component to disproportionate with 
respect to the rest of the fuel. After 
these relationships have been fully 
mapped for an engine condition it 
becomes possible to predict the dis- 
tribution under similar conditions 
of untested substances such as new 
additives. 

‘Furthermore,” said Cooper, 
“many other aspects of fuel be- 
havior can be clarified by an 
understanding of distribution char- 
acteristics. Among those are anti- 
knock performance, differences in 
the amount and kind of deposits 
found in cylinders, and engine 
power output or economy.” 








Rambler Dealer Sold Out— i 

Empty showrooms in the “old corral” and Harold Wallau, Jefferson City, Mo., says 
“We ain't got no '59s."" Wallau recently added a new brick showroom to his origina 
structure. He has been a Rambler dealer since he opened four years ago. The phok 
was taken prior to '60 Rambler showings. 








N 


“TRIPLE- 
TRAPPER” 
WINDOW 
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a can 
riple-Trapper” 
window trim is 


lubrication and 


play window. 
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compounds that boil at intermedi- 
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AC TRIPLE-TRAPPER’ 
POWERFUL INCENTIVE 


EW 


the AC 
Oil Filter 
designed to 


complement your service with 
“Triple-Trapper” engine pro- 
tection. This full-color win- 
dow trim is sure to increase 
your oil filter sales along with 


oil changes 


when you place it in your dis- 


Triple-Trapper protection program . 


TRIPLE TRAPPER, 


, NEW Xe FILTER 


ADVERTISING PROGRAM (°° "RG xis wi appear te Ly 


magazine to announce the 
. Billboards throughout 


the nation will carry your Triple-Trapper messages to over 


30 million motorists every day . 


. and, beginning in October, 


Art Carney television specials will help your dealers sell AC 


Triple-Trapper Oil Filters! 
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How Palmer Does It... 





By Bob Kelly 
Staff Correspondent 

OAK PARK, Ill—“That damn 
door is never closed,” said Earl 
Palmer, “they know they won’t get 
hurt here!” With this terse and col- 
orful opening shot, the owner of 
Palmer Buick here kicked-off a 
peppery and enthusiastic descrip- 
tion of a business he obviously 
loves —so far this year, up 18 per- 
cent in sales over last year! 

Palmer was in the garage bus- 
iness before World War IL. He 
served his country during the 
first conflict, worked for Cadillac, 
Studebaker and Reo in service 
and sales after the war and was 
called to duty again in the early 
"40s. 

After handling sales and service 
manager chores for another Chi- 
cago dealer, he took his own Buick 
franchise in 1949. From that mo- 
ment on, his organization has op- 


tinued, 


quit.” 





Mo., says, erated on a rigid set of rules and 
is origing, the size and success of the dealer- 
The phok ship today reflect the results of his 





philosophy. 


“People will pay attention to you 
if you pay attention to 
adds. “They can’t help but be con- 
cerned when you stay close to their 
problems. As far as I’m concerned, 
a dealership has to have a definite 
character. People remember this. 

“We have around 60 percent re- 
peat business—many of my cus- 
tomers have bought six cars in 10 
years. Why? We hold their hands, 
service their warranties, handle 
their service quickly and thorough- 
ly, remind them when their car 
needs service and handle any kind 
of an inquiry in a great big hurry.” 

Asked why he began to want 

his own franchise, Palmer con- 
“One of my jobs before 
the war. The boss wanted me to 
steal for him. I didn’t want that 
kind of a business deal, so I 


The Palmer Buick physical plant 
is a study in good planning. The 
overall cleanliness strikes you im- 
mediately. “You can laugh at the 
cleanliness angle if you want,” 
Palmer said, “but that sort of thing 


Building a Dealership ‘Character’ 


builds up the dealership character 
I was speaking about. 

“Don’t think they don’t remem- 
ber that sort of thing. If you’re 
clean in your operation, even the 
service end of it, they begin to feel 
that you’ll be the same way in the 
original sale end of it.” 

The main showroom dominates 
the dealership with a half dozen 
models on full display. To the rear 
is the new car auxiliary, spot deliv- 
ery is made from this point. Ad- 
joining this facility is the wash 
rack and polishing room, again 
meticulously clean. 

Palmer pointed with pride to 
his sheet metal and paint shop. 
Two late model Buicks stood in 
various states of repair. “There’s 
practically nothing we can’t do in 
the repair line,” he added. The 
heavy duty repair section was 
fully equipped with the latest 
tools and machines. 

Separated from the heavy-duty 
repair section is the dealership’s 
light service area. “Different men 
operate the two sections,” Palmer 


them,” he 

















“Well, I didn’t come right out 
and ask him to buy. I did kind 
of sound him out alluding to the 
idea of a new car indirectly in a 
sort of joking way but he didn’t 
seem very receptive so I didn’t 
push it...” 





adds, “much faster and more effici- 
ent this way.” 

In addition, he utilizes a new-car 
storage lot as well as a used-car 
sales area nearby. 

The really amazing thing about 
Palmer Buick is the rapid fire serv- 
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NEW 


t..° can’ Ts 
‘Universal Potteries’ Dinnerware 
4 
| Your wife will be pleased with this new filler set of 
" “Ballerina” dinnerware in the “Wheat” pattern, as 
she is with the handsome 4-place setting, offered 
fast Spring. The filler set includes a platter, a large 
Hvegetable bowl, salt and pepper shakers, a covered 
sugar bow! and a creamer. And, each piece matches 
)) the original set of sturdy, oven-proof “Ballerina” 
|) dinnerware, right down to the 22-carat gold stripe. 
elude .$7:60 with your order of any 24 AC Oil 
® Filters and OFM-54. You'll receive new “Triple- 
») Trapper” point-of-sale material, the filler set of 
® Ballerina” dinnerware, and 3 extra AC Oil Filters 
{popular types PF-122, PF-210 and PF-316) worth 
97.60. When you have sold the extra elements, you 
ve recovered $7.60. The profit from the sale of 
extra filters pays for the promotion package. 
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Udico 

Can Opener 
and Knife 
Sharpener 


























‘for FALL SALES! 


PROTECTION presents... 





This versatile appliance. will save your spouse time and energy in the kitchen. It’s 
the “Kitchen Pal,” the combination electric can opener and knife sharpener that 
cuts and holds the top of any size can, and hones the edge of a knife razor-sharp. 
There’s no danger of cutting a finger on the edge of the can, either. The “Kitchen 
Pal” cuts it safety-smooth. All-metal—finished in baked enamel and chrome— 


“Kitchen Pal” also has rubber “‘feet” to prevent slipping. 


Include $18.35 with your order for any 72 AC Oil Filters and OFM-55. You'll 
receive new “Triple-Trapper’”’ point-of-sale material, the “Kitchen Pal” knife 
sharpener and can opener, and 6 extra AC Oil Filters (popular types PF-155, 
PF-141, PF-131, PF-122 and PF-5) worth $18.35. When you have sold the extra 
elements you have recovered $18.35. The profit from the sale of the extra filters 


pays for the promotion package. 


ORIGINAL DINNERWARE STILL AVAMABLE. The original 
offer of ‘Ballerina’ dinnerware, 4 plates, 4 dessert 
dishes, 4 cups and 4 saucers is still available. 
Include $7.60 with your order for any 24 AC Oil 
Filters and OFM-49. You’ll receive the 4-place 
setting plus 3 extra AC Oil Filters (popular t 
PF-122, PF-210 and PF-316) worth $7.60. When 
you have sold the extra elements you have recov- 
ered $7.60. The profit from the sale of the extra 
filters pays for the promotion package. 











ice system in use, From a control 
tower at one end of the main 
garage, a control man dispatches 
the incoming car to the proper stall 
and mechanic or workman. 


Here’s the way it works: A car 
arrives for some particular type 
of service. A service salesman 
writes up the service order, at 
the same time examining the 
owner’s service record, If any 
additional service can be sold, it’s 
at this point that it is done. 

The first copy of the order re- 
mains in the auto and a numbered 
card is hung from the rear view 
mirror. The white and yellow copies 
go to the parts department. The 
pink copy goes to the tower where 
it is entered in the permanent 
record. 

There is a special board on a 
wall of the garage indicating, by 
means of colored lights, the status 
of each stall. The control tower 
service man determines the work 
status of the stall by means of a 
special P.A. system to each stall. 
If it is busy, the board is so lighted 
to indicate this situation. The serv- 
ice salesman on the floor can tell 
the customer whether to wait or 
call back for his car. 

Palmer says, “We usually handle 
50 to 55 cars a day and have han- 
dled 80 on rush periods, Our record 
for a number of service orders in 
one day is 102. For a ionger period 
of time, we’ve handled 1,200 cars 
in 26 days.” 

He added, “Here’s the way I 
feel about it. I owe Buick some- 
thing. We’ve been very happy to- 
gether, I decided to buy enough 
property to put together a spaci- 
ous, smooth-running dealership. I 
can’t last forever. Someone else is 
coming in here some day and a 
damn good business will be wait- 

Palmer Buick maintains four 
demonstrators for salesmen use. 
“And they use ’em, too!” 

With a total payroll of 46 people, 
Palmer is constantly interested in 
keeping production to a maximum. 
“We recently cut $1,200 in weekly 
salaries in nonproductive help. It’s 
the only way. Each dollar which 
produces nothing is a dollar’s 
worth of profit lost.” 

Palmer uses factory direct-mail 
promotional material as well as the 
local newspapers. In addition, he 
uses daily radio spots as well as a 
certain amount of teaser advertis- 
ing on the showroom windows. 
Point-of-purchase mobiles are at a 
minimum, 

“There’s little doubt that refer- 
rals are the best way to sell new 
cars. If this is true, then my 
thoughts on building a dealership 
character are vitally important.” 

Palmer believes in exploiting 
every possible avenue to prove the 
superior aspects of your car. 

“And here’s the latest,” he adds. 
“I’m going to take a set of Buick’s 
aluminum brake drums, do a cut- 
away on them, and also on a pair 
of the smaller competitive 14-inch 
drums, and set up a comparison 
display right in the window. The 
difference in the two brakes will be 
quite obvious to many prospects.” 

With business up 18 percent 
over last year, service absorption 

64 to 68 percent and less 
than 20 1959 Buicks on hand at 

1960 model introduction time, 

Palmer is a happy man. 

Says Palmer, “And I’m particu- 
larly happy about the upcoming ’60 
model year. Ill go out on a limb 
and predict a 30 percent increase 
in Buick’s overall business.” 


Willys Reports 


Sales Records 


TOLEDO.—Factory sales of Jeep 
vehicles during September reached 
the highest monthly level in Willys 
history, according to C. W. Moss, 
genera] sales manager. 

He also reported that factory and 
retail vehicle sales for the first 
nine months were at an alltime 
high. Factory sales were 52 per- 
cent ahead of 1958, and retail de- 
liveries were up 41 percent, he said. 

“A uniformly strong demand 
from all sections of the country has 
contributed to. the record sales vol- 
ume, and there has been a parallel 
increase in demand for specialized 
Jeep equipment and parts and ac- 
cessories,” Moss said. 








Jordan Ford Opens 
SAN ANTONIO. — Jordan’s 
Southside Ford has opened at 260 
S. W. Military Drive. 
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1960 DE SOTO |: 














aDeSoto dealer? 





If this picture takes your breath away—imagine 
what a drive would do. The ’60 De Soto is made 
expressly for those who want the newest and the 
best of everything modern. 

The new De Soto makes no bones about being 
a big, luxurious car, one of the most powerful ever 
constructed. It has wall-to-wall carpeting, heavy 


custom-made upholstery, rich and simple chrome. 

The 1960 De Soto is probably the.amost durable 
car you can own... as time will prove. Built with 
Chrysler Corporation’s new unit construction, the 
body is one piece of welded steel—rugged and 
rattle-proof. Unit construction plus famous Torsion- 


Aire suspension gives the new De Soto America’s 








CLOTHES BY EUROPE CRAFT IMPORTS 


steadiest, safest ride—bar none! 


The 1960 De Soto offers every kind of luxury 


quietest and 


option: Thru-way Auto-pilot that lets you dial 
your speed, automatic swivel seats, Ultra-Fi phono- 
graph, air conditioning—the works! 

Best of all, your DeSoto dealer has a wonderful 
price story to tell you. Why not see him today! 


Nothing says quality like the 60 De Sofo! 







































Dodge Dealers ‘Clean House'— 

Key executives of Dodge dealers are shown as they kicked off the Dodge ‘Clean 
Sweep” sale in the Baltimore area. The drive was a coordinated effort by the Dodge 
dealers to move their stocks to make room for the 1960 models. The young lady 
demonstrating her skill with a broom, is Angela Ober, who was selected “Miss Dodge 
Clean Sweep” by the dealers. From left are Milton Weiner, co-advertising chairman; 
J. R. Jarvis, Dodge Philadelphia regional manager; Jack Maume, Dodge Baltimore 
city manager; W. C. Hackett, Dodge regional merchandising manager; Mark Cheno- 
with, co-advertising chairman; Miss Ober; Jack Brahms, president Brahms-Gerber Ad- 
vertising Agency; W. A. Tower, vice-president, Jarman Motors; Paul Bronstein, vice- 
president, Car City; Jack Gerber, Brahms-Gerber vice-president, and Marvin Smith, 
Smith Motor Co. Not pictured is Henry Weil, co-advertising chairman. 








Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

EALER D. V. S. of Texas wrote 

as follows: “I have a question 

in regard to a matter in which we 
are involved. We have repossessed 
a car which we 
sold and financed. 
The buyer was 
delinquent in his 
payments. The 
car was at a pub- 
lic garage. Our 
employe went to 
this garage, 
found the car, 
and after talking 
to one of the em- 
ployes about the 
car to verify its piaed- ound 
ownership, drove the car away and 
back to our place of business. 
There was no protest at this time. 
“This garage owner, who made 
no attempt to stop our employe at 
the time the car was taken, is now 








suing our company for trespassing 
on his property and for ruining his 
business to the extent of $100,000. 
He bases this complaint on the 
theory that no one now trusts him 
to keep their cars for repairs, 
which we have found out is untrue. 
I would certainly appreciate your 
thinking on this.” 

It is true that this dealer may be 
liable for trespass, unless he can 





Dealer Sues Over Loss 


Due to Street Repairs 


RICHMOND, Calif—A claim 
for $12,000 has been filed against 
this city by Standard Motor Sales, 
Inc. (Studebaker). 

The claim alleges that custom- 
ers were cut off from the dealer- 
ship from May to August of this 
year while street repairs were 
under way. It is alleged that the 
city was negligent. 











new Car 
customers 
coming 
back! 


Mobiloil Special can help you make new car custom- 
ers regular customers. It’s the year-’round oil that’s 
right for alkears . .. a “must” for new cars! 


e Protects fully . . . in summer heat, sub-zero cold. 


@ In effect, increases the octane rating of gasoline. 


@ Helps control engine knock, preignition and spark 


plug fouling. 


e Increases gas mileage, engine power. 
Outsells all other year-round oils by far! 


MOBIL OIL COMPANY, A DIVISION OF SOCONY MOBIL OLL COMPANY, INC. 





|| prove that he had the garage own- 


er’s consent to take away the auto- 
mobile. But just how he could be 
liable to the garage owner for $1(0,- 
000 damages for repossessing the 
car, is beyond the writer’s imagina- 
tion, In order to recover any dam- 
ages, the garage owner is obligated 
to introduce testimony which will 
convince a jury that the alleged 
damages are authentic. 

It is advisable for dealers to 
have ready a printed form for a 
garage owner, or other property 
owner, to sign before boldly re- 
possessing and taking an auto- 
mobile from private property. 
This form may read, as follows: 
“Cincinnati, O., I, the undersigned 
hereby give authority and permis- 
sion to (name of automobile deal- 
er) to take from my premises a 
(name of automobile) automobile 
serial numbet.................... , and motor 


This form should be dated and 
witnessed. 
+ * * 
Reserves Not Taxable 
_pmALen R. L. G. wrote, as fol- 





a, 5 cee 


lows: “We would appreciate | 


any information or advice you may 
have regarding automobile dealer’s 
finance reserves as to whether or 
not they are income in the year 
the year set up by the bank or 
finance company, or when earned 
and paid to the dealer by them.” 

I have very recently listed a 
higher court case that at the 
least may have bearing on your 
legal problem. 

For instance, in Glover v. Com- 
missioner of Internal Revenue, 253 
Fed. (2d) 735, the testimony dis- 
closed these facts: Under a con- 
tract between a finance company 
and an automobile dealer, the fi- 
nance company withheld 3 percent 
of the notes of the automobile 
dealer outstanding at the close of 
each respective taxable year. 


The higher court held that the 
dealer need not pay Federal income 
taxes on this amount of money 
withheld by the finance company, 
and said: 

“Taxpayer (automobile dealer) 
kept his books on the accrual basis 
and filed his income tax returns on 
the accrual basis for all years in- 
volved. Keeping accounts and mak- 
ing returns on the accrual basis, as 
distinguished from the cash basis, 
import that it is the right to receive 
and not the actual receipt that de- 
termines the inclusion of the 
amount in gross income.” 

I shall immediately make special 
effort to locate and list this class 
of cases in Automotive News when 
making my future reviews of the 
advance sheets of higher court de- 
cisions, and I shall publish relevant 
decisions. 





| Women Drivers 
Reach Arctic 
In Dodge Dart 


CIRCLE, Alaska.—The 75 Eski- 
mos and Indians and six white res- 
idents of this frontier town at the 
end of the northern-most road in 
North America are still talking 
about a 39-year-old housewife from 
Hemet, Calif. 


She’s Pat Sawyer, who drove a 
1960 Dodge Dart 2,512 miles from 
Seattle to Circle in 13 days, over 
gravel, dirt and snow-covered 
roads. 

Pat and her traveling companion, 
Natalie Best, made a big hit at the 
log cabin Yukon Trading Post, the 
hub of activity here. 

“Never thought she’d really make 
it,” sighed Frank Warren, who runs 
the trading post. “She’s the first 
person we've seen during our 14 
years here who actually made it to 
Circle. Many people have boasted 
they were going to drive to this re- 
mote northern village.” 

Throughout their entire trip, Pat 
and Natalie wore nylon ski outfits 
and slacks for driving, but for civic 
receptions in cities along the way 
they were asked excitedly to 
“please wear your pretty dress-uP 
clothes.” 

There were good accommodations 
and facilities all along the way, ac- 
cording to the travelers. 

The trip was part of a series of 
the duPont “Zerex” antifreeze test 
program, 


—— 





| NEWS! 


Alcoa announces the aluminum engine to 25,000,000 
Saturday Evening Post readers with this advertisement in the October 24 issue. 
a Tell your customers about Alcoa Aluminum... your big new sales feature! 


Detroit takes the trail blazed by Alcoa... 


THOUSANDS OF CARS WITH ALUMINUM ENGINES 
ARE NOW ON THE ROAD! 


There they go—just as Detroit engineers and Alcoa have dreamed of 
for many years! These cars have aluminum engines. 

Making engines of aluminum, you see, opens up new possibilities in 
car design. Reduced engine weight permits lighter frame, lighter brakes, 
lighter steering gear. Alcoa has built and tested aluminum engines for 
cars since 1918 . . . and cast an aluminum engine 15 years before that, 
for the Wright Brothers’ use at Kitty Hawk. (Since then, all aircraft 
engines have been made of rugged, dependable aluminum!) 

You’ve enjoyed the advantages of Alcoa® Aluminum in new car 
trim—anodized to sapphire-hardness, corrosion resistant to stay beauti- 
ful with less maintenance. You’ve been safer with aluminum brakes, 
because they shed heat faster, reduce “fade” for safe, fast stops, let 
brake linings last longer. Soon you’ll have strong, handsome, corrosion- 
resistant bumpers of Alcoa Aluminum and many other aluminum parts 
for your car. 


Drive one of these new cars powered. by an aluminum engine. 
You’ll salute the Detroit engineers who made it possible! 


FREE BOOKLET! Questions You May Ask About Aluminum in the New Cars. 
Write: Aluminum Company of America, 1810-X Alcoa Building, 
Pittsburgh 19, Pa. 


For exciting drama watch “‘Alcoa Presents” every Tuesday, ABC-TV, and 
the Emmy Award winning “Alcoa Theatre” alternate Mondays, NBC-T'V 


ALCOA ALUMINUM 


Gives every car more Gleam and Go! 
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Highways & Safety 








Concerned over discontinuance of 
driver education in Buffalo schools, 
the Driver-Education Committee 
largely responsible for establishing 
the system four years ago is re- 
suming operations under the chair- 
manship of former Counci] Presi- 
dent Elmer F. Lux. 

The Buffalo Automobile Dealers 
Assn. is a prime mover in the pro- 
gram. 

“A necessary phase of modern 
education that concerns the saving 
of lives and preventing the crip- 
pling of thousands of our fellow 
humans should arouse a coopera- 
tive instinct in all agencies and in- 
dividuals in a position to help 
crystallize a driver-education pro- 
gram for the youth of our com- 
munity,” Lux said. 

“Too many drivers look upon a 
traffic fatality as a statistic until 
the impact is felt in their own 
homes or family life.” 

The original committee was or- 
ganized with Lux as chairman at 
the conclusion of a driver-education 
conference sponsored by the Niag- 





ara Frontier Chapter, American 
Society of Safety Engineers, Jan. 
5, 1955. The conference was attend- 
ed by representatives of 68 area 
organizations and was called to 
find ways and means to initiate a 
driver-education program in the 
Buffalo high schools. 

Later in 1955, the committee was 
instrumental in having an initial 
$32,000 transferred to the School 
Department for driver education. 
The department continued the 
course until last June, when it was 
announced that driver education 
would be dropped because of lack 
of funds. 

The committee plans to alert all 
persons interested in traffic safety 
and to develop a program of sup- 
port that will make possible re- 
establishment of the course. 

* oe * 


Conn. Claims Lowest Toll 
Based on Miles Driven in °58 


Connecticut claims 





The ratio was 2.3 deaths per 100 
million vehicle miles of travel, the 
State said. 

Next was Rhode Island with 2.6, 
followed by New Jersey with 2.8, 
Statistics showed. Arizona was 
highest with a ratio of 9.3. 

* * + 


Tagged for Good 


A new law in Delaware provides 
that when an auto is sold, its 
license plates remain with the car. 

oe * 


Action Requested 
On Long-Range 
Safety Planning 


Immediate action by the states 
to study long-range needs in traf- 
fic police, traffic engineering, driver 
licensing and other governmental 
activities affecting highway use 
was urged by Norman Damon, vice- 
president of the Automotive Safety 
Foundation, 

Speaking at the annual meeting 
of the International Assn. of Chiefs 
of Police, Damon said that there 
will be 110 million vehicles on the 


it had the/ road in the U. S. by 1975. Unless the 


lowest traffic toll last year in the! states act now to anticipate this 


U. S., on a basis of miles driven. 


big load of traffic, the motoring 
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“Even if something does go 
bad, yow’ll know it’s just some 
little thing!” 





public will not realize the potential 
benefits from the highway modern- 
ization program now in progress, 
he added. 

City police alone, he said, will 
have to increase their forces by 60 
percent and state police by at least 
100 percent merely to keep pace 
with the increase in traffic. 

Damon cited examples to show 





Stan’s Auto Repair 





carries on into the future 


-.-.- with the help of the 4tna Life's Business Planning Department 


Stanley B. Cressey owns a good-sized, modern auto repair shop. He built this business 
to a steady year-round volume and looks to the day his son can take it over. 


A representative of AZtna Life’s Business Planning Department explained what can 


happen to such a business when its owner-manager dies. With him goes not only the 


value of his own experience but also the “good will” he has created — 
leaving more of a problem than a legacy to the heirs! 
So Stan’s AEtna Life representative, attorney and accountant, worked out a plan to 
safeguard his family’s interest. It will provide money to get them over the rough spots, 
to maintain profits and stabilize credit until Stan Jr., can take over. 


If you own or operate any kind of business, it will pay you to investigate the 
vital need for a business continuation plan — 

and no one is better equipped to serve your interests than the 
Business Planning Department of your local AZtna Life General Agency. 


4H,TNA LIFE 


INSURANCE COMPANY 
Affiliates: A2tna Casualty & Surety Co. * Standard Fire Insurance Co. + Hartford, Conn. 








how the activities of the various © 


t 


agencies of government concerned 
with highway traffic are interre- 
lated—that the work of the traffic 
police officer is affected by the 
basic design of the highway itself 
and by such traffic engineering de- 
vices as signs, signals and mark- 
ings. 

Periodic conferences, formally 
and regularly convened by the 
chief executive, need to be called 
by states, counties and Cities, 
Damon said, to bring together high- 
way and traffic engineers, traffic 
police, 
tors and other appropriate officials 
to thresh out problems, develop a 
coordinated plan for solving them 
and get action. 

a +. 


Health Service, 
AMA Contribute 
To Cornell Study 


The auto industry and the VU. S. 
government have increased their 
support of the research which Cor- 
nell University is conducting to see 
what happens to people in high- 
way accidents, and what happens 
to the cars in which they are rid- 
ing. 

John O. Moore, director of the 
Cornell University automotive 
crash injury research program, an- 
nounces that in addition to its pre- 
vious grant from the Defense De- 
partment, the project has received 
increased support from both the 
U. S. Public Health Service and 
Automobile Manufacturers Assn. 


|As a result of this increased sup- 


port, the current annual operating 
budget for the project is now $410,- 
884, an increase of 20 percent over 
last year. 

The research which Cornell is 
conducting involves police and 
medical authorities in test areas in 
19 separate states. Headquarters of 
Automotive Crash Injury Research 
are located at 316 E. 61st St., New 
York, 

The administrative structure of 
the project has been reorganized to 
accelerate release of research find- 
ings. Principal features of the re- 
organization are the addition of an 
associate director and a coordina- 
tor of research to the administra- 
tive staff. 

Robert M. Tracy, former admin- 
istrator of field operations, has 
been appointed to the position of 
associate director, and Boris 
Tourin, former administrator of re- 
search, has been promoted to the 
newly created position of coordina- 
tor of research. 


motor vehicle administra- | 
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The position vacated by Tracy | 


has been filled by Myron I. Macht, 
former assistant for field opera- 
tions. Tourin’s replacement, new to 
the project, is B. J. Campbell, for- 


mer assistant director of the in- | 


stitute of government at the Uni- 
versity of North Carolina. 
ob * ae 


Bumpers That Act 
Like a Cushion 
Reported by Stapp 


Energy-absorbing bumpers, some 
wrapped completely around the ve- 
hicle, are being developed for cars 
of the future, according to Col. 
John Paul Stapp, who participated 
in an automotive crash conference 
on the University of Minnesota 
campus. He is chief of the aero- 
medical laboratory at Wright-Pat- 
terson Air Force base, Dayton, O. 

Among the many types of en- 
ergy-absorbing bumpers now being 
developed for cars, Stapp cited an 
inexpensive one of laminated 
honey-combed cardboard with a tar 
coat and a thin skin of metal, The 
bumper is about six inches square. 

“When it’s hit,” Col. Stapp ex- 
plained, “it deforms like asphalt 
does when you hit it with a ham- 
mer.” The bumper is disposable. 

Col. Stapp also mentioned a “very 
excellent” hydraulic bumper in- 
vented by Prof. James J. Rayan, 


of the University of Minnesota | 


faculty. 

“We always start with the prem- 
ise that a man, properly secured 
can survive a 60-mile-an-hour crash 
that stops the car in three feet. AS 
long as you have the occupant ace- 
quately secured with head clear- 
ance or some kind of padding, he 
probably can survive with super- 





ficial injuries,” Col. Stapp said. 














In Los Angeles, First Street is the best way to go Home 


There are no detours on First. You drive straight Home to 
a big welcome. No other street gets you there so fast... or 
serves so many families. 

You see, all of them read Home Magazine, the popular roto- 
gravure section that comes with the Los Angeles Sunday 
Times. And surveys show that these families—almost 900,000 
of them —are more able to buy than any other group of 


First in the nation's No. 2 market 


newspaper readers in Southern California. 

If you want to sell the family, turn right at First Street — 
home of the Times Home Magazine. You’ll visit more South- 
ern California homes than most of the leading national maga- 
zines...and more than any other newspaper. 

In Los Angeles, there’s just no place like Home—on First 
Street. That’s the home of The Times. 


Los Angeles Times 


Represented by Cresmer and Woodward, New York, 
Chicago, Detroit, Atlanta and San Francisco 
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Dealer Honored at Convention— 


K. T. Pollock, right, a Fort Morgan (Colo.) dealer, and Mrs. Pollock hold the award 
he received as Mr. Colorado Dealer of 1959 at the convention of the Colorado Auto- 


mobile Dealers Assn. Presenting the award were, from left, Gov. Stephen L. R. 





How They're Pushing Sales... 











MecNichols and Attorney General Duke W. Dunbar. 


Go Cart with New Olds 

OB CAMPBELL (Oldsmobile), 

Ft. Worth, offered free a go- 
cart valued at $205.95 with the pur- 
chase of a new Oldsmobile. It was 
a one-day event and attracted some 
traffic. For the occasion, the units 
and the cart were displayed on a 
parking lot. 


* * * 


Dealers Combine Effort 


MPORTED-CAR dealers in the 

Syracuse (N. Y.) area teamed up 
in a cooperative promotional pro- 
gram designed to focus increased 
public attention on imported cars 
in general, as well as their own 
business in particular. 

The program is executed through 
a series of full-page ads in the 
local newspaper. Each of the par- 
ticipating dealers take the same 
amount of space in the ad, roughly 
5 by 6 inches. In this space the 
dealer promotes his own product 


Dealer Ad Ideas 


| line in the foreign and sports car 
field. 

Each week the center portion 
of the ad is devoted to a different 
dealer, featured as “Dealer Of 
The Week.” This section usually 
carries a photo of the dealer’s 
layout and brief background on 
his operation. 

Theme of the full page ads is: 
“Syracuse and Central New York’s 
Finest Selection of Imported and 
Sports Cars.” 

Participating dealers include: 
Central City Sales, Inc.; Leon Car- 
penter, Inc., Dan Curtin Dodge, 
Inc.; Bob Barth, Inc.; Harvey M. 
Stewart Corp.; Michael Ivy Im- 
ported Cars, Inc.; Benny Pepper 
Sales and Service, and Henson. 

cd * * 


Customer Gets Birthday Gift 
HE customer received the pres- 
ent when Tom Bruney Buick 

Sales, Cambridge, O., observed its 

first anniversary. 

The gift was a service credit card 











ego soe, Your packages go anywhere 


Greyhound goes ...and Greyhound goes over a million miles 
a day! That means faster, more direct service to more areas, 
including many, many places not reached by other public 
transportation. 

What's more, Greyhound Package Express offers this service 
seven days a week... twenty-four hours a day... even on week- 


IT’S THERE 

IN HOURS 

>) ...AND 
COSTS 

/ YOU LESS! 


ends and holidays! On Greyhound Package Express 
packages get the same care and consideration as 








Greyhound passengers... riding on dependable Greyhound 
buses on their regular runs. You can specify Collect, C.O.D., 


or Prepaid. 


Call your nearest Greyhound bus station or write to 
Greyhound, Dept. 210, 5600 Jarvis Ave., Chicago, Ill. 





]| which enables the customer to get 


free lubrication care. 

“No strings, no catches, you sim- 
ply use your credit card for your 
parts and labor purchases in our 
service department, keep your ac- 
count current so your card will re- 
main valid and then all your lubri- 
cations are free,” said owner Tom 
Bruney in a letter to his customers, 

“This is our way of saying thanks 
for the opportunity to serve you 
in the past and in the future,” he 


said. 
* * 


Dealers Tell Their Story 


So of Albany Auto Deal- 
ers, Inc., tied in actively with 
the observance here of Henry Hud- 
son’s discoveries 
Champlain area, 

The dealers took a full-page in- 
stitutional ad in a special tabloid 
supplement devoted to the observ- 
ance. The ad featured the theme: 
“The era of the automobile is more 
promising than ever.” 

Said copy: “Albany Auto Deal- 
ers, Inc., every year contribute to 
Albany the newest and most ad- 
vanced engineering and design 
in the automotive field. From the 
turn of the century to the age of 
space, the automobile has held 
an ever more important place in 
your business and private lives.” 

Participating dealers were: Ar- 
mory Garage, Inc.; Airway Motors, 
Inc.; Albany Garage, Inc.; Capitol 
Buick Co., Ine.; Don Allen Chevy- 
rolet, Inc.; Fine’s Auto Sales, Inc.; 
Gateway Motors, Inc.; Hakes & 
Lebourveau, Inc.; Jarrett Motors, 
Inc.; Kaye Chrysler; Livermore 
Chevrolet, Inc.; Orange Motor Co.; 
John D. Wendell, Inc., and Yager 
Pontiac, Inc. 

+ * 


Auto Buyers Given Mink 


a one week only, Economy Mo- 
tors (Imperial-Chrysler-P 1 y m- 
outh), Youngstown, O., offered a 
$1,000 mink cape with the purchase 
of every new Imperial or Chrysler. 
Plymouth buyers were given a $500 
mink cape. 

The firm also offered to store the 
minks until Christmas without 
charge. 


Stealing the Show 


Dealer Uses Thief’s Visit 


As Plug for Rambler 
RED G. MARION, Rambler 
dealer in Holyoke, Mass., knows 

how to capitalize on trouble. 

A burglar broke into the dealer- 
ship and drove a new Rambler out 
through the showroom window. He 
only got a few blocks away before 
he smashed up the car. Undaunted, 
he returned and attempted to back 
another model out of a different 
window, but the car became hung 
up on the high window ledge. With 
all the noise the thief was captured. 

The Holyoke Transcript-Tele- 
gram carried a photo of the hung- 
up car. Marion obtained a copy of 
the picture and built an advertise- 
ment around it. The ad was head- 
lined: 

“We really can’t blame him 


in the Hudson- | 


on 


7 


much. We know everybody wants | 


a Rambler.” The copy under the 
photo said: “But you don’t have to 
steal them as we practically give 
them away.” 


te * * 
Oil Stock for Buyers 
UARANTEE MOTOR CO., used- 
car dealer with three outlets in 
St. Louis, offered a free share in 
an oil well with each car sold dur- 
ing a sale featuring “no-downpay- 
ment” deals. 

The ad said the potential return 
from the oil stock was virtually un- 
limited with 300 barrels of oil per 
day returning approximately $105 
per month, The ad said the oil 
rights are on a 200-acre lease in 
“oil-booming Kentucky, the land of 
race horses, blue grass and bour- 
bon, where oil wells are producing 
over 1,000 barrels of oil per day...” 

* * * 


‘Let’s Get Acquainted’ 


ALPIN MOTORS, INC. (Ford), 

San Fernando, Calif., uses 4 
special pamphlet to tell customers 
about itself and its employes. 

“When you know your dealer you 
know your deal,” the firm says, 
adding, “Galpin Motors is not the 
largest nor the oldest Ford dealer 
in the world, but we try to be the 
best.” 

The pamphlet includes highlights 
on the dealership and thumbnail 
biographical sketches of key em- 
ployes. 
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ANNOUNCING 








LEAGE @QNDER 


—~Now available to all car 


owners at parts and service 


departments of... 


AMERICAN MOTORS 








WY \N =a a NN 
NV NOM EO} RES 


AT RAMBLER DEALERS TODAY! 











‘/, RAMBLER DEALERS 


@ Selection of MILEAGE MINDER follows exhaustive 
research conducted by AMERICAN MOTORS engi- 
neers. They studied problems of dirt and impurities in 
gasoline. They analyzed the effects of airborne dust, 
intrusion of insects and other foreign matter in the fuel 
system. In consequence, MILEAGE MINDER won 
approval. 


e With its exclusive patented self-flushing filter, mag- 
netic Trouble Trap and its ability to stabilize fuel pres- 
sures at specified factory levels, MILEAGE MINDER 
gives the utmost protection to every drop of fuel. 


e And with MILEAGE MINDER the car owner gets 
these extra protective benefits: 


Smooths out rough idling 
Reduces gas waste due to flooding 
Minimizes vapor lock and stalling. 









_ Only..MILEAGE MINDER 
offers these exclusive 







Patented Features: 





U.S. Patent No. 2544289 — covering 
vital anti-flooding...fuel flow stabilizer 
™“.and self-flushing filter. 


Part No. 8990701 
Group No. 15.190 







U. S. Patent No. 2886176 — covering 
unique features of the powerful mag- 
netic Trouble Trap...removes and 
holds all ferrous metallic impurities. 


Detroit representative 
to car manufacturers: 
Elton M. Eldredge 
18230 Grand River Ave. 
Phone VErmont 6-4191 








PASER MANUFACTURING COMPANY 


537 Turk Street, San Francisco 2, California 
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Rambler Workers View Own Products— 

About 30,000 Rambler employes and their families turned out for the annual em- 
ploye preview of 1960 models at Milwaukee's County Stadium. Here they are shown 
looking over some of their products. A two-hour show was presented for the guests. 





Across the Nation... 














NEW CASTLE, Pa—B and R 


Motor Sales has become the Lin-| 


coln-M ercur y-Continental - Edsel 
dealer here. The firm formerly was 
known as Mangiarelli Motor Sales. 
* * * 
Saab for Mahan’s 
WARREN, O.—Mahan’s Autos 
has been awarded a Saab fran- 
chise. The dealership is at 4807 Ma- 
honing Extension, N. W. 
aa * * 
McDonald Adds IH Trucks 
SEATTLE.— McDonald Motor 
Co., 7407 Aurora Ave., has been 
named an International Harvester 


truck dealer. 
* * * 


McAndrew Opens Deal 
LAWRENCE, Mass. — McAndrew 
Pontiac, Inc., owned by William 
McAndrew is the new Pontiac 
dealer here. McAndrew was sales 
manager for Nevins Auto Co., pre- 


Auto Dealer Changes 





| vious Pontiac dealer, for over 30 
years. 
ca * oe 


Hughes VW Moves 


COLUMBUS, Ga.—Hughes Motor 
Co. (Volkswagen), formerly Im- 
ported Cars, Inc., has moved into 
its néw quarters at 1600 Fourth 
Ave. Donald Kilgore is general man- 
ager, and Harold Hughes is presi- 
dent. 


Datsun Distributor 


Adds 14 Dealers 


NEW YORK.—Appointment of 14 
|dealers in 11 states has been an- 
|nounced by Luby Datsun Distribu- 





| tors, Ltd., importer of the Japanese- | 


| built auto, They are: 
Kinney Chevrolet, Brooklyn; 
|Hart Buick, Clifton, N. J.; Bal- 
singer Motor Sales, Palmetto, Fla.; 
Perri Oldsmobile, Fort Pierce, Fla.; 
| Baldwin Chevrolet, Baldwin, N. Y.; 





NO OTHER UNIT LIKE IT! 








Now you can save time and labor . . . step up volume 


and profit on your lube jobs with an ARO-PAK! 


You'll find this exclusive ARO product beats hand gun 
greasing by a mile! It’s air charged to assure smooth 
handling of heavy grease even in cold weather. It’s light 
in weight and fully portable for easy one-hand operation. 
ARO-PAK holds 5 lbs. of grease so you can lubricate far 
more fittings between refills. It has ARO’s famous booster 
control handle to give you fast, volume delivery of grease 
with plenty of power for toughest fittings. It’s ARO- 
built . . . backed by nearly 30 years of lube equipment 
know-how! Look into ARO-PAK now for your needs in 
lube service, truck lubrication or as a standby unit for 


special calls. 





FAST, EASY REFILL from your 
regular chassis lubricator. 


Exclusive Features: 


@ PERMANENT AIR PRIME. Air charge 
lasts for months. 


@ BOOSTER CONTROL HANDLE builds 
pressure for toughest fittings. 

@ LARGE CAPACITY, holds 5 Ibs. of 
grease. 

@ LIGHT WEIGHT, PORTABLE with 
strap for easy carrying. 


@ FAST, CLEAN, VOLUME DELIVERY 
of grease, even in cold weather. 


@ ONE-YEAR WARRANTY assures com- 
plete satisfaction. 


ARO-PAK 


Portable Air-Charged LUBRICATOR 
For Easy On-or-off Lift Service... 


SAVES TIME IN ON-OR-OFF LIFT SERVICE. 
Has handy strap for one-hand operation. 























~2enr_ 


ONLY 


$33]00 | 


\. COMPLETE 7 
XN 4 





& 





unit keeps 


Bryan, Ohio 





TRUCK LUBRICATION is fast and 
easy with an ARO-PAK. Sealed 


grease clean. 


Ask for Free Demonstration . . . 
© \\ just call your jobber, or write: 


\. THE ARO EQUIPMENT CORPORATION 


Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Factory Branches: Detroit, Chicago, Elizabeth, N. J., 
Los Angeles, New York City, Minneapolis-St. Paul 
Offices in All Principal Cities 


LUBE EQUIPMENT 


Automotive « Farm « Industry 
30 years of know-how 


Sam’s Auto Mart, Middletown, 
R. L.; L. & M Motors, Norfolk, Va. 
Morris Bros., Nashville; Olen Mo- 
tors, Cleveland; Everett Pecor 
Motor Sales, Burlington, Vt.; 
O’Meara Ford, East Hartford, 
Conn.; Bob Banning Plymouth, 
Inc., Hyattsville, Md.; Milford F, 
Dilks, Haverford, Pa., and McLean 
Motors, Washington, D. C. 


* * * 


McKay Adds NSU Prinz 


NEW WESTMINSTER, B. C.— 
Peter McKay, president, McKay 
Motors, Ltd., has been awarded the 
Distributorship for NSU Prinz for 
British Columbia, Alberta and Sas- 
katchewan. The distributing com- 
pany will be known as McKay 
Auto Imports, Ltd. 


oe * * 


Dealer Expands in Oregon 
SALEM, Ore.—British Car Sales, 
franchised dealers for Jaguar, 
Austin, Austin-Healey and other 
British makes, is opening a second 
outlet in Corvallis, Ore. 
* + * 


Springfield Gets Volkswagen 
SPRINGFIELD, Ill. — Volks- 
|'wagen Sports Motors, Inc., has 
opened for business at 2699 Clear 
Lake Ave. in Springfield. 

+ * + 











| Skoda Names Kaufman 


MILWAUKEE.—P. J. Kaufman 
Co., Inc., 3064 N. Third St., has 
been appointed distributor for 
Skoda in Wisconsin. 

* + +* 


Huckaby Adds British Cars 


DALLAS.—Lee Huckaby Motors, 
4521 Ross, has received a Hillman 
Minx and Sunbeam franchise. Lee 
Huckaby is the dealer. 


* * * 


Rolls-Bentley Outlet Added 


ATLANTA.—Import Motors Ltd., 
Inc., 46 North Ave. N. E., has 
been appointed exclusive dealer for 
Rolls-Royce and Bentley in the At- 
lanta region. 

* * * 


Morton Edsel Folds 


NASHVILLE, Tenn. — Morton 
Edsel Sales, Inc., 1502 Broadway, 
has closed. It was reported that 
Palmer-Hooper, the Lincoln-Mer- 
cury dealership here, may take 
over the Edsel franchise. 

ca os + 


Collier Sells to Luft 


| HERMISTON, Ore. — Collier 
Chevrolet Co, has been sold by 
Wayne A. Collier to Don W. Luft, 
who formerly was a dealer in 
Moses Lake, Wash. 

* + - 


| Ford Deal Opens Branch 


SHERIDAN, Ore. — Gilbert & 
Tilbury (Ford), McMinville, Ore., 
has opened a branch here. 

of * ~ 


Mason to Handle Jeep 


CALDWELL, Id.—Leo J. Mason 
Motors, has been awarded a Jeep 
franchise. 

* ok * 


Kenworth Deal Formed 


BOISE, Id.—Boise Kenworth Co., 
a sales and service outlet for Ken- 
worth trucks and K. W. Dart earth 
movers, has opened at 815 College 
Blvd. Roy T. Wilson is president. 


* * * 


Forrest Motors Moves 
WINSTON-SALEM, N. C.—For- 
rest Motors has opened in their 
new location at 701 W. Fourth. Wal- 
ter Forrest heads the firm. 


* * * 


Martin to Handle Trucks 


EASLEY, S. C.—Earle E, Martin 
announced that he has purchased 
the truck department of John 
Foster Motors, Inc. (Ford- Mer- 
cury). 

ok ok ca 


Albany Adds Edsel 


ALBANY, Ga.— Albany Lincoln- 
Mercury Co., 130 Broad Ave., has 
added Edsel to its line of Mercury, 
Lincoln and English Ford. 

* Kk * 


Borgward Adds 7 Deals 


LOS ANGELES.—Earle C. An- 
thony, Inc., importer of the German 
Borgward for the western U. S., 
has appointed seven dealers in 
southern California. They are: 
Padre Motors, 1200 E. Truxton, 
Bakersfield; Banning Motor Im- 
ports, 1671 E. Ramsey, Banning; 
Beverly Imports, 8949 Wilshire, 
Beverly Hills; Killarney Motors, 
Inc. 1680 Newport, Costa Mesa; 

(Continued on Page 35, Col, 1) 
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Across the Nation... 








Auto Dealer Changes 





(Continued from Page 34) 


Norwalk Imported Cars, Inc., 11373 
E. Firestone Norwalk; Suburban 
Imports, 946 N. Avalon, Wilming- 
ton, and J. R. Keenan Motor Cars, 
636 Santa Fe Ave., Vista. 

aa 


* * 


Dominion Chevrolet to Move 

RICHMOND, Va. Dominion 
Chevrolet Co., located in the 1300 
block of West Broad St., will move 
to new quarters in the 4400 block 
of West Broad St., by the end of 
1959, according to Vernon P., Lin- 
hart, general manager. 

* 


Horne Sells to Merritt 
BEAUFORT, S. C.—J. D. Horne, 
has sold Horne Motor Co. (Ford- 
Lincoln-Mercury), 714 Bay street, 
to B. S. Merritt. The new owner 
will operate the business as Merritt 
Motors, Inc., at the same location. 
* + * 


Federal Adds Mercury 


BALTIMORE. — Federal Motors, 
Inc, (Edsel-Studebaker), has added 
a Mercury franchise. The firm is 
headed by Leon Mohr. 


Goliath Awards 
33 Franchises in 
Eastern States 


HARRISBURG, Pa.—Foreign 
Motor Distributors Co. here has 
awarded Goliath franchises to 33 
dealers. They are: 

Arcieri Motor Sales, Elmira, 
N. Y.; Arcone’s Sales and Service 
Garage, Utica, N. Y.; Bob’s Auto 
Exchange, Harrisburg, Pa.; Con- 
tinental Motors, Ltd., Washington; 
Dashiell and Leonard, Inc., Cam- 
bridge, Md.; Dovi’s Garage, Cort- 
land, N. Y.; Dulaney Motor Co., 
Inc., Towson, Md.; Foreign Car 
Center, Frederick, Md. 

Foreign Motor Sales, Inc., Har- 
risburg, Pa.; Martin H. Heine, 
Inc., Huntingdon, Pa.; I. D. Vedder 
and Co., Johnstown, N. Y.; Ira E. 
Fryer, Reading, Pa.; Kaltreider Im- 
ported Cars, Red Lion, Pa.; K & K 
Motors, Lebanon, Pa.; Laing Mo- 
tors, Altoona, Pa.; Lee Buick, Inc., 
Perryman, Md. 

Penn Imports, Inc., Ardmore, 
Pa.; Pfann Motor Sales, Inc., 
Brooklyn, N. Y.; Karl L. Phillips, 
Inc., Ithaca, N. Y.; Saupp Motors, 
Houtzdale, Pa.; Sergeant Motors 
Corp., Rochester, N. Y.; Smith 
Motor Co., Sunbury, Pa.; Stetler 
Auto Co., Lancaster, Pa.; Superior 
Motors, Inc., Gowanda, N. Y. 

Dick Thackeray, Inc., Johnstown, 
Pa.; Veterans Auto Sales, Colum- 
bus, Pa.;- Walt’s Car Exchange, 
Jamestown, N. Y.; Warta Motors, 
Inc., Merrick, N. Y.; Waters Mo- 
tors, Bel Air, M&.; Libby’s Sales 
and Service, New Haven, Conn.; 
Lash Motor Co., Lewistown, Pa.; 
Ray’s Auto Sales and Service, 
South Williamsport, Pa. and 
Springer Motors, Inc., York, Pa. 

* * * 


Flood Adds Jaguar 


NEW YORK.—A Jaguar fran- 
chise has been awarded to Zenith 
City Buick, Inc., 201 E. First St., 
Duluth. The firm is headed by 
Merle F. Flood. 

* 


* * 


2 Buick-Pontiac Deals Fold 
MINNEAPOLIS.—C. Farr 
Buick-Pontiac, Inc., Marshall, 
Minn., and Trobec Buick-Pontiac, 
Glenwood, Minn., have gone out 
of business. 
ae ok a 


Hughes Buys Out Schesso 
SHAKOPEE, Minn.— New name 
of Schesso-Hughes, Inc. (Pontiac), 
is Bob Hughes, Inc. Robert Hughes 
has bought out the interest of Ed 
Schesso, 
* * * 
Buckley, Allen Open Deal 
PANHANDLE, Tex.—A. L. Buck- 
ley and W. C. Allen have opened a 
Chrysler-Plymouth dealership here. 
* * * 


Robinson Buys Property 

PHILADELPHIA.—F. T. Robin- 
80n Co. (Dodge-Plymouth), Forty- 
Eighth and Chestnut, has purchas- 
ed a building and two lots at 4731 





Ludlow St. The lots will be used 
for parking new and used cars and 
the building will be used as a 
service garage, Robinson said. 

* * + 


Dailey Chevrolet Expanding 

SAN LEANDRO, Calif. — Dailey 
Chevrolet Co. has started a $75,000 
expansion of its dealership at 150 
E. Fourteenth St. and the used-car 
lot at 14885 E. Fourteenth St. Paul 
Mennenga, owner, said a 7,200- 
square-foot wing is being added to 
provide new display space. 

* * * 


Rosso Buys Into Import Deal 

PEORIA, Ill—Thomas J. Rosso, 
who formerly operated a British 
Motor Corp. dealership in South 
Bend, has purchased control of 
Character Cars, Inc., Peoria import 
deal, from C. A. West and W. L. 
Rutherford, who remain as minor- 





ity stockholders. The firm handles 

BMC and Rootes products, Renault, 

Jaguar, Rolls-Royce and Bentley. 
* * * 

Markley Family Buys 

2 Colorado Dealerships 

FORT COLLINS, Colo.—Arthur 
C. Sheely has sold his dealerships 
here and in Loveland to the 
Markley family of the two cities. 
Sheely retains an interest in the 
firm at Loveland, but is devoting 
most of his time to being Repub- 
lican National Committeeman for 
Colorado. 

The Markleys have incorpo- 
rated as Skyline Motors, Inc. 
They include Eugene A. and Rob- 
ert H. and their father, Fred 
Markley, all of Fort Collins, and 
their brother, H. H. of Loveland. 

* * * 
Lloyd Signs Schulingkamp 
NEW ORLEANS —Arnold L. 
Schulingkamp, owner of Pan 
American Motor Co., 1901 Canal, 
announced he has been appointed 
a Lloyd dealer and distributor. 
ce * * 
St. Clair Building New Home 
AMARILLO, Tex. — Construction 





is under way on a masonry and 








“Tl think it over and 
let you know.” 





steel building for Ernest St. Clair, 
Inc. at Twenty-seventh and Georgia 
Sts. for DeSoto-Plymouth-Simca. It 
will bring all departments under 
one roof. 

* + * 


Browning Buick Is Sold 


IDAHO FALLS, Id.—J. E. 
Browning Co. (Buick) has been 
sold to B. A. Wackerli Co., 805 W. 





Broadway. Wackerli will have both 
the Buick and GMC truck dealer- 
ships. 


Nicholes Sells Deal 


RICHFIELD, Utah. — Nicholes 
Motor Co, (Ford) has been sold by 
Lyle B. Nicholes to Carvel Matt- 
sson, Richfield attorney, and Dales 
Jewkes, Midvale automobile sales 
manager. The firm will be known 
as Mattsson-Jewkes Motor Co, with 
Mattsson as president and Jewkes 
as vice-president. 

* + 


* 
Hemphill Opens Third Deal 


DALLAS.—Austin Hemphill has 
expanded his Texas chain of Ford 
dealerships to three with the open- 
ing of Hemphill Ford at 2108 Cedar 
Springs, Hemphill also operates 
dealerships in San Antonio and 
Houston. ae 


Hooks Sells Chevy Deal 
FARMERSVILLE, Tex.—Gus 
Hooks, a Chevrolet dealer here for 
the past 21 years, has sold his deal- 
ership to Richard Jordan, Sherman, 
Tex., and Carl Edwards, W hite- 
wright, Tex. The new owners will 
operate the business as Jordan & 

(Continued on Page 36, Col, 2) 





Of every 100 persons who get cancer 25 
will be saved, 75 will die. Of these, 
many will die needlessly, because with 
present knowledge they could be saved by 
early detection and prompt treatment. Play 
fair with yourself and your family .. . 
have that cancer checkup soon. 





There has never been enough money to 


indifferent to the enemy that strikes 


1 out of every 4 Americans? 
Your donation—large or small—can help 
save lives. Someday, perhaps your own. 


carry on all the research that needs to 
be done. Can you afford to remain 
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iii ; . @| Auto Dealer Changes 


(Continued from Page 35) 


Edwards Chevrolet Co. Edwards | Joseph Fahey. All except Civitanov 
will continue to operate a Chevro-| are former EB. A. Boyd employes. 
oe 


let deal in Whitewright. 
a A ag Buick Dealership Moving 
Frazer Sells to Reed BINGHAMTON, N. Y¥.—Johnson 
NASHVILLE.—The property of| City Garage, Inc. (Buick) is mov- 
Frazer Motor Co., one of Nash-|ing from 19 Willow St. to the 
ville’s oldest automobile dealer-| neighboring city of Endicott. The 
ships, has been purchased by Jim| firm is headed by Russell V. Lewis. 
Reed Chevrolet. Frazer, dealer for Pee 


d * . 
imperial, Cuter, Fiemeuth 2°d! Feat Signs Up 
1 tion. 
tree Boe 7 New Dealers 


Vandenberg Succeeds Boyd | jew yYORK—The following new 
SACRAMENTO, Calif.—Vanden-| dealers have been appointed to rep- 
Mid-City Motors’ New Home— berg Motors has succeeded E. A.| resent Fiat Motor Co., Inc.: 
240% +e Codi ; ; building in Bea t,| Boyd Co. as a Chrysler-Imperial- Downey Imports, Inc., Downey, 
aang wana: (eSees Pen gee po ngiesy ye ohne s Py ba = ne Renault-Peugeot dealer at Alham-|Calif.; Block Auto Sales, Inc., 
ent sprang me Pgatheotpe ome thagt a aptetereghad Seth see bra Blvd. and L St. The new firm's| Richmond, Calif.; Fabert Motors, 
paint and body shop to the left. Dealership officers include A. C. Benford, founder partners are Jack Vandenberg, | Inc. Champaign, Ill.; Blain Buick, 
and board chairman; B. P. Crittenden jr., president, and C, A. Henderson, vice-presi- | Charles R. Winterrowd, George T.|Inc., Jackson, Mich.; F. A, Whi- 
Civitanov, James A. Keil and|taker Buick, Inc., Billings, Mont.; 














dent. 





To Chrysler Motors Corporation Dealers: 





Turn cold weather into cold cash with 


MoPAR WINTER CHECKUPS 


This is the harvest season for extra profits in the parts precision-engineered to meet original equipment stand- 
business. It’s winter checkup time. You make the most ards. MoPar parts work together in perfect balance. 
of it when you use MoPar products . . . Get your shop ready for profitable winter checkups 
© Because MoPar parts install easily, quickly — NOW. Call your MoPar Wholesaler. He'll help you 
© Your customers are assured dependable winter perform- arrange your inventory so that you'll have the right 
ance from their cars— MoPar part at the right place at the right time. 
@ Your winter checkup trade leads to year-round business. Result: Better and faster service for your customers, 
MoPar offers a complete replacement line, each item bigger and faster profits for you! 


‘ 







MoP. 





MoPar Division, Chrysler Motors Corporation 
Detroit 31, Michigan Invest in your future—buy 100% MoPar 





Rinaldi Motors, Taylor, Pa. and 
Pabst Motors, Inc., Milwaukee, 
~ a * 


Huber Buys GM Deal 


STANLEY, N. D.—Elthor Huber, 
partner in Hazen Motor Co., Hazen, 
with his brother, Otto, since 1946, 
has purchased Johnson Motor 
Sales (Chevrolet-Buick), which has 
been in operation here for 40 years, 

* * * 


Yates Adds Jeep 


NASHVILLE.—yYates Motor Co. 
has been named franchised dealer 
for Willys Jeep. Yates also is a 


franchised Ford dealer. 
* * * 


Midway Motors Opens 
PORTLAND, Ore.—Midway Mo- 
tors (Studebaker) has been opened 
by Ray Davidoff at 12117 S. E. Di- 
vision St. Harry L. Anderson is 


sales manager. 
a + * 


Triumph Signs Schwab 


SEATTLE.—Joe Schwab Motors, 
Inec., 5202 Leary Ave., has been 
named a Triumph dealer. 

* kK * 


12 More Dealers Get 


Franchises from Fiat 


NEW YORK.— Appointment of 
12 more dealers have been appoint- 
ed by Fiat Motor Co., Inc. They 
are: 

Webster Motors, Alameda, Calif.; 
Benter’s Import Center, La Mesa, 
Calif.; Palmer Import Motors, Long 
Beach, Calif.; Dorr Motors, Inc., 
Peters, Fla.; Shawnee Motor Co., 
Inc., Topeka; Southern Import Co., 
Alexandria, La. 

Boulevard Motor Sales Co., Salis- 
bury, Md.; Reina Imported Car Co., 
St. Louis; Castle Car Co. Inc., 
Herkimer, N. Y.; Brown-Allen 
Motor Co., Bryan, Tex., Italian Im- 
ports, Inc., Lubbock, Tex., and Gor- 
don Rountree Imports, Inc., Waco, 


Tex. 
* a a 


Continental Motors Moving 

SACRAMENTO, Calif.—Conti- 
nental Motors (Fiat-Alfa-Romeo), 
is moving into new and larger 
quarters across from the Califor- 
nia’s Governors mansion. James 
Reed is president of the firm. 

* * ok 


Bliss Opens Ford Deal 


NEW CASTLE, Pa.—Bliss Motor 
Sales, Inc. (Ford) has opened at 
825 N. Croton Ave. W. Scott Bliss 
is president of the dealership. 

oe ~ * 


Weiss Opens Renault Outlet 

SACRAMENTO, Calif—Town & 
Country Renault has opened in 
Sacramento’s suburban north area. 
Officers of the firm are Samuel 
Weiss, president; his mother, Sadie 
Weiss, vice-president, and Herbert 
E, Selvey, secretary-treasurer. 

* + ” 


Patten Extends Import Line 

CHATTANOOGA, Tenn.—Patten 
Motor Co. (Studebaker-Mercedes- 
Benz), 1237 Broad St., has been 
appointed exclusive dealer in Chat- 
tanooga for Renault and Peugeot, 
according to William T. Patten, 
president of the firm. 


* * co 
Import Deal Moves 
ALTOONA, Pa.—Laing Motors, 
Inc., has moved to 1718 Eleventh 
Ave., Altoona, from 101 Allegheny 
St., Hollidaysburg. The firm, which 
is headed by Duncan C. Laing jr., 
handles Renault, Peugeot, Tri- 
umph, Goliath and Lancia. 
* * * 


Southern Import Opens 
ALEXANDRIA, La, — Southern 
Import Co. (Fiat) has held its 
grand opening at 1423 Lee St. 
* * x 


Stephens Switches to Chevy 
NEW ORLEANS.—A Buick deal- 
er for 26 years, Stephens Buick Co. 
has relinquished the franchise and 
purchased Bolton Chevrolet, Inc., 
2226 Canal St. The Chevrolet oper- 
ations will be housed in Stephens’ 
five-story building at 840 Caron- 
delet St. and Stephens Imported 
Cars will move from 840 Carondelet 
to 2226 Canal. 
+ 


* * 


Wilkinson Is First 


DENVER.—Wilkinson Motor Co. 
(Ford), is the first auto dealership 
to open in Broomfield Heights, 
Colo., a suburb of Denver, Owner 
Clyde Wilkinson has been a Ford 
dealer since 1941, operating in 
Salida and Lafayette, Colo., and 
Estelline, Tex. 
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\/ This sparkling commercial 


ALCOA ALUMINUM IN The 
“FORD FAMILY OF FINE CARS 


© Gleaming aluminum trim that stays showroom bright... strong, light aluminum parts for more getup and go! 

















MERCURY FORD GALAXIE 












THUNDERBIRD 





LINCOLN FORD FALCON 


| TOMORROW NIGHT NOVEMBER 2 ON 















: | OCTOBER 20 “ALCOA THEATRE” | .4_ @ 
;| “ALCOA PRESENTS,” ABC-TV NBC-TV hs 
a John Newland takes you one step beyond in a strange Peter Lind Hayes stars in the gay, rol- 
and fascinating tale, ‘‘The Night of the Kill.’’ licking comedy, ‘‘The Day the Devil Hid.”’ 
: Your Guide to reat pct | auc o1 a ) ‘esi ALUMINUM 
i Presents” every Tuesday, ABC-TV, EIN caverns comeamy on assenien GIVES EVERY CAR 
Theetre” altmate Mondays, WBC-TV uu) MORE GLEAM AND GO! 
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a part of your business, too? 


Are you ready for the NEW model change-overs? Don’t be caught napping . . . order Borroughs Bins now! 
No matter how large, small or complicated your parts department is, or what your parts storage require- 
ments may be, Berroughs has just the bins you need. From east to west — north to south — Borroughs Bins 
are saving time, labor and money for parts departments . . . and they can do the same for you. Whether 
you want small parts bins, bulky parts bins, long parts bins, or a combination of them all, Borroughs experts 
will help you make the best decision. Borroughs’ complete plan-o-graph service covers all phases from 
survey to installation. 


Here are some of Borroughs’ Bin installations “at work’ 


Import Motors, Chicago, Ill. 


Brundage Motors, Jacksonville, Fla. Modern Motor, Glendale, Calif. 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: SACRAMENTO: Paul W. Roeder Co. 


P.O. Box 1552 
1721—13th St. 


Business Equipment Co. 
Main St. 


INDIANAPOLIS: Automotive Bin Service Co., Inc. 
54 West 30th St. 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 


Siggins Co. 
706 Broadway 


Green-Penny Co. 
4180 E. Noakes St. 


Automotive Bin Service Co., Inc. 
204 Builders Bidg. 


Metal Products Co. 
359 Madison Ave. 


Felix F. Loeb, Inc, 
864 E, Birch Ave. 


Edco Metals, Inc. 
73 S. Wren St. 


Borroughs Mfg. Corp. 
121 Varick St. 


William A. Gore Co. 
1834 Adeline St. 


W. W. Cannon Co. 
P. O. Box 7317 


Siggins Co. 
1236 S. 13th St. 


East Coast Distributing Co. 
780 id St. 


Universal Equipment Co. 

2420 Oakville St. 

Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. 

2010 Boxwood Dr. 

Automotive Bin Service Co., Inc. 

20 East North St. 

Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 

Automotive Bin Service Co., Inc. 

1220 Richmond St. 

2 Automotive Bin Service Co., Inc. 
lake Ave. 

W. W. Cannon Co. 

9739 Denton Dr. 

Sparkman-Barker Co. 

421 Sonta Fe Dr. 

Automotive Bin Service Co., Inc. 

10040 Freeland Ave. 


ATLANTA: JACKSONVILLE: 


SALT LAKE CITY: 
wae a ym ST. LOUIS: Siggins Equipment Co. 

M 1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 

809 Hubbard Ave. 

The Brower Co. 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 

518 Jefferson Ave. 

Alexander Steel Products, Inc. 

264 N. Beacon St. 

Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 

Hunters’ Office & Industrial 

Equipment Company 

538 Reed Lane, Honolulu 

Automotive Specialties, Inc. 

252 Ponce de leon Ave., Hato Rey 


BUFFALO: LOS ANGELES: 


ST. PAUL: 


CHICAGO: LOUISVILLE: 


SEATTLE: 
CINCINNATI: MEMPHIS. 
SEATTLE: 
MILWAUKEE: 
STERLING, ILL.: 
DALLAS: NEW ORLEANS: 
TACOMA: 
DENVER: NEW YORK: 
TOLEDO: 
DETROIT: OAKLAND: 
WATERTOWN, Mass.: 
Adoms, Inc. OKLAHOMA CITY: 
6 North 13th St. 

W. W. Cannon Co. 
P. O. Box 464 


Heoley & Co. 
72 Teer St. 

W. W. Cannon Co. 
1901 Winter St. 


BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


CANADA: 
OMAHA: 
HAWAI: 
PHILADELPHIA: 
The Brower Co. PUERTO RICO: 
1633 N, W. 21st Ave. 


PORTLAND, Ore.: 





3026 NORTH BURDICK ST. all). KALAMAZOO, MICHIGAN 





Capsule Reports .. . 








LOS ANGELES. — Production of | 
tread rubber at B. F. Goodrich Tire | 
Co.’s Los Angeles plant was in- 
creased 300 percent by a new manu- | 
facturing unit put into operation, | 
the company said. The $300,000 | 
unit boosted the plant’s capacity to) 
50,000 pounds daily. 

The new unit is 142 feet long} 
and comprises two mixing mills, an | 
extruder and a series of stock! 
cooling chambers. Goodrich esti-| 
mates that tire retreading by the| 
industry this year will total about | 
38 million units, an increase of 5% 
| percent over 1958. 

oe 





+ * 


Illustrated Manual Tells 


| All About Motor Scooters 


NEW YORK.—A complete 
manual covering all phases of 
motor scooter operation, “Motor 
Scooter Guide,” has been written 
by Richard L, Kahn, There is a 
detailed chapter on the two types 
of engines—the two stroke and 
the four stroke; a chapter on 
electrical systems; one on trans- 
missions; brakes; wheels, springs, 
and tires. 

The book is fully illustrated, 
has a hardcover and sells for 
$2.75. It may be ordered from the 
publisher, Arco Publishing Co., 
480 Lexington Ave., New York 


17, N. Y. 
* + + 


Two Firms Join to Market 


Auto Test-Driving Device 

NEW YORK.—Capitol Projector 
Corp. and Standard Financial Corp. 
have arranged for sales and financ- 
ing of Capitol’s coin-operated auto 
test machine which simulates ac- 
tual driving conditions. 

The device consists of an auto- 
mobile instrument panel, steering 
wheel, brake and gas pedals and a 
movie screen mounted in front of 
the driver. When the driver de- 
posits a coin, the screen shows 
actual traffic conditions through 
which the driver must guide his 
car. As he does this, a lighted panel 
scores him on his ability. 

+ + a 


Booklet Outlines Signals 


Used by Truck Drivers 


LOS ANGELES.—Many people 
driving along the nation’s highways 
think the constant blinking of 
lights on the transport motor 
trucks is horse-play of the drivers. 
This is far from the truth, Actually 
the drivers of the big rigs are 
practicing a code of ethics, courtesy 
and safety that would make the 
average passenger car driver blush 
from shame. 

A public service folder called 
“Travel-Pal” by Air-Com Publish- 
ers, Inc., 6400 Crenshaw Blvd., Los 
Angeles 43, Calif. explains the 
truck drivers’ signals. The folder is 
3% by 6 inches, designed to fit the 
pocket, purse, or glove compart- 
ment. In addition to the signals, 
space for trip expenses is included. 

* * * 


Evans Products Leases 


Plant for New Division 


PLYMOUTH, Mich—Evans 
Products Co. has leased a plant at 
Gagetown, Mich., for manufacture 
of metal racks. 

The company’s new plant will be 
known as the rack division of 
Evans Products Co. Evans is the 
nation’s largest manufacturer of 
damage-prevention devices used in 
rail, shipping. 

The new division will manufac- 
ture various types of adjustable 
and non-adjustable metal bracing 
devices for in-plant use and for 
safely transporting such products 
as automotive engines, transmis- 
sions, bumpers and fenders, 

* * * 


Pittsburgh Plate Announces 


Paint Pact with Belgian Firm 


PITTSBURGH. — The Belgian 
paint firm of J. G. deConinck & 
Fils, S. A., has concluded an agree- 
ment with Pittsburgh Plate Glass 
International, S. A., a subsidiary of 
Pittsburgh Plate Glass Co., to es- 
tablish a special division to manu- 
facture Pittsburgh paints and Ditz- 
ler automotive finishes in the Bene- 
lux countries. 

The deConinck firm is located at 
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Merxem, a suburb of Antwerp, Bel- 
gium, Through the agreement, 
PPGI also obtained a substantial 
stock interest in the deConinck 
firm, Pittsburgh Plate said. 


Dow Begins Color Coding, 


Side Labeling Its Solvents 


MIDLAND, Mich.—Color coding 
and side labeling systems for its 
line of nine industrial solvents have 
been developed by Dow Chemical 
Co. in a move designed to facilitate 
distributor and customer handling 
of drums. 

In the past, drums containing in- 
dustrial solvents were black. Top 
labeling offered the only means of 
identification. This posed obvious 
problems with the developments in’ 
palletized storage of containers. 

+ + * 


Clark Equipment Forms 


Hydraulic Products Division 
BENTON HARBOR, Mich— 


|Clark Equipment Co. has an- 


nounced formation of a hydraulic 
products division to manufacture 
hydraulic pumps, motors, valves 
and related products. 

George Spatta, president, said 
Clark plans to manufacture hy- 
draulic systems for its own lines of 
materials-handling equipment and 
construction machinery and to 
supply other original-equipment 
manufacturers. 

* a + 


5-Story Plant in Ohio 


Is Purchased by Fageol 
KENT, O.—Expansion of its pro- 
duction facilities by purchase of a 
100,000-square-foot plant here was 
announced by R. D. Fageol Co. 
The new building, approximately 
four times larger than the previous 
plant, contains five floors. It is sit- 
uated on a three-acre plot. The 
building was formerly occupied by 
Loeblein Industries, furniture mak- 
ers. It is being extensively remod- 
eled by Fageol. 
* 


* * 


Maritz Sales Builders 


Moves to Larger Quarters 

DETROIT. — Maritz Sales Build- 
ers, planner of incentive programs, 
has moved into larger quarters at 
2930 W. Grand Blvd. 

The firm, a division of Maritz, 
Inc., has set up sales incentive pro- 
grams for Chevrolet, American Mo- 
tors Corp., Cadillac, Willys, Chrys- 
ler Corp. and Studebaker-Packard 
Corp. 

* * * 
Redesigned Bonneville Tire 
Runs Faster, Says Firestone 

AKRON.—The tire used last year 
at the Bonneville Salt Flats to set 
a new American land speed record 

(Continued on Page 40, Col, 1) 





The Rambler 'Dollar'— 


American Motors Corp. has gone into 
the business of minting “silver” dollars 
and printing dollar bills but the company 
is sure the Treasury Department won't 
care. The coins and bills are outsize 10 
show, as the currency says, “Your Rambief 
Dollar is a Bigger Dollar." Dealers and 
salesmen are handing them out to show- 
room visitors and using them with mailing 
pieces, The coin also is being featured 
in all 1960 Rambler advertising and mef- 
chandising material. 














AUTHORIizED \y SALES @ SERVICE 


8850 WILSHIRE BOULEVARD, BEVER.Ly HILLs, CALIFORNIA e TELEPHONEs. OLEANDER 5-9400 


July 7, 1959 


OLYMPIA 2-8330 


Service Leasing Corporation 
650 Madison Ave me 
York, N.Y, 


Gentlemen; Attention, Mr. G, A, Culp, Vice President 
We like the ECONOMY LEaspr PLAN because: 
1. It is backed by a large, Widely known financial institution, 
2. Enables us to contact the heads of soundly financed organizations 
with high credit ami do business With the top man, 


3. Gives us "plus" business among the lessee's employees because 
they would naturally be referred to us. 
The plan is easy to explain, and where e lease wi} serve a 


customer better than & puro » We oan recommend your Plan 
with Confidence, 


» O08 re 
Compa 


Curtiss H, Bradford 
Sales Mareger 
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Capsule Reports... 








of 266.866 m.p.h. has been rede- 
signed to run faster, according to 
M. P. Hershey, manager of race-tire 
development for Firestone Tire & 
Rubber Co. 

Use of beefed-up nylon in the 
tire body and a cut-down shoulder 
tread gauge provides a lighter and 
stronger tire, Hershey said, The 
new smooth tread contour is de- 
signed to withstand centrifugal 
force of up to 75 tons, which is de- 
veloped at a land speed of 300 
m.p.h., he added. 

> 


* * 


Auto Looting in Los Angeles 


Topped $2 Million in 1958 
LOS ANGELES. — Burglaries of 
automobiles and thefts of parts re- 
sulted in a reported loss of $2,316,- 
000 in Los Angeles last year, ac- 
cording to police records, Reported 
losses of tires and wheels alone are 
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(Continued from Page 38) 





running about $40,000 per month 
this year. 

According to Capt, Oak Burger, 
head of the auto theft division of 
the headquarters detective bureau, 
thefts from autos are a prime 
source of income for narcotics ad- 
dicts. He said that 95 percent of 
adults arrested for these crimes are 
narcotics users, 

* 


Seven Outlets Are Added 


To Diamond T Dealer Force 


CHICAGO.—Diamond T Motor 
Truck Co. has added seven dealers. 
They are: 

Max W. Smith, 2617 Main, Bal- 
lietsville, Penn.; Rocky Mount 
Trading Co., Inc., US-301 Bypass 
South, Rocky Mount, N. C.; Empire 
Equipment Sales, 841 E. Idaho, 
Kalispell, Mont.; Dean Powers Co. 
of Rockford, 3225 Elm, Rockford, 


** * 





Iil.; Truck & Trailer Sales Corp., 

Highway 17 North, Savannah, Ga.; 

Service Center, 2274 Halls Mills Rd., 

Mobile, Ala., and Merle Equipment 

Co., 2555 Grand Ave., Kansas City. 
= aa * 


Output of Tire Cord, Fabric 


Off 5 Percent, U. S. Reports 


WASHINGTON. — Production of 
tire cord and fabric in the second 
quarter of 1959 totalled 116,965,000 
pounds, 5 percent below the previ- 
ous quarter but 37 percent above 
the like period in 1958, according 
to the U. S. Chamber of Commerce. 

Stocks of cord and fabric on July 
4 amounted to 47,905,000 pounds, 
the agency continued, or 33 percent 
above the Apr. 4 level and 17 per- 
cent more than stocks on June 28, 


1958. 


* * 


Electric Storage Battery 


To Close Cleveland Plant 

CLEVELAND. — Electric Storage 
Battery Co. has announced it will 
close its Cleveland plant next year. 
The plant is located on the 15-acre 
site of the old Willard Storage Bat- 
tery firm. 

A spokesman said the local 
plant’s battery production will be 


+ 








Philadelphia Poll Finds 
80,000 New-Car Buyers 

PHILADELPHIA, — Approxi- 
mately 80,000 families in the 14- 
county “Delaware Valley” area 
in and around Philadelphia are 
planning to purchase new auto- 
mobiles within six months, and 
35,000 other families “may” do 
likewise, according to the Phila- 
delphia Inquirer's Continuing 
Study of Buying Expectations. 

The figures are based on inter- 
views completed during August 
and September by Sindlinger & 
Co., Inc., business analysts. The 
latest report also disclosed that 
some 42,000 families in the area 
plan to buy used cars within six 
months. 





absorbed by the company’s 12 other 

plants and a new facility recently 

acquired in Logansport, Ind. 
wa 


GMC Dealers, Field Men 


View New Lines in Detroit 

PONTIAC—Some 700 GMC heavy- 
duty truck dealers, field sales per- 
sonnel and factory representatives 








FREE test 


for every car! 





the BEAR DRIVE-OVER SCUFF TESTER 
sells ALINEMENT on SIGHT! 


The sure way to cash in on Maintenance Promotion 
Programs and get car owners coming in for Free safety- 
. is to make QUICK as a WINK tests with 
the Bear Scuff Gauge! With this drive-over tester you can: 


tirewear checks . . 


SSM 


need alinement! 








QUIGH( 2s 2 WINK te 


PROVE 8 out of 10 


SELL 4 out of 5 
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on having it done! 
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< Double your alinement jobs! 


v Make-the most convincing quick test ever made to car owners 


to prove their need for alinement work! 


V Make quick, easy toe-in checks for pre-delivery servicing of both 
new and used cars and trucks. 


satisfaction! 


Vv. Quickly check rear wheels for bent rear housings, out-of-line 


frames, etc.! 


v Double check all work... 


yourself and your 


There’s NOTHING LIKE IT FOR SAVING TIME AND MAKING MONEY 
.. Proved and approved by leading car factories, safety organiza- 
tions, etc. Edsy to buy out of Profits on your Bear Jobber’s Finance 


prove it is done right... 
customer. 


Plans. FOR SPECIAL OFFER MAIL COUPON TODAY. 





DRIVE-OVER SCUFF TESTER 


BEA, 


It’s a MUST for customer 


Satisfy 





THIS NEW 
“AUTOMATIC 
SALESMAN’ 
SIGN FOR 
YOUR TESTER 
FREE 

IF YOU 
ACT NOW! 





Bear Mfg. Co., Dept. A-10, 
Rock Islond, ‘linots. 
Send 





and special sign offer on 
BEAR SCI SCUFF TESTER. 
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met in Detroit for a three-day sales 
convention described by R. C, 
Woodhouse, general truck sales 
manager of GMC Truck & Coach 
division, as the most significant 
one in GMC’s 57-year history. 

The dealers saw the result of a 
long-range product development 
program that includes a new family 
of V-6 and V-12 gasoline truck en- 
gines. Woodhouse said the conven- 
tion signalled the start of a con- 
certed merchandising drive that 


“greatest array of product advan:e- 


ufacturer.” 


* * 


Monroe Auto to Take Part 


In NASCAR Stock-Car Races 


MONROE, Mich.—A decision to 
extend racing activities by Monroe 
Auto Equipment Co, to NASCAR- 
sponsored stock-car events has been 
announced by C. S, McIntyre, gen- 
eral sales manager. 

Monroe has been active in cham- 
pionship racing for a number of 


have won the Indianapolis 500-mile 
classic for the last seven years. The 
first NASCAR stock-car race in 
which Monroe will participate is 
the Southern “500” to be run Labor 
Day at Darlington, S. C. 


* * * 
Gerlinger Booklet Describes 


Heavy-Duty Fork-Lift Trucks 


CLEVELAND. — Engineering de- 
velopments, and unusual construc- 
tion and operating features of 
heavy-duty fork-lift trucks manu- 
factured by Gerlinger Carrier Co., 
Dallas, Ore., are illustrated and de- 
scribed in a new booklet on ma- 
terials-handling equipment. 

Free copies of the booklet GSP-1 
are available from the manufac- 
turer or from Towmotor Corp., 
Cleveland 10, O. Gerlinger is a 
Towmotor subsidiary. 


* * * 


General Trading Plans 
To Expand Parts Selection 

ST. PAUL.—Plans to expand 
General Trading Co.’s line of auto 
parts and accessories at its 43 out- 
lets throughout the Upper Midwest 
have been outlined by J. Weaver 
Welch, new president. 

“In addition, we are looking for 
new stores to add to our organiza- 
tion in this area,” Welch told a 
gathering of 175 General Trading 
executives and salesmen at a meet- 
ing here, where he was introduced 
to company personnel. 

* * 7 


Genuine Parts Is Appointed 


Ford Reconditioner on Coast 


LOS ANGELES.—Genuine Parts 
Distributors, Inc., has been named 
authorized reconditioner and ware- 


geles district, according to W. H. 
Klein, Los Angeles district sales 
manager for the Ford division. 

GPD, a division of Alma Piston 


Salt Lake and San Francisco dis- 
tricts as well as the 200 Los Ange- 


Angeles district, Klein said. 
- ” a 


Goodyear to Construct 


Tire Plant in France 


AKRON. — A T5-acre site in 
Amiens, near Paris, has been se 
lected for construction of Goodyear 
Tire & Rubber Co.’s new $7 million 
tire and tube manufacturing plant 
in France, according to F. T, Ma- 
gennis, president, Goodyear Inter- 
national Corp, 
Passenger, truck and farm tires 
for replacement and original equip- 
ment will be produced for France 
and the common European market, 
and for export. Heading operations 
in France as managing director is 
James A, Goodson, former manag- 
ing director of the company’s West 
German operations. 
* * * 


Factory Honors Frost 


GLENDALE, Calif.— Henry and 
Art Frost, operators of Art Frost 
of Glendale, received a silver tray 
from the Plymouth-Valiant-DeSoto 
division on their 25th anniversary 
as DeSoto dealers. 


* * * 


Firestone Builds 


CALGARY, Alta. — Construction 
has started on Firestone Tire & 
Rubber Co.’s tire manufacturing 





plant on a 50-acre site in Calgary. 


will give truck operators the H 


house distributor for the Los An- | 
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New Chrysler Plan Aims 


\To Build Owner Loyalty 


HRYSLER is introducing, 
starting with the first ’60 


model in each car line, a new 
program called “Certified Car 
Care.” It has two aims: To help 
each dealer get a deeper penetra- 
tion of the market and to build 
customer loyalty for product and 
_ dealer. 
The program, in the eyes of 
many, is viewed as being the 
most comprehensive and realistic 
approach to current service prob- 
lems that has been announced as 
et. 
Sader this program, the dealer 
can act confidently on his own in- 
itiative in fulfilling his responsibil- 
ity to the new-vehicle purchaser. 
Of course, the dealer can only do 
this when he in turn can depend 
upon a similar proper acceptance 
of responsibility by the factory. 
a * * 
y heew plan gives the dealer the 
assurance and backing he needs 
to do this because this new ap- 
proach states the Chrysler policy 
so clearly that there can be no 
question as to how far he can go 
in taking care of the customer. 


These provisions not only in- 


4 
\ corporate fulfillment by the buyer 


of certain acts of good faith but 
limit the dealer’s responsibility to 
those assemblies in which there 
can be no question about faulty 
parts or workmanship. 
Incorporated in the plan are 
an owner’s 1,000-mile service cer- 


GM Dealers Like 


Guardian Drive 


85 Percent Plan 
To Renew Support 


PERHAPS no program of similar 

nature has ever caused as much 
controversy and discussion of its 
merits as the General Motors 
Guardian “Maintenance program 
has caused this year. 

As the program passes its half- 
way mark in its first year of opera- 
tion, an across-the-board check of 
| the results to date and the reac- 

tions of the dealers for whom it 
was designed to help should be of 
considerable interest. 








4 General Motors divisions took a 


survey of their dealers recently 
and found that 94 percent of 
those who replied to the survey 
said they had actively partici- 
pated in the program and had 
used the promotional material 
» supplied them. 

When asked if they would par- 





anit. 











ticipate in such a program next 
year, provided it was supported by 
advertising, as was this year’s pro- 
gram, 85 percent of the dealers said 
they would. 

This seems to indicate beyond 
doubt that the program designed to 
bring more owners back to General 
Motors dealers for their service 
needs was very successful and 
Should encourage even more deal- 
ers to take advantage of the pro- 
gtam if it is repeated next year 
as now planned. 

* * ~ 
(THREE out of every four dealers 
replying to the survey said they 
felt the program had definitely 
helped them to sell more service 
and gain more service customers 
even though it is still too early in 
(Continued on Page 52, Col, 3) 





tificate, a Certified Car Care 
booklet containing coupons that 
carry suggested maintenance 
services for each 2,000 miles 
starting at 3,000 miles and run- 
ning up to 23,000 miles and an 
owner’s service certification 
which codes the types of car and 
all accessories. 

Each coupon carries a space for 
the servicing dealer to sign his 
name and the date when the work 
was performed. Thus, the owner 
always has proof that he has serv- 
iced his vehicle, as recommended 
by the factory. 


* * * 


Survey of Owners 


Dope of the reasons for putting 
this plan in action was the 
answers obtained in a personal sur- 





vey of several thousand owners of 
all car makes. 

These owners were asked two 
questions. 1. Would you buy the 
same make of car again if your 
service was good, fair or poor? 2. 
Would you buy from the same 
dealer if his service was good, fair 
or poor? 

On the first question, 87 per- 
cent said they would purchase 
the same make if the service was 
good, percent if service was 
fair and 67 percent if service was 
poor. 

On the second question, 75 per- 
cent said they would purchase an- 
other car from the same dealer if 
his service was good, 36 percent 
said they would if his service was 

(Continued on Page 42, Col, 3) 











Backshop 








... by Jack Weed 











Lo the auto companies try to continue to live with a 
warranty that is as outmoded as the horse and buggy, 
is something that I have a hard time trying to understand. 





Especially is this true 
when each of the “Big Three” 


is suffering from a continued loss; 


of parts sales from their P&A 
departments—and have been since 
as far back as 1952—and every fac- 
tory service manager and traveller 
knows that a factory sells parts 
only to the extent that their deal- 
ers do custom labor. 

Why can oil companies give 
the car dealers warranty pro- 
grams that warrant engines up 
to 30,000 miles when car makers 
feel they still must stick with the 





Ford Reassures Dealers on Parts 


— division has no plans at 
this time to market FoMoCo 
parts through any other outlets 
than its dealers, a company official 
said last week. 

He said the company will seek 
to increase its share of a rising 
parts market “through the use 
of positive programs for increas- 
ing FoMoCo parts sales of Ford 
dealers.” The statement was de- 
signed to allay fears in some 
quarters that Ford would market 
parts through non-dealer sources. 
The company also has announced 
that it is eliminating suggested 
wholesale parts prices and substi- 
tuting a dealer net, jobbing incen- 
tive and a jobbing net. 

In many areas of the country, the 
company said, the suggested whole- 
sale prices were unrealistic and in 
many cases were so high that they 
were disadvantageous to the dealer. 

The company also said it has 
found that in 1958 dealers had lost 
about 10 percent of the service 
business they had in 1952, while 
independent garages and filling sta- 
tions had boosted their work by 12 
percent. 
, + na * 

URTHERMORE, the firm added, 

studies show that more than 75 
percent of all repairs on Ford cars 
and trucks are being made by other 
than Ford dealers. 

“Our dealers can regain the 
business they have lost and pick 
up additional work if they will 
make a little more effort to get 
it,’ a division spokesman said. 
“With the parts market growing 

all the time, dealers also can in- 
crease their sales by wholesaling 
parts to fleet operators who main- 
tain their own vehicles, service sta- 
tions and independent garages.” 

The elimination of the suggested 
wholesale prices will bring the 
price of Ford parts in line with 
those of other parts jobbers, he 
said. 

This wholesale market has been 
“badly neglected” by many Ford 
dealers who concentrate their parts 
sales on shop customers and the 
“over-the-counter” and “do-it-your- 
self” trade, the spokesman added. 

* ok 


HE SAID a study has revealed 
that for every Ford franchised 
dealer there are about 40 service 
stations and independent garages 
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which perform some type of auto 
repair service. 

A parts-pricing board has been 
established by the Ford division 
te keep abreast of what competi- 
tors are charging in various mar- 
kets across the U. S. 


Ford dealers are asked to report 
to the board for investigation any 
prices on equal-quality parts which 
they cannot meet profitably. 

The company has eliminated the 
wholesale incentive on four highly 
competitive and fast-moving items 
and now is offering lower prices. 
These items are spark plugs, oil- 
filter elements, sealed-beam units 
and universal joint kits. 


The company said it has been 
forced into meeting the competing 
jobber net price on these four lines. 

While the manufacturer of at 
least one of these items claims it 
is holding the price line to his job- 
bers and to the trade, many Ford 
dealers have reported they could 
buy this item from their local 
stocking jobber at a lower price 
than Ford’s, less the wholesale in- 
centive, 

* - * 
A§ PART of the.overall plan to 
make Ford dealers more com- 
petitive, the division also is in- 
creasing the discount on captive 
items by an average of approxi- 
mately 5 percent, 

Contrary to some wholesale 
parts incentives given dealers by 
other vehicle manufacturers, the 
new Ford plan enables Ford 
dealers to give insurance com- 





panies the discount they demand 
and still make a legitimate profit 
on the parts sale. 

The division also intends to pro- 
vide dealers some “economical” 
items to meet current leader prices 
being offered. One is a lower-priced 
battery Ford says will be as good 
as other batteries in the same price 
range and which can be used to 
meet the demands of the price buy- 
ers and the needs of the used-car 
trade. 

Ford dealers contacted on the 
early results of this new parts pro- 
gram say that already it has made 
some of their competitive fran- 

(Continued on Page 42, Col, 5) 





Big Air-Filter Drive 
Launched by Fram 


PROVIDENCE.—A fall 
air-filter drive has been launched 
by Fram Corp., according to Rob- 
ert T. Kosten, vice-president in 
charge of jobber sales. 

“Air filters are the greatest un- 
sold market in the automotive 
field,” he said. “Fram is sending 
more than 120,000 direct mail 
pieces to dealers across the na- 
tion to help them capture this 
market.” 


A basic dealer stock of air- 
filters costs only $23.48 to cover 
90 percent of the market, Kosten 
said. List-price sales bring deal- 
ers an added $15.66 profit, he 
added. 





a> 
vw 


| outdated 90 days and 3,000 miles. 

Ford, in its truck presentation at 
Louisville, had an engine that had 
run over 225,000 miles and careful 
checks showed it still could have 
gone another 25,000 miles without 
the replacement of a single part. 
This promotion stunt seemed to 
indicate that Ford could safely 
warrant that truck engine for 100,- 
000 miles. 

* + 
FOr several years now, practic- 
ally all factories have been re- 
alistic in their policy adjustments. 

They have realized that if an 
automatic transmission goes bad 
because of a faulty part or be- 
cause it came out of the factory 
without being thoroughly cleaned 
on the inside and the valves are 

the owner is entitled 

to the same treatment at 10,000 
miles he would have gotten at 

1,500 miles. 

As long as it has been practically 
standard practice in the industry, 
why don’t we stop pussy-footing 
around and come out with a new 
realistic warranty policy that is so 
built up that in itself it would 
bring the service business back to 
the car dealer and have it stick 
with him for the first year at least? 

* a + 

Up to Owner, Too 
I CAN hear the legal boys wail- 
ing over this suggestion away 
over here in Chicago where I am 

writing this explosion. 

But before they have heart fail- 
ure, I want to suggest that in re- 
writing this warrant y-policy 
agreement they put some of the 
bogey on the back of the owner 
where, in many cases, it belongs. 

We who buy automobiles and 
trucks are buying machinery and 
if we don’t recognize that today’s 
high-powered, highly gadgeted cars 
require certain maintenance at reg- 
ular intervals to keep them running 
right, it is about time that the in- 
dustry set up some bogeys for the 
buyer to meet if he expects to get 
free service on faulty mechanisms. 


* * ok 
I CAN see in both the Chrysler 
Certified Car Care and the Gen- 
eral Motors Guardian Maintenance 
programs the base for a new ap- 


(Continued on Page 47, Col, 1) 








Shop Is Geared to Customers 


By Robert Kelly 
Staff Correspondent 
= A CLEAN shop is a profitable 
shop,” said Tom Harrigan, 
owner of Tom Harrigan, Inc. 
(Chrysler-Plymouth), Oak Park, 
Til. 

“I try to keep my shop as clean 
as my home,” he added. “It’s 
been selling service for me for 
45 years.” 

The service area was planned 
with the customer in mind. 

For those who want to watch 
their cars being lubricated, there 
is a special lower level adjacent to 
the grease pit where they may sit 
in comfortable chairs and view the 
operation. 

Reading matter also is provided 
for those who prefer to relax while 





waiting for work on their car to 
be completed. 
* * 
VERYTHING in the service 
area is green—the floors, walls, 
furniture and tool boards. 
_ “People remember the color 
and as a result remember me,” 
said Harrigan, who entered the 
auto business in 1915. He sold 

Haines, Reo, Chalmers and Max- 
well before joining Chrysler 
Corp. ranks in 1924. 

“There’s an old, old reason for 
the cleanliness rule around here,” 
he continued. “Do you believe peo- 
ple like to buy a car in a clean, 
orderly atmosphere? 

“You’re darn right they‘ do, and 
they come to think of you and your 
operation in that light. It may not 


sell cars directly, but it sure starts 
them in the right direction.” 
cs * * 


At THE entrance to one part of 
the service area there is a 
blinking neon sign which pro- 
claims: “A place for everything— 
and everything. in its place.” 

“With the cars of today becom- 
ing progressively complicated and 
specialized, the tools for each job 
must be handy and complete,” 
Harrigan said. “This ‘put-it-back- 
where-y 0 u-got-i t-f rom _ philoso- 
phy’ has solved the problem of 
muddled and disappearing tools.” 

The Harrigan building isn’t the 
most modern, but he doesn’t feel 
that this matters much. 

“It doesn’t make any difference 





(Continued on Page 46, Col, 1) 
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Chrysler Service Plan— 


Here are some of the materials that will be used in presenting the new Chrysler 
“Certified Car Care" program to owners. The company sees the program as a means 
of increasing market penetration and building owner loyalty both for the product 
and the dealer. 


‘Certified Car Care .. .’ 





New Chrysler Plan 
Seeks Owner Loyalty 


(Continued from Page 41) 


fair but only 9 percent said they 
would go back to the dealer whom 
they felt had not been treating 
them right. ‘ 


* * 

EALIZING that a dealer cannot 

separate service from sales 
without separating the customer 
from the dealer and that a dealer 
can’t expect loyalty without giving 
loyalty, Chrysler Corp. developed 
the Certified Car Care program to 
give responsible dealers an oppor- 
tunity to impress the owner with 
their sincerity and desire to make 
certain that the customer was 
pleased with his purchase. 

Inasmuch as the buyer always 
has freedom of choice, Chrysler 
knew it would take something 
that would impress the new 
owner with the dealer’s sincerity 
in order for the dealer to grad- 





ually sew up a little more of his 
market each year. 

Chrysler believes the plan will 
do that for its dealers who really 
wish to regain the respect and 
loyalty of their owners and make 





New Fact Sheet Offered 
On DeVilbiss Ovens 


TOLEDO. — Auto refinishers can 
obtain a new fact sheet on DeVil- 
biss infra-red travelling ovens by 
writing the company at Toledo 
1,0 

These ovens utilize the same fea- 
tures as industrial ovens to turn 
out baked enamel jobs in hours. 
Their use eliminates long waiting 
periods and avoids tying up valu- 
able floor space, DeVilbiss said. 





WITH THE NEW Sseap-oos DISTRIB-U-SCOPE 











This new Snap-on Distrib-U-Scope gives you 
everything you need in a distributor testing ma- 
chine — quick checkout, pin-point accuracy, easy 
distributor servicing and parts replacement. 
Nothing can touch it on single-point, dual points 
or high rpm checks. With this machine, you can 
put distributor servicing on a really profitable 
basis — and give your customers results that are 
second to none. 


Here's what the Distrib-U-Scope does: 


e Checks contact point cam angle or dwell for 
each cam lobe 


your 
view 


SNAP-ON MT-605 
DISTRIB-U-SCOPE 


© Shows wear in cam, distributor shaft, bushing, 
breaker plate and housing 


e Checks centrifugal and vacuum advance 
against factory specs 
¢ Shows contact point bounce, point creeping 


Yours on Easy Payments 
Become the distributor specialist in your area. 


.  hothing 
blocks 


regular service customers out of 
their new-car owners. 

The warranty in the Owners | 
Service Certificate has been rewrit- 
ten to clarify that the selling dealer 
warrants all new vehicles directly 
to the customer. The dealer is pro- + 
tected by the manufacturer’s war- | 
ranty to the dealer. This should | 
help build prestige for the dealer 
as a responsible businessman. 

* oa + 





In a Top Position 


Lr, PUTS the selling dealer in a 
top position of authority and re- 
spect in the eyes of his customers, 
It enables him to back up every 
car he sells with his personal repu- 
tation, yet protects the dealer by 
limiting his own liability. 

It enables the dealer to sell the || 
customer on the quality of his || 


nance coupons, if properly pre- 
sented to the new owner, should 

bring him back to the dealer’s 
shop every 2,000 miles. 

Under the maintenance tables, oil 
is changed every 2,000 miles and oil 
filters every 4,000 miles. Brakes are 
checked for lining wear at 11,000 
miles and again at 21,000 miles. At 
11,000 miles and again at 21,000 
miles, automatic transmissions are 
given a maintenance tuneup and 
headlights are checked for proper 
aim. 





* * * 


HE real “kick” in the program 

that gives the owner the incen- 
tive to bring his car back to a 
Chrysler dealer for his service is 
seen in the wording of the Owner's 
Service Certificate. 

This reads: “This will certify 
that this vehicle has been serv- 
iced in accordance with the terms 
of the Certified Car Care Plan 
and Warranty Service has been 
performed on Repair Order Num- 
BO  sctekeiaactnsed ” Under this are 
places for the owner’s signature 
and the name of the selling 
dealer. 

It is understood that this plan 
will be advertised to the purchasers 
of ’60 Chrysler Corp. cars and to 
the public at large by the corpora- 
tion and its various divisions, as 
well as by the dealers. 





- 


Ford Reassures 
Its Dealers on 
Parts Marketing 


(Continued from Page 41) 


chised dealers good parts custom- 
ers. 
* * * } 
bees company also has announc- 

ed that dealers who incorporat- 
ed the new six-point program last 
year showed an average 12.1 per- 
cent in their parts and _ service | 
gross profits. 

Dealerships in key market loca- 
tions were indoctrinated in the | 
program last year to obtain a 
complete test analysis, the 
spokesman explained. 

He said records show that these 
dealers boosted parts sales by 15.4 
percent, compared with the na- 


service. The suggested mainte- ~ 


For a small down payment and a little each 
week, this Snap-on Distrib-U-Scope is yours — 
the very best in scientific tune-up equipment. 
Ask your Snap-on man for details — and a work- 
ing demonstration. 








The only distributor tester with all these important aavantages 


Double light-band system — Two bands of lights 
show, with unmatched accuracy, any me- 
chanical faults on distributor — show dwell 
and advance of each cam lobe, as well as 
overlap on dual point systems. 


Two-scale automatic tachometer — Tach auto- 
matically switches to proper scale as rpm’s 
increase or decrease. Reads up to 4,000 dis- 
tributor rpm. 


Full-view dial — Distributor mounts off to side. 

Pin-point accuracy — on either single or dual 
point distributors. 

Positive speed control — Variable speed trans- 
former controls speed for greater accuracy. 

Direct-view angle — Instrument panel mounted 
at 45-degree angle for easy viewing. Con- 
trols grouped at bottom for operator con- 
venience. 








8082-J 28th Avenue ° K ha, 








tional average of 5.2. Labor sales 
were up 7.4 percent, compared with 
the national average of 1.7, he 
added. 

Approximately 200 Ford dealers 
now are using the program, he said. 
“Complete implementation of the 
program in a specific dealership 
requires the full-time services of 
the district parts and service man- 
ager who remains at the dealer- 
ship and works directly with the 
dealer in customizing the program 
to each dealer’s specific needs,” he 
continued. 

He said the program covers these 
six points: Quality parts, service 
customer followup, wholesale solici- 
tation, compensation and incen- 
tives, circle selling, and parts and 
service specials, advertising and 
promotion, 

The program is available to all 
Ford dealers, it was said. 





Car Service Firm Opens 


ST. LOUIS.—A new service firm 
specializing in new and used-car 
cleanup, with a package deal for 
car dealers in body work, painting 
and trim, is opening here at 3900 
Agnes Ave. The firm, KleenCo, Inc., 
is headed by Edward C. Fleeman 





and Donald R. Willoughby. 
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West Uses Service Pitch to Win Them Later. . . 





Deals That Get Away Aren't Lost 


FORT PAYNE, Ala.—Cliff West, 
owner of Cliff West Motor Co. 
(Buick-Oldsmobile-Pontiac-Vaux- 
hall-GMC), is far from unhappy 
when local people go out of town 
to buy a make he handles. 

In fact, West sends such per- 
sons a letter congratulating them 
on their choice and inviting them 
to bring the cars to him when 
service is needed. 

“We never fall out with a man 
because he chooses to buy our 
make of car elsewhere,” said West. 
“We figure to get him on his serv- 
ice and then hope he will buy his 
next car from us.” 

He added that about 75 percent 
of his sales are to old customers, 
many of whom have been buying 
from him since the days when he 
was a used-car dealer. 

West is never too busy to stop 
and chat with prospects and old 
customers. He claims his policy of 
friendliness is the big reason that 
his firm outsells the local Ford and 
Chevrolet outlets month after 

onth. 
™ The reputation of his firm is 
such that quite a few customers 
come from nearby towns which 
may or may not have dealerships 
handling the same makes, West 
said. 

West prefers selling to desk 
work, and he spends almost all of 
his time on the showroom floor or 
in the yard. He has only one other 
salesman. He leaves the paper work 
to others. : 

“Everybody in the community 
seems to know Cliff West, not as 
a high-pressure salesman, but as a 
friend and counselor when it comes 
to buying an auto,” said one old 
customer. 

“They come to him not for ‘wheel- 


Gas Fair Trading 
Seen Correcting 
N.C. Price ‘Chaos’ 


ASHEVILLE, N. C.—Fair trading 
of gasoline in North Carolina will 
correct “chaotic marketing condi- 
tions,” it was agreed at a panel dis- 
cussion here before the North 
Carolina Oil Jobbers Assn. 

Panel members who discussed “A 
Look at Fair Trade” were George 
Blackwelder jr., Amoco jobber; 
A. C. Widenhouse, Sinclair jobber; 
Charles L. Jessop, manager of 
prices and contracts of Gulf Oil’s 
Atlanta division, and J. H. Picou, 
director of advertising, sales pro- 
motion and marketing research for 
Atlantic Refining. 

Jessop, who pointed out that Gulf 
was the first company to start fair 
trading in this state, said about 95 
percent of the firm’s more than 
2,000 dealers had signed a fair- 
trade agreement with Gulf. 

“And practically all of the non- 
signers are mairitaining the fair- 
trade level,” he added. 

Picou reported that fair trade 
was popular with both dealers and 
jobbers in New Jersey and Penn- 
sylvania, although there was less 
support in the latter state. 

“Fair trading has been effective 
in bringing stability to markets in 
New Jersey that had been in price 
agony for years,” he said. 

Blackwelder said fair trading 
would improve Carolina dealers’ 
Sense of security and permit them 
to retain better attendants and pro- 
vide services expected by the pub- 
C. 








Ford’s Canton Forge Plant 
Sets World Safety Record 


CANTON, O.—A world safety 
record for the drop forging indus- 
try has been established by em- 
Ployes of Ford Motor Co.’s forge 
Plant here. 

The Canton plant’s approximately 
1,500 employes set the mark by 
working more than 3,100,000 man- 
hours without a lost-time injury 
from March 11, 1958, to last June 
30.. The former drop forging record 
was held by the Clark Equipment 
Co.’s Buchanan (Mich.) plant. 


Red Chinese Auto 
TOKYO. — Communist China re- 
Ported that trial production has be- 
8un on a 210-horsepower, six-pas- 
Senger car called the Red Flag. 








ing and dealing,’ but for a square 
deal and on account of the big- 
name autos he handles,” he added. 

West, who claims that selling 
is an easy job, said he averages 
about 60 sales a month, half new 
and half used cars. 

A lot of the tradeins are sold to 


Sioux Falls Show 
Slated Nov. 25-29 


SIOUX FALLS, S. D.—The Sioux 
Falls New Car Dealers Assn. auto 
show this year will be held Nov. 
25-29 at the Sioux Falls Coliseum. 

A 90-minute ice show will feature 
the exhibition. 

General chairman of the 47th 
annual show is William McKean. 
Various committee chairmen in- 
clude Lloyd Larscheid, Shon Cer- 
winske, Duke Tufty and Dean 
Bailey. 








wholesalers, 


to devote to used-car sales. 


He also said he doesn’t figure it 
worthwhile to compete with used- 
car dealers who bring in late mod- 
els from the East and can beat 


him on price. 

“West's personality and energy 
built the business and he wants 
it to continue that way,” said an- 
other old customer. “Those 
‘swivel-chair’ dealers could get a 
lot of ideas from Cliff.” 

About a year ago the firm moved 
to a new building about a mile out 
of town on the main highway. West 
has a special parking area dis- 
tinctly marked for “Our Custom- 
ers.” 

“This might be a point for deal- 
ers who often let their own cars 
clog up the surroundings so that 
a customer can hardly get onto the 
lot, let alone park,” said West. 


West continued, be- 
cause he doesn’t have enough time 


Electric Tractor 
|| Developed by 3 


New Yorkers 


BUFFALO.—Three Western New 
York men have developed a 3,000- 
pound electric tractor which, they 
claim, can push or pull a 10- 
wheeled tractor-trailer. 

John A. Cantor, Alden, an engi- 
neer, is spokesman for the group. 
He said airport maintenance men 
expressed the need for such a vehi- 
cle for pulling baggage cars and 
equipment. 

He added, however, that the basic 
design is flexible enough for other 
industrial jobs. 

The custom-built steel chassis is 
bolted to a frame with a 60-inch 
wheelbase which houses an 18-cell 
battery and a five-horsepower 
motor. Batteries provide the power. 

A resistor controls the voltage to 
the motor and provides gradually 
stepped-up power. The vehicle has 
four forward speeds and no gears. 
Cantor said the rig may be tested 
on airport runways soon. It is 
being built in a shop at 231 Calu- 
met St., Depew. 





In the Shop— 


Cliff West, owner of Cliff West Motor 
Co., Fort Payne, Ala., talks over shop op- 
erations with one of his mechanics. 















LKY PARTS 


STORAGE UNITS 


You can arrange these Lyon units in dozens of 
ways to accommodate your long or bulky parts which 
normally defy convenient storage. Bulky parts shelves 
are easily installed in regular Lyon Steel Shelving, 12”, 
18” and 24” depths. Patented clip and stud design per- 
mits speedy shelf adjustment and rearrangement with- 
out tools. Divider rods are instantly adjustable and are 
locked into place by sliding front cover channel. Units 
have baked-on enamel finish—in Lyon green or gray. 

12” deep bulky parts shelves also can be used in 
Lyon Sliding Shelf Shelving—just slide them into place. 
Perfect storage for light trim, moulding and similar 
long parts, 


@ 


NAME 


(STEEL EQUIPMENT, 





LYON METAL PRODUCTS, INC. + 1090 Monree Ave., Avrora, Ill. 
C) Send me BuLLETIN 165-A, on Lyon Bulky Parts Shelv- 
ing and Sliding Shelf Shelving 


() Also send me 84-Page LYON CATALOG covering over 
1500 other Lyon Steel Eqaipment products 





A typical installation showing how Lyon 
Bulky Parts Shelving provides convenient, 
efficient storage of hard-to-handle parts, 
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FOR AUTOMOBILE DEALERS 
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TYREX vs NYLON 





HE battle about tire safety — as well as 
tire riding comfort—stems from a com- 
petitive struggle between the older tire 
cord, nylon, and the new Tyrex viscose tire cord. 

The people engaged in this battle, on both 
sides, are sincere businessmen with no more 
complicated a desire than to sell good products 
at fair prices. But. there has tended to develop 
a somewhat active exchange of challenges, 
claims and counter-claims, which has become 
quite confusing to tire buyers. 

The fact of the matter is that both nylon and 
Tyrex make good tire cord. 

But based on a great deal of research and 
study, it is our conviction that Tyrex is su- 
perior to nylon—and the purpose of this article 
is simply to shed some light on the facts. 





*TYREX is a collective trademark of TYREX INC. for viscose 
tire yarn and cord. The following producers are licensed to 
identify their viscose tire cord as meeting the standards of 
Tyrex Inc.: American Enka Corporation, American Viscose 
Corporation, Beaunit Mills, Inc., Courtaulds (Canada) Ltd. 
and Industrial Rayon Corporation. 


WHAT IS NYLON? 


Nylon is a man-made fiber derived from coal, 





om eyo HAW Comers helelear 





air and water. It can be fashioned into many  T 
forms, but the form used in tire cord is a fila- seg] 
ment. Nylon is a thermoplastic — that is, it” tak; 
changes characteristics under heat. Under nor-% chy 
mal temperatures nylon is tough and flexible. } ing 
Nylon was first used in clothing and later as 4 / to r 
tire cord. | brie 
WHAT IS TYREX? T 

Tyrex viscose tire cord is a fiber produced from Tyr 
cellulose. Cellulose is the basic building material } test, 
nature uses to give strength to trees and other! | fere 
plants. It has been described as the “skeleton”)| Tyr 
of all plant life. of t 
Tyrex is not a thermoplastic, was developed] | 
specifically for use as a tire cord and has been 
described as a major scientific break-through in|, Wh 
this field. fail 
cau: 
chu 
Driving at any speed generates heat in youtfl) tire 


HIGHWAY HEAT AND YOUR TIRES 


tires. The faster you drive, the more heat is}) J 





built up. Since nylon is a thermoplastic, it}) hoy 
weakens under high temperatures—in fact, get}! ave: 
the temperature high enough and nylon melts.) tires 

Tyrex viscose tire cord, on the other hand, is)) —g; 
not a thermoplastic and cannot possibly soften | deve 
or melt. Some tests tend to show that Tyrex} (Pe: 
actually gets stronger as highway heat builds? loyj 
up, but this, in our opinion, has not been defi-} velo 
nitely established. are 
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CHUCK-HOLES, STONES AND THE LIKE 


It was originally believed that nylon tires could|) One 
withstand damaging impacts better than tires} nylc 
made with Tyrex tire cord. But this belief was} type 
based on the results of an older industry test larg. 
in which tire cord was put under great strain desi 
for periods of from 15 to 18 seconds. type 
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LEFT FRONT 






These prints were made by inking the tires of an ordinary passenger car 
and then lowering the car’s full weight onto sheets of paper. It was done to 
dramatize the fact that your safety, your comfort and your total car investment 


Then someone realized that this was not 


fila realistic since even the slowest driver among us 


s, it® 





takes only a fraction of a second to strike a 


nor ‘Tcnuck-hoe or stone in the road. So a new test- 

ible. | ing machine was developed by the tire industry 

aS @ © to put severe strain on tire cord for only a very 
brief .005 second. 

The results of the new test were dramatic. 
rom | Tyrex was 35% stronger than in the old “slow” 
rial | tests while nylon proved 16% weaker. The dif- 
ther|} ference was more than enough to show that 
ton” Tyrex viscose tire cord is definitely the stronger 

| of the two under actual impact conditions. 

»ped) | 

been! | “CHUNK-OUT” 

h in}, When tires are driven at very high speeds, a 
'| failure occurs that is called “chunk-out.” It is 
| caused by the severe distortion of the tire, and 
) chunks of rubber actually break away from the 

yout!’ tire and are thrown free. 

it is}} In special tests run at 105 to 108 miles per 








> i ' hour, tires made with Tyrex viscose tire cord 
getl) averaged twice as much mileage as did nylon 
elts|) tires of identical tread design and construction 
d, is) —and even with this greater mileage, Tyrex 
ttesll developed only % as much tread “chunk-out.” 
yrex | (Perhaps the most important lesson for speed- 
ilds } loving motorists to learn is that both tires de- 
lefi- veloped some chunk-out: passenger-car tires 
j are just not built for such excessive speeds.) 


DO YOU RETREAD YOUR TIRES? 


nuld|/ One of the extensive tests used to compare 
ires} nylon cord and Tyrex cord was the use of both 
was/) types under carefully controlled conditions on a 
tot large fleet of New York taxicabs. This test was 
rain 


designed to determine retreadability of the two 
types, and more than 15,000,000 tire miles were 
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accumulated under actual driving conditions. 

Tyrex viscose cord tires gave between 10% 
and 11% more mileage on their original treads, 
and an average of 94% were suitable for re- 
capping compared with only 84% for nylon. 
Project these figures over the number of miles 
you drive, and you can see that considerable 
savings can result from driving on tires made 
with Tyrex. 


WHICH TIRE IS QUIETER? 


Even the most partisan supporters of nylon 
agree that Tyrex is quieter. Nylon tires tend to 
whine, and. to some people this noise is objec- 
tionable. It is easy to spot the quieter-running 
Tyrex on the highway. 


“MORNING THUMP” 


Nylon tires, because of their very nature, tend to 
form flat spots where the car has been standing 
overnight. These spots stay in the tires for a 
varying length of time after you begin driving 
in the morning. And you will hear and feel a 
definite “thump.” To some people this is no 
problem; others dislike the noise and vibration. 
Tires made with Tyrex stay round and stable, 
a fact you can easily demonstrate for yourself. 


WHAT DOES THE DIFFERENCE IN COST MEAN? 


Nylon is often referred to as the “premium- 
priced” cord because tires made with nylon 
cord cost more than the same tire made with 
Tyrex. This is not because nylon is somehow 
better — although some Americans tend. to 
believe that if a thing costs more, it must be 
better. Nylon is more expensive than Tyrex 
simply because it costs more to make it. Cash- 
mere costs more to make than nylon, but it 
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ride the road on little more area than is covered by your own two feet. Obvi- 
ously then, you have real reason to be concerned about the strength of your 
tires. This article discusses tire strength. 


would produce a ridiculously poor tire cord. 


WHAT'S THE CONCLUSION? 


Which should you buy? We buy tires made 
with Tyrex, naturally. Which you buy is, of 
course, up to you. But may we point out that 
every make of the new 1960 automobiles is 
equipped at the factory with tires made with 
Tyrex viscose tire cord. We would like to sug- 
gest that you do as the professional auto makers 
did (after their own tests) — specify TYREX. 





Who is Rayonier? 


Rayonier is a leading world supplier of 
chemical cellulose, the basic material from 
which many familiar American and foreign 
products are made: photographic films, cello- 
phane, cigarette filters, rayon, sponges, ex- 
plosives, plastics, sausage casings and thou- 
sands of others, including the new Tyrex 





viscose tire cord. 


In addition to extensive tree farms and 
plants in the U.S. and Canada, Rayonier 
operates three modern research centers where 
cellulose is the object of intense and con- 
tinuous study. We began several years ago— 
working with our customers — to help de- 
velop the tough new tire cord known as 
Tyrex, and today we produce large quan- 
tities of a very special, high-quality cellulose 
tor this purpose. 


It is Rayonier’s conviction that the intor- 
mation in this article presents the facts as 
research by ourselves and others—including 
independent testing companies—have shown 
them to be. 





NATURAL RESOURCES CHEMISTRY 


Executive and General Sales Offices 


161 East 42nd Street, New York 17, N. Y. 
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Cleanliness Aids Profit . . 
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Shop Is Geared to Customers 


(Continued from Page 41) 


if you’re doing business in an older 
building as long as it’s clean and 
well kept,” he said. “We've proved 
that to be true.” 

“People create an image of you 
in their minds. If you’re clean in 
the service end of your business, 
you must sell clean cars and you 
must do business in a clean and 
forward manner. People are justi- 
fied in thinking this way because 
that’s the way human nature 
works.” 

* * * 
ARRIGAN said he makes sure 
that all new cars are in top 
shape before delivery to the buyer. 

“We examine the cars closely 
and try to nip potential com- 
plaints in the bud,” he added, 
“before they have a chance to 
damage our reputation.” 

At the moment a 1960 car’s roof 
was being sanded in preparation 
for correction of a slight paint de- 
fect. 

“The buyer would only have to 
return later to have it fixed and 
he’d probably be a little unhappy 
with us,” Harrigan explained. “It’s 
important to keep the customer 
happy.” cou 


— used cars receive a major 
going-over before a decision is 
made on whether to retail or 
wholesale them, he said. 

“We get $200 to $300 more for 
our used cars simply because of 
the effort and expense we extend 
in getting the car into ‘Harrigan- 
shape,’” he continued. 

“If there’s enough transportation 


IASI Show Set 
To Wind Up with 


Service Trades 


NEW YORK.—The last two days 
of the International Automotive 
Service Industry Show here Feb. 
10-13 will be the Automotive Serv- 
ice Trades Days. 

The show, scheduled for the Coli- 
seum, will be aimed those two days 
at independent garage owners, 
service station operators, vehicle 
dealers, specialty repair shop own- 
ers and fleet operators and their 
crews. 

For the first time in IASI history, 
the event will be a selling and pros- 
pect-getting show, as well as an 
exhibition. Metropolitan and nearby 
jobber salesmen will be on hand 
with order and prospect pads pro- 
vided by the joint operating com- 
mittee for the show. 

Manufacturers’ representatives 
will go after business at the show 
and will be prepared to supply facts 
on the new products and tech- 
niques on the dealer-to-car-owner 
level, showing the dealer how much 
profit he can make on an item and 
how to sell it. 

Flat rate charts for labor, educa- 
tional charts showing when repair 
work should be done and why, min- 
imum inventory charts for dealers 
and advertising and merchandising 
aids of all kinds will appear in 
most of the booths. 

A list of 20 suggestions on how 
to turn a display booth into a sales 
booth has been issued by the JOC 
to all manufacturers and exhibi- 
tors. 

The show is sponsored by Auto- 
motive Service Industry Assn. and 
Motor & Equipment Manufacturers 
Assn. On the first day, attendance 
is limited to members of both as- 
sociations and overseas guests. On 
the second day, invited jobber 
guests, automotive industry guests 
and government and vocational 
training personnel may attend, 





left in the car, we'll prep it into 
shape. If not we wholesale it im- 
mediately. It has no place in our 
operation.” 

Harrigan’s motto is: “Sell your 
product, sell your organization, sell 
yourself.” 

“If you do this,” he constantly 
reminds his salesmen, “you’ve got 
a darn good chance to make a sale. 
Any one of these three points 
might turn the trick with a par- 
ticular customer.” 

* . * 
ND there’s no need for an em- 
ploye ducking out for a coffee 
break. Harrigan has a spacious and 
completely equipped kitchen-meet- 
ing room. 

“We have a 15-minute meeting 
six days a week, followed by a 
15-minute coffee klatch,” he said. 
“This gets the boys on the lot at 
9 am. instead of running out for 
coffee.” 

Harrigan said people should 
know their dealer as they know 


their doctor or lawyer. 

“Too many of them are willing 
to do business with someone they 
know nothing about. They wouldn’t 
have their appendix removed or 
their teeth repaired by someone 
they never met. Yet they’ll enter a 
$4,000 business transaction with a 
total stranger.” 

*‘ * tod 
ARRIGAN advertises in Chi- 
cago and Oak Park news- 
papers, but he feels that’s only part 
of the job of getting his message to 
people. 

“I spend a lot more on main- 
tenance,” he explained. “One year 
I spent $50,000 on upkeep and 
only $30,000 on advertising. An 
internal revenue man had to see 
it for himself. He couldn’t believe 
that any man would do this.” 


Instructors Help Set Standards— 


Cadillac service school instructors assisted Cadillac inspection personnel in estab- 
lishing basic inspection standards for 1960 model production during a 10-day program 
designed to establish these standards and allow the instructors to become familiar | 
with factory procedures. The men work mainly in the areas of engine assembly, 
transmission and steering gears. Shown from left, are F. W. Spikerman, Cadillac | 


Harrigan said he is oonvinced | service training manager; G. W. Fisher, Boston; E. L. Hoffman, Portland, Ore.; W. E. 
that word-of-mouth advertising| Conway, Chicago; C. R. Shrum, Dallas; G. R. Pierce, Washington; H. G. Schmuck, 
sells cars better than any other) San Francisco; M. C. Schleyer, Minneapolis; D. C. Borgesdorf, New York; W. G. North, 


meth 
“And hard work ig the other in- 
gredient,” he added. 


los Angeles; N. S. Kell, Atlanta; P. J. Galetto, Cadillac chief inspector; H. F. Borcherts, 
contact inspection engineer; |. E. Benson, assistant superintendent of inspection, and 
C. B. Ford, assistant superintendent of inspection. 











PROGRESSIVE ENGINEERING MAKES THE DIFFERENCE 





ONLY DELCO-REMY OFFERS FULL-TRANSISTOR 


Designed for use with 
DELCO-REMY’S new self- 


rectifying a.c. generators 


Now you can choose between two modern new Delco- 
Remy regulators—the most accurate available today. 
One is a full-transistor model, the other transistorized. 


The FULL-TRANSISTOR REGULATOR has no moving parts 
and offers the ultimate in accurate electrical performance, 
durability and reliability. It is composed entirely of 
transistors, diodes, condensers and resistors, permitting 
higher field current for better generator performance. 
Constant voltage control is unaffected by temperature 
changes, vibration, or mounting position. A simplified 
external adjusting feature permits easy voltage setting 
for varying operating conditions. And this full-transistor 
regulator requires no periodic servicing. 

The TRANSISTORIZED REGULATOR contains a single tran- 
sistor and diode working in conjunction with a vibrating- 
type voltage sensing unit. The transistorized circuit 
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Backshop 





Jack Weed 








(Continued from Page 41) 


proach to a subject that has been 
giving all factory executives a 
great deal of worry, trouble and 
expense during the past few years. 
Let’s start out with the basis 
that the car factories are going 
to continue to stand behind their 
product on the same policy basis 
they do now. And I can’t visual- 
ize them backing away from that 
regardless of how much quality 
control they are able to get into 
their manufacturing operations. 


In fact, the better they build their 
ears the less policy adjustments 
they will have to face. And the bet- 
ter the new-car preparation and 
the better it is serviced in its first 
5,000 miles, the less warranty and 
policy the dealers and the factories 
will have to step up to. 

I have proven to my own satis- 
faction that when the car is prop- 
erly prepared for service at the 
start and properly tightened up and 





checked at the 1,000-mile point, that 
car will take a lot of hard pound- 
ing for the next 30,000 to 40,000 
miles at little expense and will re- 
main sweet in its operation. 

But oil must be changed, the car 
must be greased, parts must be 
kept in proper adjustment and 
things that wear must be replaced 
at certain intervals. That is only 
common sense, but I suppose it 





60 Makes Have Exhibits 


In Ohio Battery’s Show 

CANTON, O.—More than 60 man- 
ufacturers had exhibits at the auto- 
motive service equipment and 
products show sponsored by Ohio 
Battery & Ignition Co. in Canton 
Memorial Auditorium. 

The show, first staged by the 
firm in 1957, marked Ohio Battery’s 
40th anniversary. It was called 
“The 1959 Parade of Progress.” 


must be spelled out to many peo- 
ple. 
* + * 

Spell It Out 
Lenin not spell out these things 

as Chrysler and GM are doing 
in their programs and then tell the 
owner that if he has these things 
done at the intervals suggested on 
the coupons the factory will step 
up to the same period of time and 
miles they now use in their policy 
adjustments? 

Some may say that being 
forced to go back to the make of 
dealer from whom the car was 
bought for these services would 
be removing the freedom of 
choice from the owner or that it 
might tend to take the element 
of competition out of the service 
market for the first year of a 
new car’s life. 

In some few ‘cases it might be 
inconvenient for an owner who 
bought from a dealer in a single 
dealer town to go to some other 
town for his service if he felt his 
selling dealer was overcharging 
him or not doing the work properly. 

But under such a type of war- 
ranty the factory would have to 
have some control over its dealers 








‘Silent Salesmen'— 


“Silent Salesmen,"” which identify a 
car's stainless steel brightwork compon- 
ents, are effective merchandising aids, ac- 
cording to B. H. Sommer, left, manager of 
Whitman Chevrolet, Newark, N. J. The 
brightly colored gummed labels are distri- 
buted to auto dealers by the Committee 
of Stainless Steel Producers of the Ameri- 
can Iron and Steel Institute. 








to make certain that they were not 
charging more than the average 
rate of the community and that 
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AND TRANSISTORIZED VOLTAGE REGULATORS 


permits high field current for improved generator per- 
formance with low non-inductive current through the 
contacts for greatly extended contact life. Models are 
available for circuits containing either ammeters or 
indicator lights. All units are temperature compensated 
to better match battery voltage requirements. 


Both the full-transistor and the transistorized models have 
the same mounting dimensions as standard regulators. 


Whichever model you choose for your new vehicles or for 


replacement on present ones, you can be sure of reduced 
servicing and extended battery life. Available from your 
car or truck dealer or through the United Motors System. 


GM 
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DELCO-REMY « DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


FROM THE HIGHWAY TO THE,STARS 


Delco-Remy 


ELECTRICAL SYSTEMS 








they were properly equipped to 

take care of the owners in their 

trading area. 
* * * 

| pag inecapnesee might even go for 

a two-part warranty—one that 
would cover everybody as the 
standard warranty does today and 
another that covers those who con- 
scientiously endeavor to treat their 
cars as a piece of high-speed ma- 
chinery and do the things that they 
should do to keep them running 
right. 

I, for one, don’t think it would 
take very long to make good 
owners and good dealers out of 
a whale of a lot of people who 
today, through ignorance or de- 
sign, are trying to put something 
over on sOmeone. 

I may have wasted a lot of space 
bringing up the subject as I have. 
I may even be disliked by some 
of my good friends in the industry 
for sticking my nose into some- 
thing they may feel is none of my 
business, 

But if I have started some people 
thinking and have shaken them out 
of a mental rut for just a few min- 
utes I feel that the space and the 
effort will have been justified. 

I know many very successful 
dealers who are working on what 
amounts to the very premise that 
I have outlined in this column. I 
would like to see more dealers be 
made to see the same light. And I 
feel quite certain that for many 
of them it will have to be spelled 
out in some such manner as I have 
briefly outlined. 

I am sure it could be done. 


AC Sets Record 
For Model-Y ear 
Replacement Sales. 


FLINT.—An all time model year 
sales record for replacement prod- 
ucts—chiefly spark plugs, oil filters 
and fuel pumps—is reported by AC 
Spark Plug divi- 
sion. 

Replacement 
sales for the 1959 
model period, 
covering the 12 
months ending 
Sept. 30, were 
about 11 percent 
over 1958, the 
best previous 
model year, Jo- 
seph A. Anderson, 
AC general man- 








d. A. Anderson 


ager, disclosed. 

E. H. Francois, AC general sales 
manager, noted that September was 
the best single replacement busi- 
ness month in AC’s 51-year history. 

Last month, he said, was 14 per- 
cent above the highest prior month, 
December, 1958. September replace- 
ment business was 22 percent above 
the same period a year ago, he 
added. 

Spark plug sales in September 
were about 21 percent ahead of a 
year ago, oil filters up 35 percent 
and fuel pumps up 29 percent. 

AC is now stressing its new Fire- 
Ring spark plugs and Triple Trap- 
per oil filters in an intensive pro- 
motional and advertising campaign, 
Francois said, “with excellent re- 


Pep Boys Yields 


To FTC Ad Order 


PHILADELPHIA. — Pep Boys — 
Manny, Moe & Jack, a nationwide 
auto accessory chain with main of- 
fices here, has agreed to a Federal 
Trade Commission order to adver- 
tise properly the guarantee actually 
made by the respondent on its 
products. 

The FTC’s June 11 complaint al- 
leged that the chain’s advertising 
for its auto batteries (“30 month 
guarantee” and “fully guaranteed”) 
falsely implied that it uncondition- 
ally and completely guarantees 
them in every respect for the speci- 
fied time. The actual guarantee 
furnished has conditions and limi- 
tations not disclosed in the adver- 
tising, the complaint charged. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE «¢ NO. 157 OF A SERIES 


“A BRIGHT FUTURE... 
FOR M-E-L DIVISION, 
M-E-L PRODUCTS AND 
M-E-L DEALERS.” 


The following remarks were addressed by Mr. Ernest R. 
Breech, Chairman of the Board, Ford Motor Company, to 
M:E’L Dealers at the 1960 Introductory Meeting: 





“What is the bright future that we see for the M‘E’L Division, M-E-L prod- 
ucts and M:E‘L dealers? 


“The market is there. It is expanding rapidly; it is ready to be tapped. 


“Tt is true that the market penetration of medium-priced names has dimin- 
ished. But exaggeration of this fact can be dangerous if it reaches the 
point where it hurts our confidence. If it were possible to separate the 
more expensive models of the low-price lines and add them to the medium- 
price cars, we would see that this market has not shrunk at all. 


“In fact, the medium-price names alone will sell more than 11% million 
units in the 1959 model year. This is no small market. If the higher-priced 
models of the low-priced three were added, the number would reach almost 
2% million units. 


“As I see it, a divergence in consumer taste has occurred. Some people, 
it is true, have chosen to go the economy route. Perhaps they will continue 
on it. However, a sustained austerity program on the part of any large 
group of consumers is completely contradictory to the way business and 
consumers have acted ever since the days of the Industrial Revolution. 


“The Model T was phenomenally successful for many, many years. But 
eventually the desire of the consumer for something better forced a more 
luxurious product, something greater than simply basic transportation, 
and they had to make a lady out of Lizzie. I am sure that many millions 
of American families still share this old, old desire for something better. 


“The force behind this desire—fostering it, steering it—has been the 
American salesman. Confident of his product and convinced of its value, 
he has led us, often almost in spite of ourselves, to higher standards of living. 


“You gentlemen are today’s salesmen and you can do the same thing again 
with the utmost confidence in your product. The 1960 models are among 
the most beautifully styled cars we have ever produced, as you can see for 
yourselves. What is more, they have top-notch quality. 


“The past year has been a good year. But as good as it has been—in fact 
as good a decade as the fifties have been for this industry—we are heading 
into a decade that is even richer in promise than the past ten years. Our 
task is to think big enough to comprehend the opportunities and to prepare 
with enough courage and breadth of vision to take advantage of them.” 
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Lincoln Continental Two-Door Hard 











The latest and greatest 
line-up of cars...the 1960 
Inncoln Continental, 
Iancoln, Mercury, Edsel, 
Taunus and Anglia... 


Another reason why it’s greako b 











nlers in 1960... 


UCTS IN THE AUTO INDUSTRY! 











Lincoln Four-Door Landau 


Edsel Ranger Convertible 








Taunus 17M Two-Door Sedan 





ako be a dealer in the Ford Family of Fine Cars 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD * FALCON * THUNDERBIRD * EDSEL * MERCURY ° Cor 

LINCOLN *« LINCOLN CONTINENTAL « ENGLISH FORD LINE THE AMERICAN ROAD 
TAUNUS * FORD TRUCKS ®* INDUSTRIAL ENGINES * DEARBORN, MICHIGAN 


FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ° 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE MOTOR COMPANY 
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Designed to Be Different— 


This nighttime view shows the Phillips 66 service station at Cloquet, Minn., designed 
by the late Frank Lloyd Wright. The station, only one to be designed by Wright, 
is Operated by the Lindholm Oil Co., of Cloquet. Two other companies were said 
fo be negotiating with the architect at the time of his death to design a station. 
This unique service station has a 32-foot cantileveral canopy, copper-sheathed roof 
and an illuminated tower sign 60 feet high. An observation lounge and office occupy 
the second floor. The building, opened last November, is heated by radiant heat. 








Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motives News. 


For Make Servicemen 


CHRYSLER CORP.—The service 
training courses from Oct. 26 to 
Nov. 20 will cover the most recently 
developed procedures for factory 
approved service and diagnosis, 
plus the proper usage of the latest 
special tools and equipment. The 
courses are offered tuition free for 
service personnel of Chrysler Corp. 
dealers, 

Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St., Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 S. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
On Oct, 5, there will be a training 
course covering marine and indus- 





trial engines offered only to per- 
sonnel of Detroit region marine and 
industrial engine dealers. This 
same course will be offered to 
Chrysler overseas personnel, Oct. 
19 and 26. For further information, 
contact your nearest Chrysler 
training center. 


FORD DIVISION—From Oct. 26 
to Nov. 20, the 35 Ford district 
service school instructors will be 
conducting 2%-day orientation 
courses on 1960 models for dealer 
service technicians. Among the 
courses to be conducted are car 
body, Falcon body and suspension, 
Thunderbird retractable soft top, 
Falcon rear axle, automatic trans- 
missions, Falcon conventional 
transmission, engines and carbure- 
tors. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 





ACME’S COLOR EYE SAVES TIME 
AND PAYS YOU MORE PROFIT 











@ Mixes all colors quickly with “labo- 
ratory accuracy” 


@ No large, costly inventories . . . stock 
only base colors 


@ No wasted paint . . . mix only exact 
amount you need 


@No costly delays for delivery or 
hunting for colors 


It’s “Car Beautification and Protection Month”. And you’ll 
really be able to cash in on it if your —_ is oqeneee 
with Acme’s moneysaving Color Eye System. Your 
customers get a sparkling, like-new Enis h, and you do 
your usual craftsman-like painting job far quicker and 
easier. And best of all, with Acme’s Color Eye there'll 
be more profit for you in each and every job. 


Find out the full story about Acme’s amazing, money- 


saving Color Eye System. A specially-trained factory 
representative will gladly give you a complete demon- 
stration. It’ll take only a few minutes of your time and 
will result in an amazing savings of dollars for you. 


See your nearest Acme jobber, or write: Acme Quality 
Paints, Inc., 8250 St. Aubin, Detroit 11, Michigan. 


Or call any of these numbers: 





Pe CB n ad c'c sn neusesecncceceveclity S-O076 
Burbank, Colif..........0++++e+++- homwall 2-7158 
Long Island City, N.Y.........2+++++.5tillwell 6-7010 
Dallas, Texas.......+2++eeee0e++ebroadway 8-2158 
Los Angeles, Colif.............++++..Victoria 9-2405 
Chicago, Illl.......cececeececceeeees Victory 2-0264 
Kansas City, Mo.........++eee0e+++ Westport 1-7879 
Seattle, Washington ........eeeeeeee+-bast 2-2215 
Minneapolis, Minn........+++++++++++Federal 6-4667 


ACHE 


ACME AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC, 
8250 St. Aubin e Detroit 11, Michigan 








]i}tools and equipment is available 


(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8. carbure- 
tion, 9, four-wheel drive, 
suspension, 11, hydraulic brakes, 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 


INTERNATIONAL HAR- 
VESTER— International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 
worthy design features. Special em- 
phasis on the proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
cal system and the latest fuel sys- 
tem. 

STUDEBAKER -PACKAR D— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the Studebaker Lark and 
Hawk models as well as Mercedes- 
Benz and DKW passenger cars for 
Oct. 26-Nov. 20. These courses are 
tailored to meet the needs of S-P 
dealers’ servicemen and grouped in 
relation to basic requirements—(1) 
elementary, (2) overhaul repairs, 
(3) advanced classes on heavy re- 
pair procedures and specialized unit 
rebuilding. A special two-week 
course on Studebaker models is 
regularly scheduled for newly ap- 
pointed dealers. Subjects cover a 
brief history of prior models and 
provide a working knowledge of 
the current passenger cars and 
trucks. Training will be conducted 
at New York by F. X. Coghlan, at 
Los Angeles by L. J. Young, and 
at South Bend by A. S. Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 
A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 


AMMOCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 


AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif—Six courses 
starting the first Monday of each 
month; tuneup, Robert Steiner, in- 
structor; automatic transmission 
rebuilding, John Kamuk, instruc- 
tor; Ammco brake, Jack Cronin, 
instructor; auto parts, Fred Ham, 
instructor; engine, Ben Johnson, 
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instructor. The third Monday of | 


each month, a Bear alignment 
course, Jack Cronin, instructor. 
Contact Frank O. Bregnard, Auto 
Mechanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for fur- 
ther information. 

JOHN BEAN DIVISION, Lans- 
ing.—(A) Wheel alignment, wheel 
balance, steering systems, Oct. 19, 
Nov. 2; (B) Advanced wheel align- 
ment, power steering, advanced 
suspensions and minor frame 
straightening, Nov. 9; (C) Collision 
service of front suspension, frame 
straightening and body alignment, 
Nov. 16; (D) Brake servicing, Oct. 

(Continued on Page 51, Col, 1) 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 50) 


26. Combined courses will also be | 


available, They are: (ABC) Nov. 
2-20; (AB) Nov. 2-13; (BC) Nov. 
9-20. 


BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 


of scheduled classes and enroll-| Co 


ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 


BEAR MFG, CO., Rock Island, 
fil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next class Oct. 26, Nov. 9. 
Address all inquiries to Mildred T. 
Clark, registrar, 2103 Fifth Ave., 
Rock Island, Il. 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next classes will be held Nov. 2-6. 
Contact J. R. Adams, instructor. 


DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 


INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


NATIONAL TECHNICAL 
SCHOOLS, Los Angeles—Complete 
resident and home study training 
in auto mechanics and diesel, in- 
cluding engine rebuilding, tuneup, 
overhaul, brakes, automatic trans- 
mission, ignition, fuel injection, 
Servicing, etc. Day and evening 
Classes. Resident schools training 
Programs start the first school day 
of every month. Contact Paul 

eterson, National Technical 
Schools, 4000 S, Figueroa, Los An- 
Seles 37, Calif. For home study 
courses in the same field, write 
Extension Division, same address. 


RAYBESTOS DIVISION, Bridge- 
Pport—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
Secutive daily sessions, each session 
Soing from 8 a.m, to 4 p.m. All 
Phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
Mented by two technical, sound, 








color, motion pictures showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W, Hefferon, 
Raybestos Division, Bridgeport 2, 
nn, 

SUN ELECTRIC CORP., Chicago 





Brake-Fluid Bill Rejected 

BOSTON. — Legislation to have 
the State Registry of Motor Vehi- 
cles regulate the type of brake 
fluid used in autos was rejected by 
the Senate after earlier passage by 
the House, where it was described 
as a necessity to prevent inferior 
brake fluid from being sold. 





—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A. Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N, J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 











Mass-Produced Wheels— 


A unique welding process is used at 
Firestone Tire & Rubber Co.'s plant in 
Wyandotte, Mich., to mass produce pre- 
cision heavy-duty truck wheels. Up to 
now the rim and disc—the two com- 
ponents of a wheel—have usually been 
united by riveting or spot welding. 





tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 





matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 


WEAVER MFG. CO.—Spring- 
field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth St, 
Springfield, Ill. 





the right combination for brake service success... 











NO. 20 
MOBILE BRAKE SHOP 





MODEL 2000 “SAFE-ARC” 
BRAKE SHOE GRINDER 


Brake business is BIG BUSINESS, 

and you'll get your share if you're equipped for maxi- 
mum profits. With AMMCO Tools and Equipment, 
you'll be ready for top profits ... complete, top quality 
brake jobs .. . always! 


To cash in on extra brake service profits, 
depend upon the big, rugged, easy-to-use Model 
3000 Brake Drum Lathe to get you the extra business 
you may be overlooking or passing On to others. 


To guarantee the quality of your work... 
to assure safe, sure brake work every time .. . all 


AMMCO TOOLS, INC. 
2159 Commonwealth Avenue, 
North Chicago, lilinois 





MODEL 3000 
“SAFE-TURN" 
BRAKE DRUM LATHE 





shoes can be ground on the Model 2000 Brake Shoe 


Grinder when equipped with 


Ammco's exclusive 


No. 4140 fixed anchor shoe clamp and No. 4550 lining 


grooving attachment. 


Or, for all-around brake service availability, 


up-date your old equipment with a new Model 20 
Brake-Shop-On-Wheels . . . comes complete with 
Brake Drum Lathe, Brake Shoe Grinder, Drum Mi- 
crometer, Brake Cylinder Hone and other acces- 
sories necessary to do fast, sure, profitable brake 


jobs every time. 


profits with AMM 


WRITE FOR NEW BOOKLET 
Tells how you can easily increase 
your brake business and 


PROFITS 





co. 
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85 Pct. of Dealers Plan to Renew Support... 





the program for many dealers to 
know just how much the program 
has benefited them. 

Nearly nine out of every ten 
dealers replying said they had used 
the point-of-sale material furnished 
them in the Guardian Maintenance 
promotional kit. 

Two out of every three dealers 
said they had merchanised a spe- 

cial price on the services pro- 
moted in each phase of the pro- 


gram. 

Eighty-four percent of the deal- 
ers said they had called meetings 
of their employes to acquaint them 
with Guardian Maintenance and 
what it was designed to do. 

* + * 


Local Ads Used 
| peal though the corporation’s 


advertising program was wide- 
spread and employed the use of 





Champion Old Car— 

Barbara Soberaiski, left, of the awards committee presents Richard Teague, Bir- 
mingham, Mich., a silver bowl after Teague's 1904 Packard won the grand champion- 
ship in the 1899-1916 division at the ninth annual Old Car Festival at Greenfield 


Village, Dearborn. Teague's wife, Marian, looks on happily. A 1922 Mercer Race- 
about, owned by Jerry S. Foley Ili, Jacksonville, Fla., took the 1917-25 division grand 
championship. A crowd of 26,081 was the largest in the history of the event. Car 
registrations totalled 436, also a record. 


COMING—December 7 
Automotive News 


Automobile Show Issue 


Featuring Full-Color Editorial Illustrations 


AND... 
@ Prices and Specifications—all cars 



















@ Special Section on Trucks 






@ Engineering and Styling 






@ Supplier News 






@ Advertising Plans and Views 


WHY NOT RESERVE 
SPACE TODAY ! 


Full Color Ad Forms Close...........NOV. 13 
ee ci ck cedeccccecs sae OO 









NEW YORK: Edward Kruspak, Howard E. Bradley, Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Woodward 
3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 







GM Service Drive 
Gets Confidence Vote 


(Continued from Page 41) 


national media, radio and newspa- 
pers and must have reached into 
every nook and cranny of the na- 
tion, 35 percent of the dealers said 
they had used additional newspaper 
advertising of their own, 21 per- 
cent had used local radio and 3 
percent had used local television to 
support the national campaign and 
to direct as much of its benefits 
to their own shops as possible. 

Some dealers whose records gave 
them a month-to-month picture of 
what “GM” had done for them 
claimed as much as a 30 percent in- 
crease in service business attribut- 
able to the program. 

Many dealers reported the 
highest percentage of new-car 
buyers returning to their service 
departments for periodic service 
that they have experienced in 
years. 

Many dealers said May did not 
show any appreciable gain over the 
same month of last year, but that 
in June they began to feel the ef- 
fects of the campaign and that they 
have enjoyed a steady increase in 
service business ever since. They 
feel certain that a large part or 
perhaps all of this increase can be 


credited to the Guardian Mainte- 
nance program, rather than to any 
betterment in business conditions. 
* * * 
E dealer in a western medium- 
sized town said that in June, 
he had a 10 percent increase in 
customer labor and parts sales, he 
gained 12 new service customers 
during the month and brought back 
seven old customers who had left 
him to go to independent shops. 
One division summarized the re- 
ports of 10 dealers that had sup- 
ported the Guardian Maintenance 
program with local merchandising. 
It found they had written 13.4 per- 
cent more repair orders, 33.1 per- 
cent more customer labor sales, 
that parts sales had increased by 
34.5 percent and combined cus- 
tomer labor and parts sales were 
up 33.7 percent. 
Many dealers have taken advan- 
tage of the Guardian Maintenance 
program to pinpoint it to their 






Iw | 





dealership such as McCulloh Motor 
Co, (Oldsmobile-Cadillac), Ard- | 
more, Okla. This dealer developed 
a Guardian Maintenance Club and 
issued membership cards which en- 
titled owners to a 10 percent dis- 
count on parts and labor on all 
cash sales where charges were paid | 
by the 10th of the month. 
Many others have developed 
“quick service” departments which 
they claim, have not only helped 
increase their service volume but 
have aided in keeping many cus- 
tomers from going to other shops 





for their service. 





On Parts & Accessories 


. . 7 





LEVELAND. — Following revo- 

cation of Ruling 58-620 by the 
Internal Revenue Service, the 
Industry-Wide Committee for 
Removal of Discriminatory Auto- 
mobile Excise Tax has prepared a 
resume of the present status of the 
excise. 

An 8 percent tax is payable on 
new automotive parts and acces- 
sories if: 

1. The primary use of the ar- 
ticle is to improve, repair, re- 
place or serve as a component of 
an automotive vehicle. 

2. The article is designed to be 
attached to or used in connection 
with such a vehicle. 

3. The primary use of the article 
is in connection. with such a ve- 
hicle, whether or not it is essential 
to its operation. 

cal * 
OT taxable are the following: 
. Articles which are not used 
primarily in the manufacture of 
automotive vehicles (such as ball 
and roller bearings, bolts, nuts, 
washers, etc.). 

2. Materials such as glass, cloth, 
leather, brake lining, wire, cable, 
metal and rubber tubing, etc., when 
sold in rolls or by the foot rather 
than cut or otherwise transformed 
into an automotive part. 

With regard to rebuilt, recondi- 
tioned and repaired parts, the com- 
mittee said: 

1. Reboring, grinding or other 
machining, rewinding and compar- 
able operations constitute taxable 
rebuilding. 

2. Mere disassembling, cleaning 
and reassembling (with any nec- 
essary replacement of worn parts 
with tax-paid parts) is nontax- 
able reconditioning. 

3. Restoring (whether by a re- 
conditioning or a rebuilding oper- 
ation) of a part for the owner for 
his own use rather than for sale, 
such as a custom job, is nontaxable 
repair. 

* + + 

ARTICLES reassembled for re- 

* sale are considered rebuilt 
where any component part is 
ground, machined or rewound by 
the reassembler, and the tax ap- 


Guide for Hot Rodders 


NEW YORK.—“How To Build 
and Race Hot Rods,” by Griff 
Borgeson, has been published by 
Arco Publishing Co., 480 Lexington 
Ave., New York 17. Price of the 











Tax Status Clarified 





144-page book is $2.50. 





plies to the complete reassembly 
when sold. 

But no tax is due on the sale 
of a reassembly where the re- 
assembler performs no grinding, 
machining or rewinding, and all 
new or rebuilt components are 
purchased tax paid. 

For example, the committee said, 
one who restores clutches, trans- 
missions or generators must pay 
tax on the sale price of the entire 
assembly if he grinds his clutch 
pressure plates, machines his 
transmission parts or rewinds his 

armatures. 

However, the committee added, 
no tax is due on the sale of the 
clutches, transmissions or gener- 
ators if the assembler purchases 
tax-paid reground plates, machined | 
transmission parts or rewound 
armatures. 

The Treasury Department turned 
down the committee’s bid to have 
the tax on restored parts confined 
to the sale price of the rebuilt com- 
ponent Only and not to the com- 
plete assembly, whether the re- 
building was done by the restorer 
or someone else. | 








Citation for Hall Lamp— 


Norman Sobol, left, sales manager, Hall 
products division, and Eugene Wallace, 
vice-president of C. M. Hall Lamp Co., 
Detroit, watch Acting Gov. John B. Swain- 
son sign the Certificate of Appreciation 
from the State of Michigan, awarded the 
company on its 50th anniversary. 
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Sales Expected to Top ’59 Model Year... 





By Gene Booth 

Staff Correspondent 
PEORIA, Ill.—Dealers here, wary 
of a continuing steel strike, are 
itching to jump into the 1960 sales 
battle—convinced they will top this 
year’s business. 

Most reported a brisk 1959 
model year, with stock left for 
cleanout at a bare minimum. All 
admitted that the Big Three com- 
pacts would stimulate competi- 
tion and sales, but none felt he 
would be hurt. 

“This will be a year that skill 
will tell,” said James A, Bower, ex- 
ecutive vice-president of Bower 
Buick and president of the Peoria 
Automotive Dealers Assn. 

Bower looked for imports to feel 
the weight of the smaller domestic 
attack, 
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“After all, the American car will 
be the American people’s first love,” 
he said. 

A Chevrolet dealer who took a 
slightly skeptical view of the 
Corvair is Earl Johnson jr., who 
said that it would “be a good 
seller and draw more crowds to 
the showroom.” But he added: 
“It’s going to be a battle to see 
if Chevrolet made the right move 
on that rear engine.” 

Occasional shoppers who said 
they would wait and see the Valiant 
before buying were reported by 
Bud Rowlett, DeSoto-Plymouth- 
Valiant dealer. 

Another dealer who felt strongly 
that imports would ‘suffer was 
Glen Travis, of Travis Cadillac- 
Pontiac, who looked for higher- 
imports to be “definitely 


foreign cars away and the volume 
of the rest of the brands isn’t too 
great,” he explained. He admitted 
that he expected Vauxhall, which 
he sells, to suffer. 

“We expect to have over 100 cars 
in the first month,” reported War- 
ren E, Farr, general manager at 
Peoria Motors (Ford), “You can tell 
about the sales outlook by how a 
dealer orders cars—and we have 
ordered the maximum to have a 
full selection.” 

Declaring that the Big Three 





Bowser Applies 
Electronics to 


Fuel Deliveries 


CHICAGO.—What is said to be 
the first electronically-controlled, 
pushbutton delivery system for 
service station operation has been 
shown here. It is called the Bow- 
ser modular electronic fueling sys- 
tem. 

Aside from a standard remote 
pump at the underground storage 
tank, there are three basic elements 
in the system—an in-line electronic 


| flow meter which generates an 


electric current in direct relation 


| to movement of gasoline, an elec- 


tronic control unit and an elec- 
tronic computer-indicator. 

A touch of a button at the con- 
trol unit sets the delivery system 
in operation. The electrical current 
generated by the flow meter is 
carried by simple circuit to the 
computer-indicator which registers 
simultaneously the number of gal- 
lons delivered and the total cost 
of the sale. 

The control unit provides push- 
button ease of dial clearing, on-off 
Pump energizing and grade of fuel 
selection, The control unit may also 

set to deliver predetermined 
gallonage, or a predetermined num- 
ber of dollars worth of fuel with- 
out operator’s attention after set- 
ting the amount, Bowser said. 

Customer information is display- 
ed in bold numerals on the face of 
the computer-indicator, placed in 
any easy-to-see location. 

A major advantage of Bowser’s 
electronic system, the manufac- 
turer claims, is in its flexibility 
Permitting placement of each com- 
Ponent where it is needed without 
reference to location of the flow 
meter. 





Krums Form Texas Deal 

SHERMAN, Tex.—L. H. Krum 
and his son, Larry, have been 
franchised to handle Chrysler and 
Dodge here and will do business as 
Krum Motors, Inc, 





compacts were “a boost for his 
Studebaker Larks,” L. M. Hop- 
kins, of Hopkins Motor Sales, 
added that his line would “be on 
the top of the pile next year for 
the simple reason we are out with 
compacts which have been tested 
and tried.” 

High scrappage figures indicate a 
good year coming up, said Larry 
Hackett at Egolf Motors (Oldsmo- 
bile). 

“This is a year when everybody 
will want a new car,” he declared, 
“and there’s still a lot of prewar 
cars on the road.” 

Effect of the steel strike was the 
main worry to Frank J, Tully, pres- 
ident of Murphy-Clark Co. (Chrys- 
ler-Plymouth-Triumph), who recall- 
ed rough going when strikes hurt 
Chrysler early in the 1959 model 
year. 

In spite of a “rather bewildering 
lineup of new cars,” H. P. Mc- 
Alear, Key Motors (Dodge-Simca), 
felt that “we can overcome this to 





Bring on 1960, Peoria Dealers Say 


a great extent by good salesman- 
ship.” 


picture with us,” declared Tom 
Rosso, new owner of Character 
Cars, Inc. (BMC-Rootes-Jaguar- 
Renault). 

He said higher-priced imports 
might suffer a bit, but this would 
be compensated for in more pros- 
pects visiting the showroom as the 
result of domestic small-car ad- 
vertising, 

“Qualitywise and pricewise, I 
don’t think they can compare with 
our cars,” agreed Clyde Robins, 
owner of Robins Automotive Im- 
ports (Volkswagen-Porsche). 

Robins recalled that import deal- 
ers have had a battle convincing 
people that smaller, lighter cars are 
as safe, dependable and comfort- 
able as big cars. Now Detroit is 
saying the same thing, he noted. 








Promotion-Minded— 

A dealer who believes in promotion is 
W. R. Shadoff (Chrysier-imperial-Plymouth), 
Pomona, Calif. His “Shadoft Special” roar- 
ed to a Class C world record of 251.740 
m.p.h. in speed trials at Bonneville (Utah) 
Salt Flats, and its fastest mile was 259.365 
m.p.h. His entries in the Mobilgas Econ- 
omy Run have placed first in their class 





in the last three years. 


D. C. Auto Show 
Cut to 5 Days; 
9 Held Too Many 


WASHINGTON.—The 1960 auto 
show here will run only five days 
instead of nine, as in other years, 
the auto show committee of the 
Automotive Trade Assn.—National 
Capital Area has announced, 

“Our shows have run too long in 
the past,” said John J. Pohanka 
(Oldsmobile-Fiat), chairman of the 
committee. 

“When the expositions were run- 
ning for nine days, people very 
often put off attending until they 
didn’t get there at all,” he added. 
“With only five days we feel they 
won’t be so prone to delay visiting 
us.” 

The 1960 show, to be held Jan. 
13-17 in the National Guard Ar- 
mory, will open on a Wednesday 
night and close Sunday night. 

Other show committee members 
are Marc Mansh (Ford), Robert 
Rosenthal (Chevrolet-Saab), Wil- 
liam C. Shelton jr. (DeSoto-Plym- 
outh) and Norman F.. Wearne, a 
jobber. 





Fou More Lube Sales and Fewer Headachen 
Rely On Youn 


IMMEDIATE DELIVERY 

of equipment and accessories, 
immediate service on repairs 
or adjustments 


ENGINEERED SUPERVISION 
on the installation 
and operation of 

Lincoln equipment in 
your lube room 


EXPERT GUIDANCE 

of the selection of the 
proper Lincoln equipment 
for your lube room 
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At Your 


















Factory Trained 






He Can Help You In So Many Ways 


Wherever you operate, you'll find a 
courteous, efficient Lincoln Service Distributor near you, 
coast-to-coast, in the U. S. or Canada. 


How can he help you? 


He can give you immediate delivery of 
Lincoln lubricating equipment and accessories 
from stock, without delay, without waiting 
delivery from the factory. If your Lincoln 
equipment needs servicing, he has “Loaner Pumps” 
for your use while your equipment is being repaired 
in a modern completely equipped service 
department. Factory-trained service mechanics adjust 
or repair all Lincoln products, 
“in warranty” and “after warranty”. 


He can advise and direct you on the selection 


your particular operation. 


of the best type and size of Lincoln equipment to fit 


He has been 


specially trained for this expert guidance. 


He can supervise the installation of Lincoln 
equipment in your lube room, check its 
appearance and performance. 


Believe this! Your own business will operate more 


smoothly and profitably when you rely on your friendly, | 


cooperative Lincoln Service 


Distributor. 


Gourice... rHe LARGEST, BEST EQUIPPED SERVICE 
ORGANIZATION IN THE LUBRICATION FIELD 


LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Eng. Company 


4010 GOODFELLOW AVENUE ° ST. LOUIS 20, MISSOURI 
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70 Years with Studebaker . . . 





Coast Dealership Holds Record 


SOUTH BEND.—The record for 
the oldest continuous representa- 
tion of an American transportation 
company is held by Atran’s Garage, 
a Studebaker dealer in Arbuckle, 
Calif., according to a check of 
Studebaker-Packard Corp. records. 

The dealership spans three 
generations of one family and 
covers a 70-year period. It began 
in 1889 with Studebaker wagons, 
took an automobile franchise in 
1909 with the old Studebaker 
EMF and continues today with 
Studebaker Lark, 

Sharing honors with Atran is 
Mosehart & Keller, Houston. The 
dealership has had a Studebaker 
automobile franchise since 1907. The 
franchise is believed to be the old- 
est continuous representation of an 


automobile company in the nation. 


“These two records emphasize 
Studebaker’s 107-year history as a 
name in the forefront of American 
transportation,” S, A. Skillman, S-P 
general sales manager, said. 

“From the time when Studebaker 
wagons rolled in the opening of the 
West, the company has pioneered 
in numerous transportation devel- 
opments,” he continued. 

“The firm’s current success 
with the Studebaker Lark illus- 
trates its continued ability to 
meet the changing transportation 
needs of 

Skillman said that since intro- 
duction of the Lark, S-P has added 
1,001 dealers who were responsible 
for 35 percent of sales during the 
1959 model year. 

Alex Atran started the business 


$40,000 Blaze in Tenn. 
DAYTON, Tenn.—Fire destroyed 
the building housing Gurley Motor 
Co, (Oldsmobile). Damage was esti- 
mated at $40,000 by O. E. (Buddy) 





"~ | Gurley, owner of the firm. 


Repair both frame and 


Where It Started— 


This is the blacksmith shop in Arbuckle, 





Calif., where Alex Atran began selling 
Studebaker wagons in 1889, It was torn 





down in 1928 after half a century of 
service, 





} 
Body Engineers | 
o 
Give Small Cars _ 
* . « 
Prime Billing | 

DETROIT.—Small-car talk wil1| 
dominate the 14th annual technical 
convention of the American So-| 
ciety of Body Engineers, set for 
Oct. 21-23 at the Rackham Memor- 
ial Building here. 

Three Ford speakers will discuss 
the Falcon on opening day—Will 
Scott, product planning manager; 
Joseph Oros, chief stylist, and Jer- 
ome D. Freedman, supervisor of 
stress and weight analysis. 

Joining the economy-car com- 
mentators will be William Kroger, 
Detroit editor of Business Week, 
whose topic is “A New Generation 
of Cars for a New Generation of 
Customers.” 

Electronic body testing tech- 
niques will be analyzed Oct, 22 by 
Arthur S. Bassette, of Fisher Body, 
and G. Klaasen, of Chrysler Corp. 

New materials will be the subject 
matter for the afternoon session 
Oct. 22 and the morning meeting 
Oct. 23. Speakers will include Gor- 
don M. Buehrig, Ford materials 
engineer; E. F. Hess, adhesives 
Product manager for Minnesota | 
Mining, and representatives of 
Fisher Body, Allegheny Ludlum, 
Aluminum ‘Co. of America and 
Enjay Laboratories. 

Theme of the convention is “The 
Coming Decade of Body Design.” 





Finance Group 
Issues Report on 


Senate Hearings 


CHICAGO.—\—The American Fi- 
nance Conference, a trade group for 
local and regional finance compan- 
ies, has published a booklet titled 
“Economic Dictatorship in Auto- 
mobile Financing.” 

The material is the conference's 
version of last winter’s Senate hear- 
ings on bills that would prohibit 
vehicle manufacturers from operat- 
ing finance subsidiaries. 

The Senate subcommittee con- 
sidering biils on this question will 
not take final action until 1960, The 
finance group is a supporter of the 
proposed legislation. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 











in Arbuckle in 1876 as a blacksmith 
shop. Thirteen years later, in re- 
sponse to a demand for wagons, he 
began selling Studebaker products. 

His son, A. J. Atran, took a cor- 
respondence course in automotive 
repair in the early 1900s and built 
up a reputation as an automobile 
mechanic. 

After his father died in 1909, he 
inherited the business, began sell- 
ing and servicing Studebaker 
EMF cars, and installed the first 
gasoline pump in the town. 

In 1928, the old blacksmith shop 
was torn down and the present 
building was constructed. 

A, J. Atran, now 78, and his son, 
Stanley, 43, have been partners in 
the dealership since Jan. 1, 1955. 
Arbuckle, with a population of 851, 
is 50 miles northwest of Sacra- 
mento. 

Mosehart and Keller began sell- 
ing Studebaker wagons in Houston 
in 1896. It became an auto dealer- 
ship in January, 1907, selling Stude- 
baker EMF's. 

Present officers are 3 + 
Schleeter jr., president, and W 





Atran's After 70 Years— 





Atran’s Garage in Arbuckle, Calif., as it appears today. Stanley Atran, left, and 
his father, A. J. Atran, have been partners in the dealership since Jan. 1, 1955. A. J. 


Atran, now 78, fook over the business in 1909. 


Schleeter, vice-president and treas- 
urer. 

“The tradition for quality and 
craftsmanship that assisted in es- 
tablishing these record dealer- 
ships is being maintained today,” 
Skillman said. 


“Sons have succeeded fathers for 





. & 
generations as employes in our 
South Bend plant,” he added. “The 
same basic skills that created the 
historic Studebaker vehicles of yes- 
terday are linked today with the 
latest engineering developments in 
producing our trucks, Hawks and 
Larks.” 








with °869 portable 





A COMPLETE SYSTEM 
... no hidden extras! 


You’re in business the minute your Damage-Dozer is set up. 
$869* brings you all equipment illustrated — Assortment EK-60. 
Included are Porto-Power hydraulic unit, gages, diamond de- 
tector, safety stands and supports, twist beam, 12-ton hand jack, 


chains, load binder, pull plate and operating manual. . 


plete frame and body repair system! 


*Prices F.O.B. factory. 
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Buyer Gets Money 
Back on Rambler 
In Mileage Row 


- NEW ORLEANS.—The New Or- 
leans Better Business Bureau re- 
ports that a Rambler buyer has 
won the return of his purchase 
price when his Rambler failed to 
deliver the gas mileage mentioned 
in an advertisement. 

Arthur Cobb of Baton Rouge 
sued American Motors Corp. and 
Capital Rambler, Baton Rouge, 

ing that he relied on an ad 
which said the Rambler would de- 
liver 32 miles per gallon. 

AMC contended that it advertised 
that “one” Rambler obtained such 
mileage in supervised tests. Cobb 
produced tests which he said show- 
ed his Rambler delivered 8 to 10 
miles per gallon. He also contended 
the transmission was faulty. vs 

District Judge Jess Johnson up- es 
held Cobb’s contention that the ad- 
vertising constituted an expressed 
warranty without reservations. He| Father-Son Team— 





ordered that Cobb’s purchase price 
be returned in addition to $500 for 








Coast Dealer Uses .. . 





SAN DIEGO, Calif—Bob Bauer, 
Plymouth-DeSoto dealer here, and 
his son Bill, have developed a sev- 
en-point program for success in 
the service department, 

Service before and after the 
sale pays off in dollars and cents 
on the books of the dealership, 
they believe. Bill, who heads the 
service department, listed the 
seven points as. 

1. Employe loyalty being high, 





Southwestern Investment 


Acquires San Antonio Firm 

AMARILLO, Tex.—Southwest Ac- 
ceptance Co., Inc., San Antonio, 
has been merged with Southwestern 
Investment Co., according to R. 
Earl O’Keefe, president of South- 
western. 

Nelson D. Miller sr., SWAC pres- 
ident, will continue to head the 
firm, now known as the Southwest 


Bill Baver, left, looks over a service promotion with his dealer-father, Bob. Bill Acceptance Co. division. Miller also 


annoyance and inconvenience and| heads the service department in his father's San Diego (Calif.) Plymouth-DeSoto| has been elected a director and 





$500 for attorney’s fees. 


dealership. The father-son team builds car sales with successful service. 





vice-president of SIC. 





body at one time 








Damage-Dozer 


Now you can expand for more profit 


without altering your shop layout 












HANDLE 'EM ALL — UNITIZED BOD- 
IES . . . FOREIGN CARS. Come what 
may in frame and body design, you'll 
be ready with the Damage-Dozer. 
Twist Beam. 


TOOL UP for the growing repair problems of today’s 
car designs. With Damage-Dozer, you can align any 
body and frame together. Important, too, you can 
make frame repairs anywhere — inside the shop or 
out. And when not in use, the Damage-Dozer can be 
tucked away in a 2’x 12’ area. No workspace tied up! 

Makes for good customer relations as well. You’re 
able to furnish an immediate estimate — return 
the car without handling and haulage delays. 

See your Blackhawk Collision Headquarters Jobber 
to arrange a trial in your shop! Prove to yourself how 
this production tool makes money for you. 

Available on Blackhawk’s pay-as-you-earn plan for 
as little as $39.95 per month! Let your Damage-Dozer 
pay for itself out of additional profits. 


BLACKHAWK AUTOMOTIVE DIVISION 
Dept. P-40-109, Milwaukee 46, Wisconsin 


LICK ALL DAMAGE — INCLUDING 
TWIST. Damage-Dozer does any repair- 
able frame job — even difficult ‘‘twist"’ 
like this with the exclusive Blackhawk 





BLACKHAWK: 


LEARN IN YOUR OWN SHOP. Illus- 
trated manual shows all types of dam- 
age, gives step-by-step directions to 
make any repair. 
learn to use it. 


All your men can 







FIELD-TESTED FOR TWO YEARS... 


and this is what a typical 
user says: 






“And how it works — 
especially on foreign cars! 
Must have been designed 
by bodymen. It's a real 
time-saver — a cinch 

to hook up to all makes 
and models." 














BLICKLE AUTOBODY, 
Racine, Wisconsin 





7 Steps to Service Success 


thus low turnover, (Two service 
employes who started with the 
dealership when it was organized 
are still with the firm.) 

2. Greet customers immediately 
upon arrival. 

3. Make an accurate diagnosis of 
the trouble. 

4. Make every sale of service 
honest and impartial. 

5. Sell preventive maintenance 
to keep owrers happy with the 
product. 

6. Handle adjustments properly 
and fairly. 

7. Put the new cars out right so 
you can be proud of them. 

To back up the claim that serv- 
ice pays, the elder Bauer points out 
that last year customer labor av- 
eraged $12,850 per month, with 

parts on these repair orders av- 
eraging $9,863 per month. 

This figures out to 660 repair or- 
ders per month for an average of 
$19.34 per repair order. In addition, 
Bauer handles just under $5,000 per 
month of internal repairs. 

The department consists of 
seven technicians, three new-car 
men, four body shop men, plus a 
body shop foreman, 

According to Bauer, his service 
operation is largely responsible for 
the dealership’s successful sales 
record. Both new and used-car cus- 
tomers often become regular serv- 
ice customers resulting in a hard 
core of loyal car buyers. 


Swedes Are Sold 
On Seat Belts, 
Supplier Reports 


STOCKHOLM. — More than 450,- 
000 auto-seat safety belts were sold 
in Sweden in the last 12 months, 
according to A B Licenssystem, a 
firm which supplies the country’s 
automotive trade with the seat 
buckles. 

Oscar Swahn, a spokesman for 
the firm, said the chest belt is 
the most popular because it is 
easier to use than the harness or 
lap types while giving ample pro- 
tection, 

After an intensive study of seat 
belts, he added, the Swedish State 
Power Board, a government agency, 
ordered the safety devices for all 
its cars. 

This action resulted in a nation- 
wide surge of interest in the belts, 
said Swahn, and newspapers, radio 
and special meetings have kept that 
interest alive. 

“Almost every buyer of a new car 
in this country asks the dealer to 
fit the car with a safety belt,” he 
said, “Everyone is convinced that 
these belts save many lives daily.” 

Most of the cars are equipped 
with fittings for the belts and in 
some the belt is standard equip- 
ment, he added. 


Chrysler-Imperial 


Promotes Foraker 


DETROIT. — Appointment of 
Walter E. Foraker as assistant 
general sales manager of Chrysler 
and Imperial division was an- 
nounced by E. M. 
Braden, general 
sales manager. 

Foraker has 
been with Chrys- 
ler Corp. and its 
divisions since 
1934. After ex- 
perience in car 
manufacturing 
divisions, and the 
Amplex division, 
he was appointed 
to the staff of the W. E. Foraker 
general manager of a car manu- 
facturing division in 1947. He then 
served as a retail sales conference 
leader, district manager and direc- 
tor of distribution. 

In 1953, he joined Chrysler and 
Imperial division and in 1954 was 
named zone sales manager. In 1956 
he was appointed organization and 
development manager and in 1958 
was named to the staff of C. E. 
Briggs, general manager of the di- 
vision, as executive assistant. For- 
aker has since served as manager 
of dealer placement. 
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AUTOMOTIVE WASHINGTON 
Talk of Tariff on Imports 
Is Flayed by FDR Jr. 





By William Ullman 
Washington Bureau Chief 
© ng Tacoma sama shortsighted and stupid!” is the label 
hung by former Congressman Franklin D. Roosevelt jr. 
on talk about hiking tariffs on imported automobiles as a 





way of bolstering the domes-®— 


tic industry. 

A Fiat distributor now domiciled 
in Washington, Roosevelt said it 
doesn’t make 
sense for the 
U. 8. to go re- 
strictionist after 
spending billions 
of postwar dol- 
lars to help Eu- 
rope revive its 
economy and 
fight off Com- 
munist penetra- 
tion. 

“We must de- 
cide,” he told the 


William Ullman 








| Advertising Club of Washington, 


“whether we favor a policy of trade 
or aid.” He said it was vital to our 
own interests to continue buying 
from Western Europe so that it 


© \can keep purchasing goods from 


us. 

The effect of jacking up tariffs, 
Roosevelt said, would be to “vir- 
tually exclude the imported econ- 
omy car from the American mar- 
ket.” 

The son of the late President 
opined that the Big Three’s new 
economy cars won’t hurt the low- 
priced imports very much. But 

he doubted that foreign models 





would ever account for more 
than 13 or 14 percent of the U. S. 
market. 

If a survey were taken, it is like- 
ly most auto manufacturing execu- 
tives would agree with the stand 
against artificial bars to foreign 
competition, such as tariffs and 
quotas. 

To its credit, the industry has 
been historically free-trade in its 
outlook. Even when things have 
been tough and the pinch of im- 
ports really has hurt—as in 1958— 
there were almost no whimpers 
about shutting off overseas prod- 
ucts as a way out. The long view 
has prevailed . . . consistently. 

* * 


* 


Others Cried 


7 record of many other indus- 
tries in this regard is hardly in- 
spiring. Some have preached eco- 
nomic internationalism and then 
done an abrupt about-face when 
their own interests were involved. 
Others have made no pretense of 
being free-trade and have clam- 
ored for Government protection at 
the slightest penetration of com- 
peting goods from abroad. 

The tide of industrial protec- 
tionism has been on the rise in 
recent years, as evidenced by the 
dockets of the Tariff Commission. 


Textiles, oil, lead and zinc, steel, 
heavy electrical equipment, bi- 
cycles, sewing machines—t hese 
are but a few of the industries 
that have directed pleas to Wash- 
ington for help in cutting foreign 
competition. 

The likelihood of higher prices 
to consumers resulting from trade 
restrictions has been an incidental 
consideration. 

In refreshing contrast, the auto 
industry has taken the view—and 
acted on it—that the best way of 
meeting foreign competition is to 
develop new products with appeal 
to the American public. Thus, the 
Corvair, Valiant and Falcon. 

+ ok + 


Wails from Rails 


HILE the auto industry is 
abuzz with excitement over the 
new compacts and prospects of a 
sizzling sales year, the competing 
railroad industry continues to have 
its troubles—much of it due to the 
inroads of private auto travel. 
Railroaders, trying to cut down 
on the red ink, have been discon- 
tinuing unprofitable runs wherever 
possible, mostly commuter services 
in big cities. This is in line with 
a 1958 act of Congress making it 
easier for the Interstate Commerce 








pane Motors Reliability in Action... 
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The proof is in the testing! Harrison transmission 
oil coolers give maximum performance on the 
road, because they’re thoroughly researched 
and performance-tested in the laboratory. 
Harrison-General Motors engineering and test 
facilities are complete, extensive . . . 
to lead the way to the best product possible 

_ for today’s drivers. And GM’s constant search 
for improvement is your assurance that 
Harrison temperature-control equipment will 
continue to set the pace-for the tops in product 
reliability and value. If you have a heating 
or cooling problem, take advantage of a half 
century of experience in the automotive heat- 


transfer field! Look to Harrison for the answer. 
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A corner of the Harrison dissipator lab . . 
heat dissipating characteristics of Harrison temperature- 
control products are measured and analyzed. 


LOCKPORT, 


. where the 


Commission to OK abandonment of 
money-losing trains. 

But legislators in states where 
some train travelers have been 
inconvenienced by discontinu- 
ances charge that the ICC has 
been altogether too lenient in 
giving the go-ahead to discontin- 
uance petitions. They claim the 
commission has been permitting 
“wholesale” abandonments of 
passenger train service, to the 
detriment of the public. 


ICC Chairman Kenneth H. Tug- 
gle disputes this. He points out that 
the ICC has granted only 45 of 163 
requests to drop trains since pas- 
sage of the 1958 act, allowing cur- 
tailed service in 10 other instances, 

Tuggle doesn’t think passenger 
trains are on the way out. “I do not 
agree,” he says, “with those of dim 
or little vision who see the demise 
of rail passenger business in either 
the near or distant future ... The 
outlook is not entirely black nor 
is it correct to believe that rail- 
roads generally are ready to give 
up passenger business as a lost 
cause.” 

Tuggle contends railroads are 
making a genuine effort to improve 
pricing, service and equipment in 
face of continuing deficits on pas- 
senger runs. 

The railway unions, hurt by the 
cutbacks, aren’t taking such a flat- 
tering view. They claim the roads 
are deliberately trying to drive 
away passenger business by un- 

(Continued on Page 81, Col. 1) 





Colbert Foresees 
Europe Topping 
U.S. in Auto Sales 


PARIS.—The auto market of 
Europe will exceed that of the U. S. 
“sometime between 1970 and 1975,” 
L. L. Colbert, president of Chrysler 
Corp., predicted 
at a Chrysler In- 
ternational sales 
conference here. 

“IT am struck 
by the similarity 
between the con- 
ditions that pre- 
vail in the auto- 
mobile business 
in Europe now 
and the condi- 
tions that existed 
in the U. S. when 





L. L. Colbert 
Walter P. Chrysler founded this 


company 34 years ago,” Colbert 
said. 

“Even the ratio of cars to popu- 
lation is about the same. For ex- 
ample, here in France the ratio is 
one to 10—almost exactly what it 
was in the U. S. in 1922. 

“I am convinced that sometime 
between 1970 and 1975, the auto- 
mobile market in Europe alone will 
exceed that of the U. S., and be- 
yond Europe are the rapidly grow- 
ing economies of progressive coun- 
tries in South America, Africa and 
the Australian area.” 

Earlier, at a dinner in his honor, 
Colbert told a group of French 
automobile manufacturers that in- 
ternational cooperation between 
businessmen serves to advance the 
“cause of economic progress.” 

At the dinner, Jean Marcel Jen- 
neney, minister of Commerce and 
Industry, presented Colbert with 
the cross of a Chevalier of the 
Legion of Honor in recognition of 
his contributions to American- 
French economic cooperation. 
Attending the dinner were lead- 
ing French automobile manufactur- 
ers, including Pierre Dreyfus, of 
Renault; Pierre Bercot, of Citroen; 
Henri T. Pigozzi, of Simca; J. P. 
Peugeot, and Paul Panhard. J 





Ely Steps Down, 
Young Ups Seely 


DETROIT, — Young Spring & 
Wire Corp. has announced the re 
tirement of Neil D. Ely, 55, as pres- 
ident, He had been with the Young 
corporation for 35 years, and will 
continue to serve as a member of 
the board and Young’s executive 
committee. 

S. R. Baker, chairman and chief 
executive officer, announced that 
Irving R. Seely has been designated 
executive vice-president. Seely join- 
ed Young earlier this year as vice- 
president of operations, He pre- 
viously served as executive 
vice-president of Kawneer Co., 
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Modern Showroom Opens— 


These modern display rooms of Cole and Hinds Chevrolet are located on Genesee 
Rd. on the outskirts of Auburn, N. Y. 








No Turnback 





U. C. Mileage Guaranteed 


AUBURN, N. Y.—Cole and Hinds 
Chevrolet here believes it is on 
the right track when it comes to 
starting a new business. 

Recently the dealership inaugu- 
rated a new sales program by ad- 
vertising a “No Mileage Turn- 
back Guarantee.” 

Each used car had a notarized 
tag and signature of the owner 
with the exact mileage of the ve- 
hicle when it was traded in. 

When questioned about the suc- 
cess of the new promotion, Charles 
W. Hinds, who thought up the idea, 
was enthusiastic about its recep- 
tion. 

“It sold over 75 percent of my 
used cars,” he remarked pointing 
to his greatly depleted used-car 
stock. “It may seem unusual but 
we had very little trouble selling 
the cars having a mileage of 75,- 
000.” 

The notarized card on each car 
also contained the phone number 
of the previous owner. This was 
listed to enable the potential 
customer to contact the old 
owner on the condition of the 
car. 

As a further proof of the sincer- 
ity of this “No Mileage Turnback 
Guarantee,” the dealers offered a 
reward of $1,000 for information 
refuting their claims. 

This sales program had a twofold 
purpose for Chester T. Cole and 
Hinds. Being new dealers in the 
city, they were determined to build 
up a reputation based on integrity 
and public confidence. 

The program was opened with a 
half-page ad in the local paper. 
The heading read—“They’re Trad- 
ing Fast for Our ‘59!” Under this 
heading was a photograph of the 
Sales personnel seated in an open 
car, sporting their best smiles. 

The caption for the photo read: 
“It’s a good time for YOU to see 
a Cole and Hinds salesman and 
get an O.K. used car with a (and 
then in heavy type) NO MILE- 
AGE TURNBACK GUARAN- 
TEE.” 

The rest of the ad briefly stated 

* +. * 


Customer's Proof— 


Charles W. Hinds of Cole and Hinds 
Chevrolet, Auburn, N. Y., shows a cus- 
tomer a notarized tag during the firm's 


the facts of the notarized tag and 
the $1,000 guarantee. Beside this 
was listed a number of their best 
used-car buys. 

A week later the sale was fol- 
lowed by another half-page ad with 
a heading which stated, “WE 
THANK YOU.” Then came a photo 
of the dealers which was followed 
by: “For SPECTACULAR success 
the demand for our NO MILEAGE 
TURNBACK USED CARS has cut 
our stocks way down and allows 
us to offer SPECTACULAR trade- 
ins for clean, low mileage cars. 
TRADE NOW.” 

This was followed by special list- 
ings of bonus offers on cars. 

Cole and Hinds is located on 
the outskirts of town, two miles 
from the business section. 

“In some cases, this can be a 
problem,” Cole said, “especially if 
the garage is doing a repair job 
on a car. Then we have to drive the 
customer to his place of business. 

“Of course,” he continued, “we 
have been thinking of a solution 
to this problem.” Then he went on 
to explain that, if the business 
keeps expanding, he will have to 
inaugurate a shuttle system for his 
customers. 


White ‘Cruiser’ 
Designed to Haul 
Longer Trailers 


CLEVELAND. — The “turnpike 
cruiser,” model 5464TDC, featuring 
a fiberglass cab, 335-horsepower 
diesel engine, and tandem drive 
rear axle with 127,400-pound allow- 
able GCW, has been engineered by 
White Truck division, White Motor 
Co., specifically for hauling longer 
trailers and trailer combinations 
legally on limited access highways. 

The cruiser utilizes the same fi- 
berglass cab styling as the White 
single-axle model 5400TD. However, 
the new tandem-axle unit is en- 
gineered for heavier, longer trailer 
loads and is powered by a Cum- 
mins NFC diesel engine which pro- 
duces 335 horsepower at 2,100 r.p.m. 
and a maximum torque of 900 
pounds foot at 1,500 r.p.m., with 
14.5:1 compression ratio. 

Transmission of the cruiser is a 
R96S heavy-duty Fuller Road- 
Ranger with 10 speeds forward and 
with aluminum case for weight sav- 
ing. Rear axle is the Timken SRHD 
rated at 38,000 pounds, This com- 
plete power train provides 127,400 
pounds allowable GCW. 

Standard cab is White’s patented 
tilting cab-over-engine design with 
only 50-inch dimension from front 
of bumper to back of cab. 

The 5464TDC also is available 
with 22-inch and 31-inch sleeper 
cabs, which give the tractor 72 
and 81-inch front bumper to back 
of cab dimensions, respectively. 
With either of these sleeper cabs, 
the new White can pull two 40- 
foot trailers, maximum allowed on 
the New York Thruway and Mass- 
achusetts Turnpike and a single 











“No Mileage Turnback Guarantee" week. 


40-foot trailer in 50-foot states. 





















































REPUBLIC PARTS BINS 


and Planned Storage... 
boost service profits 


Controlled stock turnover is the key to service parts profits. Planned Storage with 
Republic Parts Bins keep you on top of inventory control. Improves customer 
relations and service. 

With Republic’s Planned Storage Service, factory-trained experts design bins 
and shelving to your specific needs. Orders flow in, items flow out—because space 
is utilized efficiently. With Republic Flexi-Bilt Parts Bins on the job, parts, numbers, 
and prices can be tagged clearly, easily. 

Start saving today. Call your Republic representative and let him take the worry 
and work out of your parts inventory. Or, send coupon. 





* Bendall Motor Sales, Inc., Alexandria, Virginia 


REPUBLIC STEEL =o 
BERGER DIVISION 


BERGER DIVISION 
DEPT, C-7778-R 


1078 BELDEN AVENUE - CANTON 5, OHIO 
I want to learn more about: 
OC Republic Planned Storage Service 
0 Republic Flexi-Bilt Parts Bins 
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New ‘Popular’ Now Is Country’s Cheapest Car .. . 





British Ford Upsets BMC Claim 


By F. C. Livingstone 
Staff Correspondent 

ONDON. — British Motor Corp. 
has lost its claim to being the 
maker of the cheapest car on the 
British market. Ford’s of Dagen- 
ham has undercut BMC with its 
new “Popular” model, priced $8.40 
below the basic $1,351.60 for the 

Mini-Morris and Austin Seven. 
The Popular is basically the old 
Anglia, which in turn was prac- 
tically the same as the Consul of 
the early ’50s. The Popular, $90 
r than the Anglia, retains 
the Anglia 1,172 c.c. motor, devel- 
oping 35 bhp. a three-speed 
synchromesh gearbox, hydraulic- 
ally operated clutch, independent 
front-wheel suspension and hy- 

draulic brakes. 

The standard model is fully trim- 
med, comfortably furnished and 
available in eight exterior colors. 
Three additional colors are offered 
for the deluxe model. 

Auto buyers thus will have their 
choice, within a narrow price range, 
of the new Morris-Austin twins, 
which are revolutionary, and the 


new Ford, which is a _ well-tried 
product of the mid-’50s. 
* * aa 


Credit War Expected 


—_— new angle of the 
price war is in credit financing. 
Cutting across the customary 
method of credit, in which the 
dealer acts as agent for a finance 
firm, a new system has been intro- 
duced by Broad Walk Investments, 
Ltd., London, The firm proposes to 
deal direct with auto buyers, pay- 
ing car dealers a registration fee 
for referring customers to them. 

The company claims it will be 
able to reduce credit costs by at 
least 15 percent, and at the same 
time relieve dealers of the head- 
aches which accompany default- 
ers and recovering their autos, 

The new system, which has been 
titled CCC (Cheaper Car Credit), is 
also to be made available to all 
commercial vehicle buyers. 

a” + +” 


R-R Gets Aluminum Engine 


beer wot Rolls-Royce makes a 
change, it is a major automo- 








tive event the world over, For the 


last five years R-R has been secret- a 


ly developing a new aluminum 
eight-cylinder engine, which goes 


into the 1960 Silver Cloud and the/|® 
“S” series Bentley sports hardtop— | 


the first in regular production by 
Rolls-Royce to have an eight-cylin- 
der unit. 

The result is the autos have 
more power and acceleration, yet 
the new engine is no heavier 
than the one it replaces. This is 
possible because of its compact 
design and the use of aluminum 
alloy. Other factors responsible 
are the relatively low compres- 
sion ratio of 8 to 1, the dynamic 
balancing of the crankshaft, and 
hydraulic tappets. 
Power-assisted steering is in- 

cluded in the standard price for the 
first time. The basic price for the 
Rolls-Royce is $11,466 and for the 
Bentley $11,186. 

The eight-cylinder engine has a 
capacity of 6,230 c.c. The maximum 
speed is 106 m.p.h. and the cruising 
90 m.p.h. at 14-16 m.p.g. Weighing 
4,648 pounds, both cars have a 





New Sunbeam Rapier Bows— 





The Rootes Group has introduced this new Sunbeam Rapier convertible. The car 


is one of three new models being produced by the British maker. 


versions of the Hillman Minx and Singer 
KS 


wheelbase of 123 inches and a track 

of 58 inches. The overall length is 

211% inches; height, 64 inches, and 

width, 74% inches. ‘ 
* 


Daimler Has Sport Car 


Lo a radical] change of policy, 
Daimler Co. has come out of 


the luxury market. It has brought 





For your added convenience— 


BOTH GREAT BRAKE FLUIDS 
NOW IN HANDY 12-02. CANS 


DELCO SUPER 11 
EXTRA HEAVY DUTY BRAKE FLUID 


This is the brake fluid that is original equipment on all new General Motors cars—a 
ready-made market for replacement. Improved with HTD, Delco Super 11 flows freely at 
—60°F. and exceeds the minimum boiling point and all other requirements set by 

$.A.E. 70R1 and the new S.A.E. 70R3 specifications. It’s completely compatible 

with rubber and metal parts, chemically inert, physically stable. Sold through 

United Motors System and General Motors dealers. 





Both Delco brake fluids continue to be available in pints, quarts, 1-, 5-, and 30-gallon containers. 


Vital Parts for Automotive Progress \s 





HYDRAULICE 
BRAKE; 


“Ae FLUIDE 
— 


DELCO SUPER 99 
HEAVY DUTY BRAKE FLUID 


Here’s heavy duty protection for cost-conscious customers. Free flowing at —60°F. and 
exceeds the minimum boiling point and all other requirements set by S.A.E. 70R1 
specifications. It's chemically inert, physically stable and compatible with rubber or 
metal brake parts as well as other quality brake fluids. Sold through 

General Motors car and truck dealers and the United Motors System. 
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PS RUQOUNCES «12 49 OR FLUID OUNCESHLITAOOIS | 





Moraine Products 


Division of General Motors, Dayton, Ohio 


The others are 
Gazelle. 

* * * 
out a new two-seater sport model, 
priced in England at a basic $2,755. 

With a 2%-liter, eight-cylinder 

engine developing 140 h.p., it is 
capable of a maximum speed of 
over 125 m.p.h. Yet it can cruise 
gently in top gear at 5 m.p.h, At 
30 m.p.h., it uses 38 m.p.g. and at 
90 about 23% m.p.g. 

* ca 


* 
3 New Rootes Models 


EE new models have been 
introduced in quick succession 
by the Rootes Group. They are new 
versions of the Hillman Minx, Sun- 
beam Rapier and Singer Gazelle. 

The new Minx has introduced 

the first fully automatic trans- 

mission in a volume-produced 
light auto, It has the Smith 

“Easidrive” system, which dis- 

penses with clutch and gear shift. 

“Easidrive” also is offered with 
the Singer Gazelle. 

The “Easidrive”’ system is based 
on the principle that particles of 
magnetic powder can be “solidified” 
to form a direct coupling when 
subjected to a magnetic field. It 
uses two magnetic powder cou- 
plings (one for low and intermedi- 
ate gears and one for top gear) in 
Place of the conventional friction 
clutch. 

As the powder is “solidified’”—by 
current from the auto’s dynamo 
passing through generating coils— 
the coupling is smoothly and pro- 
gressively engaged. When the 
motor speed drops and the throttle 
is closed, the current to the field 
coils is interrupted—and the pow- 
der instantly returns to its original 
form disengaging the coupling. 

Gear changing is controlled by 
an electric “brain,” or governor, 
which is sensitive to road speed 
and to the accelerator pedal posi- 
tion. This transmits signals to an 
electrical control box which, 
through solenoids and _ contacts, 
performs the sequence of opera- 
tions necessary for changing up or 
down. 

* 


Jaguar Output Sets Mark 


FOr the year ended July 31, 
Jaguar production reached a 
record high of over 20,000 units, of 
which well over half were exported. 
Exports to the U. S. rose by 20 
percent, and represented 53 per- 
cent of total world exports, which 
were 14 percent higher than for the 
corresponding 1957-8 period. 
A + * 


Rover Consolidates 


OVER has streamlined its 1960 

line by replacing five models 
with three, the two smaller ones 
having new power plants. The 
smallest is the “80,” which has a 
2%-liter engine based on the tough 
unit of the Land-Rover and which 
gives a top speed of over 80 m.p.h. 
The other is the “100,” which has a 
2.6 liter engine and gives 90 m.p.h. 
plus with ease. The third model is 
the extra-fast 3-liter hardtop. 

+ ~ + 


U. C. Price Slash Seen 


E advent of the small car is 

expected to mean lower prices 
on used cars. The used units held 
up well during the Summer, but 
dealers feel they’ll have to make 
drastic reductions soon. 

One London-area used-car man 
doesn’t expect the price slide to 
begin until midwinter, but most 
observers say that only continued 
labor disputes at BMC could hold 
it off that long. 

+ ” * 
Competition for British 
ILLIAM C. NEWBERG, Chrys- 





ler Corp. executive vice-presi- 
(Continued on Page 59, Col, 1) 
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‘Popular’ Now Is Cheapest .. . 








British Ford Upsets 
BMC Price Claim 


(Continued from Page 58) 


dent, told a London audience that 
his company’s new Valiant might 
well have more appeal in world 
markets than the larger Chrysler 
cars. 

“We shall, at any rate, push the 
new model in Continental and Com- 
monwealth markets just as far as 
we can,” he said. 

In Britain, Simca sales have 
been so successful since Chrysler 
assumed responsibility in June 
that 300 of the cars were flown 
here from France in August. 
Partially built Simcas also will be 
flown here for assembly at Kew. It 
is expected that Chrysler will sell 
at least 2,000 Simcas in Britain this 

year. 

At first, British components will 
constitute 20 percent of the Simcas 
assembled here. The British content 
reportedly will exceed 50 percent by 
next March. 

* * * 
Rootes Styling Wins 

ILLMAN MINX cars won first 

prize in the sedan and convert- 
ible sections of their class in the 

National Coach Work competition 

organized by the Royal Netherlands 

Automobile Club, A Sunbeam Ra- 

pier took second place in its class. 
os * + 


Weatherproof Hood 
ATERSHIELDS, LTD., has de- 
veloped a windshield and hood 

for the Austin-Healey Sprite which, 

the company says, make the car as 

weatherproof and draftproof as a 

hardtop. 

The windshield has an alumi- 


Utah Opens Fight 
On Shop Discounts 


For Insurance 


SALT LAKE CITY.—The Utah 
State Trade Commission has an- 
nounced that it plans to crack 
down on insurance companies 
which seek discounts from auto re- 
pair shops and against such shops 
which give them. 

Parley W. Hale, commission ex- 
ecutive secretary, has sent warning 
notices to insurance companies and 
shops which were suspected of 
violating the law. He said the dis- 
count practice is fairly widespread 
throughout Utah. 

Utah’s unfair practices act makes 
it illegal for any business to dis- 
criminate in price between pur- 
chasers “where the effect of such 
discrimination may be substantially 
to lessen competition or tend to 
create a monopoly.” 

Representatives of the Utah Au- 
tomobile Dealers Assn. and the 
Utah Automobile Trades Assn. have 
agreed to provide Hale with de- 
tailed information on specific cases. 

Attorney-General Walter L. 
Budge states that in order to prose- 
cute a case, the state would have 
to obtain evidence that a discount 
lessens competition and was offered 
with that intention. 


Ford of Canada 
Adds 4 Directors 


TORONTO.—Ford Motor Co. of 
Canada, Ltd. has added three 
prominent Canadian business lead- 
ers and one of its own top execu- 
tives to its board of directors. 

New members of the board are: 

Paul Bienvenu, Montreal, presi- 
dent and managing director, Catelli 
Food Products, Ltd. 

A. E. Grauer, Vancouver, chair- 
man of the board and president, 
British Columbia Power Corp. 

Hon, Robert H. Winters, Toronto, 
president, Rio Tinto Mining Co. of 
Canada, Ltd. 

John D. King, Toronto, general 
sales manager, Ford of Canada. 


CCC Opens New Office 
ATLANTA. — Commercial Credit 
Corp. has opened a new office at 
614 Madison Ave., Huntsville, Ala., 
according to B. P. Holloway, At- 
lanta division manager, C.C. Mar- 

tin ig manager of the new office. 











num alloy frame with a deep, 
narrow lip which prevents rain 
driven across the windshield from 
seeping into the car. 

The leading edge of the hood 
cover has a metal strip which slips 
into the “lip” of the windshield. The 
hood frame is fitted with springs 
which draw the hood fabric tight, 
eliminate flapping and make a firm 
seal with the side shields. 

oa * * 


*‘Walkie-Talkie’ Showroom 


EORGE HARTWELL, a Rootes 
dealer with 22 outlets in South- 





Althen Retires in Columbus 


COLUMBUS, O.—Charles W. 
Althen, founder and co-owner of 
West Side Motors, Inc. (Dodge- 
Plymouth), has retired after 34 
years in the same location. He has 
been secretary and treasurer since 
the firm’s founding. 











Hillman's New Minx Convertible— 


The new Hillman Minx convertible has been introduced by the Rootes Group. The 


1 A 





tic tr 


cars have the frst fully 4 


ern England, ai opened a round- 
the-clock showroom. 

The front section of the build- 
ing remains open after the sales 
staff has left for the day, and a 
“hidden voice” describes the cars 
while prospects walk around and 
inspect them. 

“In other words, it’s a very pleas- 
ant ‘walkie-talkie’ arrangement,” 
said Brian Rootes as he opened the 
showroom, “The customer does the 





ina Pro ed light car. 


* 
walking and the aisle does the 
talking.” 


+ * * 
2 Vauxhalls Restyled 
b fart eegpareny has restyled its 
Velox and Cresta six-cylinder 
models, but prices have not been 
changed. 





grille and larger radiator, stiffer 


body structure with improved en- 
gine mounts, more legroom in the 
rear and slimmer side mouldings. 
A new thermostatic fresh-air 
heater is standard on the Cresta 
and optional on the Velox. The new 
models are in production. 
* * * 


Fuel Cell Demonstrated 


HE BACON fuel cell, which 

works from the electrolyte ac- 
tion of oxygen and hydrogen, has 
been demonstrated here. 

Developed over 27 years, it now 
is sponsored by the British Gov- 
ernment’s National Research & De- 
velopment Corp., which has granted 
a license to Patterson Moos division 
of Universal Winding Co, Some of 
the fuel cells are being delivered to 
the U. S. Air Force. 

In its present form, a 40-cell 
unit develops about 7 horsepower. 
It was shown powering a fork- 
lift truck. It is seen as a source 
of power for electric autos and 
trucks. 

The only “fuel” supplies needed 
are bottles of liquid or high-pres- 
sure oxygen or hydrogen, The cells 
are noiseless and odorless and have 
no exhaust except a few drops of 
water. 

The fuel cell demonstrated was 
30 inches long and 10 inches in 
diameter. 





Test plot for sales! 








ne ta OTs, 
ae Me!r ats 


A ity Me 4 


At the ag stations, one learns a lot from 
test plots. Depending on differences in 
treatment, technique, and cultivation, a 
planting may have giant growth compared 
to normal. 

In marketing, advertising, and selling it 
will soon be possible to apply test plot 
methods to sales—for the first time, in a 
quality farm magazine. 

SuccEssFUL FarMinc, with the January 
issue, will offer twenty State and Regional 
editions, plus the national edition. The 
farm marketer can select the combination 
which best meets his specific needs. 

The new SF editions offer selective 
choice for testing copy in markets of known 
characteristics, measuring keyed costs of 
returns. They facilitate flexibility, permit 
advertisers to vary copy to local conditions. 

And they enable sellers to put more sales 
effort in markets needing extra effort, to 
concentrate where distribution is best, sales 
potential highest. Local dealers can be 
listed, messages personalized for added 
sales stimulation. 

Efficient and economical, they are 
among the newest and most valuable tools 
in the modern marketer’s kit! 

The coming SF editions enjoy all the 
advantages, power, prestige and influence 
of SuccessruL Farminc .. . editorial 
content which for 57 years has shown the 









nation’s best farmers how to earn more 
money and live better. They'll have the 
same fine reproduction, full color, quality 
presentation, long life. 

SuccessFUL Farminc farmers are big 
businessmen in the nation’s most essential 
industry. Their average farm has 336 acres, 
eleven permanent buildings, is outstanding 
for use of mechanization, electrification, 
specialization . . . leads in productivity, 
yields, and profits. 

SF subscribers account for 70% of all 
US cornpickers, 54% of all combines, 
40% of all mowers, 51 % of all side delivery 
rakes, 63% of all pickup balers. 

The SF audience for more than a decade 
has had an annual estimated cash income 
from farming alone of around $10,000 — 
which reached a new peak in 1958 of 
$12,120. 

Whether your advertising requirements 
are best served by the national edition with 
1,300,000 circulation, by the State and 


Regional editions with circulations from 
67,000 to 600,000, or by a combination 
of both, you need SuccessFUL FARMING 
for its impact and influence, penetration 


and pull, effectiveness and economy! 
To get the most from your best sales 


opportunities of 1960 — 


plan now! 


Any SF representative will gladly give 


you full facts. 


Meredith of Des Moines. . 


. America’s 


biggest publisher of ideas for today’s living 
and tomorrow’s plans. 
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| Edition States *Circulation Pg. Rate 
1 om ve, meng 608,297 $3,955 
aska, Minnesota, Wisconsin 
20 State & Regional 2 Ilinois, Indiana 218,956 $1,860 
Editions of Successful Farming — 3 lowa 128,670 $1,160 
4 Minnesota 116,748 $1,050 
in January 1960 5 Nebraska 67,646 $ 625 
6 North Dakota, South Dakota 82,225 $ 762 
7 Wisconsin 76,277 $ 705 
8 Iowa, Illinois, Indiana 347,626 $2,780 
9 lowa, Minnesota 245,418 $2,085 
10 lowa, Nebraska 196,316 $1,720 
11 Minnesota, Wisconsin 193,025 $1,690 
12 Minnesota, North Dakota, 198,973 $1,740 
South Dakota 
13 North Dakota, South Dakota, 149,871 $1,350 
Nebraska 
14 Illinois, Indiana, Ohio 320,412 $2,565 
15 lowa, Minnesota, North Dakota, 395,289 $3,065 
South Dakota, Nebraska 
16 lowa, Illinois, Indiana, 540,651 $3,785 
Wisconsin, Minnesota 
17 Illinois, Indiana, Ohio, 464,985. $3,370 
Wisconsin, Michigan 
18 North Dakota, South Dakota, 247,241 $1,850 
Nebraska, Kansas 
19 lowa, Nebraska, Kansas, 339,268 $2,715 
Missouri 
20 Middle Atlantic, New England 138,385 $1,245 
*A.8.C., Publisher's Statement 12/31/58 
Successful Farming . . . Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, 
Detroit, Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 
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Finds ‘Model T Thinking’ in Russia... 





Dealer Spurns Red Sales Pitch 


By John E. Walsh 
Staff Writer 

DETROIT.—The Russians tried 
to sell a bill of goods to Mark 
Tuban, Mountain View (Calif.) 
Ford dealer, on a recent trip to the 
_— Union. But he wasn’t buy- 
ng. 

The Soviet trade ministry’s auto 
export division wanted Tuban to 
take 10,000 Russian cars to the 
U. S. When Tuban mentioned a 
number of obstacles that would 
have to be overcome, a division 
spokesman terminated the conver- 
sation abruptly with: 

“This is a deal for a big op- 
erator. If you’re not a big opera- 
tor, there is no use in discussing 
this thing any further.” 

Tuban is a big operator. He owns 
Ford outlets in Mountain View, 
Sunnyvale and Los Altos, all near 
San Francisco, He hag financial in- 
terests in several other dealerships, 
operates a trucking business and 
is a distributor of industrial en- 
gines. 

Tuban, one of 40 San Francisco 
area businessmen who visited the 
U.S.S.R. at the invitation of Deputy 
Prime Minister A. I. Mikoyan, said 
he was interested in learning about 
the Russian auto industry—but as 
a dealer and not an importer. 

On three separate occasions, the 
last on arrival in Moscow, Tuban 
said he requested permission to 
visit a Russian auto factory and 
a retail outlet. 

The Russians made their pitch 
after opening the doors of the 
Moskvitch auto plant in Moscow 
to Tuban and a fellow American, 
David Packard, president of 
Packard-Hewitt Electronics 
Corp., Pala Alto. 

“While discussing the plant’s op- 
erations with the managing di- 
rector, I was told the trade minis- 
try wanted to see me after I 
finished the plant tour,” said Tuban. 

“At the trade ministry I was 
greeted by an official who said, 
‘Mr. Tuban, we understand you're 
interested in selling Russian cars 
in the U, S’ 

“How did they get that impres- 
sion? From my requests to visit the 
auto factory, he said. We talked the 
whole thing over, and I pointed out 
a number of things the Soviet 
would have to do before they could 
— to sell cars in the U. S, mar- 

et. 


“I asked him about prices but got 
no place. He told me: ‘We’re not 
ready to discuss prices, but we'll be 
competitive.’ I told him price is the 
most important thing in American 
retailing, and that we couldn’t do 
business unless we could talk fig- 
ures first.” 

He said the trade official] ap- 
parently had no idea what a for- 
eign auto maker must do to 
Promote his product in the tough 
U. S. market, 

“When I pointed out some of the 
things Russia would have to do to 
crack U. S. competition, his reply 
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was: ‘Henry Ford didn’t have to 
do things like that.’ 

“Model T thinking governs their 
idea of marketing a car that in 
some ways isn’t much farther ad- 
vanced than the Model T,” Tuban 
said. 

“I told this fellow Russia would 
have to have a U. S. permit to ex- 
port the car and California’s certi- 
fication that the car was safe 
enough to operate on our roads,” 
Tuban continued. 

“Then I told him Russia would 
have to spend money advertising 
and promoting the car in the U. S. 
This was too much apparently, be- 
cause it was then that he halted 
our discussion.” 

Tuban said the same official 
made one more pitch later at a 





reception for the visitors from the 
U.S 


Tuban wasn’t too impressed with 
what he saw at the Moskvitch 
plant. 

“The three-story factory resem- 
bled Ford’s old Highland Park 
plant (which is being demolish- 
ed),” he continued, “The plant 
was cluttered and much of the 
machinery is antiquated. 

“Most production methods are 
cumbersome and require more 
workers than would an efficient op- 
eration. The tempo and quality of 
production is considerably below 
any to be found in the U. S.” 

But Tuban, who acquired a first- 


Moskvitch Assembly Line— 

Mark Tuban, Ford dealer of Mountain View, Calif., (wearing glasses) discusses the 
hand knowledge of production suspension of a Moskvitch with David Packard, right, president of Packard-Hewitt Elec- 
methods during a long career with tronics Corp., Palo Alto, Calif., during a tour of the Moskvitch auto factory in Moscow. 


(Continued on Page 61, Col, 1) Behind Tuban is the factory's chief inspector. 





witH MONRG:MATIC 
sell the safe ride... 





Educate your customers about shock absorbers. Remind them that 
shocks are as important to safety as they are to comfortable riding. 
Point out that worn shocks are a “creeping” danger—that they wear 
so gradually that drivers may not become aware of the loss of control 
which comes with shock wear. 


Sell the safety that new Monro-Matics provide. Explain that Monro- 
Matics stabilize a car, keep wheels from bouncing off the road, prevent 
erratic steering and side sway. 


Check the shocks on every car that goes up on your lift, and remind 
your customers that shocks with more than 20,000 miles’ service are 
due for replacement by new Monro-Matics ...the only shock ab- 
sorbers with automatic adjustment for all road and load conditions. 














MONROE AUTO EQUIPMENT COMPANY 


Monroe, Michigan In Canada +» MONROE-ACME, Ltd., Toronto 
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*Model T Thinking in Russia... 





U. S. Dealer Spurns 
Red Sales Pitch 


(Continued from Page 60) 


Ford Motor Co., was impressed 
with the plant’s incentive system 
for workers, 

“Individual effort is well reward- 
ed,” he said, “A car might be given 
to a worker who has achieved a 
notable production record. And 
that’s a big reward in a country 
where the ordinary person must 
have a permit to buy a car and 
wait as long as seven years to get 
one. 

“Merely permission to buy a car 
would be considered a great re- 





ward by the worker,” Tuban added. 
“A car is the most wanted posses- 
sion in the Soviet Union.” 

Tuban, a native of Russia who 
came to the U. S. in 1912 to learn 
the auto business at Ford Motor, 
said the cheapest car costs about 
25,000 rubles, about $6,000 in U. S. 
money. 

“The average Russian worker 
makes about 1,200 rubles a month, 
thus it would take him two years 
to buy a car if he spent his 
money on nothing else,” he 





added. “The comparable U. S. 
worker could do the same thing 
in six months.” 

He said he saw few cars on the 
streets and even fewer filling sta- 
tions. 

“The government controls the 
supply and price of gasoline and 
the motorists must have authori- 
zation to buy fuel,” he added. “I 
saw attendants drawing gas out of 
barrels with a hand pump, and 
some times cars line up 50 at a 
time to get gasoline.” 

Tuban said he never did see a 
dealership or an automotive parts 
store. 

“I did see raffle tickets for cars 
being sold on street corners,” he 
said. “And I saw certain types of 
parts on sale at market places 
throughout the city.” 

Tuban left Ford Motor in 1953 
to acquire the Mountain View deal- 
ership. From 1926 until 1934 he was 





New City Auto License 
Challenged in Nashville 


NASHVILLE. —Legality of 
Nashville’s new $10 city. automo- 
bile license, which became effect- 
ive Oct, 1, has been challenged 
in Chancery Court here, 

The suit was filed on behalf of 
George Bratton and James W. 
Ferguson, who live outside the 
city, and Robert L. Pryor, who 
lives in Nashville, The levy is 
applicable to any motorist living 
in Nashville or to any motorist 
who uses the city streets as much 
as 30 days a year, regardless of 
his residence, 








assistant manager. of the company’s 
Panama branch. 

Earlier in 1926 Henry Ford sent 
Tuban back to his homeland to 
set up schools to teach Russians 
how to use and maintain Fordson 





SHOCK ABSORBERS 


enjoy the profit side! 


You’ll like the big volume and hefty profits that 
come with Monro-Matics. 
shocks in replacement sales. And month-after- 
month you get a strong pre-selling assist from 


START WITH *5O PROFIT ON THIS 4 
TD-12 ASSORTMENT ‘ 


of 12 Monro-Matic 


Six pairs of Monro-Matics to fit the most popular 
cars on the road. Packed in a sturdy shipper that 
doubles as a display carton. 


FREE 


TOOL BOARD 


$10 


VALUE! 


They’re the leading 


Shock Absorbers 


60-DAY 


free ride plan 
builds sales 







Monro-Matic advertising in big-circulation na- 
tional magazines . .. LIFE, THE SATURDAY 
EVENING POST, SPORTS AFIELD and 
POPULAR MECHANICS. 


LIFE 








POS! 


GUARANTEED 


labor refund protects 
your profits 





Complete set of shock absorber 
tools free with each TD-12 As- 
sortment. be wpe d tools— 


mighty handy 


or many jobs 


around the shop. Includes new, 


improved nut-cutting tool. 


If your customer isn’t fully satis- 
fied with Monro-Matics after 60 
days’ use, just re-install his worn 
shocks. ugh your jobber, 
you'll receive—free—a new set 
of Monro-Matics to replace the 
ones returned by the customer. 


Should you ever have to re-install 
a customer’s old shocks, after 
he’s had the 60-day free ride, 
we'll send you a $4.00 labor ad- 
justment, on a set of four shocks. 


World’s largest maker of ride control products including famous Load-Levelers*. 


In Mexico + MEX-PAR, Box 28154, Mexico City 


*Trademark 


tractors purchased by the Soviet 
to replace farm animals destroy- 
ed in the great Russian famine. 

“In addition to selling them 
tractors, we were also directed to 
explore the possibilities for auto 
production,” Tuban recalled, “Our 
report to Ford was that you can’t 
do business with the Soviets except 
on their own terms.” 

He said the U. S. S. R, bought 
Model A equipment and tools from 
Ford in 1930 and established the 
country’s first auto plant, It was 
designed by Otto Kahn, architect 
for the Highland Park plant, he 
added. 

“One remembrance of their as- 
sociation with Henry Ford re- 
mains,” Tuban said. “The Russians 
— their assembly line a ‘Ford- 
sm,’ ” 





Delco Reveals 
Details of New 
Shock Absorber 


DAYTON, O.—Deleo Products 
division of General Motors revealed 
details of its hydraulic shock ab- 
sorbers, which are incorporated on 
all GM’s 1960 cars. 

The shock absorbers utilize a 
nylon skirt piston and a special 
high-viscosity-index fluid. 

“The combination of the nylon 
skirt and our M-3601 fluid results 
in maximum uniformity of con- 
trol,” said Mearick Funkhouser, 
chief engineer. “Performance of the 
units is greatly improved through- 
out the wide temperature range en- 
countered by GM cars.” 

In the Delco design, a thin band 
of molded nylon is placed around 
the sintered iron piston. This per- 
mits greater conformity of the pis- 
ton to the cylinder, leads to im- 
proved performance and extends 
useful life, Funkhouser said. 

M-3601 fluid, “homogenized” in a 
special process, offers greater sta- 
bility at all temperatures, thus con- 
tributing to the improved operating 
characteristics of the shock ab- 
sorber, he said. The fluid was in- 
troduced on a limited basis on 1959 
GM cars. 


Mauder Gives Up 
Cadillac in Huff 


STAMFORD, Conn. — Jack 
Mauder, a Cadillac dealer for eight 
years, has given up his franchise 
“because of what I consider dis- 
criminatory distribution policies.” 
He was president of Colonial Cadil- 
lac Co. 

Mauder, who declined to elabo- 
rate on his charges, said his prem- 
ises are being rented to Joseph F. 
Musante, president of Circle Olds- 
mobile. Musante said he will occu- 
py the Mauder property until com- 
pletion of construction of a new 
building for his dealership. 

Musante said he has not received 
the Cadillac franchise, and would 
not say whether he has applied 
for it. 


MORE NEW CAR SALES! 

MORE USED CAR SALES! 

MORE LUBE SALES! 
with AMALIE 


30,000 MILE 
BONDED MILEAGE 
GUARANTEE! 





















FOR 30 YEARS THE 
REFINERY-BACKED 
LUBRICATION GUARANTEE 
requested most by 
new car buyers! 


AMALIE 
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yivanic 
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AMALIE DIVISION 
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13 Models Available... 





Mercury Highlights 
Softer ’60 Styling 


What's New: 

New grille, hood, doors, fen- 
ders, quarter panels, deck , 
“fastback” hardtop .. . “spot” 
defrosting system .. . 12,000-mile 
fuel filter . . . printed electrical 
circuits . . . stronger body. . 
improved suspension , . 126¢-inch 
wheelbase on all models . . lower 
horsepower. 

+ + + 


_— a new car and a new price 
structure, Mercury dealers en- 
tered the '60 selling season with 
confidence, The car went on dis- 
Play last Thursday. 

Mercury slashed prices on 
every model this year, and the 
reductions on the top-selling 
Monterey series were large 
enough to bring cheers from the 
division’s retailers. Monterey se- 
dans dropped $101 and $136, and 





hardtops and the convertible 
went down $72.50. 


As a result, Monterey models are 
competing directly with Pontiac 
Catalinas this year. In ’59, Mon- 
terey prices were pretty much on a 
par with those of the Buick Le- 
Sabre. 

The ’60 Mercury has softer lines 
than last year, and there is less 
side trim, The dual headlights are 
farther apart and are set in a deep 
concave grille. The new hood ex- 
tends over the grille. 

* * * 

ODY trim extends from the 

front to the tip of the rear 
fender, and the door handles are a 
part of the molding. The low tail 
lights are canted slightly outboard 
and are housed in large, bright- 
finished bezels of the same metal 
as the bumper, 

Hardtops have a “fastback” 








roof which blends into the slop- 
ing back window. Sedans have 
flat roof with overhang above 
the wraparound rear window. 


Horsepower has been reduced, 
and all engines have two-barrel 
carburetor. Montereys and Com- 
muter wagons have a 312-cubic-inch 
engine which develops 205 horse- 
power. A 280-horsepower, 383-cubic- 
inch unit is optional on these mod- 
els. 

* . * 
ONTCLAIRS, Park Lanes and 
the Colony Park wagon utilize 

Mercury’s 430-cubic-inch engine 
which is rated at 310 horsepower. 
Automatic transmission is standard 
equipment on these models, and 
power steering and power brakes 
also are standard on Park Lanes. 

All engines have a new 12,000- 
mile disposable fuel filter which is 
sealed in an aluminum housing lo- 
cated on the gas line between the 
fuel pump and the carburetor. 
Mercury says it prevents even min- 
ute particles of foreign matter from 
reaching the carburetor. 

Another new feature is a spot 
defrosting system which shoots 
high-velocity hot air from two 
instrument-panel outlets directly 











New steels are 
born at 


Armco 





How mufflers of Armco ALUMINIZED STEEL 
cut cost and bother of early replacement 


Mufflers of Armco ALUMINIZED STEEL give more © 
than double average service life. Actual seven- 
year road tests with both ALUMINIZED STEEL and 
carbon steel mufflers provide the evidence. 

On the average, this means about half as many 
replacements. As a result, cost and inconvenience 
of too frequent exhaust system replacement are 
held to a minimum—a special boon to owners of 


cars with dual exhaust systems. 


ARMCO STEEL 








to help you sell... | 








is produced by 


Curtis Street, Middletown, Ohio. 


This extra life is possible because Armco .ALU- 
MINIZED STEEL, a special 2-in-] metal originated 
by Armco Research, offers exceptional resistance 
to heat and corrosion—the destructive combina- 
tion that slashes muffler life. Ask your parts sup- 
plier about the availability of mufflers with vital 
parts made of this special steel. ALUMINIZED STEEL 


Armco Steel Corporation, 2839 





hw 





Armco Division + Sheffield Division « The National Supply Company * Armco Drainage & Metal Products, 
Inc. « The Armco International Corporation » Union Wire Rope Corporation 





to the upper area of the wind- 
shield. 

The new models have printed 
electrical circuits for instrument 
panel lights and gauges. This elim- 
inates many wires and simplifies 
assembly and servicing. 

The printed circuits make it pos- 
sible to remove the instrument 
cluster by loosening two screws, 
disconnecting the speedometer cable 
and unplugging one “quick dis- 
connect.” 

* + oe 

| genni underbody crossmem- 

bers and ribbed floor reinforce- 
ments make the body stronger and 
more rigid. The cars are quieter 
because the windshield-wiper mo- 
tor and the heater blower motor 
are located in the engine com- 
partment. 

Among the changes in the 
chassis and suspension system 
are the installation of large rub- 
ber bushings in both front and 
rear suspension and the use of 
more butyl rubber to absorb road 
shock. 


long and 81.5 inches wide, Mon- 
tereys are 55.7 inches high; Mont- 
clairs are 56 inches, and wagons are 
57.8. Wheelbase of all models is 126 
inches. The Park Lane had a 128- 
inch wheelbase last year. . 

* * * 


IRTEEN models are offered 
for 60. Here is the lineup: 

Monterey—four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop and convertible. 

Montclair—four-door sedan, 
four-door hardtop and two-door 
hardtop. Automatic transmission 
is standard equipment on Mont- 
clairs. 

Park Lane—four-door hardtop, 
two-door hardtop and convertible. 
Automatic transmission, power 
steering and power brakes are 
standard equipment on Park Lanes. 

Station Wagons—four-door two- 
seat Commuter and four-door two- 
seat Colony Park. Automatic trans- 
mission is standard equipment on 
the Colony Park. 

7 


2: (e 


igor. 


Top Wagon in '60 Lineup— 


Mercury's top station wagon for ‘60 is 


The ’60 Mercury is 219.2 inches 




































Clean Quarter Panel— 


Mercury presents a clean, uncluttered 
rear-end treatment for ‘60. A modest fin 
shades the tail lights which are housed 
in bumper extensions. Hardtops have @ 
sloping rear window, while sedans hove 
a flat roof with overhang above a wrage 
around backlight. 


lh 












Control Center— 


Mercury interiors feature nylon-f 
fabrics with metallic vinyls compleme 
the bodycloth. The heater has gr 
capacity, and defrosting efficiency 
been improved by spot-defrosting o 
on the instrument panei which direc 
to the upper area of the windshield. 






this four- door six- passenger Colony 
Automati i is standard 





which features simulated wood p li 
ment, and a third seat is available as an 
 «. * 





Mercury Price Leader— 


features a 312-cubic-inch, 205-horsepower 
all have a 126-inch wheelbase. They are 


Lowest-priced model in Mercury's ‘60 lineup is this Monterey two-door sedan 





extra-cost option. 










engine. Thirteen models are offered, 
219.2 inches long and 81.5 inches 





Gartoons Portray 
Humorous Side 
Of Executive’s Job 


NEW YORK. — Everything a 
manager shouldn’t be is expressed 
in a witty manner in “The Em- 
battled Executive,” a 96-page book 
of cartoons published by American 
Management Assn. 

A spokesman for the firm said 
AMA “has found that an occasional 
touch of humor is not only refresh- 
ing but can also serve a useful 
purpose by helping an executive see 
a problem in a different perspec- 
tive.” 

The volume marks the associa- 
tion’s first effort to portray the 
lighter side of the problems of the 








business executive. Many of the 
















cartoons have appeared in sp 
features in The Management 
view, a monthly AMA publicati 

Among the chapter titles 
How to Wreck a Conference, 
the Day Goes, How to Fluff 
Speech, Ten Ways to Petrify F 
ress, The Gentle Art of Dec 
Making, What to Do Till the BD 
tor Comes. 

“Drawings and texts demonst® 
how challenging the manager’s 
really is,” said the spokess 
“This theme is carried out thra 
a little cartoon figure who is ev@ 
thing a manager shouldn’t be. 
witty text points out where he 
wrong.” 
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Volkswagen for Wymn 
PADUCAH, Ky.—A. O. Wyt 
has opened a Volkswagen @e 
ship at 1049 Kentucky Ave 
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SP Sell Eight Cars in Nine Days... 





Women Spur Action in Showroom 


ma UNGSTOWN, O—It may 


fantastic to men but the day 
t come when only women will 
lling new cars from the deal- 
showrooms. 
he day may not be far in the 
e, either. Half of the sales 
we at Al Wagner Motor Sales, 
(Plymouth-DeSoto), 3117 
et St, is composed of 
In a short period of time 
# women have done a credit- 
§ job of selling new cars. 
e all, unlike men, they keep 
prospecting. 
Al Wagner, head of the 
and Sales Manager Bob 
son for several months had 
ed adding women to the sales 


& “Hodgson said, “the men were 


5 


é 
S " 


lazy. They were like clerks 
ing for the customer to make 
first move, It would be rough 
he girls to sell new cars but 
hey were willing to sell, we 
d give them the chance.” 
the middle of September, Bob 
the first woman on the sales 
and, in quick succession, five 
women were added to the 
force, competing with six 
men. 
the first nine selling days, the 
ris rang up eight sales, with 
pf the go-getters selling three 
One of the saleswomen sold 
cars the first day she was on 
oor. Another girl cracked the 
barrier on her first appear- 
on the floor. 
Be fou can’t beat that kind of 
g,” Hodgson grinned. “The 
4 are getting to the people.” 
‘anen Wagner and Hodgson de- 
to hire saleswomen, they in- 
d a blind ad in the Youngs- 
newspaper offering women a 
of making $150 a week in 
Nothing in the ad mentioned 
hing about selling cars, The ad 
d for women between 25 and 


he girls were picked for their 
bnality and their ability to 


2 Used-Car Notes 


SAS CITY.—The Used Car 
miers Assn. of Greater Kansas 
@ which has not been active 

1954, has been reorganized 

an eye toward reaching full 
fement on Sunday closings. 

name of the old organization 

m™ retained and Wilson Moore, 
Mer of Across Town Motors, was 
ed president. Joint meetings 
the Motor Car Dealers Assn. 
pater Kansas City are planned 











(Bs 


e future. 
ety * 


‘ * * 
> K & L Motors Opens 
EMPHIS, Tenn.— Ernest Lau- 
and Harry Kyle have opened 
L Motors at.3077 Summer St. 
specialize in late-model used 


e * * * 
fviera Imports Buys Lot 
[.NNEAPOLIS. — Riviera Im- 
Ine. (Renault-Peugeot) has 
sed Hansen’s Motor Town, 
used-car outlet at 601 E. 
» St. Harry Stone will be gen- 
f manager of the new Riviera 
‘which will handle domestic 
: ell as imported used cars. 
cee * 


kson Opens New Lot 
IRTHRIDGE, Calif.— A used- 
Hyot has been opened by E. W. 
bh on Reseda Bivd. just north 
osecoe Blvd. He also operates 
at Sherman Way and Van 
es Bivd. 
* * * * 


gemspection Firm Formed 


BIA, S. C.—South Caro- 
| Used Car Inspection Bureau, 
principal office here, has been 
ed a state charter to inspect 
furnish reports on the condi- 
fof motor vehicles for a reason- 
® Consideration, to sell fran- 
for authorizing inspection 
jens, and to buy and sell at 
le and retail automotive 
Ories. 


# * * * 
Partners Open C-G 


ORADO SPRINGS, Colo.— 
ptors, 739 E. Pikes Peak 


| meet the public,’ Hodgson ex- 
plained. “Another factor was their 
past merchandising records in 
other selling fields.” 

Hodgson waived the age limit 
and hired a 57-year-old woman, be- 
lieving her 32 years’ experience in 
women’s wear departments would 
enable her to sell cars, Hodgson 
himself left the grocery merchan- 
dising field to become sales man- 
ager for Wagner. 

The appearance of the six women 
on the sales floor has created a 
sensation and Youngstown new-car 
dealers are on the phone daily ask- 
ing questions. Several Youngstown 
dealers are considering hiring 
women on their sales forces. 

“Why women?” Wagner was 
asked. He replied: “We believed 
since American women are a 
major factor in retail sales 

throughout the country, nothing 
could be more appropriate than 
women on the sales floor in the 
presentation and demonstration 


of new cars, We have found a 
genuine enthusiasm on the part 
of the girls and customer ac- 
ceptance of the idea has been 
most favorable.” 
Other merchandising manifesta- | 
tions have been noticed by Hodg-| 
son since the women have been on| 
the sales force. 
“With the women on the floor | 
going after customers, the men are | 
beginning to move around more,” | 
he said. “The women are stimulat-| 
ing the male salesman and the | 
salesmen, who had been sloppy in| 
their dress appearance before, are| 
beginning to spruce up and show} 
their best side to the customer. | 





| women are out for the customers. 

Hodgson has taken the girls 
|under his wing for training, with 
factory representatives coming in 
one night a week to help. Hodgson | 
confided that he is training one of 
the girls to become his assistant | 








However, there is no social mixing | ~ 
of the sexes on the floor—the| sales manager 


“These compact cars are going 
to let the rich stay rich a little 
longer.” 





“When not on the floor, the 
girls go after prospects by check- 
ing license records, used-car rec- 
ords and any other help they can 
get in locating prospects,” Hodg- 
son said. “In fact, when the girls 
see a five-or-six-year-old car on 


the street, they check the license 
number and call on the customer 

to buy a car.” 

The girls will be on a television 
program sponsored by Wagner, and 
they will ask prospective new-car 
buyers to meet them at Wagner's 
showrooms. 

Hodgson said the girls pick up 
Sales talks quickly and use them 
on any showroom visitor. 

At the present, Hodgson helps 

the girls in closing deals. However, 
he believes that within a couple of 
weeks the girls will be ready to 
close their own deals. 
The women, four married and 
| two single, take customers on dem- 
| onstrations, Hodgson goes along, 
Saying it is necessary since the 
women are not familiar with the 
model changes. Before long, how- 
ever, the women will take custom- 
ers for demonstrations by them- 
selves, 

How will the public react to car 
saleswomen? Wagner, whose other 
new-car promotions have achieved 
a favorable response in the Youngs- 
town area, says, “We are certain 
that the courtesy and friendliness 
which has made women successful 
in other fields will be deeply ap- 
preciated by automotive prospects.” 











Any of your mechanics can 
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Waener Lockheed 


LINED BRAKE SHOES 
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’ ‘HOW-TO-DO-IT és instruction Sheet 


is furnished with every set of lined brake shoes 


Wagner does more than any other manufacturer to help 
you handle brake relining jobs profitably—and with com- 
plete confidence. 

Wagner was frst to include a “HOW-TO-DO-IT” Installa- 
tion Instruction Sheet in every set of lined brake shoes. These 
easy-to-follow instructions enable any mechanic to quickly 
turn out a trouble-free job. 

THERE’S A WAGNER LOCKHEED LINED SHOE SET to meet 
your needs: CoMaX Lined Brake Shoe Sets for passenger 
cars and light trucks... WP Lined Brake Shoe Sets for 
high horsepower vehicles equipped with or without auto- 


Waencr Lockheed 


matic transmission or power brakes. Sets are available with 
either standard or oversize thickness lining for all popular 
passenger cars and some light trucks. 


THE WAGNER SHOE EXCHANGE PROGRAM. lets you take 
full advantage of mass production facilities when you ex- 
change old shoes with worn lining for quality-built Wagner 
Lockheed Lined Shoe Sets. 


FOR DETAILS consult your nearest supplier of Wagner 
Products, or mail the coupon for a free copy of Catalog 
BU-579. 


Wagner Electric ation 
6393 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S. A. 


(Brenches in principal cities in U.S. end in Conede) 
Please send us Catalog BU-579 on Lined Brake Shoe 
Sets. We understand there is no charge or obligation. 


Name 
Firm. 
Addre 











LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORNS City & State ese.v0 


has been organized by Guy 
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Home of Cuba's Biggest Distributor— 


The Havana building of Ambar Motors which is Cuba's largest distributor. 
headed by Amadeo Barletta, who is now in exile in Italy because of his connection economic reforms will produce a 


, with Batista. 





It's 


‘Happy Fiesta’ Is Over... 





The Cuban Auto Market Today, 


By Joseph M. 
Engineering Editor 

AVANA.—The “happy fiesta” 

for the Cuban auto dealers and 
the people of Cuba is over. 

Since Fidel Castro installed his 
revolutionary government on Jan. 
1 of this year, many sweeping 
changes have been made in the 
economy. And many industries, 
including the automobile market- 
ing industry, have been told in 
generalized statements that they 
are due for a substantial revi- 
sion. 

As a result, Cuban auto dealers 


' are pretty confused as to what the 


future holds for them. However, it’s 
pretty well established that Castro 


+ will further restrict—and possibly 


abolish—the importation of U. S. 
cars during the next couple of 
years. 

The dealers interviewed accept 
this for the most part with cheer- 
ful resignation, claiming that in 
the long run Castro’s agrarian and 


stronger and wealthier middle 





class, which will be a real boom to 
the dealers in. the years to come. 


Fyre bates exception, these 

dealers said that great progress 
has been made this year and re- 
ferred to “the surprising honesty of 
the current government.” 

“No matter how long the beard 

” said one man, “if an official 

is caught taking bribes, he goes 
to jail.” 

On Sept. 18 (two days before this 
reporter arrived in Havana), S- 
tro gave the dealers their most 
unsettling news when he said, in 
a four-hour TV-radio speech, that 
the importation of unnecessary 
items must be reduced so that the 
foreign exchange fund can be built 
up. 

Then he pointed out that $30 
million in foreign exchange had 
been spent in 1958 for automobiles, 
while only $5 million had been used 
for importing tractors to till the 
soil—Cuba’s richest resource. Cas- 
tro added that agricultural and in- 
dustrial machinery is vital to the 
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SAVE TIME 








Complete coverage for Hydra-Matic, Pow- 
erflite, Dynaflow, Ford-O-Matic, Power- 
glide, Merc-O-Matic, Jetaway, etc. 

New, simple wall chart and catalog tell 
which Raybestos kit to use 


Small inventory, easy to stock—27 kits re- 
place 1618 loose parts 





RAYBESTOS DIVISION of Raybestes-Manhattan, lec., BRIDGEPORT, CONN. 
RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake ks © Brake 
Fluid « Clutch Facings « Industrial Rubber « Mechanical Packings « Asbes- 
tos Textiles « Engineered Plastics ¢ Sintered Metal Products « Rubber 
Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond 
Wheels « Industcial Adhesives « Bowling Balls 











be replaced. Parts included are 
friction discs, spacer plates, gas- 
kets, front and rear clutch piston 
seal and expander, “‘O”’ rings, 
reverse clutch piston seal; also 
front oil pump seal and rear 
bearing oil seal. 


AUTOMATIC 
TRANSMISSION 
KITS 


LABOR 





AND MONEY 


Each kit contains only the auto- 
matic transmission parts that 
automotive engineers say should 








TAKE JUST 39 SECONDS TO LEARN WHY SUCCESSFUL DEALERS ARE INSISTING ON RAYBESTOS QUALITY 


e No premium char rge 
only one price to c 


@ Each part packaged 


surfaces, prevent rust, and 


distortion of gaskets 





AMERICA’S BIGGEST 





rge to the sale 


Parts engineered for replacement by sup- 
pliers tooriginal equipment manufacturers 


SELLING FRICTION MATERIAL 


e for kit packaging; 


to retest working 


swelling or 


nation and that foreign exch@ 
must be saved for that. 
eo * * 


tion as to whether this meant 
that the Cuban Government would 
soon insist that all cars sold in 


tive News representative visit Com- 
mandante Julio Camacho, Cagtro’s 
transportation minister, to 
some positive statement on 
matter. 

This was attempted, but after 
five visits to the minister’s offfee 
over a two-day period and re- 
peated urgings by the minister's 
aide to return a little later, Cam- 
acho finally said through his 
spokesman that, although ne ¢ar 
assembly is expected in Cuba im 
the near future, he was “unable 
to make any further conmit- 
ments at this time.” 

At present, all vehicles in Cuba 
are imported. On Jan. 1, there were 
159,800 vehicles in use by the’ 
island’s 6 million inhabitants, In 
the past, 94 percent of these carg 
have come from the U. &., al 
European imports have been 
ing steadily. 

There are about 300 auto dealers 
in Cuba, 75 of whom are in Ha 
and the island’s market is 
10,000 cars a year. In 1958, 9223 
units were sold, although 16,805 
sales were made in 1951. 

- * * } 


 by~. imports from the U. S. have 

been drastically reduced this 

year. Latest official figures show 

that for the first five months 

1959 only 858 U. S. cars were 

ported, compared with 3,107 in 

corresponding 1958 period. 

ed demand for European carg 

been partly responsible for this. 
Several dealers reported a sul 

stantial pickup in sales and im 

ports during the summer 

as the public began to fear 

car imports would be shut off 

as the Castro government 

buying Jeeps, police cars, 

lances, public health vehicles 

garbage trucks. It was es t 

that the Government is buying 

20 percent of all vehicles sold. 
It’s generally agreed that 

are too many dealers on the 

but surprisingly few have gone out 

of business, apparently hoping 

a favorable shift in the si 

Many dealers and distributors 

heavy inventories left over 

last year, and they've subsisted 

these cars, 











AtMaoucn the eae 
sold only 30 cars last year, 
was helped by getting full 
or more, on most of. his unit 
















SP me - 


i THE hope of getting clarifieas | 


Cuba be assembled there, several | 
dealers suggested that the AUTOMO- — 
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percent after the first year, 
another 30-60 percent after 
second year. Lower plate 
in use. + 


encourage the _— 
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When asked how this was fe. 
plished, one distributor’s saleg Mane § dex 
ager said the distributors veel aut 
retailers and that they anc 
no price-cutting from their oleate ‘9a 
Although the present impor | ;,, , 
taxes and duties sometimes amigun' 
to as much as 40 percent of a Gari {| A 
value, dealers say the import eosts | tio: 
aren’t much more than they wen | ©" 
during the Batista regime. _ 
A big difference, they claim, oy 
that the duties must actually be! . 
paid now. Formerly, a $1,000 T 
could be avoided by giving $50 dea 
the right man. to y 
Castro has also controlled D 
car market to a large extent the 
last July with a new-car incl 
law which provides that p cale 
plates must be renewed shor 
months and that fees up to dan 
per car must be paid annually, A 
* * + : Was 
OR a new ear that cost the 
er at the factory up to Fir 
the tax is $29 the first year, . 
this annual license cost rises As 
$75 for cars costing up to $2,300; N 
$150 for cars costing up to a. 
to $500 for cars costing up te | twee 
and to $5,000 for cars costing ey | to B 
$3,000. | | outs 
This plate cost declines 04 
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This license setup is ee t, Jizen 
| or carr’ 





‘ 
°°? 





raee 


BRERE PSiveie °F 








aRERGERS SEAPERESEY 


- 


SS558 SREEBS 








a 
wit 


1s 


AUTOMOTIVE NEWS, OCTOBER 19, 1959 


65 





‘Happy Fiesta’ Is Over... 





(Continued from Page 64) 


smaller, more economical vehicles. 
Also behind it is the government’s 
severe prejudice against the Cadil- 
jac. 

One dealer explained: “The Cad- 
illac became a sign of corruption 
down here. When a man became 
corrupted by (former dictator 
Fulgencio) Batista, the first thing 
he did was to buy a couple of 
Cadillacs. Then his henchmen and 
his chauffeur would get a Cadillac. 

* +. + 





REPSTSE pastes 


> a 


reale, a literature program, fashion 


| Was included in the mailing. 


itween $300,000 and $400,000 damage 


_— the chauffeur’s girl 
friend would also get a Cadil- 
lac. This is probably why the 
country’s gold reserves dropped 
from $532 million to $70 million.” 

Coloring this whole situation is 
the case of Amadeo Barletta, pres- 
ident of Ambar Motors in Havana, 
and the distributor for Cadillac, 
Oldsmobile, Chevrolet, Opel and 
Toyota in 37 dealerships through- 
out Cuba. 

According to an Ambar official, 
Barletta is now “running” from 
the government, having taken up 
residence in Italy last March. 

Barletta, who was followed 
closely by two body guards during 
his last months in Cuba, was ex- 
tremely friendly to Batista and re- 
ceived special favors, such as cus- 
toms exemptions, according to the 
Ambar official. Ambar is still being 
operated by Barletta’s associates. | 

a * * | 

ISCUSSING Barletta’s troubles, | 

this official said, “Early in| 

April, 1958, Batista was in a bad/| 
situation, and he desperately need- 
ed 300 patrol cars. 

“It usually takes 45 days to get! 
a car down here with a 50 percent/| 
downpayment, But Barletta de-| 
livered the cars to Batista in less) 
than two weeks with practically no| 
advance.” 

Commenting on the automotive 
situation in Cuba generally, one 
auto official predicted that the 
larger cars had no future there, 
but he did see a good market for 
tractors, trucks, buses, small cars 
and, especially, for spare parts. 
Castro’s road-building program 
will be a big factor, he said. 

Most of the average citizens in 
Cuba rely on buses for transporta-| 
tion and the buses are wearing out | 
in many cases. To solve this, the| 
Government has arranged to buy} 


NADA Appeals 
To Wives to Boost 


Convention Crowd 


WASHINGTON.—The NADA has 
‘decided to go “over the heads” of 
auto dealers in promoting attend- 
ance at the group’ convention here 
next year: An appeal has been sent 
to dealers’ wives. 

A, Leftwich Sinclair jr., conven- 
tion chairman, wrote to the wives 
on the stationery of Williamsburg 
Inn in Williamsburg, Va., urging 
that they and their husbands plan 
to attend the convention. 

The letter contained a note to 
dealers to “please hand deliver this 
to your wife.” 

Details of the ladies program at 
the convention were listed, These 
included a Constitution Hall musi- 


| 
| 





show, tour of the White House, a 
dance and the NADA Revue, 


A convention registration blank 





Firemen Run Out of Water 


As Pa. Dealership Burns 
NEW CASTLE, Pa.—Fire did be- 


to Bryan Motor Sales (Dodge), just 
outside New Castle. Nearly 20 cars 
4} 1 trucks were destroyed along 
%. 1 the interior of the building. 





thi, } 
Pi Videui:rship is located in an area 


q't, 
| 


fizemien were limited to the water 
(@:Etarried on their trucks. Additional 


‘semen had the fire almost out 
’ they ran out of water. The 


Which has no fire hydrants and the 


arrived in time to save the 
g. 











several hundred GMC buses in the 
near future. 
* + * 
HE bus situation will also be 
helped by Leyland Co. of Great 
Britain, which soon will establish 
an assembly plant near Cienfuegos, 
about 100 miles from Havana. 
Whether U. S. auto makers will 
set up assembly plants in Cuba in 
the future is a question. Favoring 


Metropolitan Life Sells 


Its S-P Preferred Stock 


NEW YORK.—Metropolitan Life 
Insurance Co. has sold its 30,165 
shares of Studebaker-Packard pre-| 
ferred stock to brokers. The sale 
was made as the preferred was be-| 
ing traded at about $400 a share. | 

Metropolitan is the last of 20 
banks and three insurance com- 
panies to sell the preferred shares. | 
The banks and insurance com-| 
panies received the stock as part 
of a refinancing which wiped out 
over $50 million in debts last year. 





The Cuban Auto Market Today 


this is the government’s strong 
recommendation to “buy Cuba,” 
which would be a big sales boost 
for any car assembled there. 

One U. S. import official said 
that an assembly plant could be 
profitably set up with a market 
as small as 500-600 units. 

The next move in regard to the 
auto retail situation in Cuba will 
undoubtedly come when Castro’s 
people further clarify the situation. 

+ * * 








| 
—— may come as soon as they) 
complete some of the many| 
transportation studies they’ve un-| 
|dertaken, Castro has frequently | 
stated that Cuba can expect no| 
help from outside firms willing to} 
set up manufacturing plants there. 
However, one automotive rep- 
resentative who is anxious for 
Cuba’s future and cooperation 
with the U. S., said: “Tell your 
readers, with understanding and 
faith, we will grow up, Until Dec. | 
31, 1958, we were under age.” 
This will probably happen, but) 
not “manana.” 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Ceryfie and aff present-day finishes. 





AVAILABLE TO ALL CAR DEALERS 








Another big seasonal promotion for Texaco Dealers... sparked 
by exclusive Texaco Toy Tank Truck offer — a big-value, station 
traffic-builder: By color ads in Look, Life, Saturday Evening Post, 
American Legion and Sunset. Via TV on Texaco Huntley-Brinkley 
Report—popular news program 5 nights a week... plus spot com- 
mercials, nationwide. Plus compelling station-display material. 
Result: More new customers, more service and product sales, par- 
ticularly Texaco Safe-T check-ups and Texaco PT Anti-Freeze. It 


all adds up to a very healthy boost in profits for Texaco Dealers 
this Fall! That’s why it pays to sell the best...sell TEX ACO 
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A SOLID FUTURE is one of the advantages of 
being a Texaco Dealer or Distributor. There may 
be an opportunity for you. Investigate—send this 
coupon to Sales Manager, Texaco Inc., 135 E. 42nd 
St., New York, 17, N. Y. 


I would like to get complete information about 
the possibility of my teaming up with Texaco as a 
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Rambler’s Peak Push .. . 








By Martin L. Whitmyer 
Staff Writer 


Shooting for 500,000 Rambler 
sales in 1960, American Motors 
Corp. has launched the largest 
advertising campaign in its history, 
according to Fred W. Adams, direc- 
tor of automotive advertising and 
merchandising. 

The central advertising theme 
for the 1960 Rambler is “The 
New Standard of Basic Excel- 
lence.” The well-known cartoon 
oo will be continued, Adams 


Emphasis will continue to be on 
newspaper advertising but there 
also will be heavy emphasis on 
magazines, Sunday supplements, 
network radio, television and col- 
lege newspapers, Adams said he re- 
ported that all daily and a large 
number of weekly newspapers in 
the country are on the weekly ad 
schedule. 

The 1960 full-page announcement 


Auto Advertising 








ads broke in newspapers Oct. 13 
and will be followed by other large 
ads in the following weeks. 

Four-page full-color spreads were 
used in Life and Saturday Hve- 
ning Post and full pages of color, 
plus “Love Letter to Rambler” ads 
in Time, Newsweek and U. 8. News 
& World Report. Later there will 
be page ads in Look, Reader’s Di- 
gest and in the women’s magazines 
and in the science and mechanics 
publications. Similar ads will ap- 
pear in all national Sunday supple- 
ments. 

In broadcast media, Adams 
reports that in addition to its 
year-round weekend radio spot 
campaign on NBC’s Monitor, re- 
newed again for 1960, the an- 
nouncement period also calls for 
Monday-through-Friday use of 
Monitor, 35 spots, starting Oct. 
12, American Motors also has 
bought more than 200 additional 





stations in areas not covered by 
the 199-station Monitor network. 

A saturation spot television drive 
also igs scheduled for the introduc- 
tory weeks, concentrated on Friday 
nights in prime time to reach the 
Saturday shopper — biggest day of 
the week in automobile showrooms. 
Two one-minute commercials and 
five shorter spots are ready for 
some 200 stations in 89 key markets 
across the country. 

And in the theater film, Ameri- 
can Motors will shortly raise the 
curtain on a new company movie 
produced by Metro-Goldwyn-Mayer, 
planned for widespread distribu- 
tion. Dealers are also being offered 
movie playlets for screening in 
local theaters on a cooperative cost 
basis. 

co * oe 


OAI Elects James 


Outdoor Advertising, Inc., has 
elected Alden James senior vice- 
president and director of sales. 

James formerly was executive 
vice-president and director of ad- 
vertising of This Week magazine. 

* * * 


Rootes Picks PR Rep 


Rootes Motors, Inc., has appoint- 
ed Walker & Crenshaw, Inc., New 
York, as its public relations coun- 





sel, Rootes’ advertising agency is 
Erwin Wasey Ruthrauff & Ryan, 
Inc, 

a 


. * 
Auto Ads Up in Papers 
Auto advertising in newspapers 
in June ran at an annual rate of 
$131,720,000, an increase of 56 per- 
cent over the rate for the like 
month a year ago, according to re- 
ports compiled by Media Records. 
Low-priced U. S. cars and for- 
eign cars accounted for the greater 
part of the increase, the agency 
said, with boosts of 118 percent 
and 125 percent respectively. 
> * oe a 


Philip Lesly Adds Office 


Philip Lesly Co., international 
public relations organization, has 
opened an office at 369 Pine St., 
San Francisco. 

The San Francisco Office will 
be headed by Myron Ranney, 
who was an account executive in 
the firm’s Chicago office. 

* * * 


Auto Dealers in Radio 


Some answers On how auto deal- 
ers use radio advertising to build 
sales are provided in a Radio 
Advertising Bureau report titled 
“Radio Motorama.” 

It details the radio advertising 








Available to Dealers 


in CHEVROLET + PONTIAC « 


OLDSMOBILE « BUICK « 
CADILLAC new cars 


and used cars of all makes 


BUSINESS 


Point out 
the advantages 


of "financing where you buy" 


Spell out convenience. Show customers how 


practical it is to take care of everything at one time, 
in one place—with you, the dealer. 


Stress that they can finance car insurance premiums 


and low-cost creditor life insurance as well as 


the car itself. 


Emphasize that credit facilities are available 
to GMAC customers to finance future purchases 
of tires, parts and major repairs. 


Underline the fact that they can rely on 
considerate treatment by GMAC should they 
move or if circumstances change. Nearly 
300 GMAC offices in the United States 


and Canada can assist them 


Capitalize on the dependability of the 

tried and proved GMAC Plan. And remember: 
In 40 years, GMAC has helped people 
buy over 40 million cars ‘‘on time!” 


TIME BUSINESS IS PROFITABLE BUSINESS 





technique employed by 10 indi- 
vidual auto dealers in markets 
ranging in size from Broken Ar- 
row, Okla., to Detroit. 
Advertising approaches used py 
dealers handling eight different 
makes of cars—Cadillac, Chevrolet, 
Chrysler, Ford, Lark, Plymouth, 
Pontiac and Rambler—are detailed 
in the report. 
* a” 


VW, Renault Buy Show 


Independent Television Corp. has 
sold its syndicated television film 
series, “Four Just Men,” to Volks- 
wagen in six western markets and 
Renault in two eastern markets. 
Fabrica Automex, S.A., Mexican di- 
vision of Chrysler Corp., bought it 
for all Mexican markets. 

Volkswagen bought the show 
for San Francisco, Fresno, Sacra- 
mento, Calif.; Salt Lake City, 
Portland, Ore. and Seattle, with 
Los Angeles a strong possibility, 
while Renault has bought the 
program for Norfolk and Rich- 
mond, with Raleigh, N. C., and 
Washington, D. C. as possibilities. 

“Four Just Men,” the most ex- 
pensive series ever offered for syn- 
dication buys with a per episode 
budget of approximately $50,000 
stars Dan Dailey, Jack Hawkins, 
Richard Conte and Vittorio De 
Sica. It is being filmed in London, 
Paris and Rome. 

+ * ca 


Motor Truck News Sold 


Motor Truck News, the nation’s 
oldest regional trucking trade and 
news magazine, has been acquired 
by Lee-Post Publishing Corp., New 
York. Former owner was Empire 
State Highway Transportation 
Assn., New York. 

Leslie Peat continues as editor, 
a position he has held for the past 
seven years, and is president of 
the new firm. Anita Lee will con- 
tinue as managing editor and will 
assume the new position of vice- 
president. 


Goodrich Ad Setup Altered 


A major shift in policy that will 
centralize administration of all na- 
tional advertising by B. F. Good- 
rich Co. and its nine divisions has 
been announced. 

Frank T. Tucker, as director of 
advertising, will head a new cor- 
porate advertising department 
within the office of Don C. Miller, 
marketing vice-president. 

The shift, which transfers from 
the divisions their former respon- 
sibility for national advertising, 
also involves agency changes, ac- 
cording to Keener. 

Each division, however, will con- 
tinue to supervise its own sales 
promotion and trade publication 
advertising but with corporate pol- 
icy guidance. 

Under the new setup, Batten, 
Barton, Durstine & Osborn will 
continue to handle car tire adver- 
tising, assume responsibility for 
International Division advertising, 
and also play a role in develop- 
ment of the general corporate cam- 
paign. 

Foote, Cone & Belding, Chicago, 
an agency not hitherto in the 
Goodrich picture, will handle the 
company’s home and family prod- 
uct group advertising, effective 
Jan. 1. 

Griswold-Eshleman, Cleveland, 
which has served B. F. Goodrich 
for many years, will supervise ad- 
vertising of products designed for 
industrial and commercial use, as 
well as Aviation Products. 

McCann-Erickson and Cunning- 
ham & Walsh are being dropped 
from the Goodrich picture as of 
Dec. 31. 

* * * 


Personnel Changes 


David A. Pease from research 
editor of the Northwest Public 
Power Assn. to head of the news 
bureau at Hyster Co., Portland 
(Ore.) industrial truck, tractor 
equipment and heavy-duty trailer 
manufacturer ... Jerry Schomp, 
recent graduate of Toledo Univer- 
sity, to assistant to the advertising 
manager of AP Parts Corp. 

Frank E. Cronin from the Gen- 
eral Motors public relations staff 
to the public relations staff of 
Buick ... William I. Wilt from 
manager of its gage and instru- 
ment division to vice-president in 
charge of advertising and sales 
promotion for Sheffield Corp. a 
subsidiary of Bendix Aviation 
Corp. ... G. R. Staperfene from 
MacManus, John & Adams to the 
creative staff of LaRue & Cleve- 
land, Inc., Detroit. ‘ 
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For 14 consecutive years the Chicago 
Daily News has led this important 
market in new passenger car linage. 
Why? Because the Daily News delivers 
a mass audience of families interested 


in... and able to buy... new cars. 


If it’s new, tell folks about it 
in the Daily News! 


Chicago 
Daily News 


USE THE POWER OF THE NEWS... 
CHICAGO’S LEADER IN NEW 
PASSENGER CAR LINAGE 
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LUBRIPLATE Lusrication 











MUTO-LUBE "A 


BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . .. they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


ca -« LUBRIPLATE H.D.S. MOTOR OIL 

is made especially for use in today’s high 
? speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N.J., Toledo 5, Ohio. 














SELL THE BIG, BUYING 
COLUMBUS MARKET WITH THE 


® Jispatch- JOURNAL 
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eo) mere) 1-11, -W8le), Beas - 


Representatives: 


O'Mara & 
Ormsbee, Inc. 


Columbus Seer 


Has The 
Buying Power... 
The Dispatch and 

Journal Have 

The Selling 

Power. 











OHIO STATE 


COLUMBUS 


Dispatch - JOURNAL 


COLUMBUS, OHIO 





More Glass Area on ’60 Models .. . 











What's New: 

New grille and side trim. . . 
| redesigned fins . . . compound- 
curved windshield .., more glass 
| @rea... three-seat station wagon 
| with rear door . . . new instru- 
| ment panel . . . bonded brake 
| linings. 

| aa ok oe 

| JPBATURING styling refinements, 
more glass area and a new 
| three-seat station wagon, the Ram- 





Ambassador Series 
Restyled by Rambler 


door sedan, four-door two-seat sta- 
tion wagon and four-door three- 
seat station wagon. 

Ambassador Custom V-8 — four- 
door- sedan, four-door hardtop, 
four-door two-seat station wagon, 
four-door two-seat hardtop station 
wagon and four-door three-seat 


station wagon. 
* 


ed, 





| bler Ambassador went on display 2 


last week in dealer showrooms. 

From a styling standpoint, 
Rambler’s top-of-the-line models 
are more changed than those in 
the 108-inch-wheelbase series. 
| Ambassadors have a new grille, 
a compound-c urved windshield 
| and a new backlight. 

The grille is a two-piece, die-cast | 
|unit with a finely textured rectan- | 
|gular pattern. Atop the grille is a} 
| massive chrome bar, while below it | 
is a new split-type bumper. Park-| 
ing and directional lights are 
positioned below the bumper. 

* * * 

= new compound-wraparound 

windshield extends into the roof 
and has an area of 1,372 square} 
inches, a 24 percent increase Over 
last year. A new wraparound rear| 
window also extends into the roof. 
Backlight area has been increased 
14 percent. 

Side trim has been redesigned; 
the tail fins are smaller, and the 
front corner posts have been moved 
forward 3% inches for greater ease 
of entry into the front seat. 

Like Rambler’s 108-inch mod- 
els, Ambassador is offering a 
three-seat station wagon which 
has a full-fledged rear door 
rather than a tailgate. The wag- 
on’s third seat faces the rear. 

The door permits third-seat pas- 
sengers to enter or leave the wagon 
without having to scramble over an 
extended tailgate. The door has a 
roll-down window and can be key- 
locked from the inside or outside. 

Captive-air tires are standard 
equipment on all three-seat station 
wagons. 








* * * 


7 ’60 Ambassador has a new 
instrument panel which fea- 
tures an oval instrument cluster 
which is recessed in a hood. To 
provide more legroom, the panel 
has been moved closer to the wind- 
shield. Crash pads are standard on 
Custom models and optional on 
Supers. 

The radio speaker is atop the 
center of the panel. This year’s 
radio is smaller and lighter and 
has three transistors and a larger 
speaker. A rear-seat speaker is 
standard on radio-equipped Cus- 
tom sedans and hardtops. 

A new windshield-wiper system 
has a more powerful motor and 
improved arms and blades. It wipes 

a wider area. 

For '60, bonded brake linings 
replace riveted linings. They are 
said to offer longer life and elimi- 
nate the danger of scored drums. 
Self-adjusting brakes are offered as 
an option. 

a * 
Ambassador engine is a 250- 
horsepower V-8 which utilizes 
a twin-barrel carburetor. It dis- 
places 327 cubic inches, has a com- 
pression ratio of 8.7 to 1 and oper- 
ates on regular gasoline. 

The length of sedans and hard- 
tops has been decreased 1.65 
inches and height has been re- 
duced 1.7 inches, Station wagons 
are 4.1 inches shorter and 1.1 
inches lower. Ambassador dimen- 
sions are: Wheelbase, 117 inches; 
length, 198.5 inches; width, 72.2 
inches, and height, 56.9 inches. 
Eight models are offered in the 

Super and Custom series. Here is 
the lineup: 

Ambassador Super V-8—four- 


Halifax Ford Dealer 


Observes 25th Year 
HALIFAX, N. S.—Wood Motors, 
Ltd. (Ford-Monarch-Lincoln), here 
observed its 25th anniversary with 
a special sale of new and used cars. 
B. R. Hennigar is general man- 
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"Deep-Coil Ride’— 

Ambassador's ‘‘Deep-Coil front 
suspension is integrated into the single- 
unit body structure to provide stability 
and absorb road shock. Bonded brake |in- 
ings replace riveted linings on the ‘60 
models. 


Ride" 





Ambassador Hardtop Wagon— 


This hardtop station wagon is one of five wagons in the Ambassador lineup for ‘60. 
New this year is a three-seat model which has a rear door instead of a tailgate. 


, Ambassadors have a 327-cubic-inch engine which develops 250 horsepower. 





New Officers Are Elected 
By Truck Leasing System 


CHICAGO.—Frank Max jr., Bal- 
timore, has been elected president 
of the National Truck Leasing 
System. 

At the 15th annual meeting here, 
Nathan Katzman, New York, was 
elected vice-president; W. C. War- 
ren, Rochester, N. Y., secretary, 
and Sheldon Ackerman, Lima, O., 
treasurer, 

Members elected to serve on the 
executive committee with these of- 
ficers were Glenn Hester, Des 
Moines; J. R. Nuchols, Los An- 
geles; Howard Willett jr., Chicago; 
Past President W. Howard Amor, 
Cleveland, exofficio, and “Canadian 
Liaison,” W. D. Stewart, Vancou- 
ver, B. C. 

Martha Dunlap continues as ex- 
ecutive director. 

Directors are: H. E. Williams, 
Mansfield, O.; K. J. Kopecky, San 
Diego, Calif.; T, Bruce Tyndall, 
Jacksonville, Fla.; John H. Bartol, 
Bridgeport, Conn.; Martin Tuohy, 
Carlstadt, N. J.; D. J. Giacoma, 
New Orleans; Dallam G. Thomp- 
son, Burlington, Ia.; John J. Bar- 
rett, San Francisco; A, F. Toppins, 
Green Bay, Wis.; C. A, Higgins jr., 


Good Car*Keeping 
Institute Formed 
To Boost Markets 


CHICAGO.—The Good Car*Keep- 
ing Institute has been formed to 
“provide the means for organizing 
marketing energies” in the seat- 
cover, wax, chemical, tire, acces- 
sory and service industries, accord- 
ing to Vernon G, Volland, executive 
director. 

He said the organization was the 
result of the Good Car*Keeping 
selling idea conceived by the Auto- 
mobile Seat Cover Assn. of Amer- 
ica, of which he is also executive 
director, 

Volland said he was directed by 
the ASCAA to form the institute 
after leaders of the various indus- 
tries asked for a broader program 
that would allow them to exploit 
the Good Car*Keeping selling ap- 
peal. 

The request was made after the 
ASCAA’s Good Car*Keeping break- 
fast rally in New York earlier this 
year, Volland said. Members of the 
new group’s advisory council in- 
clude: 

J. W. Whaley, Crawford Mfg. Co., 
Richmond, Va.; Howard F. Leo- 
pold, Ero Mfg. Co., Chicago; C, M. 
Werling, Howard Zink Corp., Fre- 
mont, O., and Howard C. MacDon- 
ald, Dow Chemical Co., Midland, 
Mich. 








Boston; Glenn R. Hester, Des 
Moines, and Carl Carson, Memphis. 

Odell Whittington jr., Wilkesboro, 
N. C.; R. A. Mueller, Hartford, 
Conn.; C. L, Baker, Dallas; John 
Drew, Sacramento, Calif.; N, O. 
DeMichele, Syracuse, N, Y.; W. Y. 
Edens, Columbia, S, C.; R. W. 
Tackberry, Pittsburgh; Charles 
Helm, Kansas City; R. E. Bowen, 
Galveston, Tex.; H. A. Johnson, 
Davenport, Ia.; J. R. Nuchols, Los 
Angeles; R. F. Watts, Lexington, 
Ky.; J. A. Prucka, Omaha; Melvin 
W. Hubler, Allentown, Pa.; James 
S. Newman, Waterloo, Ia.; C. O. 
Bergeron, Kankakee, Ill; J. A. 
Thompson, Atlanta, and F. R, Gay- 
lord, Peoria, Ill. 


S. B. Ackerman, Lima, O.; Daniel 
McConville jr., Ogdensburg, N, Y.; 
F. P. B. Thornton, Philadelphia; 
T. R. Blando, Utica, N. Y.; W. A. 
Morse jr., Minneapolis; Robert W. 
Miller, San Antonio; Edw. R. Gen- 
nette, New Haven, Conn.; H. E. 
Johnson, Youngstown, O.; Robert 
Bush, St. Louis; Nathan Katzman, 
New York; Hugh Corbett, Seattle; 
Robert Bailey, Harrisburg, Pa.; 
Joseph S. Palisano, Buffalo; Leon- 
ard H, Samworth, Huntington, W. 
Va.; Joseph P. Casey, Providence, 
R. I.; William P, Murphy, Colum- 
bus, O.; W. W. Mayfield, Macon, 
Ga,; William C, Warren, Rochester, 
N. Y.; Euell J. Rubert, Springfield, 
Mo., and Harris Saunders sr., Hous- 
ton, 

Ben Spina, Reading, Pa.; C. M. 
Dorsey, Cincinnati; Harry Tenny- 
son, Detroit; Herb Schuck, Joliet, 
Iil.; T. E, Peacock, Trenton, N. J.; 
G. E,. Williams, Shreveport, La.; 
Frank E. Boyd jr., Birmingham, 
Ala.; W. P. Moloney, Altoona, Pa.; 
E. J. Ribakoff, Worchester, Mass.; 
W. Howard Amor, Cleveland; Max 
Lyon, Springfield, Mass.; Frank 
Max jr., Baltimore; M, J. Page, 
Newburgh, N. Y.; Horace Barnard, 
Richmond, Va.; J. 8. Toppins, Ap- 
pleton, Wis.; W. W. Wallwork jr, 
Moorhead, Minn.; Wayne P. Wil- 
liams, Scranton, Pa.; R. J. Wilhelm, 
Portland, Ore.; Howard Willett jr. 
Chicago; P. N, Ludowissi, Milwau- 
kee; G. E. Gonzalez jr., San Juan, 
Puerto Rico; D. M. Pollock, Strath- 
roy, Ont.; W. J. McKeag, Winni- 
peg, Man.; H. C. Samit, Montreal, 
Que.; W. D. Stewart, Vancouver, 
B. C., and T. L. Trainor, Halifax, 
N. 8. 





Hoffman Gets Prinz, BMW 
PORTLAND, Ore—O. L. Hoff- 
man Motors, 4003 S. E. Bighty- 
Second Ave. has been named 4 
dealer for BMW and NSU Prinz 
cars. 
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Tires for ‘60 Compacts 
A Race Against ‘Time 


By Joseph M. Callahan 
Engineering Editor 
HE tire makers of Akron, like many automotive sup- 
pliers, were presented with one of their greatest chal- 
lenges by the decision of the Big Three auto makers to 








introduce compact cars this 
fall. 





A number of special engineering 
and manufacturing problems had 
to be solved with 
dispatch, but the 
tire companies 
successfully met 
the challenge and 
the auto engi- 
neers are well 
satisfied with 
the new tires. 

The three new 
compact cars will 
a all ride on low- 

profile, 13-inch 
d. M. Callahan wheels. Ford’s 
Falcon will use 6.00x13 tires pro- 
duced by Firestone and Goodyear. 
Corvair and Valiant run on 6.50x13 
tires. Goodyear will supply the 
Valiant tires and Firestone and 
Goodrich will make the Corvair 
tires. Full-sized U. S. cars now use 
either 14- or 15-inch casings. 

Responsible for the slightly wider 
Corvair and Valiant tires is the 
heavier rear end of the GM car 
and the greater (300 pounds more) 
overall weight of the Chrysler com- 
pact car. 

The tire makers’ toughest prob- 
lem in developing the new 13- 
inch tires stemmed from the 
cloak of secrecy that surrounded 
the compacts. Generally, the tire 
companies didn’t get essential 
data on the new cars until last 
January and it wasn’t until last 
April that Akron got the go- 
head for volume production. 

Another problem for the tire de- 
yvelopment engineers arising from 
this secrecy was that they were 
unable to get Big Three compact 
cars for testing the new tires. It 
was necessary to modify similarly- 
sized cars already on the market 
for testing. 

Although the new tires were de- 
veloped strictly for the Corvair, 
Falcon and Valiant, some of the 
tire makers, particularly Firestone, 
have had considerable experience 
building 13-inch tires abroad for 
European small cars. 

/~ 


* ~ 

Other Types Coming 
MAEING the compact-car tire 

crash program somewhat eas- 
ler for the Akron engineers was 
their experience a few years ago 
with the 14-inch tire which was 
designed and built in only six 
months. - 

At first, some consideration was 
given the suggestion that 14-inch 
tires be used on the compact cars, 
but the stylists decided that 
smaller tires would look better 
on the small cars, 

All the compact cars use tubeless, 
Tyrex cord tires. Snow tires will be 
available for winter use and nylon 
teplacement tires will be marketed 
next spring. Most of the companies 
will have 7.00x13 tires available for 
Compact station wagons after the 
first of the year. 

Incidentally, contrary to the be- 
lief of many, the rear engine Cor- 
Vair chassis can (and probably 
Will) be used for a compact wagon. 
By moving a couple of engine ac- 
Cessories to the side, the Corvair’s 
Pancake six-cylinder engine fits 
Nicely under the rear floor of a 
Wagon. 

The Corvair tires, like the rest 
of this revolutionary car, are also 
quite unconventional, because of 
the need for compensating for the 
Tear-end weight (60 percent of the 
total.) 

_ For example, Chevrolet recom- 


Alaska’s Egan Gets Lincoln 


JUNEAU, Alaska—A 1959 Lin- 
fln four-door sedan, bearing 
Alaska license No. 1, will serve as 
the official car of Gov. William 
Egan. The car was purchased for 
$4,800 and replaces the 1953 black 





mends that the front tires carry 15 
pounds of air and that the rear 
tires be inflated to 26 pounds. 

Rear-end stability in the Corvair 
is also achieved by using “short 
cord” tires. These reduce the tend- 
ency of the car to skid, although 
there’s a proportionate loss of ride 
quality. 

In commenting on the recent 
rear-engine controversy, George 
Romney, president of American 
Motors Corp., declared at AMC’s 
new-model preview that “It’s not so 
much a question of where the en- 





gine is, but how good it is and how 
the engineering is handled.” 

Could this conciliatory attitude 
toward the rear engine be an indi- 
cation of things to come at AMC? 

* a 


Heated Topic 
Aa discussing the rear engine 
at the introduction of the Ford 
Falcon, L. A, Iacocca, car market- 
ing manager of the Ford division, 
said that heating a rear-engine car 
is much more expensive than heat- 
ing a front-engine vehicle. 

e use engine coolant,” he 
said. “With an air-cooled engine 
(like the Corvair’s) you need a 
gas heater and that takes 10 
percent of your gasoline. 

“The Falcon gives ‘free heat’ you 
might say, except for the $1.80 or 
So you spend every year for anti- 
freeze. Contrast this with the cost 
of buying a gallon of gas for your 
heater every time you buy nine 
gallons for your car.” 

+ * 


Patent Study Helps 


| hg -mogl procured patent informa- 
tion can be very helpful to 
engineers in developing a product, 
according to J. Thomas Smith, pres- 
ident of Dura Corp. (formerly De- 
troit Harvester Co.) 





He said, “whenever our re- 
department embarks upon 


assigned, routinely consult all of 
the pertinent literature available 
in books and technical and scien- 
tific journals, 

“But more importantly, they call 
upon our patent counsel to ac- 
quaint them with the background 
and current state of the patent art 
in the particular field in which they 
will be working.” 

Smith said that patent informa- 
tion also helps the management 
make a more accurate appraisal of 
the market potentialities of the 
product and to evaluate intelli- 
gently the likely sources of com- 
petition. 

“In many cases,” he continued, 
“we find that the data dredged up 
in our search of the patent files 
points the way to a solution of re- 
lated engineering problems, And 
when, as not infrequently happens, 
a patentee in order to emphasize 
the novelty of his achievement 
describes his previous failures or 
unproductive efforts, that too is 
helpful to us. 

“It saves us many vaiuable hours 
of research time by preventing 





false starts and keeping our men 





AAA to Press Fight 
For Motorist Tax Relief 


WASHINGTON .—Motorists will 
not permit Congress and the 
Administration to forget that the 
one-cent hike in the federal mo- 
tor fuel tax is for 21 months only, 
according to AAA President 
Frederick T, McGuire jr. 

During this period, he said, 
Congress will be provided with 
results of a comprehensive study 
by the Department of Commerce 
to determine tax equity as be- 
tween the various classes of 
users, and fiscal responsibilities 
of nonhighway-user 





out of avenues of investigation that 
have already proved to be blind 
alleys. 

“Finally, an important by-prod- 
uct of this patent information is 
that it seems to stimulate increased 
creative thinking and invention on 
the part of our own engineers. Sev- 
eral members of our research staff 
told me that some of their most 
brilliant and original ideas have 
occurred to them, out of the blue 
as it were, after mulling over the 
search material supplied them by 
the patent counsel.” 








Lincoln used by the last two terri- 
torial governors. 














S.R.O. IN THE MAIL ROOM 


We’re snowed with fan mail... 
and we love it! We knew we had a 
good thing when complete-range 
programming was in the planning 
stages, but—frankly—we didn’t 
anticipate the astounding results 
we got (and are still getting). 
Thousands of unsolicited letters 
from five states and Canada! 


Articles in national 


publications! Phone calls and tele- 
grams! One man said, “It is a 
pleasure to be able to turn to a 
spot on the radio dial where 


honesty and integrity 
are the criteria for 


that! 


and _ local 


of purpose 


intelligent, 100% WJR. 


mature programming.” How about 


All of this response, and complete- 
range programming has been in 
effect only a few months. It’s like 
the pleasure of having a new baby 
—then finding the baby can walk 
and talk its first day home. 


The credit goes to the 134 people 
of WJR’s staff. They’ve put to- 
gether an assortment of good 
listening that offers something 
special for everyone who tunes in. 
They write the shows, produce the 
shows, star in the shows. It’s 


To enjoy the results of live radio— 


radio that lives and breathes and 


in the Great 
your agency 


WJ 


760 KC 


pleases and sells 17,000,000 people 


Lakes area, just have | 
or ad manager get in 


touch with the Henry I. Christal 
man and join the fine company 
of advertisers on WJR. 


4 DETROIT 


50,000 WATTS 


RADIO WITH ADULT APPEAL 











Presenting the completely new 


1960 CHRYSLER 





This year Chrysler’s really got it. And so do 
Chrysler dealers. Look at all they have to sell! 


News! One look and you know that Chrysler is 
1960’s newest car. 


AstraDome! A new kind of instrument panel 
that clusters pushbutton controls fingertip-close. 


Panelescent! Lighting that can’t burn out for 
years—bathes instruments in a soft, glare-free 
glow that makes them instantly easy to read. 


Roominess! Other cars still skimp on space. 
Chrysler packs more than before. Seats are higher 
—door openings are wider, too! 


High-Tower Seat! Cushions the driver with 
shoulder-high support. 


Unibody! A whole new way of building cars. 
Body and frame are constructed as one single 
piece that’s stronger, quieter, far roomier! 


Rust-Proof! Chrysler’s Unibody is dipped inside 
and out during construction to seal out rust 
for years. 


TorqueFlite! Chrysler’s proven automatic trans- 
mission retains exclusive pushbutton operation. 


Pushbuttons! A pushbutton radio, heater and 
air conditioner and pushbutton power windows 


are all available on Chrysler 1960. 


sc Gag ~ sie ii Bees ory BEE Ne eo ee Ne ee 


If you already sell Chryslers, these are all good 
reasons to get ready for the sales year of your life. 


If you’d like to sell Chryslers, write M. J. Harris, 
Chrysler Motors Corporation, Box 1658, Detroit 
31, Michigan. Ask him about the new Dealer 
Franchise Plan that makes a Chrysler dealership 
more profitable than ever. 


Chrysler’s really got it... 


Product, Promotion, Plan, Profit! 
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L-M Deal Builds New Headquarters— 


This is an architect's sketch of the new home of Pochelon, Inc. (Lincoln-Mercury), at 


215 W. G 





secretary-treasurer. 


, Sag , Mich. The firm is now known as Schroeder Motor Sales 
Co, The 150,000-square-foot building will have 170 feet of frontage and will be 
150 feet deep. The structure will have a five-car showroom, office quarters and com- 
plete service facilities. William Pochelon is president and Homer M. Golden is 








Auto Personnel 








Kenneth B. Wood jr. has been 
named manager of lubricant devel- 
opment for Climax Molybdenum 
Co., a division of American Metal 
Climax, Inc. He had been assistant 
manager. 

* a * 


PDV Names Yost Chief 
Of Dealer Management Unit 


Robert Earl Yost, 42, has been 
named national business manage- 
ment manager on the staff of Ed- 
ward P. Letscher, general sales 
manager of the Plymouth-DeSoto- 
Valiant division. 

A 10-ten veteran of the automo- 
bile business, Yost was business 
management manager for the 
southern sales area of Chrysler 
Corp. before assuming his present 
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position. As head of business man- 
agement, Yost will be responsible 
for that phase of automotive retail- 
ing in all Plymouth, DeSoto and 
Valiant dealerships across the 
country. 

* * * 


Goodyear Honors Beckett 
C. Flete Beckett, manager of 
Goodyear Tire & Rubber Co,’s tire- 
testing station and high-speed 
track at San Angelo, Tex., has been 
awarded a service pin for 45 years’ 
service in tire-development work 

for the company. 
+ + 


Childress Named Zone Chief 


William E, Childress has been 
named Southwestern-Southeastern 
zone manager for Associated Tires 
& Accessories, a division of B. F. 
Goodrich Tire Co., Akron. He suc- 
ceeds F. H. Newsom, who has been 
appointed sales manager. 

* * *” 


O’Hara, Woodworth Named 
To Stromberg-Carlson Posts 


Edward R. O’Hara and Mark E. 
Woodworth have been named to 
newly created managerial positions 
in Stromberg-Carlson’s special 
products division. 

O’Hara, who had been with 
Chrysler Corp., is manufacturing 
manager, and Woodworth, former 
General Electric engineer, is man- 
ager of product planning and mar- 
ket research. 

* 7 * 
Sherwin-Williams Names 


Baldwin General Manager 


E. Colin Baldwin has been ap- 
pointed vice-president and general 
manager of Sherwin-Williams Co. 
He will continue as president of 
gaat an Co. of Canada, 

td. 

Baldwin joined Sherwin-Williams 
in 1934 and has served in market 
research, sales promotion, advertis- 
ing, branch operations, general 


Michigan Slates 
Profit Rallies 


LANSING.—Eight “Rally Day 
for Profit” meetings have been 
scheduled by the Michigan Auto- 
mobile Dealers Assn. 

MADA President Bud Kouts, 
Lansing, will attend all meetings. 
Other speakers will include Harold 
Draper, Saginaw, former MADA 
president; Al Rice, Mason, of the 
MADA executive committee; Wal- 
ter Reddy, deputy commissioner of 
the department of revenue; Billie 
Farnum, deputy secretary of state, 
and Gilbert L. Haley, executive 
vice-president of MADA. 

Meetings are scheduled as fol- 
lows: Oct. 27, Kings Gateway 
Hotel, Land O’Lakes, Wis.; Oct. 28, 
Mather Inn, Ishpeming; Oct. 29, 
Blaney Park Resort, Schoolcraft 
County; Nov. 5, New Holland 
Hotel, East Tawas; Nov. 6, Park 
Place Hotel, Traverse City; Dec. 7; 
University of Michigan Union, Ann 
Arbor; Dec. 8, Bancroft Hotel, 
Saginaw, and Dec. 10, Pantlind 





manager of the stocks and distribu- 
tion department, assistant to the 
president and executive vice-pregi- 
dent of the Canadian operation. 

= * * 


McArthur, Pentland Head  ; 
Daybrook Hydraulic Zones 


Appointment of two zone man. 
agers has been announced by the 
Daybrook Hydraulic division, 
Young Spring & Wire Corp, They 
are: 

Norman L, McArthur, Southwest- 
ern zone, and Robert V. Pentland, 
Eastern zone. Ye ie 


GE Names Cartun to Head 
Miniature Lamp Department 

Walter P. Cartun has been ap- 
pointed general manager of Gen. 
eral Electric’s miniature lamp de- 
partment. 

Cartun succeeds Kenneth G, 
Reider, who has retired after 42 
years with GE. Reider will remain 
with the department as a consult- 
ant. 

* * * 
Hydreco Ups Mease 

Hydreco division, New York Air 
Brake Co. has named Richard R. 
Mease service manager. He had 
been sales engineer in the mobile 
sales section. He replaces Barry 
Evans, who resigned. 

+. * * 


GMAC Reassigns Willis, 


Mann and Harper 

General Motors Acceptance Corp. 
has appointed H. Allen Willis re- 
gional manager in New York to 
replace Joseph E, McLoughlin, who 
has retired. 

GMAC also named Owen R, 
Mann branch manager in Johnson 
City, Tenn., to replace Richard L 
Brubaker, who has retired. Replac- 
ing Mann as branch manager in 
Lexington, Ky., is Noah D. Harper. 

* * * 


Mack’s Charlotte Branch 


To Be Managed by Martin 


Monroe W. Martin has been ap- 
pointed district manager of the 
Charlotte (N. C.) Branch of Mack 
Trucks, Inc. 

He joined Mack in 1949 in At- 
lanta, serving as division credit 
manager. He was later named as- 
sistant district manager of the 
Jacksonville branch, and in 1955 
was appointed general manager of 
Leonard-Mack Co., Albuquerque, 
N. M. For the past two years, he 
has been assistant district manager 
at Charlotte. : 


Connors Goes to Dart 


Jack H. Connors has been ap- 
pointed general manager of KW- 
Dart Truck Co., Kansas City, 
manufacturer of heavy-duty off- 
highway trucks and other special 
vehicles. Replacing Connors in 
Dallas as general manager of 
Texas Kenworth Corp. is Robert 
J. Hutchinson, formerly adminis- 
trative assistant to O’Brien. 

* 


Thrasher, Gray, McNamara 


Reassigned by Chevrolet 


The following appointments 
have been announced by Chevro- 


let: 
Sylvester J. Thrasher, formerly 





Hotel, Grand Rapids. 


(Continued on Page 73, Col, 1) 





AUTO SPECIALTIES MFG. CO., INC. S$. Joseph, Michigan Ly 
Other Plants in Benton Harbor and Hartford, Mich, and Windsor, Ont., Can. 


Hydraulic Hand Jacks, Saf-Lift Jacks, 








Hydraulic Service Jacks, One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 





Plaudits for Col. Rockwell— 


As a climax to its 50th anniversary observance this year, the board of directors of 

Rockwell-Standard Corp. pr ted a ative plaque to Col. Willard F, Rock- 

well, board chairman, In making the presentation in Detroit, attention was called to 

Rockwell's important roles in the development of the two predecessor companies— 

the Timken-Detroit Axie Co. and the Standard Steel Spring Co. Rockwell entered the 
fe ti ts industry more than 45 years ago. 
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Auto Personnel 








(Continued from Page 72) 


director of quality control, be- 
comes manager of the Detroit 
gear and axle and forge plants, 
replacing A. R. Roskilly, who re- 
tired. 

Edward Gray, assistant chief 
engineer in charge of production 
engineering, succeeds Thrasher. 

James A. McNamara has been 
appointed resident comptroller of 
the Tonawanda plant. He suc- 
ceeds Karl H. Klesner, who re- 
tired. 

+ * - 
Arvin Industries Moves 


Meyers, Killion to New Posts 


Charles J. Meyers has been elect- 
ed employe and public relations 
vice-president of Arvin Industries, 
Inc., and Edward J. Killion has 
been named assistant treasurer. 

Meyers succeeds the late Yandell 
C. Kline. ‘Killion’s position is a new- 
ly established one. Both men be- 
come members of the firm’s execu- 
tive committee. 

* + * 


Sturwold Honored Again 


Arthur Sturwold, Park Ridge, 
Til., has been named “outstanding 
FWD district sales manager” by 
FWD Corp. for the second straight 
year. Sturwold was presented an 
engraved silver bowl. 

7 * + 


Ford of Canada Gives 


Oakville Reins to Ronson 


dames K. Ronson, Toronto, has 
been named general manager of 
Oakville operations by Ford 
Motor Co. of Ltd. 

Ronson has been with Ford of 
Canada for 21 years. He was for- 
merly director of automotive en- 
gineering and quality control. 

+ * +. 


Wheels Ups Frank, Schoen 


Z. S&S. Frank has been elected 
chairman of Wheels, Inc., and A. J. 
Schoen has been promoted to presi- 
dent. Frank had been president and 
Schoen executive vice-president. 
Wheels is an auto-fleet leasing firm. 

* . + 


Saco-Lowell Ups Walters 


Royden Walters has been named 
executive vice-president of Saco- 
Lowell Shops. He joined Saco- 
Lowell in 1958 as executive assist- 
ant to the president and became a 
vice-president early in 1959. 

a * a 


Dole Ups Chace, Byrne 


Thomas B. Chace has been ap- 
pointed to the newly created posi- 
tion of executive vice-president of 
Dole Valve Co. Frank H. Byrne 
has been named manufacturing 
vice-president. 

+ + * 


Oldsmobile Shifts Higgins 


Theodore J. Higgins, formerly 
Oldsmobil® zone manager in 
Minneapolis, has been named 
zone manager in New York City. 
He is being replaced by James 
F. Mattox jr., former Oldsmobile 
zone manager in Charlotte, N. C. 

* * * 


Moody Upped by Hyster 

Robert F. Moody, formerly sales 
manager of Hyster Co.’s industrial 
truck division, has been appointed 
general sales manager of the com- 


| Pany. He will be headquartered in 


Portland, Ore. 
+ * * 


PPG Appoints Bell 


Richard P. Bell has been named 
general manager of paint sales for 
the merchandising division of 
Pittsburgh Plate Glass Co. He suc- 
ceeds Guy J. Berghoff, who now is 
vice-president in charge of the 
company’s paint division. Prior to 
his appointment Bell formerly was 
assistant to the president of Pitts- 


burgh Plate. 
of ” a 


Permaglass Appoints 
William M. Jameson has been ap- 
Pointed general.manager of all op- 
erations for Permaglass Inc., 
Woodville, O. He formerly was 
with the Bartlett Hayward division 
of Koppers Co, and the New De- 
parture division of General Motors. 
+ - * 


Arvin Names Myers 


Francis J. Myers has been ap- 
Pointed assistant director of mar- 


keting and product research at 
Arvin Industries, Inc., Columbus, 
Ind. He formerly was with the 
marketing research departments at 
Gillette and General Electric. 

* + * 


Redmon Heads District 


Jay T, Redmon has been appoint- 
ed Cincinnati district manager of 
Black & Decker Mfg. Co.’s indus- 
trial-automotive sales division. He 
succeeds Ernest E, Randle, who 
now is sales manager of the com- 
pany’s Canadian subsidiary, Black 
& Decker Mfg. Co., Ltd., Brock- 
ville, Ont. Redmon joined the com- 
pany in 1939. a 


International Names Faust, 


Houghten to New Posts 


L. K. Faust has been named gen- 
eral supervisor of International 
truck service, and K. W. Houghten 
has been appointed assistant super- 
visor of new product development. 

Faust, former assistant general 
supervisor of truck service, suc- 





ceeds C. W. Leslie, who has joined 
a national fleet-and-truck leasing 
company. 

+ +. * 


Archer, Foster Promoted 
By United Motors Service 


Promotion of two executives of 
the United Motors Service division 
of General Motors has been an- 
nounced by R. S. Withers, UMS 
general manager. S. W. Archer, as- 
sistant general sales manager- 
marketing, has been appointed op- 
erations director. 

G. Scott Foster, director of mar- 
keting, succeeds Archer as assist- 
ant general sales manager-market- 
ing. Archer succeeds Edward L. 
Lape, who has been named assist- 
ant director of the service of Gen- 
eral Motors in charge of parts dis- 
tribution. 

* a 


Firestone Ups Crawford 
H. L. Crawford, 42, has been 
named manager of the Seattle dis- 
trict sales office for Firestone Tire 
& Rubber Co. He has been store 
supervisor for the company’s Dal- 
las district. 
* *« + 
Whittaker Heads Zone 
James H. Whittaker has been ap- 








pointed by Sealed Power Corp., 


Muskegon, Mich., as its zone sales 
manager in the metropolitan New 
York area. 

* iol * 


Valentine to Direct Sales 
For Curtiss-Wright Air-Car 


Harold P. Valentine has been 
appointed sales 
director for Cur- 
tiss-Wright Corp., 
Wood-Ridge, N. J. 
Valentine for- 
merly was man- 
aging director of 
export sales op- 
erations and 
overseas distribu- 
tors for Ford In- 
ternational divi- 
“ sion, Ford Motor 
H. P. Valentine Co, Initially, Val- 
entine will organize and direct the 
sales activities for the new Curtiss- 
Wright Air-Car, 


* * * 


3 Executives Are Shifted 
By Midland-Ross Division 
Walter Nichols, OEM sales engi- 
neer for the Owosso division of 
Midland-Ross Corp., has been ap- 
pointed general service manager. 
Richard Fritz, former Midwest re- 
gional manager for the division, 








has been named Canadian sales 
manager. 

Fred Peacock, former service 
manager of the division, hag been 
elevated to technical advisor on bus 
door equipment. 

* * * 


Arvin Appoints Nau Chief 


Of Its Arvinyl Program 

Appeintment of Robert G. Nau 
as manager of the Arvinyl pro- 
gram at Arvin Industries, Inc., 
Columbus, Ind., has been an- 
nounced by Eldo H. Stoneciper, 
general manager of the firm’s 
automotive division. 

Nau previously had been direc- 
tor of Arvinyl sales for the com- 
pany. In his new position, he will 
be in charge of production, sales 
and engineering. Also in the Ar- 
vinyl department, John J. Brod- 
erick hag been promoted to sales 
manager and Frank A. Hoffman 
hag been made responsible for 
design and engineering. 


* + * 


Hannifin Promotes Maha 


Appointment of O. J. Maha as 
president and general manager of 
Hannifin Co. division of Parker- 
Hannifin Corp. is announced by 
S. B. Taylor, president of the par- 
ent organization. 








Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 
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The Man Behind the Wheel. . . 





Sales Testing the Lancia Appia 


(Continued from Page 21) 


high. To the left is the distributor. 
The dipstick is on top of the en- 
gine with spark plugs and rocker 
covers. On the cowl is a large box 
for fuses, each one of which is 
labeled. Unfortunately labels are 
Italian, so unless you have a trans- 
lator handy it might be difficult 
to separate the head from the tail. 

Ahead of the radiator are metal 
Shutters opened and closed by ac- 
tion of a plunger thermostat in the 
upper radiator tank. In addition, 
there is a water circulation thermo- 
stat near the water pump. 

The little trunk has a clever 
“hold open” which pops out of the 
way when the lid is lifted an extra 
inch or so before closing. The trunk 
floor is flat and covered with a rub- 
ber mat. Underneath is a 12-volt, 
40-amp-hour battery. Side panels 
inside the trunk are backed with 
jute for sound control and stapled, 
screwed and glued to sheet metal. 

There’s a preformed case, loaded 
with tools, which fits inside the 
rim of the spare wheel standing in 
the left side of fhe trunk. 

v 


No Bolts in Body 


4 yw Lancia body would not be 
the easiest thing in the world 
to repair. There are no panel bolts 
‘we could find. Apparently repairs 
amount to “cut it out and weld it 
back,” as parting seams are leaded 
over 


Coachwork is excellent and 
shows the finest handwork. Most 
important point is that panel fit- 
ting is of a quality seldom found. 
Hood, doors and trunk lid fit 
within a fraction of an inch. 

Lancia makes the only V-4 (and 
V-6) passenger-car engines in the 


' world and their construction is 


mS 


most interesting. 

The V-4, used in the Appia, has 
cylinders staggered at the narrow 
angle of 12 degrees, compared to 
Detroit V-8s which are staggered 
75 to 85 degrees. 

There are two camshafts in the 


. V-4 engine block, one driving in- 


take valves, the other exhaust. This 


* design provides hemispherical com- 


bustion chambers, one reason for 
the high power output of the tiny 


The cylinder head is aluminum 
alloy with inserted valve seats. An 
aluminum crankcase has cooling 
fing on the bottom and sides to con- 
trol oil temperatures. There are 
only two main bearings, with tre- 


f Mmendous counterweights and bear- 


ing overlap, to eliminate vibration. 
The carburetor, on the right side 
of the engine, feeds directly 
a water-temperature-con- 
trolled intake manifold to the in- 
take valves. 
Exhaust passes through the cyl- 
inder head to the opposite side 


efficient V-4 design. An 


oil filter bolts to the aluminum 


“4 


crankcase on the lower right. 
Above it is the fuel pump and fuel 
filter, A small, two-blade, aluminum 
fan igs standard. 
4 * * + 
Selling the Features 
are a couple of negative 
points which might well be soft- 
pedalled in Appia. Tall men will 
stoop to see under upper reveal 
moldings. Ladies may comment on 
lack of a device to hold doors open, 


There may be critical com- 
ments about control 
plus a million questions 
the unique front suspen- 
and V-4 engine. For these 
items there are plenty of 
answers, if you’ve read 
maker’s literature. 
plus side, the Appia has 
on of mighty salable fea- 
There’s stainless steel bump- 
Tires and wheels are factory 
balanced with weights hidden in- 
side the wheels. Those clever radi- 
ator blinds provide instant warmup. 

You can lean the back of the 
front seat forward to provide maxi- 
mum entrance space to the rear 


fl 


le 


Be comfort. On door edges you'll find 


Tubber seals have chrome strips 





holding them in place. With all 
windows up there’s a good quality 
demonstration in slamming a door. 
If it’s swung gently from the full 
open position—the darn thing will 
spring back (as the car fills with 
air) before it has time to latch. 
* + 


A Quality Story 
rusALty, there’s a quality story 
about Appia which should be 
good for about ‘eight solid hours 
of conversation; beginning with 
that beautiful little engine, black 
crackle-finish rocker arm covers 
and carefully cast aluminum head 





and crankcase. 

There’s quality in the manner 
of upholstery, in paint, rubber 
mats and fitted carpet. 

There’s even more quality inside 
the gearbox with its soft smooth 
shift that never sticks no matter 
how rudely handled. 

Finally, there’s the most impres- 
sive quality of all—when you're on 
the highway at 55 or 60 miles an 
hour with windows up. The only 
thing you can hear is the quiet 
hum of a unique little V-4 sep- 


Lancia Appia—World's Only V-4— 

One of the world’s most unusual autos is the Lancia Appia four-door sedan. It is 
the only car with a V-4 engine and a unit body without centerposts between the 
arating Appia from all four-cylin- doors. The Appia has wide doors, roomy interior and high quality throughout. West 





der cars in use today. Coast p.o.e. price is $2,892. 
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and only Ramco has the right combination of 
modern power ring actions for any engine, old or new! 


The “‘right combination’’ includes such ring actions as 
circumferential expansion action—side sealing —conformability, 
many others. Some are diagramed below. 

To us, they mean MODERN POWER. To your customers, 
they mean an end to wasteful oil pumping, 
costly fuel bills, embarrassing smoke. 

Only RAMCO sets provide this combination 

of MODERN POWER features for any 

engine, old or new! : 

That’s why more and more smart engine 

men are installing MODERN POWER RAMCO sets! 


How about you? 






CIRCUMFERENTIAL) 
EXPANSION 
ACTION | 


SIDE 
SEALING 











DEEP, 
CONTINUOUS 
CHANNELS | 





sesa.4d = 


> > 


@ 
fo 


7_ 





~— 


r 
| 
Is 


— 


ro = 
> 











AUTOMOTIVE NEWS, OCTOBER 19, 1959 


75 











Bulletin Board 








Booklet on Disposal Bodies 
“The Big Squeeze,” a _ booklet 
illustrating and describing the ad- 
vantages of the Hydro E-Z Pack 
disposal bodies—free. E-Z Pack 
Division, Hercules Galion Products, 
Inc., Galion, O. 
a 


* * 


Torque Tools 
Torque tools—Bulletin 7705, free. 
Apco Mossberg Co., 1005 Lamb St., 
Attieboro, Mass. 
* a + 
Booklet on Batteries 
“Facts About Storage Batteries,” 
a booklet containing information 
for car and tractor owners, teach- 





ers, and those who buy, specify or 
work with batteries— free. Exide 
Automotive Division, P. O. Box ZE 
6266, Cleveland 1, O. 


* * * 


Radiator Hose Listed 


A catalog of radiator hose for 
French-made automobiles — four 
pages, free. Industrex, Inc., 60-01 
oe Blvd., Woodside, L, L, 


* * * 


Barrel Finishing 
Bulletin No. 402 containing de- 
tails and specifications on Techline 
separating equipment for barrel fin- 
ishing operations four pages, free. 





Techline Division, Wheelabrator 
Corp., 1016 Avenue V, Vicksburg, 
Mich. 


* * * 


Molybdenum Fabrication 


“Fabrication of Molybdenum” — 
221 pages, $6.50. Book Department, 
American Society for Metals, 7301 
Euclid Ave., Cleveland 3, O. 

+ 


* * 


Autolite Catalog 
Illustrated catalog describing 
products made by the Electrical 
Products Group—free. Sales De- 
partment, Electrical Products 
Group, Electric Autolite Co., To- 
ledo 1, O. 


* * * 


Wire and Cable Products 


A booklet covering a complete 
line of electrical wire and cable 
products for auto, marine and mo- 
bile home requirements—24 pages, 





Six Corvairs Entered 


In American Rally 


LOS ANGELES.—Six new 
Chevrolet Corvairs will take on 
at least 75 imported and domes- 
tic competitors in the American 
International Rally Oct. 13-17, it 
was revealed last week. 

Release of the first entry list 
showed that only 11 domestic 
cars have been entered in the 
cross-country rally thus far. 

The Corvair sextet will be join- 
ed by a DeSoto, Thunderbird, 
Studebaker, Chevrolet, Corvette 
and Rambler Ambassador. 





free. Del City Wire Co., Inc., Box 
2464, Oklahoma City, Okla. 
i ke 


Creative Services 





Brochure aiding users of creative 
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services in selection and use of 

media related to sales promotion, 

training and service—free. “C-C” 

Director, Dayton Tech Art Co.,, 

1329 Stanley Ave., Dayton 4, O. 
+ * * 


Replacement Panels 


Fifteenth anniversary catalog 
listing 600 Schofield replacement 
panels for all American 1946-1959 
autos—free, Schofield Mfg. Co., 1140 
E. 222nd St., Cleveland 17, O. 

+ + * 
Transmission Servicing 

Wall chart giving automatic- 
transmission fluid-servicing infor- 
mation—17 by 22 inches, free. Bell 
Co., 411 N. Wolcott Ave., Chicago 
22, Ill. 


* * * 


Battery Handbook 
Handbook of technical instruc- 
tions and engineering data on the 
care of motive-power storage 
batteries—36 pages, free. (Bulle- 
tin GB-1896). Gould-National 
Batteries, Inc., Stone and Cal- - 
houn Sts., Trenton 7, N. J. 
. * a 


Lamp Catalog 
Tung-Sol A-21 lamp catalog for 
1959—free. Tung-Sol Electric, Inc., 
95 Eighth Ave., Newark 4, N. J. 
+ * + 


Truck, Trailer Parts Catalog 


The C. M, Hoof 1959 Fall catalog 
—free. C. M. Hoof Co., 2100 Green- 
leaf St., Evanston, IIl. 

* * * 


Radio Catalog 


A parts and accessory catalog— 
free. Motorola, Inc., 4545 W. Au- 
gusta Blivd., Chicago 51, Ill. 

+ ” 7 


Tire Buffer Catalog 


A catalog showing buffers and 
accessories for tire recappers, re- 
pair shops and service stations— 
four pages, free. Wyzenbeek & 
Staff, Inc., 223 N. California Ave., 
Chicago 12, Ill. 

* 


* * 


Spark Plug Catalog 


A spark plug catalog including 
tips on installation and service— 
free. Hastings Mfg. Co., Hastings, 
Mich, 

* * 


Barrel Finishing 


“CARBOtrol 7,” booklet detailing 
a seven-point system for barrel fin- 
ishing—36 pages, free. Advertising 
Branch, Carborundum Co., Niagara 
Falls, N. Y. 

* - * 
Transmission Catalog 

Catalog giving engineering data 
and specifications of a new variable 
speed transmission with ratios of 
3 to 1 to 9 to 1 and basically con- 
stant horsepower—two pages, free. 
Western Mfg. Co., 3400 Scotten 
Ave., Detroit 10, Mich. 

* > * 


Car Parts, Accessories 


A catalog of more than 100,000 
automotive parts and accessories 
available from Warshawsky & Co. 
—388 pages, free. Warshawsky & 
by 1900-24 S. State St. Chicago 
6, Ill. 


Buy U. S. Cars, 
N. Mexico Urged 


SANTA ROSA, N. M.—The board 
of the Santa Rosa Chamber of 
Commerce has protested the pro- 
posed purchase of foreign cars by 
the State of New Mexico. 

A board resolution asked that 
the state departments not purchase 
“goods of foreign manufacture with 
U. S. taxpayers’ monies.” 

Copies of the resolution were sent 
to state officials, other chambers in 
the state and NADA President 
H. L. Galles jr. ; 


Ford Salesmen Cited 
For 10th Year in Row 


NEW YORK.—With three 
months still to go in the 1959 sell- 
ing year, eight Ford car and truck 
salesmen in the New York Ford 
sales district have already quali- 
fied for the tenth year in a row for 
membership in the exclusive 300- 
500 Club of Ford division for retail 
salesmen. 

In recognition of their outstand- 
ing achievement, the salesmen were 
presented with diamond-studded 
lapel pins by O. Fred Yando, New 
York Ford district sales manager 
and C. Gordon Johnston, Ford’s 
Northeast regional sales manager. 
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REAR VIEW MIRROR — An automatic, 
electrically operated Photo-Matic rear view 
mirror for installation in Cadillacs and 
other late model General Motors cars has 
been introduced by Sparton Automotive 
Division, of Sparton Corp., Jackson, Mich. 
Settings for city driving, highway driving 

and “off” are on this functional rear-view 
mirror. Aut tic adjust s come as the 
headlights from vehicles approaching from 
the rear actuate an electronic eye built into 
the mirror. This is said to eliminate the 
danger of blinding glare from bright head- 
lights shining into the drivers’ eyes from 
the rear view mirror. The mirror is 10% 
inches long, 2% inches high and 2 inches 
deep from front to back. It weighs 16 
ounces and is avoileble la 12-volts only. 








ROCKER REPAIR PANELS—Mopar Divi- 
sion, of Chrysler Motors Corp., P. O. Box 
1718, Detroit 31, Mich., has announced 
rocker repair panels which will fit all 1949- 
59 Plymouth, Dodge, DeSoto and Chrysler 
cars and many other makes of cars, includ- 
ing 1949-58 Ford and 1949-57 Chevrolet. 
The panels are manufactured of a heavy 
gauge steel, and are contoured to slip on 
over the original rusted or damaged body 
side sill. The panels are pre-cut to proper 
length and die-sunk for correct screw 
placement. Rectangular holes are provided 
in the panels for sill moulding clips. No 
additional cutting, filing or adjusting is 
Necessary as the parts fit around door pil- 
lars and center posts, it is sald. 





DYNAMOMETER — Dillon dynamometers 
are said to play an important part in the 
testing of portable hydraulic cranes man- 
wfactured by Ruger Equipment, inc., 
Urichsville, O. Actual setup shown here 
both applies and indicates load in one 

tion. Compact size of the dyna- 
mometer is said to make it ideal for 
general production-line testing. Model 
shown here has a 5-inch diameter dial 
and will measure loads up to 10,000 
pounds. Twelve other capacities range 
from a low of 0-500 pounds up to 0-100,- 
000 pounds. Maximum indicators and at- 
tachment shackles are standard. By means 
of suitable fixtures, loads can also be 
‘checked in compression or torque. W. C. 
Dillon & Company, Inc., 14620 Keswick 
St., Van Nuys, Colif. 


+ 
Tropical Paint Introduces 
Fast-Drying Interior Spray 
Tropical Dri-Spray White, a fast- 
drying interior spray paint, is of- 
- fered by Tropical Paint Co., 1246 W. 
‘Seventieth Ave,, Cleveland 2, oO. 
The new paint is safe to use 
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overhead or near work areas with- | 
out drop cloths or messy clean-up | 
after painting since the overspray 
dries in the air and simply sweeps 
or brushes away, the company says. 
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PEG BOARD RACK—A point-of-sale peg 
board merchandiser, which can display 
more than three dozen Duro-Plastic repair 
products, has been introduced by Woodhill 
Chemical Co., 1390 E. Thirty-fourth St., 
Cleveland 14, O. The rack contains eight 
separate pegs. a ‘ 


Steam Cleaner 

A 600-gallons-per-hour steam 
cleaner, Model CLS-600, has been 
introduced by Aeroil Products Co., 
Inc., 6 Wesley St., South Hacken- 
sack, N, J. 

+ + + 
Soft-Alloy Cutting Oil 

A new premium quality soluble 
cutting oil, formulated specifically 
to provide maximum stability in 





cutting of soft alloys, has been 
added to its lines of cutting oils and 
coolants by Shear-Speed Chemical 
Products, Division of Michigan 
Tool Co., 7125 E, McNichols Rd., 
Detroit 12, Mich. 

+ * + 


Torque-Wrench Catalog 


A catalog sheet, illustrating and 
describing its line of adjustable 
snap torque wrenches, has been 
published by Skidmore Engineering 
Co., 5130 Richmond Rd., Bedford 
Heights, oO. 


* * 


Rust Primer Offered 


Rustikote, a primer for rusted 
iron and steel surfaces, has been 
introduced by Tropical Paint Co., 
1210 W. Seventh St., Cleveland 12, 
QO. An ingredient replacing fish oil 
gives Rustikote superior wetting 
qualities which enable it to pene- 
trate the rust thoroughly and bond 
the coating to the base metal for 
greater durability, the firm said. 


* * * 





MIRROR ARMS—Pathfinder replacement 
arm assemblies for all Ford truck mirrors 
have been introduced by Auto Lamp Mfg. 
Co., 2909 S. Indiana Ave., Chicago 16, 
ll. Ford bracket and hinge has set-screw 
for easy angle adjustments; machined col- 
lar provides secure, vibrationless fit, it is 
said. Black baked enamel finish is rust- 
proof and mar-resistant, it is claimed. Ad- 
justable extension unit telescopes down to 
14 inches for driveway clearance; extends 
to full 23% inches for wide viewing area. 
Smaller units, with 9 to 12-inch extensions, 





are also available. 





FILTER WRENCH — An improved Chain 
Wrench is being offered by Wix Corp., 
Gastonia, N. C., which simplifies and 
speeds up the dismounting on ‘‘Spin-On" 
type filters. It is claimed that the WIX 
Chain Wrench will save upward to 60 per- 
cent of service time in changing filters by 
quickly breaking the seal and enabling 
the mechanic to spin off the used filter with 


ease. 
* * * 
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TIRE-GAUGE DISPLAY — Designed for 
impulse consumer purchase of car tire 
pressure gauges, this counter display has 
been developed by Dill Mfg. Co., 700 E. 
Eighty-second St., Cleveland 3, O. The dis- 
play holds six gauges, each of which is 
visible through a clear plastic “blister.” 
Printed in two colors, the eye-catching dis- 
play measures 10 by 12 inches. The chrome 
plated gauges th Ives are engineered 
for long accurate service, it is said. A nylon 
slide bar is calibrated from 8 to 40 pounds 
in one-pound units. 








ADDRESSING SERVICE—A system for 
addressing service followup notices and 
statements has been announced by Master 
Addresser Co., 6500 West Lake St., Minne- 
apolis 26, Minn. Addressing masters, called 
Press-On-Master Patches, having pressure 
sensitive backs are attached to customer 
service records and ledger cards. The rec- 
ord card itself will then print addresses 
on any material to be mailed to that ac- 
count, it is said. Addressing errors are 
eliminated. The machine is quiet in opera- 
tion, occupies only 7 by 13-inch desk 
space, 





THROTTLE CLIPS — Dorman No. VU-20 
throttle rod clips, have been announced 
by Dorman Products Inc., 5757 Mariemont 
Ave., Cincinnati 27, O. A transparent can 
with its revolving dial-a-size styrene lid 
and handy pour-out feature puts at the 
mechanic's finger tips six sizes, three of 
each type, of the rod clips illustrated 
above. Also available in standard pack- 
ages of 25 or 100. 

* — 


Inca Metal Introduces 
Office Storage Cabinets 


A line of all-steel office storage 
cabinets has been introduced by 
Inca Metal Products Corp., Carroll- 
ton, Tex. 

There are three models, a general 
storage cabinet, a wardrobe cabinet, 
and a combination storage-ward- 
robe model, The units are 36 inches 


| wide, 18 inches deep and 78 inches 
| high, and come in four colors— 
Inca green, Inca gray, sea green 
and copper tan. 
* 


* + 





Wisconsin 


Co., 
Dells, Wis., has announced its Karlift jack 


LIFT—Big Joe Mfg. 


with a builtin battery charger. Both the 

3,000-pound and 5,000-pound capacity 

jacks are said to be manually propelled 

with ease, electrically powered and lift 

loads hydraulically to a locked position. 

The Karlift raises cars to 36 inches. 
= 


Autolite Catalog 


A catalog containing a technical 
presentation of products manufac- 
tured by the Electrical Products 
Group, Electric Autolite Co. is 
now available. It may be obtained 
by writing, Sales Department, Elec- 
trical Products Group, Electric Au- 
tolite Co., Toledo 1, O. 

. « + 


Lithium-Base Grease 


A multi-purpose lubricant, offered 
in tubes for greasegun application, 
has been introduced by Pennzoil, 
South Penn Oil Co., Oil City, Pa. 
The lithium-base grease is said to 
provide rustproof security on the 
road or in storage, and offer maxi- 
mum adhesion to metal under all 
weather and operating conditions. 

* * * 


Plastic-Ceramic Buffer 


A plastic-ceramic material called 
Duramic Grade S-3 is being used 
in the automotive industry in buf- 
fing fixtures, and combines the 
heat-and-wear resistance of ceram- 
ic with mechanical durability of 
plastic, according to Duramic Prod- 
ucts, Inc., 262 Mott St., New York 
12, N. ¥. 





REPAIR STAND—A repair stand de- 
signed to hold virtually any work-piece 
in any position has been announced by 
Manzel, a unit of Houdaille Industries, 
Inc., 315 Babcock St., Buffalo 10, N. Y. 
According to Manzel, the stand is not re- 
stricted to automobile engines of any 
specific make or type. Because it is ad- 
justable, it is said to eliminate the need 
for having to purchase different adapters 
each year. Called the ‘“Adjusta-Mount 
Repair Stand," the unit is capable of 
mounting standard passenger car en- 
gines, imported car engines, light truck 
engines, marine and industrial engines, 
as well as rear axles, transmissions, dif- 
ferentials, power take-offs and similar 
work. Outstanding feature of the new 
Manzel stand is said to be the heavy-duty 
T-shaped mount with its fully adjustable 
attachments. Moveable blocks and wing 
attachments can be positioned to pick up 
any series of bolt holes on the bell-hous- 
ing end of any engine, large or small. 














ELECTRIC FUEL PUMP—Major improve- 
ments have been made in the Series 
1000" Autopulse electric fuel pump. This 
is the first improved model Autopulse under 
the ownership of Walbro Corp., Cass City, 
Mich. Capacity is nearly double that of 
the Series “500"" pump — up to 42 gph 
free flow for the ‘‘1000." Operating life 
has been considerably increased, it is said. 
Design of the upper chamber has been 
changed to provide a special dampener 
which almost eliminates pulsation. The 
screen filter has been moved from the 
upper chamber to the main body casting, 
and is now accessible for cleaning and re- 
newal without any fuel line disconnects, 
it is said. 





CLEANING GUN—The Ein-Zwei-Dry 
c ing gun, ed by Gunk Labora- 
tories, ine., 630 North Harlem Ave., River 
Forest, lll., is said to be ideal for degreas- 
ing engines and parts right on the wash 
rack or for keeping concrete floors clean. 
When used in conjunction with Gunk con- 
centrate and kerosene, the gun cleans 
without harming engines or ignition sys- 
tem, it is said. The gun rinses away emul- 
sified solution with a non-splashing water 
jet action, it is said. 








from aircraft 
steel, the K-D nut cracker will crack nuts 
from 5/16 to % inches. It is used for re- 
moving rusted or frozen nuts from shock 
absorbers, muffler clamps, exhaust flanges, 
head nuts, spring U-bolts, batteries, bump- 
erettes, and engine supports. The unique 
compound-angle body design and the 360 
degree rotating cutter enable the user to 
reach into channels and tight places. Can- 
not possibly damage bolt threads because 
the action of the plunger is parallel to the 
cutter and the nut is completely cracked 
before the cutter can contact the bolt 
threads, it is said. K-D Mfg. Co., Lancaster, 
Pa. 


NUT CRACKER — Forged 





TORQUE WRENCHES—A line of adjust- 
able snap torque wrenches has been intro- 
duced by Skidmore Engineering Co., 5130 
Richmond Rd., Bedford Heights, O. The line 
includes both plain and square drive and 
ratcheting square drive types. Unique fea- 
ture is said to be a dual scale incorpo- 
rated into each wrench so that either inch- 
pound or foot-pound settings can be made 
without conversion of figures. 
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Parts & Accessories Distribution .. . 





ASIA Division Plans 
12 Special Services 


CHICAGO.—More than 200 ideas, 
suggestions and comments on how 
to implement proposed services and 
other objectives were offered by 
members at a Midwest conference 
of the manufacturers division of 
the Automotive Service Industry 
Assn. 

Similar conferences have been 
held in Toledo, Cleveland and 
New York and others are sched- 
uled in Atlanta (Oct. 20), Kansas 
City (Nov. 6), Los Angeles (Nov. 
12) and Minneapolis (Nov. 20). 

The services proposed by the} 





manufacturers division are: Credit 
reporting, market research studies, 
bulletins on materials and equip- 
ment for sale and wanted, new 
products and product-research 
studies, operational cost studies. 
Sales executives councils, sales 
trends bulletins, salesman perform- 
ance studies, standardized policies, 
statistical reporting, trade prac- 
tices conferences with the Federal 
Trade Commission, and uniform 
numbering system and cataloging. 
The division hopes to organize 





a sales executive council in each 
of the marketing regions where 
the conferences are being held. 

Ways also are being sought to 
improve cooperation in divisional 
operations. 

B. W. Ruark, division executive 
secretary, said one member pro- 
posed a sales-volume report at least 
once a year on every product in 
regard to all channels of distribu- 
tion. 

“Tt was the popular opinion here 
that actual sales figures would be 
most difficult to obtain because 
most manufacturers would be re- 
luctant to part with them,” said 
Ruark. “In place it was suggested 
that this should be done on the 
percentage basis of volume.” 

Another member suggested a 
count be kept on the number of 
wholesaler establishments by 
state, county and city to deter- 
mine the rate of growth of such 








Goof by Safecrackers 
Foils °60 Olds Flight 


HAYWARD, Calif. — Two 
would-be safecrackers were Cap- 
tured by police in the Buchanan 
Oldsmobile-Cadillac building 
here, foiling an early preview of 
the ’60 Oldsmobile. 

The yeggs made such a mess of 
forcing open the front door that 
a cruising officer spotted it and 
radioed for help. Police found the 
two cowering in a closet. 

The prowlers had picked out a 
new Olds, still under wraps, as 
their getaway car. 





outlets annually, Ruark contin- 
ued. 

He said the division also was 
urged to compile important sur- 
veys and statistics published by the 
trade press and which have a direct 
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CIRCUMFERENTIAL 
EXPANSION ACTION 
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the MODERN POWER ring actions for 
all engines, all models, all ages. 
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right. They’re important to you 
because they mean money saved 
on gas and oil bills—longer 
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bearing on operations of manufac- 
turers, warehouse distributors and 
rebuilders. 

“It was pointed out that this 
would save members valuable time 
by eliminating his need for wading 
through hundreds of related and 
nonrelated surveys in order to 
choose those he desires,” Ruark 
added. 


Be Distributors, 


Gas Stations Told 


INDIANAPOLIS. — Service- 
station owners and operators can 
participate in the tremendous 
growth of the automotive-accessory 
industry by becoming distributors 
for major companies, according to 
Robert M. Bowes II, general man- 
ager of Bowes “Seal Fast” Corp. 

Speaking before a company sales 
meeting, Bowes cited the fact that 
three of four new franchised truck 
distributors for his company are 
former service-station owners and 
operators. 

He explained that “a franchised 
distributor represents the middle 
ground between working for a 
company and striking out on one’s 
own. Thus, franchises enable men 
to be their own boss yet benefit 
from affiliation from their suppli- 
ers.” 

Bowes said “the high mortality 
rate of service stations is one of 
the principal reasons why distribu- 
tors are being recruited from the 
ranks of dealers.” 

e.-6-.% 


Slifer Mfg. Establishes 
National Sales Program 


GOWRIE, Ia.—Slifer Mfg. Co., 
announces the organization of a 
nationwide sales program with the 
establishment of distributors in key 
states from coast to coast. 

Slifer manufactures the Modern 
steam cleaner. 

* * . 


Warehouse Added 


LOS ANGELES. — Morrison Dis- 
tributing Co. has opened an addi- 
tional warehouse capable of han- 
dling automotive lines not normally 
adaptable to an automotive ware- 
house 





Financial News 


In the final ratings by an inde- 
pendent board of judges in the 19th 
Annual Report Survey by Financial 
World, national weekly magazine, 
Commercial Credit Co. was judged 
as having the best annual report of 
the automobile finance companies. 

A bronze “Oscar-of-Industry” will 
be presented to Edmund L., Grimes, 
CCC chairman. Pacific Finance 
Corp. was runnerup for the top 
award, while General Motors Ac- 
ceptance placed third. 

* * * 


Highway Trailer Seeks 
$10 Million for Expansion 


The board of Highway Trailer 
Industries, Inc., has voted to ob- 
tain major financing to carry out 
a $10 million, four-point expansion 
program in behalf of a wholly 
owned subsidiary, Highway Trailer 
Co. 

The plans include establishment 
of a truck trailer and cargo con- 
tainer manufacturing facility on 
the West Coast, establishment of a 
similar facility in the South, provi- 
sion for extending the company’s 
facilities and operations in its in- 
ternational markets, and the estab- 
lishment of a wholly owned finance 
company to implement the entire 
program. . 

+ a *~ 


Sharp Sales, Profit Gains 
Reported by American Enka 


Reflecting capacity output of 
Tyrex viscose tire yarn, as well as 
rayon and nylon textile yarns, 
American Enka Corp. reported a 
sharp rise in earnings and record 
sales for the first 36 weeks of this 
year. 

Consolidated net sales amounted 
to $76,655,000 for the period ended 
Sept. 13, compared with $42,490,- 
000 in the 36 weeks ended Sept. 7, 
1958, an increase of 80 percent. 
Consolidated net income increased 
to $5,287,000, compared with $154,- 





000 for the like period of 1958. 
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Renault Team Visits France .. . 





Import-Car News Notes 


OME 225 members of the 
Renault-Peugeot marketing 
team in the U.S.—headquarters ex- 
ecutives, distributors and dealers— 
are viewing manufacturing, re- 
search and distribution operations 
of the parent companies in France. 
They also will attend the Interna- 
tional Auto Show in Paris. 

Pierre Dreyfus, president of Re- 
nault of France, will welcome the 
American group at special meetings 
to be held at Billancourt, Renault's 
largest factory, near Paris. 

Also scheduled are visits to the 
Renault plants at Flins, where 
Dauphines are produced, and at 
Cleon, where the company’s new- 
est manufacturing unit is located. 
The group also will view the load- 
ing of Renault cars aboard U. S.- 
bound freighters at Le Havre. 

They also will witness test runs 
of the Caravelle convertible and 

‘ the new Renault light truck, both 
of which will be imported here next 
year, and visit the Renault branch 
office and service center at Mar- 
seilles. 

The Peugeot, Inc., group will 
attend the annual Peugeot banquet 
in Paris tomorrow (Oct. 6), at 
which Jean-Pierre Peugeot, presi- 
dent of La Societe Anonymedes 
Automobile Peugeot, will be host. 
About 2,000 executives from all 
parts of Peugeot’s worldwide oper- 
ation will be present. 

About 40 Peugeot, Inc., officials 
and distributors are expected to 
visit the Peugeot factory at So- 
echaux in Eastern France. There 
they will observe construction of 
the 403 sedans and station wagons, 
‘the two Peugeot vehicles now on 
the American market. 

+ 


Import Deal Leaps 
From Hobby to 
$75,000 Building 


N IMPORTED-CAR dealership 

which was started as a hobby 
two years ago has moved into a 
new $75,000 home. 

It is Imported Car Center at 1900 
S. University Ave., Little Rock, 
Ark. The dealership handles Mor- 
ris, Austin-Healey, Jaguar, Volvo, 
Bentley and Rolls-Royce. 

Founders of the dealership in 
1957 were Harry Lasker, his wife 
and Cecil C. Campbell. Campbell, 
operator of a photography business, 
had been the Jaguar distributor in 
Arkansas for about five years and 
had serviced cars at his home. 

Lasker said, “We had planned 
to sell four or five cars a month, 
mostly by appointment, but more 
than 10,000 people attended our 
opening.” Since the dealership was 
opened in April, 1957, sales have ex- 
ceeded 350 cars. 

The new building has a show- 
room, offices and parts and service 
departments. The service depart- 
ment can handle more than 10 cars 
at a time. Each side of the building 
has a 14-stall carport for display- 
ing cars. 

+ * + 
Borgward 
POWERED by an 82-horsepower, 
91-cubic-inch displacement en- 
gine, a six-passenger Borgward 
posted a record two-way average 
of 93.540 m.p.h. on the Bonneville 
(Utah) Salt Flats in Class E of 
the touring sports category. The 
‘mark was set during the 1ith an- 
nual Speed Week sanctioned by 
Bonneville National, Inc. 

Except for the addition of seat 

belts, fire extinguisher and a fac- 


MR. EXECUTIVE! 


For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 








St. Clair inn and Country Club 
OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 
Owned ond operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 

















tory-optional speed kit available at 

any Borgward dealership, the Borg- 

ward TS sedan was exactly as de- 

livered to customers, the firm said. 
* * * 


Lotus 


DER a contract with Lotus 
Cars, Ltd., England, the plas- 
tics department of Bristol Aircraft, 
Ltd., soon will begin quantity pro- 
duction of glass-fiber bodies for the 
Lotus Elite grand touring car. 
The Lotus Elite was designed by 
Colin Chapman, managing director 
of Lotus Cars. The chassis and 
body are molded in reinforced plas- 
tics and fused together to form a 
rigid integral structure. 
* ae 


Mercedes-Benz 
REPORT on races in which 
Mercedes-Benz cars have com- 

peted in the U. S. from 1895 through 
1937 has been prepared by Daimler- 
Benz of North America, Inc. 

The firm said the record covers 





every event which featured a Benz, 
Daimler “Mercedes” or Mercedes- 
Benz. The two firms were merged 
into Daimler-Benz in the mid-’20s. 

The report points out that Barney 
Oldfield and Ralph de Palma, noted 
American race drivers, won many 
events in these cars. 

. * * 


Sunbeam 


Mo Bae pei at a press conference 
prior to the departure of 85 
dealers for London, John T. Panks, 
managing director of Rootes Mo- 
tors, Inc., announced that some 
$15,600,000 worth of orders for the 
new Sunbeam Alpine sports car 
have been placed by dealers in this 
country, sight unseen. 

“I understand,” he said, “that 
this is the largest single order for 
one model ever received by an 
imported-car manufacturer. This 
radically new car has been devel- 
oped over the past two years and 
incorporates many novel features 
specifically requested by Rootes 
Dealers in America.” 

After the luncheon, the 85 dealers 
and members of their families left 
by plane for London, where they 
will pick up their cars and enjoy 
a three-week tour’ of Europe. 

Some dealers are so anxious to 








Lark Dealer’s Ad 
Bids Corvair Welcome 
SOUTH BEND.—A display ad 
in the South Bend Tribune was 
used by Freeman-Spicer (Stude- 
baker-Mercedes-DKW) to extend 
a public welcome to the new 
Chevrolet Corvair, with the fol- 
lowing advertising message: 
“Freeman-Spicer says welcome 
to the new Chevrolet Corvair! 
Freeman-Spicer welcomes Gen- 
eral Motors and Gates Chevrolet 
to the convenience-size car field. 
We've looked at the new Corvair 
and it’s a beauty. We urge every- 
one to see it and inspect it care- 
fully. 
“And when you’ve done so, take 
a good hard competitive look at 
the new Freeman-Spicer Lark. 
We make no claims, no promises, 
no suggestions as to which car 
best suits your needs, That will 
be for you, the buying public to 
decide. We stand ready with ut- 
most confidence for your inspec- 
tion!” 





begin displaying their new sports 
car that they have contracted to 
have their own Sunbeam Alpine 





flown back at their own expense 
after the European rally. 
* 


* ~*~ 
Simca 
HARLES E. MILLER has been 
appointed Southern area sales 
manager for Simca with headquar- 
ters in Atlanta. He has been with 
the Chrysler Corp. in various ca- 
pacities since 1955, 
* * 


Saab 


AAB has added 31 dealers in 14 

states. The total includes eight 
outlets in the Southeast (seven in 
Florida and one in Georgia), which 
is a new distribution area for Saab, 
The new dealerships are: 

Alexander Foreign Cars, Pensa- 
cola, Fla.; Auto Imports, Tallahas- 
see, Fla.; Miami Saab, Miami; 
Sharp-Simpson Motors, Inc., Jack- 
sonville, Fla.; Sheppard’s Imports, 
Tampa, Fla.; Harley Wadsworth, 
Orlando, Fla.; Buchman Motors, 
Sarasota, Fla.; Foreign Car Sales, 
East Point, Ga.; Florida Auto Sales, 
Panama City, Fla. 

European Motors, Inc., Westport, 
Conn.; Saab of Hartford, Inc, 
Hartford, Conn.; Stevens Ford, 
Milford, Conn.; Delta Import Mo- 
tors, Inc., Chicago; Wheeler Motor 

(Continued on Page 79, Col, 3) 





Most of your customers can’ 


A telephone rings harshly in the middle of the night. 
Outside a storm rages against the eaves. Rain 

or snow has made the streets and highways 

almost impassable. And in the emergency room of 

a distant hospital a patient waits for his 

doctor. A doctor has to get there in time. 

A doctor can’t AFFORD to get stuck! 


Whether your customer is a doctor or a 


salesman, a rural mail carrier or a busy housewife, 


mobility is important—often vital. 


With a limited slip differential, power is 


instantly transferred to the wheel with the greater 


traction. In snow or mud, on icy pavements or 


country roads, if anyone moves, your customer does 
... with a limited slip differential. 





Make sure that all the cars you demonstrate and 
sell are factory-equipped with limited slip differentials. 
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Renault Team Visits F actory ... 





Northwest VW Dealers Off for Germany— 


The happy faces belong to 30 Pacific Northwest Volkswagen dealers and their 
wives as they leave Seattle on the first leg of their factory-sponsored two-week tour 
of Europe. The delegation will see VW factories in Hanover and Wolfsburg, Germany, 
and will have an opportunity to observe German dealer methods. 
first of 12 arranged by VW. 


AFFORD to get stuck 


The tour is the 


Import-Car 


News Notes 


(Continued from Page 78) 


Company, Meriam, Kan.; Tober 
Foreign Motors, Springfield, Mass.; 
Littleton Motors, Littleton, Mass.; 
Roy E. Hardy, Inc., Saginaw, Mich. 

Stratton Sports Car Corp., Lans- 
ing; Olofson Motors, St. Paul; Mid- 
west Sports Car Center, Omaha; 
Brad Bryant Saab, Weirs Beach, 
N. H.; Whipple Saab Service, Tam- 
worth, N. H.; Paul’s Motor Sales & 
Service, Hawthorne, N. J.; Ken- 
more Sports Cars, Buffalo; Bayport 
Sports Car Center, Bayport, N. Y. 

Nu-Trend Motors, Inc., Mt. Kisco, 
N. Y.; Chardon Rambler, Chardon, 
O.; Hamrock Saab Sales & Service, 
Canton, O.; Mahan’s Imported Auto, 
Inc., Warren, O.; Mansfield Sports 


the South and Central West Re- 
gion of Renault, Inc., according to 
Jack C. Kent, general sales man- 
ager, Anders will headquarter in 
the Dallas regional office. He for- 
merly was a district sales manager 
in the Dallas region. 
* + *” 


Panhard 


S22 WALTERS, president of 
Southern Car Distributors, Inc., 
Atlanta, has recently been ap- 
pointed distributor of the French- 
made Panhard. Walters is now ap- 
pointing dealers in the Carolinas, 
Tennessee, Alabama, Georgia and 
| Florida, 

* * * 


Cars, Inc., Mansfield, O.; Foreign | 


Cars of Rocky River, Rocky River, 
O., and Stadel Auto Sales, Lan- 
caster, Pa. 

+ * * 


Renault 


EONARD F. ANDERS has been 
appointed sales manager for 


Toyota 
AROLD JOHNSON, general 
manager for Toyota Motor Dis- 
tributors, Inc., has announced the 
appointment of two new executives. 
V. G. Petri and T. S. Roberts. 
As sales and service represen- 
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tative in the Pacific Northwest, 
Petri will be working out of Toy- 
ota’s regional office in San Fran- 
cisco, but will reside in Seattle. 
He has served with Packard, 
Edsel and Ford. 

Roberts will take over the duties 
of service manager in the North- 
west. He formerly was with Willys, 
American Motors, Edsel and Ford. 

* + * 


Bristol Siddeley 

RISTOL SIDDELEY EN- 
GINES, LTD., announces for- 
mation of a motor car division to 
coordinate the car interests of the 
company, These include the design, 
manufacture and marketing of the 
Armstrong Siddeley Star Sapphire 
at Coventry, England, where as- 
sembly of the new Sunbeam Al- 
pine is also carried out for the 
Rootes Group. Activities of the new 
division are controlled by a divi- 
sional board under the chairman- 

ship of H. T. Chapman. 

* * * 


Triumph 

RIMROSE yellow has moved up 

to become second most popular 
color choice for Triumph TR-3 
sports cars, according to a buyer 
preference chart compiled from 
dealer reports to Cal Sales, Gar- 
dena, Calif., Western distributor for 
Triumph. 

White continues to lead the color 
hit parade with primrose yellow 
and powder blue following in pop- 
ularity. Red, black and grey follow 
in that order, according to Dorothy 
Deen, executive vice-president. 

~*~ * * 


Susulight 


pus to market the Japanese- 
built Suzulight in the U. S. have 
been announced by Michael Braude, 
president of Emkay Car Leasing 
Corp., Chicago. The car will retail 
at about $1,300, he said. 

The car averages 50 miles to the 
gallon, has a speed in excess of 
50 m.p.h. and has a front engine, 
Braude said. The first showroom 
and maintenance depot probably 
will be in Chicago, he added. 

Braude also said the car likely — 
will be leased to some of Emkay’s 
customers. 

+ * 


Dealer Grows 


HR & CO. SPORTS CARS, INC., 

Buffalo, has doubled sales and 
service facilities at its 1275 Main 
St. location, which opened last Oct. 
30. 

Ahr leased an additional 20,000 
square feet of space at 26-32 North- 
ampton St., adjoining 1275 Main 
St., to provide second-story show- 
room, storage and service facilities 
as well as another entrance. 

Ahr is distributor in 12 Western 
New York counties for Jaguar and 
handles Porsche, Lancia and Alfa- 
Romeo. The company also operates 
an English Ford dealership at 1500 
Hertel Ave. 

+ + + 


Import Show 


peor were the only cars ex- 
hibited at the huge Eastern 
States Fair at Springfield, Mass. 

The Lloyd 75 with its Saxomatic 
drive and padded dash quickly 
caught the attention of visitors, It 
was sponsored by Fuentes Motor 
Sales Co., Longmeadow, Mass. 

The Vespa Spa 400 also had lines 
waiting to inspect it. Springfield 
Motors had the Renault and 
Peugeot, Also, strictly as an ex- 
hibit, the British Land Rover pre- 
sented three models, 


Benson Opens Renault Deal 


SAN ANTONIO, Tex.—Down- 
town Renault has been opened at 
Avenue E and Third St. in quar- 
ters formerly occupied by Spencer 
Motor Co. Tom Benson is owner of 
the new firm, which also handles. 
the Peugeot. 


AUTO 
TURNTABLES 
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"60 Chrysler I Is ‘Reliien 


The ‘60 Chrysler Windsor two-door hardtop features more headroom and legroom. 
Floors are lower and seats are higher. 
and a seven-stage rustproofing process is said to improve rust protection 500 percent. 


Accent on Comfort .. . 





3 4 ‘hile iE. i Sor 


Sweep deck lid . 


door locks 
ing lights. 





* * 


The new models have Unibody construction, 


«+. Cmergency warn- 


1960 Chrysler Offers 
Unified Construction 


What's New: 


Redesigned grille and body . 
Unibody construction .. . 
. - hardtop sta- 
tion wagons ... Panelescent light- 
ing ... high-backed driver’s seat 

- lower floor, mere legroom. . . 
new exhaust system... 


Flite- 


vacuum 


ee styling, unified construc- 
tion and a host of comfort-de- 
signed interior features are high- 
lights of the ’60 Chrysler which 








features to check 
before buying any 


AIR COMPRESSOR 


(Binks has them all... and they'll save 
you money in the long run) 
















1 Lower brake HP per CFM 
delivered... designed to 


be driven with minimum 
electrical output 


2 Full lube protection... 
pressure lubrication— 
automatic low oil 
level safety unloader 


3 Motor starter 
included. ..in the 


purchase price on 
2 HP and above 
tank mounted units 


4 Name brand motor... 
with 40° C rise and 
full service factor— 
fully adjustable 
slide rails 


5 Shock-free 
base ...rubber 


cushions at 
hold downs 


6 A.S.M.E. 
and of the “right” 
size, horizontal or 
vertical 

7 Nationwide service... 
both in the field and 
at factory branches 


Send for free Catalog 820. It shows you the 
complete Binks air compressor line . . . explains 
all the many bonus features that help you get 
the most value for your compressor dollar. 

Ask your Binks jobber for a copy or write direct. 





Ask about our spray painting school 
-NO TUITION...covers all phases. 


Binks am, Pi oy 


EVERYTHING 


Open to all.. 





SPRAY GUNS 


Binks Manufacturing Company 
3124-34 Carroll Ave., Chicago 12, Ill. 


ACCESSORIES NATIONWIDE SERVICE 








REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED - DIRECTORY 


went on display last Friday in 
dealer showrooms. 

Designers turned to the spirited 
300 series in styling the 60 
Chrysler. The grille is ‘ shaped 
like the isoceles trapezoid of the 
300, and the sculptured side 
panels have little ornamentation. 

The quarter panels and tail fins 
are new, and the V-shaped tail 
lights are housed in the fins. Sta- 
tion wagons have hardtop styling, 
and the Flite-Sweep deck lid with 
simulated spare-tire effect is of- 
fered as an option on sedans, hard- 
tops and convertibles. 

* * * 

HE new models have Unibody 

construction, in which the body 
and frame are integrated into a 
single unified structure. Another in- 
novation is a seven-stage rustproof- 
ing process. Chrysler said this 
improves rust protection by 500 
percent. 

The floor has been lowered, 
providing more legroom in both 
front and back seats. Seats are 
an inch higher, and hip room in 
hardtops has been increased 4% 
inches. New High-Tower driver 
seats extend above other seats to 
cushion the shoulders of the 
driver. 

For ’60, the new Astra-Dome in- 
strument panel features an electro- 
luminescent light source which 
Chrysler calls Panelescent lighting. 
Seven wafer-thin panels and eight 
pointers emit a greenish glow 
which is said to produce far less 
glare than incandescent lamps. 
* * oo 


icy instrument panel has as 
many as 17 pushbuttons for 
control of transmission, heater and 
radio. 
Chrysler’s engine lineup and 
horsepower is the same as in ’59. 
Windsors and Saratogas utilize a 
383-cubic-inch power plant, and 
New Yorkers have a 413-cubic-inch 
unit. Compression ratio of each en- 
gine is 10 to 1; 

Horsepower is 305 on Windsor 





Warranty Firm 
Sues Insurer 


For $1.5 Million 


BIRMINGHAM, Ala.—A Spring- 
field (N. J.) auto warranty firm has 
filed suit for $1,500,000 in Federal 
court here against Bankers Fire & 
Marine Insurance Co, of Birming- 
ham, 





Optional Deck Lid— 


Chrysler's V-shaped tail lights are 
housed in the new tail fins, and the Fliie- 
Sweep deck lid is offered for the first 
time. The deck lid has a simulated spare- 
tire insert. 

eAg):4 


models; 325 on Saratogas, and 350 
on New Yorkers. 

Exhaust systems have been re- 
routed through the propeller-shaft 
tunnel to protect against road dam- 
age and to allow the floor to be 
dropped. Mufflers are located far- 
ther to the rear, and exhaust sys- 
tems are aluminized. 

* * a 
eras options for ’60 include 
a new vacuum doorlocking sys- 
tem, and a four-light warning setup 
that flashes all turn-signal lamps 
continuously in a highway emer- 
gency. 

For the first time since 1954, 
Chrysler is offering all-wool 
broadcloth interiors in solid col- 
ors on New Yorker four-door 
sedans. In recent years, wool up- 
holstery has been available only 
in combination with other fabrics 
in the New Yorker. 

Windsor models are built on a 

122-inch wheelbase and are 215.4 

inches long and 79.4 inches high. 

Saratogas and New Yorkers have 

a 126-inch wheelbase and are 219 

inches long and 79.4 inches wide. 
* * * 


] b permang-se put 15 models on dis- 
play last week and will add a 
pair of 300-F units later. Here is 
the lineup: 
Windsor—four-door sedan, four- 
door hardtop, two-door hardtop, 
convertible, four-door two-seat sta- 
tion wagon and four-door three- 
seat station wagon. 
Saratoga—four-door sedan, 
four-door hardtop and two-door 
hardtop. 

New Yorker—four-door sedan, 

four-door hardtop, two-door hard- 
top, convertible, four-door two-seat 
station wagon and four-door three- 
seat station wagon. 
300-F—two-door. hardtop and 
convertible. 
Automatic transmission, power 
Steering and power brakes are 
standard equipment on Saratoga, 
New Yorker and 300-F models. 





The suit, filed by Consolidated 
Auto Warranty Corp., asks for 
$500,000 which it claims should 
have been paid under terms of an 
insurance policy and for $1 million 
in damages. 

The complaint said the policy 
was issued to protect the Auto 
Warranty Corp. against losses 
under auto warranties issued by 
the company. The company said it 
inspects used cars for auto dealers 
and issues warranties which are 
given to buyers of used cars. 


The suit states that under terms 





Sowite 
BUILD VY BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


nanny assures better. serv 
ice woene « — 
repeat 





creases sales volume 
Typical sample, 
details on req 


LEMME we. 


Morgen -I1 
: ’ 
Division of C. A. Norgren Co. 


5434 So, Delaware, Littieton. Colo. 


"complete 








of the contract, Consolidated Auto 





Warranty was to provide a certain 
amount for paying claims and the 
insurance company was to provide 
the remainder up to $500,000. The 
suit. says claims exceeded this 
amount, but the insurance firm did 
not pay its share. 

(A group of Nebraska dealers re- 
ported that they were suing Con- 
solidated Warranty in a separate 
action on the question of auto war- 
ranties.) 





Persia Promotions 


SAN ANTONIO, — Six pro- 
motions have been announced by 
Mike Persia Chevrolet Co. A, ©. 
Benson has been promoted to gen- 
eral sales manager; Chris Bates to 
new-car sales manager; John Clegg 
to branch manager; Jack Matthews 


to manager of the Chevy Center; 
Jimmy Hicks to manager of the 
Chevy Terrace, and Frank Mc- 

Dougall to manager of the Bel Aire 


WESTERN 
SNOWPLOWS 


With Power Hydraulic Lift 
For All Vehicles 
WILLYS, FORD, 






— 
CHEVROLET, 
GMC 


v= $315 — 


Ready to by on Your Vehicle 


FACTORY 
Western Snowplow a. “sere 10-19AN 
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Washington 








attractive schedules, unrealis- 
tic fares and poor service, hoping 
to pay their way on freight alone. 

Railway management will not 
buy this, of course. They argue 
with some logic that there is no 
point in maintaining trains that 
the public doesn’t patronize. It 
would be better to chop them off 
and concentrate on strengthening 
main-line runs that travelers need 
and want. 

* + * 

Unions Criticized 
AIL executives also point the 
finger at unions, saying ever- 
increasing wage demands have 
abetted their difficulties in compet- 
ing with cars, buses and planes for 
the travel dollar. Further aggra- 
vating the situation, in their view, 
are union “featherbedding” rules, 
dating from way back, whereby 
management must pay for em- 
ployes who are no longer needed 
or for work that isn’t actually per- 
formed. 

The railroads say these outmoded 
work rules are an added financial 
burden that they simply cannot 
afford, that if make-work “feather- 
bedding” were eliminated they 
could pour millions more into im- 
proving passenger services and 
equipment. 

Whatever the merits of these 
contrary arguments, it is certain 
that the railroad industry as a 
whole is in a tight struggle for 
solvency. Rail employment has 
declined steadily in recent years 
as more and more business has 
been lost to competing modes of 
transportation. The prolonged 
steel strike has worsened mat- 
ters, railway layoffs now being 
at a new high. 

To help get back on their finan- 
cial feet, the railroads are asking 
a one-third pay slash for the 650,- 
000 members of the non-operating 
rail unions. The unions in turn are 
countering with a demand for wage 


Showdown time on wages and 
“featherbedding” is near. The out- 
come will be significant for the 
future of the nation’s rail system. 
* oe * 


When Is Temporary? 
EP. LOUIS C. RABAUT, Michi- 
gan Democrat, thinks it’s time 
to call a spade a spade in regard 
to the annual speculation that the 
Federal automotive excise tax will 
be eliminated. Never was a “tem- 
porary” tax so permanent, he says. 
He points out that the excise has 
been extended so many times that 
the “use of the word ‘temporary’ 
has begun to seem facetious.” 
Continues Rabaut: “The 
grounds on which the yearly or 
bi-yearly proponents of extension 
base their arguments is that the 
revenue realized from the excise 
tax is essential to the national 


‘Hot Checks’ Hit 
In Albuquerque 


ALBUQUERQUE, N. M.—With 
More than 3,000 checks returned 
daily by Albuquerque banks, the 
city is the worst in the U. S. for 
“hot checks,” said Edward L. Kauf- 
man, credit manager of Oden Chev- 
rolet Co. 

» Kaufman, who has studied the 
situation for six months, presented 
his findings at a meeting of more 
than 300 businessmen called by the 
Retail Credit Assn. 

In discussing ways to contro] the 
check problem, Kaufman emphasiz- 
ed the importance of educating 
store personnel. 





Management Grou p Notes 


Rise of Seminar Sessions 
NEW YOR K—Membership of 
28,500, more than 1,100 meeting pro- 
grams with attendance of 60,000 
and income of $7,063,000 were re- 
Ported by the American Manage- 
ment Assn. for the fiscal year end- 
ed June 30. 

A trend away from large-scale 
Meetings toward the small-group 
SeMinar and course sessions was 
hoted in: the report. More than 22,- 


(Continued from Page 56) 


economy and cannot be done 
without. The amount involved is 
something approximating $2 bil- 
lion. Certainly this is a large sum 
of money. 

“But if, in fact, this amount is 
not done without some year soon 
we should at least stop fooling the 
people and ourselves that this tax 
is a temporary thing soon to be 
eliminated. We should at least be 
honest and admit that the tax 
base of the nation does now and 
will continue ever to include this 
excise as an integral part. 

“To contribute to the dubious 
aura of temporariness this tax has 
been changed several times. It has 
been raised. It has been lowered. 

“Always these changes have been 
accompanied with claims that the 
whole thing is temporary, so as a 
temporary change matters but lit- 
tle. 

“The latest move in this little 
game is the provision in the new 
highway bill which has the effect 





of making any reduction in the 
excise tax impossible until after 
1965. This is but the most recent 
step further along the road to per- 
manency for this ‘temporary’ tax. 

“Where is this trend going to 
stop? If it does not stop shortly, 
Mr. Webster’s definitions of the 
word ‘temporary’ and ‘permanent’ 
will also have to be changed.” 

+ * + 


Average Wage Is Up 
I ATEST figures of the Bureau of 

4 Labor Statistics show that pre- 
duction workers in the transporta- 
tion equipment manufacturing in- 
dustry pull down average weekly 
earnings of $108.53. This compares 
to $100.19 a year ago. 

Average hours worked per 
week comes to 40.8, as against 
39.6 in recession 1958. 

Highest paid segment of the in- 
dustry are workers turning out 
motor vehicles, bodies, parts and 
accessories. They average $113.16 
while working 41.3 hours. Lowest 
paid are assemblers of truck and 
auto trailers. They make $87.97 on 
a 41.3 hour average. 

* * * 


Corvair Footnote 


TRAW in the wind on the new 
compacts? 





A Corvair salesman was ap- 
proached by a reporter. 

Reporter: “How are sales?” 

Salesman: “Very good. We have 
only two Corvairs in the place 
now.” 

Reporter: “Are you finding that 
Chevrolet owners are trading in 
on the Corvair?” 

Salesman: “A few, but mostly 
owners of higher-priced cars, like 
the Pontiac and Buick. I guess 
they’re interested in more econo- 
my.” 

a * a 
Used Tires Imported 
_— Commerce Department has 
approved importation into the 
U. S. of over 28,000 tires intended 
for retreading plus a small quan- 
tity of auto engine blocks. 

The transaction was handled 
under the special “in bond” pro- 
visions applying to foreign excess 
property—property sold aboard 
by our Government and then im- 
ported back under circumstances 
beneficial to our economy. 

Tire importers have to post bond 
until they furnish the Commis- 
sioner of Customs with proof the 
tires have been retreaded. 





Cars and Clothes— 


High fashion—in cars and clothes—met 


at I. Magnin & Co., San Francisco, when 
silk brocade suits by David Crystal and 
automobiles by Ford star in a week-long 
window display. Planning the event are 
Edith Marsh, right, director of fashion 
shows for I. Magnin; Gayle Carlisle, left, 
J. Walter Th Co. fashion coordina- 
tor from New York, and Stan Miller, car 
merchandising manager for Ford's San 
Jose district office. The 1. Magnin show 
is one of a limited number of exclusive 
showings planned in prestige stores across 
the country. 











One model suits all 


PAYS YOU BIC. 


NO PROBLEMS follow the sale. In- 


stallation is simple . . . any 


can follow the clear instructions packed 
with each unit. Eliminated by the ad- 
vanced, transistorized design are any 


ELECTRONICS CORPORATION OF AMERICA 





008 executives attended the latter 
types of meetings. 
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. . the Hi-way-i is 
one of the highest profit accessories a 
dealer can sell. Also, you make money 
on the installation. You can get this extra 
profit from a high percentage of new car 
buyers, and people you sold last year. 


PREDICTION: 1960 0 
High-Profit Beam Changer B 
A Volume-Accessory Se S 


changers. 


mechanic 


Cambridge 42, Mass. 


Manufacturers of Electronic Controls for Industry since 1937 


troubles formerly associated with beam 


SUPERIOR PERFORMANCE can be 
guaranteed your customers. Sensitivity 
of the Scanner “eye” can be adjusted by 
control knob on the thumb-size scanner, 
to suit road conditions. Driver can take 
over from automatic control by depress- 
ing foot switch. The single electronic 
tube is rated equal to 100,000 miles 
driving. The only beam changer that re- 
sponds to tail lights as well as headlights. 















TESTED... PROVED 
Used as Original 
Equipment by Leading 
Car Manufacturers 


cars...order from your jobber today 


7 OUT OF 10 MOTORISTS WANT WHAT 
THIS BIG SHOWROOM POSTER OFFERS 











— 


























82 AUTOMOTIVE NEWS, OCTOBER 19, 1959 
o * 
Average Price of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
1 1 
1 1 
1 a 1 1 
4 1 
0 4 0 
ae Bf? 0 : ? 9 : : 1 1 
3 17 92 9 1 6 5 0 0 3 
te ; ee 2 68 fc of £3 2 98 Hb H 
9 4: : 9! 9) 3 7 ie 2 
1 8 : es 3 5 
7 
7 
9 7 sd 
5 5 
1 
S71 58 57°58 57°58 58 '59 68°59 58 59 58 '59 58 °59 58°59 58°59 53 °59 °'58 °59 58 °59 
Oct. Nov. Dec. Jan. Feb. March May dune duly Aug. Sept. Se Date 
Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) 





*52 Deluxe 2-dr. hardtop, $150*. 
CHRYSLER—’53 Windsor 4-dr., $250". 
DeSOTO—’'59 Firesweep 2-dr. hardtop, $3 

175* (ps). 

‘57 Firesweep 4-dr, hardtop, $1,100*, 

’56 Firedome 4-dr., $780*; 2-dr, h 

top, $760* (ps). 

’55 Firedome 4-dr., $560* (ps). 
DODGE—’57 Coronet (8) 4-dr., $1,050*, 

"56 Royal (8) 4-dr., $635* (ps); a 


(8) 4-dr., $620*. 
"55 Royal (8) 2-dr. hardtop, $619. 
conv., $540*; Coronet (8) 2-dr. harg. 
top, $585. 
"54 Coronet (8) Suburban 2-dr., $220, 
’53 Meadowbrook (6) Suburban, $160, 
*52 Sierra 4-dr., $160*. 
EDSEL—’58 Bermuda 4-dr., $1,500* (ps): 


Ranger 4-dr, hardtop, $1,280* (ps): 
Villager 4-dr., $1,150* (ps). 

FORD—’58 Fairlane 500 (8) conv., $1, 
760* (ps); 2-dr., $1,360* (ps): Deb 
Rio (8) 2-dr., $1,400*; Fairlane (8) 
2-dr., $1,400*. 

*57 Country Sedan (8) 4-dr., $1,475* 
$1,375*, $880*; Fairlane (8) 4-dr,, 
$1,110*; 4-dr. Victoria, $840*; Cus. 


tom 300 (8) 2-dr., $1,025*, $890, $750; 
4-dr., $970*; Ranch Wagon (8) 2-dr, 
$800*. 

’56 Ranch Wagon (8) 2-dr., $850*; Park. 
lane (8) 2-dr., $785*; Custom (8) 4 
dr., $650*. 

'55 Country Sedan (8) 4-dr., $610*; Cug. 
tom (8) 4-dr., $600*; 2-dr., $460*- 
Main (8) 4-dr., $380; Main (6) 2-dr, 
$350*. 

"54 Crest (6) 2-dr. Victoria, $420; Cus. 
tom (6) 4-dr., $270*; Main (6) 2-dr, 
$160, $125. 

"53 Main (8) 4-dr., $300; Custom (6) 
4-dr., $120. 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering 


7 ~ 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices for for sale of October 
7. All models of cars are one year older. 
The clean ready to go car still brings top 


dollar. 
BUICK—’57 Super 2-dr. Riviera, $1,360* 


(ps). 
’56 Special 4-dr. Riviera, $940*, $735* 


(ps). 
'55 Special 2-dr. Riviera, $590*. 
54 Super 4-dr. Riviera, $505*; Century 
2-dr. Riviera, $450* (ps); Special 4- 
. 


dr., $405*. 
"53 RM 4-dr., $100* (ps). 
CADILLAO—’56 (62) Coupe de Ville, $1,- 
925*; (60) 4-dr., $1,750*. 
CHEVROLET—’'59 Impala (8) conv., $2,- 
375* (ps). 

58 Impala (8) conv., $1,790*; Bel Air 
(8) 4-dr., $1,550* (ps); 4-dr. hardtop, 
$1,535* (ps); Biscayne (6) 4-dr., $1,- 
350°; 2-dr., $1,235; Delray (6) 4-dr., 


$1,175. 
‘S57 Bel Air (8) 4-dr, hardtop, $1,350*; 


2-dr, hardtop, $1,280* (ps); Bel Air 
(6) 2-dr. hardtop, $1,220*; Two-ten 
(8) 4-dr., $1,125*; Two-ten (6) station 


wagon, $1,050; One-fifty (6) station 
wagon, $1,040. 

"56 Two-ten (8) station wagon, $920; 
Bel Air (8) 4-dr., $890*. 

’55 Bel Air (8) 4-dr., $850*; conv., 
$650*, $625*, $600*; Bel Air (6) 2- 
dr. hardtop, $655*; 2-dr., $515; Two- 
ten (8) 4-dr., $595*; Two-ten (6) 2- 


dr., $500, $405. 
’54 Two-ten 2-dr., $410; Bel Air 4-dr., 


40. 
53 Bel Air 4-dr., $380; One-fifty 4-dr., 
$205, $130. 
OHRYSLER—'53 Windsor 2-dr., $110. 
DeSOTO—’'57 Firesweep 4-dr., $1,050*. 


DODGE—'55 Royal (8) 4-dr. hardtop, 
J j 


$590*. 
FORD—’58 Ranch Wagon (8) 4-dr., $1,- 


775°; Fairlane 500 (8) 4-dr., $1,490*; 
Fairlane (8) 4-dr., $1,285. 
’57 Custom (8) 4-dr., $1,350*; Custom 


300 (8) 2-dr., $875*, $765, $715; Fair- 
lane 500 (8) conv., $1,200* (ps). 

'56 Custom (8) 2-dr., $750*, $745*; Fair- 
lane (8) 4-dr., $625* (ps); Ranch 
Wagon (6) 2-dr., $605. 

‘55 Fairlane (8) 2-dr. Victoria, $685*, 





$460*; Custom (8) 2-dr., $430*. 
54 Custom (8) 2-dr., $420*; 4-dr., 
$290*; Ranch Wagon (8) 2-dr., $230; 


Main (6) 2-dr., $165. 





’53 Custom (8) 2-dr., $240; conv., $145*; 
Main (8) 2-dr., $120. 


IMPERIAL—'57 Imperial 4-dr. hardtop, 
$1,890* (ps). 
MERCURY—’58 Monterey 2-dr. hardtop, 


$1,450* (ps). 

‘55 Monterey 4-dr., $575*. 

’54 Monterey 2-dr. hardtop, $465*, $375*. 
NASH—'54 Ambassador 4-dr., $140*. 
OLDSMOBILE—'56 (88) 4-dr., 

‘55 (88) 2-dr. Holiday, $705*. 

"54 (88) 4-dr., $470* (ps), $415*. 
PACKARD—’56 Clipper 2-dr. hardtop, 

* 


$580". 
’55 Packard Line 4-dr., $240* (ps). 
PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
100*; Suburban (6) 2-dr., $810. 
‘56 Belvedere (8) 4-dr., $755*; Savoy 
(8) 2-dr. hardtop, 
'55 Belvedere (8) conv., 
'54 Savoy (6) 4-dr., $350. 
’53 Cambridge 4-dr., $150. 
PONTIAC—’55 Chieftain 2-dr., $420. 
53 Chieftain 2-dr, hardtop, $175. 
RAMBLER—’53 Custom (6) Cross Coun- 
try, $305. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Oct. 
5. Today’s auction left a bad taste in the 
mouths of a lot of dealers as the market 
continued to slide on the downgrade. Many 


buyers attended, spot buying to fill their 

orders, Clean grade A car are scarce and 

still bring the high dollar, Sold 138 cars 
from 194 consignments. 

BUICK—’56 Super 4-dr., 
"55 Special 2-dr. 
’54 Century 2-dr. 
"53 Super 2-dr., 

$160*. 

CADILLAC—’56 (62) conv., 
"55 (62) 2-dr., $1,475* (ps); 

Ville, $1,335* (ps). 
’54 (62) Coupe de Ville, $1,035* (ps). 

CHEVROLET—’58 Impala (8) 2-dr. hard- 

top, $1,950* (ps); Bel Air (8) 2-dr. 
hardtop, $1,585*; Biscayne (6) 4-dr., 
$1,390*; 2-dr., $1,285. 

’57 Bel Air (8) 4-dr., $1,280*; Two-ten 
(6) 2-dr., $1,000*; One-fifty (6) 4-dr., 
690 


$920* (ps). 

Riviera, $690* (ps). 
Riviera, $450*, $430*. 
$340*; Special 4-dr., 


$1,975* (ps). 
Coupe de 


$690. 
56 Two-ten (6) station wagon, $950*; 


Delray, $860*%; Bel Air (8) 4-dr., 
$945". 

’55 Bel Air (8) conv., $790*; 2-dr, hard- 
top, $700*; 2-dr., $685; 4-dr., $600*; 
Two-ten (8) station wagon, $750*; 
4-dr., $725*, $600*; 2-dr., $650; Two- 


ten (6) 4-dr., $680, $550; 2-dr., $570; 
One-fifty (6) station wagon, $750. 

’54 Bel Air 2-dr., $700*; Two-ten 2-dr., 
$440, $370, $285; station wagon, $390, 
$360*; One-fifty station wagon, $390. 





‘53 Bel Air 2-dr., $260*; station wagon, 
$220*; Two-ten 4-dr., $250. 


"52 Custom (6) 2-dr., $130. 

MERCURY—’58 Montclair conv., $1,530; 
Monterey 4-dr., $1,380*. 

’57 Turnpike Cruiser conv., $1,400* (ps); 
Monterey conv., $1,150* (ps). 

‘56 Montclair 4-dr., Monterey 
2-dr. hardtop, $770*. 

*54 Custom 2-dr, hardtop, $170*. 

NASH—'56 Statesman (6) 4-dr., $590. 

OLDSMOBILE—’ 58 (88) Super Fiesta 4-dr., 

$2,200* (ps); 2-dr. Holiday, $2,000° 


(ps). 
"56 (88) 4-dr. Holiday, $1,025*, $805; 
(88) Super 2-dr, Holiday, $825* (ps). 
’55 (88) 2-dr., $400. 
"54 (98) 4-dr., $270*. 
PACKARD—’53 Clipper 4-dr., $140*. 
PLYMOUTH—’59 Belvedere (6) 2-dr., $1,- 
600 


’58 Suburban (8) Custom 4-dr., $1,525*; 
Plaza (6) 2-dr., $860. 

’57 Belvedere (8) 4-dr., $1,070*, 
(ps); Savoy (8) 4-dr., $925*, 
Savoy (6) 2-dr., $850*; Plaza (6) 
4-dr., $820. 

’56 Suburban (8) Custom 4-dr., $910*; 
Savoy (6) 2-dr., $780*; 2-dr. hardtop, 
$435*; Savoy (8) 4-dr., $640*. 

’55 Belvedere (8) 2-dr., $690*. 

’54 Savoy 4-dr., $320. 

"53 Cambridge 4-dr., $150. 

PONTIAC—’56 Star Chief conv., 


$970* 
$850°; 


$765* 
(ps). 
’55 Chieftain 4-dr., $540*. 





(Continued on Page 83, Col. 1) 














COLORADO MICHIGAN NEW JERSEY NEW YORK PENNSYLVANIA 
LAFAYETTE—Syracuse Auto Aucti 
. i ; CORRY AUTO AUCTION 
Denver Auto Auction Apt re) Minutes from New York City mg el es an . “<4 


6% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 

Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 














CONNECTICUT 

NEW ENGLAND'S OLDEST 
AND BEST 

Deal Exch in our (2th year 





of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


Send for free copy of next 
week's Aptco Auction Report 








« FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 





MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 








INDIANA 





Ss n. 
AUTO AUCTION 





’ EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOON! 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito! 8-0100 for Reservations 





INDIANAPOLIS—lIndianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 





MICHIGAN 
Flint Auto Auction, Inc. 


FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 


ously. 
® Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area. 


®@ Always a fine selection of sharp cars. 
@ Friendly relations prevail at all times, 
® Congenial auctioneers. 

®@ Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and M 
3711 Western Road Phone Cedar 2-318 











ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUGH 
Twin Ring Selling 

















OVER 500 CARS EVERY WEEK 
NO HOUSE CARS! 
N-A-D-E 

Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 








GREATER NEW YORK 

AUTO AUCTION, INC. 

(Exit 31—WMerrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 








EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 








“The auction with the most ac 

tion.” For numbers call 

36-391. Auctioneers: Ray Austin, 

Cc : George 
TENNESSEE 








Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 














NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 


Now! 3 Lanes 


AT THE WORLD'S BIGGEST 
AUTO AUCTION 


Manheim 
Auto Auction, Inc. 


Manheim, Pa. on Route 72 
Phone Manheim MOhawk 5-2401 
5 miles So. of Pa. Turnpike 


700-900 Clean Cars Auctioned Every Friday 
Auction Checks Issued; Guaranteed Tities 

















CLASSIFIED WANT ADS 
BRING RESULTS 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tena.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








TEXAS 











AMARILLO AUTO 


AUCTION, INC. L 


10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 














WASHINGTON 














10644 E. Marginal Way Seattle 88, Wash 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 
Write for free accurate market reports 
Bill Johnsen Beb McCenkey 


SOUTH SEATTLE AUTO AUCTION ) 
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i Used-Car Auction Prices 


(Continued from Page 82) 


54 Chieftain 2-dr. Catalina, $450*; 4-dr., 


$280* (ps). 
RAMBLER — '56 Super Cross Country, 
$840. 
'55 Super 2-dr., $250. 
’53 Custom 2- dr, hardtop, $280. 
erurs BAKER—’59 Lark (8) 4-dr., $1,- 


~ “Champion (6) 4-dr., $240. 
MISCELLANEOUS — ’55 Chevrolet %-ton 
pickup, $450. 
53 Ford %-ton pickup, $230. 
’50 Dodge %-ton pickup, $185. 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 


Auction, Sale one Tuesday, Prices are 

for sale of Oct. 

BUICK—’ 57 dae 2-dr. Riviera, $1,- 
500* (ps). 

’56 Special 2-dr. Riviera, $950* (ps). 

’55 Special 4-dr. Riviera, $630*; 4-dr., 
$555*. 

"53 Super conv., $385*; 2-dr, Riviera, 

152 RM 4-dr., $245*; Special 2-dr. Rivi- 
era, $100°*. 

CADILLAC—’59 (60) Special 4-dr., $5,800* 
(ps), $5,350* (ps); de Ville 2- ar. hard- 
top, $5,350* (ps), $4,900* (ps), $4,- 
800* (ps), $4,750* (ps); (62) conv., 
$5,125* (ps), $4,900* (ps); 2-dr., $4,- 
560* (ps), $4,040* (ps). 

’58 (62) Sedan de Ville, $3,850* (ps). 

‘57 (62) Coupe de Ville, $3,030* (ps), 
$2,925* (ps), $2,800* (ps), $2,705* 
(ps); Sedan de Ville, $2,725* (ps), 
$2,650* (ps); conv., $2,650* (ps), $2,- 
455* (ps); (60) Special 4-dr., $3,000* 
(ps). 

"56 (60) Special 4-dr., $1,610* (ps), 

"54 (62) Coupe de Ville, $1,295* (ps); 
Eldorado conv., $1,120* (ps). 

‘63 (60) Special 4-dr., $550* (ps); (62) 
4-dr., $550*, $525*, $475* (ps). 


’49 (62) conv., $115*. 

CHEVROLET—’59 Impala (8) sport sedan, 
$2,500* (ps); sport coupe, §$2,475* 
(ps), $2,210*; Parkwood 4-dr., 
$2,490* (ps), $2,425* (ps). 

’58 Impala (8) sport coupe, $2,005* (ps); 
conv., $2,000* (ps); Bel Air (8) sport 
sedan, $1,700* (ps), $1,680* (ps); 4- 
dr., $1,500*; Delray (6) 4-dr., $1,050*. 


(8) 


"57 Bel Air (8) sport coupe, $1,695* 
(ps); sport sedan, $1,525* (ps); Two- 
ten (8) station wagon, $1,500*; Two- 


ten (6) sport sedan, $1,260; One-fifty 
(6) utility sedan, $1,100. 

56 Nomad (8) 2-dr., $1,500*, $1,330*; 
Bel Air (8) sport coupe, $1, i60, $905* 


(ps). 

"55 Nomad (8) 2-dr., 
Air (8) sport coupe, $860*°; Bel Air 
(6) 2-dr., $850*; 4-dr., $690; One-fifty 
(8) utility sedan, $550; One-fifty (6) 
4-dr., $335. 

’54 Bel Air sport coupe, $610*; 
$590; Two-ten Delray, $460. 

53 Two-ten 2-dr., $415*; Bel Air conv., 
$405* ; One-fifty. 2-dr., "$300 

’52 Deluxe 4-dr., $305*. 

"51 Delivery sedan, $245. 

"50 Deluxe Bel Air, $225. 

CHRYSLER—’57 NY Town & Country, 
$2,450* (ps); (300) 2-dr, hardtop, $1,- 


$1,240* (ps); Bel 


conv., 


'562Firedome 2-dr. hardtop, 
> 
’55 Firedome 2-dr. hardtop, $700* (ps). 
‘53 Firedome 4-dr., $250* (ps). 
DODGE—’58 Royal (8) 2-dr. hardtop, $1,- 
850* (ps). 
Pe Fea (8) 2-dr, hardtop, $1,300* 
+56 = (8) 2-dr, meesteD, $775* (ps); 
Coronet (6) 2-dr., 
"50 Coronet (6) 2- dr., $105, 
FORD—'59 Thunderbird (8), $4,050* (ps), 
$3,900* (ps), $3,645* (ps), $3,550* 
(ps), $3,500* (ps); Country Squire (8) 


4-dr., $2,475* (ps); Galaxie (8) 2-dr. 
Victoria, $2,400* (ps); Fairlane (8) 
2-dr., $1,950, 

"58 Thunderbird (8), $3,000* (ps), $2,- 
950* (ps), $2,900* (ps); Fairlane 500 
(8) conv., $1,625* (ps). 

’57 Country Sedan (8) 4-dr, (9 pass.), 
$1,540* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,520* (ps); conv., $1,450* 
(ps); conv., $1,450* (ps); Custom (8) 
4-dr., 

"56 Country Seda (8) 4-dr., $1,025; 


Fairlane (8) 2-dr. Victoria, $950* 
(ps), $785*; 4-dr., $825*; Custom (8) 
2-dr., $905*. 

’55 Country Sedan (8) 4-dr. (9 pass.), 
$850*; Ranch Wagon (8) 2-dr., $785*; 
Fairlane (8) 2-dr., $750*; conv., $700* 


(ps), $685*; Custom (8) 4-dr., $630*; 
Main (6) 2-dr., $500. 
"54 Custom (8) 4-dr., $445; 2-dr., $360; 


Custom (6) 2-dr., $350; Main (8) 2- 
dr., $145. 

’53 Ranch Wagon (8) 2-dr., $400, $355*; 
Custom (8) 2-dr., $385, $335*; 4-dr., 
Victoria, $300*. 

$190*; Crest (8) 


$235; Crest (8) 2-dr. 
’52 Custom (8) 4-dr., 
conv., $180*. 


IMPERIAL—’57 Lebaron 4-dr. hardtop, 
$2,385* (ps), $2,250* (ps); Crown 4- 
dr, hardtop, $1,950. 

LINCOLN—’58 Premiere 2-dr., $2,750* 


(ps). 
*54 Capri 2-dr., $565* (ps). 
MERCURY—’57 Turnpike Cruiser 2-dr., 
$1,675* (ps). 
’55 Monterey station wagon, $830* (ps); 
2-dr., $775*. 
"54 Monterey 4-dr., 
OLDSMOBILE—’ 59 


$485; conv., 
(88) 4-dr. 


(98) 2-dr. Holiday, $1,815* (ps); 
(88) Super 2-dr. Holiday, $1,630* (ps), 
$1,615* (ps), $1,500* (ps); (88) 2-dr. 
Holiday, $1,355* (ps), $1,195*; 4-dr. 
Holiday, $1,350* (ps). 

°56 (88) 2-dr. Holiday, $1,150*, 


$195*. 
Holiday, 


$1,050*° 


(ps); (98) 2-dr, Holiday, $925* (ps). 

"55 (88) Super 2-dr., $625; (98) 2-dr. 
Holiday, $575*. 

"54 (98) 2-dr. Holiday, $700* (ps); (88) 
Super conv., $685* (ps); (88) 2-dr. 
Holiday, $445*. 

"52 (88) 2-dr., $200*. 

"51 (88) 2-dr., $170*, 

PLYMOUTH—’58 Belvedere (8) 2-dr, hard- 
top, $1,510* (ps); Savoy (6) 2-dr., 
$1,050, 

"57 Savoy (8) 2-dr., $800. 


55 Savoy (6) 2-dr., $480. 
PONTIAC—’59 Catalina 2-dr., $2,620* 
(ps). 
’56 Chieftain 2-dr. 
"54 Chieftain 2-dr., $350. 
STU ——" Commander (8) 2-dr., 
825* 


Catalina, $800*. 








CHE VROLET—’59 Impala (8) sport coupe, 
kwood 


54 Ranch Wagon (8) 2-dr., $310* 




















$2,300* (ps), $2,200* (ps); Par LINCOLN—'56 Premiere 4-dr., $1,025* 
(6) 4-dr., $1,975; Bel Air (8) 4-dr., Model Breakdown (ps), 
$1,900* (ps). re} r A n Av ges MERCURY—’57 Montclair 4-dr. —— 
"58 Delray (6) 2-dr., $1,200 uctio era $1,470*; 4-dr., $1,150* (ps); Monterey 
"57 cus-anty (8) 2-dr., $1, 100; One-fifty 2-dr., $920°, 
(6) 2-dr., $900 Oct., 1959 Sept., Aug., ’56 Montclair 2-dr. hardtop, $650* (ps). 
56 One-fifty (8) 2-dr., $570; One-fifty| Model To Date 1959 1959 55 Montclair 2-dr, hardtop, $580*, 
(6) 2-dr., $480 $2,511 $2,574 | NASH—'5S Ambassador (8) Custom 4- r Ae - 
"55 Two-ten (6) station wagon, $655*; 1,156 1,796 $450°. 
. 2-dr., $255; Two-ten (8) 2-dr., $510; , , OLDSMOBILE—’ 58 (88) Super 4-dr., $2,- 
MISCELLANEOUS—’57 Ford (8) Ranch- Bel Air (8) 2-dr., $625; One-fifty (6) 1,250 1,306 075* (ps); (88) 2-dr, Holiday, $1,905* 
$1,335*; Dodge (8) %-ton swept- 2-dr., $275. 865 915 (ps); 4-dr., $1,640*. 
. line pickup, $710*. ’54 Two-ten 4-dr., $365*. 653 689 ’56 (88) 2-dr., $640*. 
56 GMC (8) %-ton pickup, $750*; Ford | CHRYSLER—’57 NY conv., $1,300* (ps); *55 (98) 2-dr. Holiday, $810* (ps); (88) 
i_ (8) F-100 %-ton pickup, $650. Windsor 2-dr., $1,300*. 412 436 2-dr., a (ps); (88) Super 4-dr., 
55 International %-ton pickup, $375*.| °55 Windsor 2-dr, hardtop, $800* (ps).| 19538.............. 265 277 297 $550* (ps 
54 Chevrolet %-ton pickup, $550*; Ford | DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 1952 219 197 215 "54 (98) 2- m4 Holiday, $340* (ps). 
oa) a te) Seaee se 4 at 9200 reed (ps), $1,155* (ps); 2-dr., $1,- Ove wren: pie sere x ta Suburban (6) Deluxe 4- 
‘or - anel, 4 rall 
‘56 OF irefiite 2-dr, hardtop, $700*. Average $ 952 $ 990 $1,028 58 Plaza (8) 2-dr., $650. 
DETROIT DODGE—'S7 Royal (8) 2 2-dr., $1,150°; oT Botvesers | (8) ps fe, RarGite 61. 045% 
Aptco Auto Auction. Sale every Wednes- , ‘ Suburban re) Custom 4-dr., $1,030*; 
aay. Prices are for sale of Oct, %0. wy ye 4 sores. 3790" (ps); Coro- "ST ——— = Ph aera Bd Savoy (8) 2dr. hardtop, $970*; Plaza 
BUICK—’57 RM 2-dr., $1,330* (ps); Cen-| °55 Coronet (8) 4-dr., ‘515°. (8) 4-dr.. $1,280" (ony; Castemn 300 a 4- ~~ wren 2-dr., $625, 
gitt¥, 24%, Riviera, $1,300° (ps). br gay onde edhe itl (8) 4-dr., $900, $845°. ‘55. Plaza (6). Suburban, 2 at $510; 
oan Epemns &-62., Ces FORD—'59 Country Squire (8) 4-dr., $2.-| 56 wairlane (8) 2-dr., $805%; conv Plaza (8) 2-dr., $350; Belvedere (6) 
48 Super 4-r, $475. aly! i lca oe $775*, $725; Country Sedan’ (8) 4- 2-dr., $500; Belvedere (8) 4-dr., $450° 
i hg © a, $2, . 3 why F 
CADILLAC—’59 de Ville 2-dr. hardtop, ’58 Thunderbird (8) 2-dr. hardtop, §$2,- $800* (ps), $625*; Custom (8) 4 (ps). hy P - a 
$4,300* (ps), 660* (ps); Country Squire (8) 4-dr., an $650 PONTIAC 59 Catalina Safari r., $2, 
’5T (62) conv., $2,300* (ps); 2-dr., $2,- $1,700*; Custom 300 (8) 2-dr., $1,185*| 55 Fairlane (8) 2-dr, Victoria, $535* 605° (ps). Mae 
300* (ps). (ps). (ps); Main (8) 2-dr., $490. (Continued on Page 84, . 3) 





How to make your used cars 
sound as good as they look 


Appearance-conditioning is not enough to insure 
fast used car turn-over! A noisy engine—or sluggish, 
ragged performance—can often ruin a sale and turn 
an otherwise desirable car into a costly space eater. 


St 
_— eer 





Most car dealers agree that appearance- 
conditioning is the No. 1 sales bait for 
used cars. But, unfortunately, after spend- 
ing from $30 to $55 to give that car a 
flawless, shining exterior—there is seldom 
enough left to cover both a mechanical 
reconditioning and a desirable profit 


mark-up. 


But—when the car attracts the prospec- 
tive buyer’s interest—his first question is 
always “How does it run?” When you 
turn the key, and start the engine, he’s at 


motor 





the point of decision. And that is the 


point where even the clatter of noisy hy- 
draulic valve lifters can cause him to hesi- 
tate, and move on to other offerings. 


Now—for less than the cost of one day’s 
car upkeep (estimated by the industry at a 
minimum $3.50) you can give that engine 
and its automatic transmission a complete 
non-mechanical tune-up with Casite’s 3 new 
gasoline—motor oil—and transmission fluid 


additives, 


Experienced as you are in this business, 
you'll be amazed at the results. Practical tests 
on large and small used car lots prove that in 
three out of five cases engine noises stop, 
performance is smoothed, and transmission 


Recommended for use in the gas tank or 
carburetor air intake to free valves and rings, 
and clean carburetor and spark plugs. Also 
for use in crankcase oil for quicker starting, 
less start-up wear and to break-in new or 
rebuilt engines. The list price is $1.25. 


leaks, jerks, and roughness are cured. 


The other two cases ? The answer is evi- 
dent. Put them in for mechanical repairs, or 


price °em and move ’em, 


Don’t overlook the sales and profit possi- 
bilities in Casite’s 3 new additives for 3-Zone 





engine correction and protection. Here’s what 
they'll do for you and your customers; 


1. Improved Casite—for the firing zone. 
The nation’s favorite “tune-up in a can” is 
now vastly improved with spark plug and 
carburetor cleaner and acid inhibitor. 








oil, Casite 3-C, with Barimen, stops 


hydraulic lifter noises, quiets and smooths 
the engine. Makes a tougher oil that won’t 
thin out—oil that cushions the load on every 
working part—cuts friction and wear. Cleans 
the engine and keeps it clean. Protects against 
acid, rust and corrosion, too. List price $1.50. 


3. Casite “Smooth-Seal”—for automatic 
transmissions. ““Smooth-Seal” reduces jerks 
and roughness, and assures smooth, quiet 
operation. It stops and prevents leaks due to 
hardening or shrinking of the transmission 
seals. It reduces shock and wear and enables 


delicate parts to last longer, The list price is 


$1.95. 





Write 


HAST 


2. Casite 3-C—for the friction zone. A 
new heavy-duty crankcase concentrate that 


stops noises in the car’s engine. Added to the 
| 





Try free samples —at our expense. 


us on your company stationery and 


we will send you free a full-size can of each 
additive to test for yourself. We'll also give 
you the name of your local Casite Distributor, 
who can promptly serve your future needs. 


Casite Division 
INGS MANUFACTURING COMPANY 
HASTINGS, MICHIGAN 


Casite Additives « Piston Rings 
Oil Filters « Spark Plugs 
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275; Two-ten (8) station wagon, $1, 
100* (ps). ; 
U = = bee <a (8) 4-dr., $845; Two-ten (6) 
-dr., $395*; Bel Air (6) 2-dr., $845*. 
sed-Car Auction Prices 8 Boi TRIP" ia) cot by oy 
(6) 4-dr., $625. 
"54 Two-ten 4-dr., $495; Bel Air 4-dr. 
$380". 7 
'53 Bel Air 2-dr., $345. 
(Continued from Page 83) CHRYSLER — '58 Windsor 4-dr. hardtop, 
. , 1,760* (ps). ; 
57 Star Chief 4-dr, Catalina, $1,255*; 56 (98) 4-dr. Holid 1,350* ’ ; 
2-dr., $1,215* (ps). | $1,300* (ps), $1,075" (pe) ; (88) 2dr. neste Fs eo — (pe). 
'56 Chieftain 2-dr., $765*. Holiday, $765*. ‘ "| DODGE—'6T Coronet (8) i-de g06ue " 
’55 Chieftain 2-dr, Catalina, $590*. ’55 (88) 4-dr. Holiday, $925* (ps), $735* 55 "union :—* ve ea _~ ‘ 
“sae ste (6) Cross Country, (ps); (88) Super 4-dr., $865* (ps); ” $705* (ps); Royal ‘a hee. gazoe 
,830, $1,795. (98) conv., $695* (ps). , ‘ ( i a 
’56 Custom Cross Country, $950*. 54 (88) aeoes iar. Holiday $505* (ps); ‘ Gemeneh. hy aes Gedo " 
(98) 2-dr. Holiday, $420°. "| pela dieaaaann on be es 
PLYMOUTH +58 Bel - s FORD—'59 Thunderbird (8) 2-dr. hardtop, 
CHICAGO ‘nae (ps). vedere (8) 4-dr., $1,- $3,105* (ps); Galaxie (8) skyliner, $2,. 5 
Arena Auto Auction, Sale every Tues- ’57 Savoy (8) 4-dr, hardtop, $1,075*; ‘on Gace oun be ag 
day, Prices are for sale of Oct. 6, All 2-dr., $750*; Savoy (6) 4-dr., $765: ine}, Palen ae th) tee. Le 
sharp cars brought top dollar. There is a 2-dr., $735. f ian ‘9 i ~ = a st 350° OH 
shortage of nice cars all years and models.| ‘56 Suburban (8) 4-dr, Custom, $725* cam S00 “2 * “nN eR ee Coosa 
Sold 293 cars from 505 consignments. (ps); Belvedere (8) conv., $595*. 300 (6) o-dr ne a yt —a 
BUICK—’59 Electra 4-dr, hardtop, $2,415*| ‘55 Belvedere (8) 2-dr, hardtop, $780*;| ‘57 Fairlane 500 (8) conv., $1,235* ( : 
(ps). Suburban, $735; 2-dr., $605; Plaza (6) $1,190° (ps): Custom 900 (8) 2a 
58 RM 4-dr, Riviera, $2,085* (ps), $2,- 2-dr., $565; Suburban, $560; Plaza (6) $875* (ps), $845 a 
005* (ps), $1,925* (ps); Super 4-dr. Suburban, $440. 56 Fairlane (8) 2-dr. Victoria, $910* 
Riviera, $1,775* (ps). PONTIAC — '58 Chieftain conv., $1,725* (ps); conv., $725*; Fairlane (6) com 
’57 Century Estate Wagon, $1,750* (ps), (ps); 4-dr, Catalina, $1,560* (ps), $775*; Country Sedan (8) 4-dr., $6q°m +5 
$1,575* (ps); conv., $1,080* (ps); RM $1,505* (ps). (ps) "$750; Ranch Wagon (8) 2-4 
4-dr., $1,585* (ps); 4-dr, Riviera, $1,- "57 Star Chief conv., $1,350* (ps); 4-dr., $775* (ps); Custom 300 (8) ri 
565° (ps). $1,290%; Super Chief 4-dr., $1,285*; $740*: Custom (6) 2-dr., $485, $450” 
’56 Special 2-dr., $940*; 2-dr. Riviera, 2-dr., $1,185*; Chieftain 2-dr., $1,090*. "5S Fairlane (8) 2-dr $400 4 “ 
$900* (ps); RM 4-dr., $900* (ps);| ‘56 Star Chief conv., $855* (ps); Chief-| +54 Main (6) 4-dr., $310; Custom (6 , 
Super conv., $725° (ps). 5itin 4-dr. Catalina, §770*. a-dr., $290° 4 ag y's! 
’55 Special 4-dr. Riviera, $785*, $630*| ‘'55 Chieftain 2-dr, Catalina, $645*. , cre “9. ‘ | 
(ps); Estate Wagon,’ $765*; 2-dr.| RAMBLER —'59 Ambassador (8) Cross| ‘pc)"'Main (8) adr $250; Cine om 
Riviera, $690*, $575*, $550* (ps). Country, $2,000*. (8) 4-dr., $125 3 ce . 
54 Special 2-dr., $450*; Century 4-dr.,| ‘58 Deluxe (6) 4-dr., $995. '52 Crest (8) 2-dr., $230; Main (6) 2-d 
$440* (ps), $400*. ’57 Ambassador (8) Cross Country, $1,- $205, $200: Custom (8) 2 <a 
CADILLAC—'59 (62) conv., $4,415* (ps); 100°. HUDSON—'55' Hornet (8) 2-dr.” hard " 
4-dr., $4,350* (ps); 2-dr., $4,060* (ps). "56 Super 4-dr., $650; Cross Country, $600°. Fry P, p- 
oe sg Bo oe 5 = ne es: $630. me Oe ‘58 Premiere 4-dr. hardtop, § OHR 
’ , ; 2, ) (ps). ! 
2-dr., $3,110° , FI JURY —’ Dest 
"BT ab, sare $2385° (ps); 4-dr., $2,- WEST PALM BEACH, A. a tan ee ‘gry a. — 
bl 220* (ps). West Palm Beach Auto Auction, Sale 53 Monterey o-ar en ae DOD 
’56 Eldorado conv., $2,300* (ps); (62)|every Thursday, Prices are for sale of 49 2-dr., $210. — ” é ror 
Coupe de Ville, $1,850* (ps); 2-dr.,| Oct. 8. Buying was selective and all makes > whe _’: . 
$1,790* (ps); conv., $1,500* (ps), and models showed a small decline. yee te a ee 15 
’ . T J) , . 
7. eae de Ville, $1,475* (ps); a. —o Estate Wagon, $1,-| +56 (98) 2-dr. Holiday, $815* (ps); (88) ( 
*. , . ° - ad 
| J e 54 (62) Coupe de Ville, $1,105* (ps). ’55 Special 2-dr. Riviera, $670*. ‘on cabs Gcde” Giee Gab) Ste, Matta | 
53 (62) 4-dr., $355* (ps), $340* (ps). '52 4-dr., $155°. $700* (ps), $570. ; * 
CHEVROLET—’ 60 Corvair (8) Deluxe, $2,- | CADILLAC — '59 Eldorado conv., $5,000* 52 (88) conv $150* 
* 385*, $2,320; Standard, $2,220*. (ps); (6) conv., $4,525* (ps); 2-dr. PLYMOUTH—’'55 Plaza (8) 4-dr., $370 | 
*59 Corvette (8) conv., $3,185; Impala hardtop, $4,200* (ps). ‘54 Savoy 4-dr., $345, $300*; "Belveden : 
(8) conv., —_ (ps), egg (pe) ; "58 (62) Coupe de Ville, $3,400* (ps). 4-dr., $295*. ' ‘ ‘ee 
4-dr, hardtop, ,175* (ps), $2,165*| '57 (62) Sedan de Ville, $2,150* (ps); C—'57 § \. 
(ps), ge ot Bel Air (8) 2-dr., gi. 4-dr. hardtop, $2,030* (ps). ee a Ss 
850*; Air (6) 2-dr., $1,805*; Bis- ’55 Eldorado conv., $610* (ps). , Chie! 
) cayne (8) 2-dr., $1,790, $1,750*. 'B3 (62) Coupe de Ville, $610* (ps),| ‘st Star Chief doin, gcse : 
’58 Impala (8) 2-dr, hardtop, $1,855* $250* (ps); (60) Special 4-dr., $490° 53 Chieftain 4-dr., § >. is ane ¢ 
(ps), $1,805* (ps), $1,690*; Impala (ps). RAMBLER—’58 Detine (8) oa A 100 : 
(6) 2-dr, hardtop, $1,840*; Brookwood| ‘52 (62) 4-dr., $270* (ps); conv., $175*.| sruDEBAKER—’52 Commander (6) 4-dr ay 
(8) 4-dr. (9 pass.), $1,730*; Bel Air| CHEVROLET—’58 Impala (8) conv., §$1,- $175* % ] 
ALY 4-dr, ne one yao ot yo oe 725* (ps); Biscayne (8) 2-dr., $1,130. é ; 
25* (ps), $1,365* (ps); Bel Air (6)| ’57 Bel Air (8) 4-dr, hardtop, $1,295* 
e 4-dr., $1,495°; Biscayne (8) 2-dr., $1,- (ps); Two-ten (6) 4-dr, hardtop, $1,- DANVILLE, VA. A, 
*- a . 
| = Figg ag bs Geer eneh: Bek. | Danville Auto Auction, Sale every Wed-§ +53 
ray (6) 2-dr., $1,250*, $1,195, $1,100 N C A e . Ti nn tg Ri Bega 1 ( 
‘ ’ sy , , , poe? K—'E pecial 2-dr., » * D 
re ci aios siaeees bar. * * uction s ip ’56 Special Estate Wagon, $1,055*; 2-dr,, ey" 
$1,155*; Two-ten (8) | station ‘wagon, a . 1m no00®; Century 2-dr., $825° (ps) MER 
s1200"; Par, aie, sro, -si-| 1 raps Pair Linked | %, crx. ‘a5, 80. 3a Hae] 
Comparative tests and records of countless motor- Obes inde. 's1.0ir, "1.040%; " 2a (ps); 4-dP., $695¢ (ps); Special 2-dr. gaan 
. ardtop, » ad o-ten (6) -dr., 770 ” ; -dr., 
ists prove that regular use of WOLF’s HEAD makes a Pe, ee et Ee ad To $40,000 Thefts +54 Special 2-dr., $500* eT 
. ‘ . e r ) 4-dr. , ; _2-dr. . . “s : : 
A 6 , at ‘ ; CADILLAC—’58 (62) 4-dr., $3,305*. 55 
real difference in lower operating and upkeep costs. eae ee gies*. dr. ge90";| SHELBY, N. C.—A tip from a| '57 (62) 4-dr., $2,025* (ps). LL 
That’s why car owners everywhere insist on WOLF’S Two-ten (6) 2-dr., $795; 4-dr., $765. | Shelby auto dealer led to the arrest ig ag Be $1,445° (ps); Coupe dem ( 
“ ” * . 'S5 Two-ten (6) Delray, $800; Two-ten|of two Brooklyn (N. Y.) men who| cHEVROLET_’59 Nomad (8) 4-dr., $2-) 
HEAD, “finest of the fine” premium motor oils (8) 2-dr., $710*; Deiray, $600; Bel ; ; 2a5°; Bel Ab tap nar, gon: 
’ : : : Air (8) 2-dr., $720; 2-dr, hardtop, | allegedly engineered $40,000 in au- 255°; Bel Air (8) 2-dr., $1,870°; Bal payn 
Wo LF’s HEAD is 100% Pure Pennsylvania—the oil $685; Bel Air (6) 4-dr., $550°. tomobile thefts last month. 58 Biscayne (8) 4-cr., $1,305*, $1,255%1  °% 
. . * ’54 Bel Air 2-dr., $450. The arrests followed a tip from Tee ep ee | 
with Nature’ B "57 W a ue 2-dr., $1,165. tas 
ure’s Miracle Molecule . .. Tri-Ex refined ea dr. hardtop, | Jim White, of the Shelby Auto| '57 Bel Air (8) 2-dr., $1,555* (ps), $1-— °55 
three extra steps for truly superior performance... '66 "NY 4-dr., $1,015* (ps); Windsor| Auction, Inc., who became suspici-| $1" 950" ony. $1,285. Nomad (8) poNG 
ienti i ; 2-de. hardtop, $770° (ps). ous, he said when one of the men Sar. | Gaiam , 
and Scientifically F ‘55 Windsor 2-dr. h +; 4-ar., | CUS: ——. ee: see 6) ae 
y Fortified for complete protection. 86 Windsor 2-dr. hardtop, $590*; 4-dr., | applied for a sale number and told| wagon, $1,105; 2-dr., $925. a 
With WoLF’s HEAD you can keep your '53 Windsor 4-dr., $355*, $345°. him he wanted $5,000 for a ’59 Lin-| “56 Bel Air (8) 4dr. $905; station) 156 
to i ’ DeSOTO—'57 Firedome 4-dr. hardtop, $1,-/ colin convertible, usually valued at ST ee ee Oo) ee 
customers coming back. WOLF’s 285* (ps); 4-dr., $1,190* (ps), $1,170* : ‘55 Bel Air. . - 
H rs harry (ps); Firesweep 4-dr_ hardtop, $1,080*. | $7,500. i 55 Bel Air (8) 2-dr.. $750, $670°; One 
EAD commands distinctive cus- '56 Fireflite 4-dr., $800*; Firedome 2-dr.| White stalled for time by assign-| ,,.{tY (6) 2:dr., $620°, 4-dr., $360. 53 
hieaiter tie hardtop, $780* (ps); 4-dr., $640*. ing a number that was not sched-| ‘ss pele sie gine RAMI 
tomer loyalty the world over. '55 Firedome 4-dr., $570*. S 52 Deluxe 4-dr., $105. ( 
DODGE—’57 Custom Royai (8) conv., $1,-| Uled to come up until afternoon| CHRYSLER—’56 Windsor 4-dr., $950*. "57 
285° (ps); Coronet (8) 4-dr., $1,005*. |and called State Theft Inspector| P*S07OQ—'5S Fireflite station wagon, $1,- eon 
56 Royal (8) 4-dr., $1,000* (ps); Coro- , - 
Sar ans Se hashines eae™ Fred Garland’s office. ; DODGE—'58 Coronet (8) 4-dr., $1,015. ti 
55 Custom Royal (8) 2-dr, hardtop, An FBI agent and State Highway 53 Coronet (6) 4-dr., $220*; Coronet (8) "5S 
$785*; Coronet (8) 4-dr., $475*. Patrol officers responded to the] porp tbs’ wonch W 
EDSEL—’58 Pacer 4-dr., $1,160* (ps); 4-| call and arrested Peter John Mira- 0° ide pade rk oe 
dr, hardtop, $1,035*. » y 
FORD_’59 uo, ae (8) 2-dr, hardtop, | Sola, 27, and Anthony John D’Urso, 57 Fairlane 500 (8) conv., $1,355*; 4-dr. — 
WOLF’S HE $3,295* (ps) $2,350* (ps); Galaxie (8) | 25, who were lodged in jail on Fed- Victoria, $1,255°; 2-dr., $1,005; Cus§ S&Y 
AD > ps); , tom 300 (8) 2-dr., $1,130*, $1,005. — The x 
skyliner, $2,450* (ps); 4-dr. Victoria, | ara] charges of interstate transpor-| ‘56 Fairl dr. ria, ef marke 
oll REFINING co INC $2.275* (ps); 2-dr., $1,725°; Custom L ‘ airlane (8) 2-dr. Victoria, $985’ last 
eg : 300 (8) 4-dr., $1,780°. tation of stolen vehicles. The two ge. = foe): 2-dr., $880*; 4-dr., BUIC! 
’58 Thunderbird (8) 2-dr, hardtop, $2,-|men were bound over at a hearin ‘ ’ ps). : 
OIL CITY, PA. 760* (ps), $2,720* (ps); Country! phefore UY. S. Commissioner B w 68 Country Sedan (8) 4-dr., 9908°; Pulse May 
Squire (8) 4-dr., $1,905* (ps); Fair- ) - ©. en : lane (8) 2-dr, Victoria, $865*; 2-dr., 
lane 500 (8) 4cdr., §1,415*, $1,375", | Craig, who set bonds at $5,000 each. $755*, $695°, $585"; 4-dr., $675, $650%;f |. 88 
)Ceeemees: eepess: eases) —eepees ceeeee ene eee ce $1,355* (ps); Fairlane (8) 4-dr., $1,-| Garland said a search of the ene aS) sation wees. ST 
: oie iain hiemen . in 305* (ps), |$1,150*; 2-dr. Victoria,| men’s possessi dl 22/05"; Custom (8) 2-dr., $525*. 
i : iN $1,220° ips); Bairlane (6) 2-dr. Vic- Pp ons an uggage 54 Crest (8) 2-dr. Victoria, $515; Cus-} , 18 
: i toria, $1,045; Custom 300 (8) 2-dr.,| turned up numerous vehicle regis- ee + <e., Say” a: a ar aft 
se 1,125*. trations, serial plates for '59 Lin- neat PPh yg EY gt eee al ‘ 
Ni : y NY ’57 Thunderbird (8) conv., $2,015* (ps); colns and Cadillne d blank , 2-dr., $380, $355; Main (6) 2-dr., $240, = 
ee 1 Fairlane 500 (8) skyliner, $1,380°, | ‘ : s an ank reg- *53 Country Sedan (8) 4-dr., $305. ~ 
i $1,335* (ps); 2-dr, Victoria, $1,230*;|istration forms from New York, BP I sa yt Pg rp toon 
4-dr., $1,180* (ps); 4-dr. Victoria,| New Jersey and Rhode Is a iy ghd - : 
$1,130* (ps); Fairlane (8) 4-dr., $1.-| mon al 4 a in thei Island. The MERCURY—'56 Montclair 2-dr., $1,015°. $1 
j 010* (ps); Custom (8) 4-dr., $980* e also ad in eir possession, 55 Monterey station wagon, $870* (ps)if , $1 
me Vi (ps); Custom 300 (8) 2-dr., $925*| he said, rubber stamps which were 2-dr., at naa Custom (8) station fs 
3 (ps); Ser. 006"; Custom 300 (6)| duplicates of official markers used| oy psmonita.. '59 (88) 2-dr., $2,480" vi 
MB! 156 wairlane (8) 4-dr., $860° (pe); 2-dr. by motor vehicle officials in these __ (Ps). ty 
} Victoria, $795*; Custom (8) 4-dr., | states. pg BE gs (ps), $7855 R 
$745°*. Under questioni meee ; Reo by . 55 
j {| °55 Fairlane (8) 2-dr, Victoria, $700*; | aorgi Pe 1 wae ihe mon, a0 56 (08) 2-ar.. 9468°. - 
: waians (6). conv.” 9445°: ‘Country ing to Garland, said they began | PLYMOUTH—'59 Suburban (8) 4-dr., $1, (p 
ia Sedan (8) 4-dr., $640* (ps); Main (8) | operations around Sept. 1 on a plan he 4 (8) car, One Ny 
4-dr., $565; Custom (6) 2-dr., $505*. | borrowed fro ; reeeere So) Gaaees *. ; 
é ‘64 Crest (8) '2-dr, Victoria, $575*; 4-dr., | thiog d from a New York car! +56 savoy (8) 2-dr., $555. eae 
y $500°; Custom (8) 4-dr., §375; 2-dr., ef now serving time. Before cars| ‘53 Cranbrook 2-dr., $310. ons 
MY $340. were stolen, they obtained blank | PONTIAC '55 ee $695". my 
rl 53 Crest (8) conv., $340*. i i ; eftain 4-dr., of, oe 
j,\ | IMPERIAL — '57 Imperial 2-dr. hardtop, iS cake go cards, made up a bill! srUDEBAKER—'t8 ‘Scotsman (6) station} ‘85 
DEALERS AND DISTRIBUTOR $1,890° (ps). of sale for a ’59 Lincoln and ob- wagon, $690. 4 38 
Ss MERCURY—'59 Monterey 4-dr. hardtop, | tained a title and license plates for| MISCELLANEOUS—'s7 Dodge (8) %-t™ Puy. 
j $2,185* (ps). the non-existent car 36 aMe y , 
SAVE FREIGHT — HAUL YO ‘/| °S7 Colony Park 4-dr., $1,625* (ps); ; % 56 GMC (8) %-ton pickup, $605; Willys} poSt 
UR OWN CARS i Voyager 4-dr., $1,440*; Monterey 4-dr., Returning to New York, they » Jeep, $560. cals 
4 hardtop, $1,225* (ps). would comb the streets for a ’59 55 Ford (6) %-ton pickup, $565. masce 
e oO a Ss A L E { i oeeney 4-dr. hardtop, $900°; 4-dr.,/ Lincoln, and take the serial plates FLINT tor 
i ; from it; Then findi ther Li adi 
‘toon \ 55 Monterey 4-dr., $780*, $555*, $535* ; ng another Lin- 
eon fully aul ey gerne ete maeeingpen wake Rhys low mileage, like |/ (ps), $525*; Custom 2-dr., $495*. coln, they would steal it and switch| , Fiint Auto Auction, Sale every Wednes- 
4 | °S4 Monterey 2-dr. hardtop, $415*; 4-dr.,| the serial plates. They had OES eR yw lens Honan gilt ing Ny ay H 
Ten trailers, 1957 models, designed to havi seven imports, aniiniliatiaia saaee -- . y ren &/ age of automobiles but prices a 1 de 
hau! five we as for t 5 . Na 
domestic care. OLDSMOBILE —'59 (98) 4-dr. Holiday, | 2rage for the switching. clining slightly, Sold 152 cars from 224 tic 
Good fires, ready te roll. Lease purchase arrangements can be made with small | $3,100* (ps), $2,980* (ps). In their possession when they | °omsignments. 7 
down payment. Must sell immediately. Ne reasonable offer refused. Length 58 (98) 4-dr. Holiday, $2,090*, $1,955*/ were arrested were the Lincoln| BUICK—'59 LeSabre 4-dr., $2,500* (p8)) Bi cr 
50’ overall. Height loaded 13'4”. me (ps); conv., $1,990* (ps); (88) Super| which th $2,375°. Manca, 
i] dedr., $1,930* (ps); 4-dr. Riviera, $1,-| Which they were attempting to sell,| 58 ‘Special 4-dr., $1,815*; RM 4-dtu Bagong 
or Write KURLAND MOTORS, 1134 Broadway, Denver, Colo. cee’ tuhi (08) Sar, Rivtenn, Gt.tae" | Peleved to be the property cf an) 91.780". 26¢ 
vqh PS) Atlanta dealer, and a '59 Cadillac; ‘7 Century Estate Wagon, $1,525* (ps); 
AComa 2-5771 57 (88) Super Fiesta 4-dr., $1,500* 4-dr. Riviera, $1,450*; 4-d 1,290; igh 
itggeseeco! ; : . : (ps); (88) 4-dr., $1,420* (ps), $1,300¢, | Believed to belong to a company in| super 2-dr. Riviera, $1 125 (pa); Sef ag? 
nig Dig pice biG Sitikie ithe rt Hs jE ’ . ' 
Coe) | CSRS) | eS) | Cee eee Commer! $1,075 ridgeport, Conn. (Continued on Page 85, Col, 1) "56 § 
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"53 Two-ten 2-dr., $330*; Bel Air 4-dr., tom (8) 2-dr. Victoria, $360; 4-dr., (8) 4-dr., $450. 
7 $295; Deluxe 4-dr., $220; One-fifty 2- $225; Main (8) 2-dr., $260. PONTIAC— 59 Catalina 4-dr., $2,125° 
845° « * dr., $200 "53 Custom (8) oe.” $350*; Custom (6) ss bconevitte conv, 2,00 Ge 
: 52 Deluxe 2-dr., $150*; 4-dr., $130*, 2-dr., $295%, $200 , » : 
“sal  Used-Car Auction Prices es sf Site to ae. vietora, $208; «| “Bt, star" hel "ein 8.00" Cony 
dr., $185. e nm 4-ar., ’ . 
i-dr,, er oy Saratoga 2-dr. hardtop, | sypugne ss Hornet 4- dr., $430*. 56 Star Chief 4-dr. Catalina, $815* 
| 157 Saratoga 4-dr, hardtop, $1,500* (ps); ’54 Hornet 2-dr., $250*. (PS); Chieftain 2-dr. Catalina, $300°. 
7 2-dr. hardt $1,425* ( Windsor LINCOLN—’58 Capri 2- dr. hardtop, §2,- 55 Star Chief 2-dr. Catalina, $725* (ps), 
rdtop, (Continued from Page 84) ‘dr, g1itee’ ont ps); Winds 285* (ps). $635*; 4-dr., $605* (ps). 
70. , hieftain 4-dr, Catalina, $240. 
(Ps), cial 2-dr, Riviera, $1,100*, $1,070*. era, $900* (ps), $850* (ps); conv., DeSOTO—'57 hy te oye eae Bt Capri 2-ar.; $340" (pe). apg rag ‘SL conv. $110, 3 
(ps), 56 Super 2-dr. Riviera, $920*; Century $825* (ps); Special 4-dr. Riviera, ons | her 4- 2 $880° (ps). "52 Capri 4-dr.. $250°. RAMBLER—’55 Custom 4-dr., $725*. : 
0%. Estate Wagon, $880° (ps); Special 4- $825* (ps); 4-dr., $775*, $700*. pene te Oak ut 1,375* | MERCURY—'56 | Montclair 4-dr. hardtop, | STUDEBAKER—'57 Champion (6) 2-dr., 
rdtop, dr. Riviera, $865*, $730*; 2-dr. Riviera, i cre 2-dr. Riviera, $880*, $575*, (pa) orone ) 4-dr., $1, $950*; 2-dr. hardtop, $760* (ps); Cus- $700°, p-eee: gee 
ors $725". ‘ . b-dr. *: Monterey 2-| MISCELLANEOUS—’57 Ford F-250, ; 
55 RM 2-dr. Riviera, gris (ps); Super ’54 Super 2-dr. Riviera, $590*, $450°*; ’57 Coronet (8) 4-dr., —, = + ~ eg Se0e'. ne r truck, $875. ° 
2 S-dr, Hiviess, S505°, 9500", sETe°; 4-dr., $270*; RM conv., $375* (ps). — Royal (8) 2-dr. hardtop,/ 455 Montclair 2-dr., $650*; 2-dr. hardtop,| 55 Chevrolet Utility Truck, $320. 
rdtop, Century 4-dr., $590*. “s ‘53 Super 2-dr. Riviera, $250*. 53 Coronet 4-dr $180; 2-dr. hardtop $535*, $300* (ps); Custom 2-dr., $525*. °54 Kaiser 4-dr., $410*. 
. $2,. tc: Troms AF $235*; Super 2-dr. sees” ee (60) Special 4-dr., $1,- 130. = : : : am Monterey conv., ae, 52 Henry J 2-dr., $120. 
a . Ps). D— ¥ r S onterey conv., , 
a fn ga a '55 (62) 2-dr. hardtop, $1,250* (ps). Oni pry - KA -¥ oon $?.- | oLDSMOBILE—'59 (98) 4-dr. hardtop, $2,- DETROIT 
Cae | eis’: Bel Air (6) fede... $2,000°, | CHEVROLET—'59 Impala (8) 4-dr. hard- toria, $1,575* (ps) 920° (ps), $2,875° (ps); (88) 2-dr. 
‘ustanp 08 Pe aap Ks top, $2,260* (ps); 4-dr., $2,175" (ps);| '58 Fairlane 500 (8) 4-dr., $1,490* (ps); | ,,hardtop, $2,560" (ps), | meat Sous te ie op ae Oe 
1s 905°. i +» $2, ; ge pe eo Ae, jesta. 4-dr., $2, Ds); ; 5. 
Pate Ce oomy., $5.70" (pans S40. car, grocer” $7285°; Bel Air (8)/ Custom 300 (8) 4-dr., $1,100°; 2-dr.,| “ae. 'g1,960° (ps); ‘cony., $1,800° (ps). | BUICK—'S8 Special 2-dr., $1,700". a 
oa wee 4 i he el 7 Fair ° 'S6 (98) 4-dr. Holiday, $1,100* (ps); 2-| °57 Super 2-dr. Riviera, -dr. 
— a hg Eg ny Ae et ge O51,000; Bel Air (8) car’ bert.| de. Victorian $1900" (poh; ade, Bis- dr., $1,000* (ps); (88) 2-dr. Holiday, Riviera, $1,285° (ps); Century 2-dr. 
sof fisoe, grdese, $1450"; ‘Delray (8) | tO, $1,775 (ps), $1,650" (ps); 2-dr 170*, $1,130* (ps); Fairlane (8) 2-dr $1,010° (ps), $940°. ae tees, gas eee 
c - ~ Spag 51 kr ~— hardtop, $1,730* (ps); Biscayne (6) Victoria, $1,325* (ps); Country Sedan| ‘55 (88) 2-dr. Holiday, $800* (ps); 4-) | Riviera, $1,275°; 4-dr., $1,200 ‘e F 
saees +8. ° ° 2-dr., $1,695*; 4-dr., $1,500*; Delray (8) 4-dr., $1,380* (ps); Custom 300 NE aap) PR a 56 Century 2-dr. Riviera, $960° (ps); 
a oo iy Bi a * gi eee, ; Penten (6) 2-ar., $1,300; 4-ar. "$1 160 (8) 4-dr., $990* $910°: 2-ar. Victoria PACKARD— Clipper 4-dr., $460*. Special 4-dr., $885* (ps); “te neg 
4 | ‘station wagon, $1,355", §1.275°: ‘ST Bel Air. (8) conv., $1,540*, $1,180; $950*; 2-dr., $750; Custom 300 (6) 2- PLYMOUTH 50 Savoy (8) 2-dr., $1,- eeaer oupen eb tavinas “san0° (pe) 
" ". w -dr., $1, (ps), $1,300*; Bel Air dr., $780. s . 
o: (to. tanta (6) 2-dr., $1,180; ‘Two-ten (8) 2-dr.,| ‘56 Parklane (8) 2-dr., $925*; Ranch| ‘58 Fury (8) 2-dr. hardtop, $2,260*;| ,..$790° (ps); 2-dr. Raveena, Sten. | 
n (6) °%6 Two-ten (8) station wagon, $855*; $1,400*; 4-dr., $1,075*, $960; Two-ten Wagon (8) 2-dr., $920*; Fairlane (8) Suburban (8) 2-dr., $1,600* (ps); Bel- Rive 605°.’ $560*; 4-dr.,’ $600* 
Two-ten (6) 2-dr., $695: Bel Air (8) (6) 4-dr., $1,060 2-dr. Victoria, $890; 2-dr., $600; conv., vedere (8) 2-dr. hardtop, $1,485* (ps); ( =; Buber 2-dr. Riviera, $600* (ps); 
$325¢ 2-dr., $815", $775* (ps). ’56 Two-ten (6) station wagon, $1,180*; $850, $700*; 4-dr., $720* (ps); Coun- 4-dr. hardtop, $1,475* (ps); 4-dr., Coatuey conv., $350* (ps) % 
ustom "55 Bel Air. (8) conv., $700*; 2-dr., Bel Air (8) 2-dr. hardtop, $1,100* (ps). try Sedan (8) 2-dr., $885, $875; Cus- $1,470° (ps). 54 Special 4- dr.. $370*. ‘ 
$700*, $435*; 4-dr., $675*; Two-ten| °55 Bel Air (6) 4-dr., $775, $720; Bel Air tom (8) 2-dr., $670. '57 Belvedere (8) 2-dr. hardtop, $1,-| 53 Special 2-dr.. §$210°. 
2-dr. (8) 4-dr., $570; 2-dr., $540, $510*; (8) 4-dr., $670; 2-dr., $725; Two-ten ‘5S Fairlane (8) 2-dr. Victoria, $825*; 180*; 4-dr. hardtop, $1,050%; 4-dr., CADILLAC—’59 de Vilie 4-dr. hardtop 
95. — Two-ten (6) 2-dr., $435°. : (6) 2-dr., $590; 4-dr., $475; One-fifty 4-dr., $600* (ps); Custom (8) 4-dr., $1,030* (ps); Savoy (6) 2-dr., $815*. $3.965* (ps). ' 
rdtop, "54 Two-ten Delray, $400*. (6) 2-dr., $490. $660, $600*, $530; 2-dr., $570, $480; ’56 Suburban (8) 4-dr., $1,075*, $690; 58 (62) 2-dr., $3,200* (ps 
53 Two-ten 4-dr., $235*; 2-dr., $135*. hate. Dal ‘ir Pu ~pag © Settee —_ ye “— (8) 2-dr., $640; Main oy (6) 2-dr., $500; 2-dr. hardtop,| ,57 (g9) Coupe de Ville, Pee, 450* (ps). 
rdtop, § OHRYSLER — ’56 Windsor 2-dr. hardtop, r ; juxe 2- r., : 
. gees (ps); NY 2-dr., $900* (ps). . dr., $325, $310 ’54 Ranch Wagon (8) 2-dr., $475; Cus- ’55 Belvedere (8) 4-dr., $500*%; Plaza (Continued on Page 86, Col, 3) 





$600* § pesOTO—’'57 Fireflite 4-dr., $1,205* (ps). 

550*. § DODGE—'57 Coronet (8) 2- dr.; $975*. 

FORD—’'58 Custom 300 (8) 2- ‘dr., $1,225; 
Custom 300-(6) 4-dr., $1,220; "Fairlane 


, $1. (8) 2-dr., $1,055 Zz 
‘57 Fairlane (8) 4- ar. , $1,160; 2-dr., $1,- 
; (88) 080*; Country Squire (8) 4-dr., $1,- 
. 100*: Ranch Wagon (8) 2-dr., $1,100*, 
liday, $1,070*, $990; Ranch Wagon (6) 2-dr., e 


$865; Fairlane 500 (8) conv., $1,045 
(ps); 4-dr., $795; Fairlane 500 (6) 


370. 2-dr., $1,030; Custom 300 (6) 2-dr., 
vedere $840; Custom 300 (8) 2-dr., $780*. 
‘66 Country Sedan (8) 4-dr., $890", 
alina, $860*, $750*, $675*; Fairlane (8) 4-dr., 
$815*, $655°; Fairlane (8) 2-dr., $750*, 
750. $625*; Fairlane (8) conv., $745* (ps); 
Custom (8) 2-dr., $630; 4-dr., $565*; 
85°. Custom (6) 2-dr., $560*. 
100. ‘55 Thunderbird (8) conv., $1,500* (ps); 
4-dr., Fairlane (8) Crown Victoria, $715*; 


4-dr., $475; Country Sedan (8) 4-dr., 
$625; Custom (8) 2-dr., $465*, $390; 
Custom (6) 4-dr., $420. 
- "54 Crest (8) 2-dr., 80. 
Wed-§ +53 Custom (8) 2-dr., $205; 4-dr., $185*; 
Custom (6) 2-dr., $130. 
HUDSON — ’'55 Hornet 2-ar. hardtop, 
2-dr., $400°. 
). MERCURY—’57 Monterey 2-dr., $1,280*. 
$760°§  *55 Montclair 4-dr., $675* (ps), $615*. 
$790*§ 54 Montclair 2-dr., $230*. 
2-dr., GipencsiLe— 58 (88) 4- str, $2,200*; 2- 
$1,805* (ps), $1,710 
st (88) 2-dr., $1,315* (ps). 
"5S (88) 4-dr., $735*, $650* (ps), $520*, 
$475; 2-dr., $540*; (98) 4-dr., $715* 


ao 


pe degm (ps). 
"54 (88) 2-dr., $405*; (98) 4-dr., $380* 

, $2,- (ps); (88) Super 2-dr., $365*, 

; Bell PLYMOUTH—'58 Plaza (8) 2-dr., $775*. 

"57 Belvedere (8) 4-dr., $955*; Plaza (6) 

255%; 4-dr., $690; 2-dr., $620*. 

66 Suburban (8) 2-dr., $790*. 

$1,- "65 Savoy & 4-dr., $420; Plaza (6) 


‘075°, 2-dr., $300 
(8) | PONTIAO — 58 ym conv., $1,725* 
‘ation (ps); 2-dr., $1,63 


"57 Chieftain 2-dr., ‘$920. 
ation’ 56 Chieftain 4-dr., $670*; 2-dr., $615*. 
Del-f °55 Star Chief 2-dr., $600*, $500* (ps); 
Chieftain 4-dr., $550*, $455*; 2-dr., 
One- $485% (ps). 

53 Chieftain 4-dr., $110. 
RAMBLER—’59 Super (8) 4-dr., $1,825* 


(ps). 
*. "57 Custom (6) Cross Country, $1,075*. 
$1,-§ °56 Super Cross Country, $700*. 
STUDEBAKER—’56 Commander (8) sta- 





15. tion wagon, $755*. 
t (8)§ 55 President (8) 4-dr., $295*. U, 
4-dr.) Tom Hewitt Auto Auction, Inc, Sale 


Cus-§ very Friday. Prices are for sale of Oct, 9. 
05. The market is strong on clean cars, The 
s9s5%" Market is stronger this year than this time 
‘-dr,,§ @8t year on extra clean cars. 

Bic 9 sini Str when you put a 
Fair-§ _'55 Special 4-dr., $7 10°. 
2-dr., GEVROLET—'59 Bel Air (8) 4-dr., $1,- 


+; : 885* 
ses] 8 Tworken (8) station, wagon, 1.2850; 1960 Stromberg-Carlson 


Cus- 185*. 
5385; ‘55 Bel Air (6) 2-dr. hardtop, $915*; Bel 


(8) Air (8) 4-dr., $600; One-fifty (6) bd bd 
$240, 2-dr., $375. é 
OHRYSLER—'54 Windsor 4-dr., $315*. . 
'53 NY 4-dr., $240* (ps). 
FORD—'58 Fairlane 500 (8) 2-dr. Victoria, 


5, $1:300°; Custom 6) 2-ar-'gioiss.”’| Stromberg-Carlson, the fastest-growing line of auto radios in 1959, will be bigger and better in 1960! 


(ps); $1,300°; Custom (6) 2-dr., $1,015*. 


ation al Fairlane 500 (8) 2-dr, Victoria, $1,- 

a Victoria,” $885"; ” Custom “@) , dae. Here’s what’s in it for you if you carry our line * PROFIT: Stromberg-Carlson radios cost you less 
00, 5*; Custom (8) 4-dr 10. 4 

735% wide, $610" (Pe), ieee th * GREAT NAME: you gain the sales magic of a world-famous name in radio » CUSTOM DESIGN: you 

2 airlane (8) 2-dr. ictoria, ° 

oe 920: Gouniry’ Sedan (8) 4-as., $010". get custom models for the cars you sell * EASE OF INSTALLATION: our radios are easy to install and 

f rest (8) 4-dr., $4 


eee oer te: ee service. Reliability is unmatched. Stromberg-Carlson transistorized radios are available for most domestic 





ore (98) 4-dr. Holiday, 2 . 
ail ab iss) car, §725* (ps), $050°; 2-ar.,| Cars and for imported and sports models. To get all the facts—and the name of the distributor in your area 
5* 
ores tay Pics teh andr, 9x00. —fill out and mail the coupon below. 


‘inys |, "54 Belvedere (6) 4-dr., $280 
PONTIAC—'56 Chieftain 2-dr. Catalina,| : eon) i 
MeCRLLANEOUS — ‘ss Internations! %- There is nothing finer than a Stromberg-Carlson 


ton pickup, $800. ee ee ee ce ee ee ee oe oe oe 


"56 Ford (6) %-ton pickup, $450. 







ines- 
ort = BORDENTOWN, N. J. STROMBERG -CARLSON 
224 tional Auto Dealers Exchange. Sale 
Wednesday. Prices are for sale of} a pivision or GENERAL DYNAMICS Pembina 
) : Ci eS EO GR Rm Be AG arta PRR bo ros ape arenes 
Ps), crossed the block as sales percentage} 1485 N. GOOOMAN STREET ¢ ROCHESTER 3, NEW YORK 
a Bounced back. 
“Of EBUICK—’'59 LeSabre 4-dr. hardtop, $2,- : 
ps); 260* (ps). P “ RTO...  nrcieudodacdbbniivencsdteaccsucdsiicbacsuca antibebiingseea pauemebensedhoeieinniiiinan—nn ° 
oon A pentary 6 4-dr., $1,510* (ps); Special Please rush me full details on your new line 
spe Boge or § of auto radios. No obligation on-my part. 


"67 Super 4- ar. Riviera, $1,360* (ps). 
"B6 Super 4-dr., $950* (ps); 2-dr. Rivi- ADDRESS 
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You'll get more PROFITABLE 


SERVICE SALES 


with Shure 
Service Merchandising 
Equipment 


MODEL 9200 
Service Merchandiser 





MODEL 9100 
Service Work Bench 


Jennings, Mo. 





Used-Car A 





uction Prices 








(Continued 
"56 (62) Sedan de Ville, a 900° (ps). 


2-dr. hardtop, $1,650; 2-dr., $1,290*. 
"57 Two-ten (8) station wagon 4-dr., 
$1,425*; 4-dr., $1,125, $1,070; 2-dr., 
$960; Bel Air (8) 2-dr. hardtop, $1,- 









Costello-Kunze Ford 





© Service Merchandisers © Work Benches ' 

© Steel Wall Paneling @ Service Desks 

© Portable Carts © Tire Racks Ure 
© Display Shelving © Teel Beards 


© Cabinets and Lockers 
WRITE FOR COMPLETE CATAL 


© Desks ond Choirs MANUFACTURING CORPORATION 





1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


















the 





*Trademorx Automotive Test Equipment Division 
ALLEN B. DU MONT LABORATORIES, INC. 
750 Bloomfield Ave., Clifton, N. J. 





FREE 


no obligation... 
a demonstration in your 
shop at your convenience 


EnginScope’ 










In 15 minutes we can show 
you how to use the fabulous 
EngineScope to spot ignition 
and other automotive problems. 
In one day you can become a 
master at it. Prove it to 

yourself — on any make of car 
you choose. Write today to 
arrange a demonstration or 
for detailed literature. 

















PROTECT-O-TIRE 





For painting wheels, on or 
off the car. 

Can save you $$$ on every car or set of 
wheels you paint. Made especially for 
cor dealers, used car lots, truckers, state 
and county road equipment, etc. Any size 
wheel, from lawnmower to airplane. 

For information write or wire: 


PROTECT-O.-TIRE, Inc. 
33638 Michigan Ave., Wayne, Mich. 
Box 305 


DISTRIBUTORS WANTED 








330°, $1,255°; 4-dr., $1,300; 2-dr., 
$1,200°, 

"56 Bel Air (8) 4-dr., $1,220* (ps), 
$745; 2-dr., $790*, $725*; Nomad (8) 
2-dr., $975, $950*; station wagon 2- 
dr., $880; 2-dr. hardtop, $985*; 2-dr., 
$950°*, $900, $765*, $750, $625; Two- 


ten (6) 2-dr., $900*; Delray, $520. 

"55 Two-ten (8) station wagon 4-dr., 
$825°; 2-dr., $565, $555, $490; 4-dr., 
$515; ‘Two-ten (6) 2-dr. hardtop, $785*, 
$750°; 4-dr., $540°; Bel Air (8) 2-dr., 
$740°; 4-dr., $585°: Bel Air (6) 4-dr., 


$460 
ber “Two-ten 4-dr., $455, $390, $350; 2- 
$275°*; 


$ 
’52 Two-ten 2-dr., $160*. 
CHRYSLER—’57 Windsor 2-dr. hardtop, 
$1,300°; 4-dr., $1,230* (ps); 2-dr., $1,- 
. 


’56 Windsor 4-dr. » $715°. 
DeSOTO—’'57 Fireflite 4-dr. 
400° (ps). 
DODGE—’59 Coronet (6) 2-dr., $1,750*. 
"58 Royal (8) 2-dr. hardtop, $1,635* 


$1,250*, $900°; 
2 at $1,050*; 


, $450". 
53 "Bel Air 4-dr., Two-ten 2-dr., 
235, 


hardtop, $1,- 


(ps). 

"57 Coronet (8) 4-dr., 
2-dr, hardtop, $1,140*, 
4-dr. hardtop, $1,120*; Royal (8) 2- 
dr. hardtop, $1,100*. 

‘66 Royal (8) conv., $750*; 4-dr., $700*. 

EDSEL—’58 Pacer 4-dr. hardtop, $1,300*. 

FORD—’'59 Thunderbird (8) sedan, $3,210* 

(ps); Country Sedan (8) 4-dr., $2,300*, 
2,250° 


$2, : 

’58 Thunderbird (8) 2-dr., $2,850* (ps), 
$2,740* (ps); Custom 300 (8) 4-dr., 
$1,205° 


57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
300* (ps); conv., $1,270*; 2-dr. Vic- 
toria, $1,230* 2 at $1,200°, $1,150; 
Fairlane (8) 2-dr., $1,100*; Ranch 
Wagon (8) 2-dr., $1,300°, $1,015*; 


Ranch Wagon (6) 2-dr., $915; Country 

Sedan (8) 4-dr., $1,205*; Custom 300 
(8) 4-dr., $970*, 

’56 Country Sedan (8) 4-dr., $990* (Ds) ; 
Fairlane (8) 2-dr, Victoria 
$750*; 2-dr., $795*, $725*, $720°: cee. 
tom (8) 4-dr., $660*, $655°, $650°; 
2-dr., $655. 

*55 Country Sedan (8) 4-dr., $635 ; Fair- 
lane (8) 4-dr., $555*, $500° ; ; Custom 
(8) 2-dr., $500, $4 

54 Custom (8) 4-dr., $420°, $415; 2-dr., 
$340*, $295°; Country Sedan (8) 4- 
dr., $390; Fairlane (s) 2-dr, Victoria, 


$375. 
‘53 Custom (8) 2-dr., $315, $310, $300°. 
MERCURY—’59 Monterey 2-dr. hardtop, 
$2,400° (ps). 

"658 Voyager 4-dr., $1,785* (ps); Mont- 
clair 2-dr., $1,660° (ps), $1,550*; 
Monterey 4-dr., $1,600* (ps); 2-dr., 
$1,570*, $1,500° (ps). 

‘57 Monterey 2-dr. hardtop, $1,310*, 
$880*, $615*; 4-dr., $1,160*, $1,150°, 
$1,100*, $1, 035°; 2-dr., $1,100*. 


"56 Monterey 4-dr. hardtop, $875*. 

"55 Monterey 2-dr. hardtop, $760*°, $460*. 

NASH—'55 Ambassador 4-dr., $540*. 
$325, 


54 Ambassador 4-dr., $500; 2-dr., 
$245. 
OLDSMOBILE—’59 (88) 4-dr. Holiday, $2,- 


600° (ps); 2-dr., $2,400* (ps). 

"58 (88) Super Fiesta 4-dr., $2,465* (ps), 
$1,750° (ps). 

’57 (88) 4-dr, Holiday, $1,270*. 

°56 (88) 2-dr. Holiday, $1,100*; 4-dr. 
Holiday, $970*; (98) 4-dr. Holiday, 
$1,050* (ps). 

"5S (98) 4-dr., $950° (ps); 2-dr. Holi- 
day, $900* (ps), $890* (ps); (88) 4- 
dr., $900*; 2-dr., $800*; 2-dr. Holiday, 
$710°, $545°. 


"54 (88) 4-dr., $520°*, 
PACKARD—'56 Caribbean 2-dr. 
. 


$800* (ps). 

PLYMOUTH—'58 Belvedere (8) conv., $1,- 
450° (ps); Savoy (8) 4-dr., $1,325°. 
‘57 Suburban (8) 4-dr., $1,235*; Belve- 
dere (8) 4-dr. hardtop, $1,100* (ps), 

$1,050°; 4-dr., $1,050*, $1,035*. 
’56 Belvedere (8) 4-dr., 
‘55 Plaza (8) 2-dr., $245°. 
*54 Belvedere (8) 4a dr., $300. 
"59 Bonneville 4-dr. Vista, $2,- 


hardtop, 


PONTIAC— 

850* (ps), $2,680* (ps); conv., §$2,- 
800* (ps); Catalina 4-dr., $2.200°; 
Star Chief 2-dr., $2,200*; 2-dr, hard- 
top, $1,250* 

57 Star Chief 4-dr. Catalina, $1,385* 
(ps); 2-dr., $1, 100°; 2-dr. Catalina, 
$1,090*° 

"56 ‘Chieftain 4-dr, Catalina, $985*; 4- 
dr., $745°; 2-dr., $710°; 2-dr. Cata- 


lina, $625°. 
‘55 Chieftain 2-dr. Catalina, $545*. 
RAMBLER—’59 Ambassador Custom (8) 
Cross Country, Yr 200°; Deluxe (6) 
Cross Country, $1,300. 
"56 Custom 4-dr., rs 050°, $875. 


55 Custom 4-dr., "$510 
MISCELLANEOUS—'56 Chevrolet (6) de- 
livery panel truck, 


NASHVILLE, ’ TENN. 


Nashville Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 7. 
No noticeable change. Sold 122 cars from 
221 consignments. 

BUICK—’56 Century 4-dr. Riviera, $1,155* 


(ps). 
"55S Special 4-dr., $830*; 


"54 a 2-dr. Riviera, $615*, 
Special 2-dr. Riviera, $355°. 
"53 Special 2-dr. Riviera $355°. 
CADILLAC—’57 (62) Sedan de Ville, $2,- 
300° (ps); 4-dr., $2,110* (ps). 
"56 (62) 2-dr., $1,635* (ps), 
"65 (62) 4-dr., $1,225* (ps). 
See "59 Biscayne (6) 4-dr., $1,- 


58 B Bel Air (8) 4-dr., $1,555* (ps); No- 
mad (6) 4-dr., $1,465; (8) 
4-dr., $1, 45°; 
380°, $1,335 ,280' 
$1,260, $1,245, $1,225, $1,215*; 2-dr., 


2-dr, Riviera, 


$445°; 














aaa 


"55 (62) 2-dr., $1,400* (ps "53 Custom (8) 4-dr., $445; Ranch 
"53 (62) Coupe de Vile, '$460° Wagon (8) 2-dr., $435°. 
OCHEVROLET—'59 Kingswood (8) 4-dr., $1,405, $1,300*; Two-ten (8) 2-dr. 

$2,480*; Impala (8) conv., $2,400*, hardtop, $1,365", $1,130*; MTwo-ten 
$2,330*, $2,300; 2-dr., $2,235*; Nomad 7] 4-dr., $1,175; 2-dr., $1,040, $965, 
(6) 4-dr., $2,100* ; Bel Air (8) 2-dr., $875. 
$1,785. ’56 Two-ten (8) 4-dr., $890*, 

*58 ‘Impala (8) 2-dr. hardtop, $1,800* "55 Bel Air (8) station wagon, $720*; 
(ps); Bel Air (8) conv., $1,725* (ps); 2-dr., $513; Two-ten (6) 4-dr., $750, 


from Page 85) 
"54 Crest (8) 2-dr. Victoria, $620. 


$ 

'54 Bel Air 4- dr., area’ $530. 

’53 Bel Air 4-dr., 

FORD—'58 Fairlane “500 (8) 4-dr. Vic- 
toria, $1,530* (ps), $1,450*; 4-dr., $1,- 
350; Custom 300 (8) 4-dr., 2 at §1,- 
250°, $1,225. 

'57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
330*, 2 at $1,300; 2-dr., $1,205*; Cus- 
tom (8) 4-dr., $i, 020*; Ranch Wagon 
> 2-dr., $970*; Custom 300 (8) 2- 

, $900, $715 

56 "Fairlane (8) 4-dr., $1,050*, $1,030¢; 
2-dr. Victoria, $715; conv., $590*; 
Custom (8) 4-dr., 5. 

‘55 Fairlane (8) 2-dr., 2 at §780; Cus- 
tom (8) 4-dr., $685*, $513*; Ranch 
Wagon (8) 2- dr., $500. 

COLN—’58 Continental Mark III 4- dr. 
hardtop, $3,005* (ps). 


Used Imported 
Cars 


ALBANY 
Hiliman—'59 Minx 4-dr., 
MG—’'53 roadster, $675. 
Simea—’58 Versailles 4-dr., $950. 


TEX. 














$1,475. 


AMARILLO, 
Hiliman—'52 4-dr., $195. 


BORDENTOWN, N. J. 
Fiat—'57 (600) station wagon 4-dr., $475. 
Ford (English)—'58 Escort station wagon, 

2-dr., $785. 
— 2-dr., $1,350, $1,250, $1,- 
225. 


CHICAGO 

Isetta—'57, $245. 
V 60 sunroof 2-dr., 

dr., $1,740. 
’59 2-dr., 4 at $1,650 
"58 2-dr., $1,310, $1,305, $1,300, 
’57 2-dr., $830. 
"56 2-dr., $740. 


$1,850; 2- 


DANVILLE, VA. 
Vauxhall—’'59 Super 4-dr., $1,155. 


DETROIT 


Austin—'58 4-dr., $550 
, $1,150. 


Triumph—’59 TR-3 roadster, $2,090. 


FLINT 

Hiliman—'57 Minx 4-dr., $600. 

Lieyd—'57 Estate Wagon, $380. 

MG—'59 roadster, $1, 

Triumph—’'58 station ‘wagon, $775. 
= 59 Victor station wagon, $1,- 


a Super 4-dr., $1,135. 
Volkswagen—’'58 4-dr., $1,165. 


"56 4-dr., 
LOS ANGELES 
Ford (English)—’'53 Zephyr 4-dr., $245. 
MANHEIM, PA. 
Austin Healey—'59 Sprite 2-dr., 
200 


$1,485. 
"56, $1, . 
Fiat—’59 station wagon, $975. 
Ford (English)—'57 4-dr., $660. 
Hiliman—’59 Minx conv., $1,405. 
"58 4-dr., $950. 
Ji roadster conv., $2,600; XK150 





"58 roadster 2-dr., $1,500. 


"57 conv., 1,275, $1,270. 
Metropoli '59 2- dr., $1,300. 
Opel—’59, $1,250. 

'57 2-dr., $850. 


-—'58 Dauphine 4-dr., $810. 
‘57 station wagon, 
‘60 Aronde 4-dr., ‘$1,425. 
’59, $1,300; Aronde 4-dr., $1,000. 
"57 4-dr., $560. 
Sunbeam—’'58 2-dr. —— $1,300. 
Triumph—’57 conv., fon Ste 450 


Vauxhall—’'58, $1,000 
Volkswagen—’'60, $1, 115; 2-dr., 2 at $1,- 
750. 
’59 Karmann-Ghia, $2,000, $1,900; 2-dr., 
$1,575, $1,550, $1,425, $1,410. 


‘57 2-dr. hardtop, $1,500; sunroof, $1,- 


100; Kombi, $850. 
5. 


, $1,010; station wagon 
2-dr., $1, 010. ° 
MASON CITY, IA. 
Isetta—'58 2-dr., $350. 
NASHVILLE, TENN. 


Ford (English)—'59, $1,150. 
"59, $1,580. 


PORTLAND, ORE. 
Renault—'59 Dauphine 4-dr., $1,200. 
Volvo—'57 2-dr., $1,070. 
SACRAMENTO 
Austin-Healey——'58 roadster, $2,105. 
Fiat—'58 2-dr., $600. 
Renault—'59 Dauphine 4-dr., $1,180. 
Simea—' 57 4-dr., 
Volkswagen—’' 58 Kombi, $1,050. 

"56 2-dr., ae $1,030, $890, $880. 


VALDOSTA, GA. 
Simea—’'59. 4-dr., $760. 


WEST PALM BEACH, FLA 


MERCURY—’56 Monterey 4-dr. hardte 
$810*; 4-dr., $775*, $730*. 

"55 Custom 4-dr. , $550. 

*53 Monterey 4-dr., $325. 

OLDSMOBILE—’58 (88) 4-dr., $1,705", 

’57 (88) 2-dr., 2 at $1,375* 

"56 (88) Super 4-dr. Holiday, $1,15 
(ps); (98) 4-dr., $1,075*; (88) 2-d 
Holiday, $925*, $880* (ps), $830*, 

"55 (88) 2-dr. Holiday, $830*, $745 
$730°. : 

"54 (88) 4-dr., $515*, 

"53 nal Super 4-dr., $325*; (88) 4-dr,, 
$315*, $300*. 

PLYMOUTH’ 5? Belvedere <6) 4-dr,, 
$975*; Savoy (6) 4-dr., $77: 

"56 Sever (8) 4-dr., $650*; fiver (6) 
4-dr 

"55 Betvedens (8) 4-dr., $565*; Savoy 
(6) 4-dr., $430, 75. 

'54 Belvedere 2-dr, hardtop, $425*; 4 
dr., $330; conv., $305*; Savoy 4-dr,, 
2 at $300, $2 

53 Cranbrook 4- -dr., $230, $205. 


PONTIAC—'59 Catalina 4-dr., $2,455 


(ps). 

’58 Chieftain 4-dr., $1,485 

57 ore 4-dr, Catalina, $1,340, 
4-dr., 2 at $1,190". 

be _Chieftain 4-dr, Catalina, $1,010*; 4 


$935*. 
08 "Chieftain 2-dr., $795*, $625*, $430*; 
4-dr., $745*; 2-dr, Catalina, $500*. 
RAMBLER—’57 ‘Custom (8) Cross Coun- 
try, $1,150. 
"55 Super 2-dr., $480. 


EBENSBURG, PA. 


A 

Ebensburg Auto Auction, Sale e 
Thursday. Prices are for sale of Oct, 
Weather: Rainy. Sale considerably good 
region conditions, Clean models brin 


top dollar. ‘57 and '58 models much 
demand, 
BUICK—’55 Super 4-dr. Riviera, $575 


(ps). 
54 Century conv., $210*. 
’53 RM 4-dr., $225* (ps), $180* (ps). 
CADILLAC—’53 (62) 4-dr., $240*. ; 
"52 (62) 4-dr., $315*. 
CHEVROLET—' 57 Two-ten (6) 4-dr., $1, 
045*; 2-dr., $915; Two-ten (8) 4-dr, 


$905. 
'56 Two-ten (8) station wagon, $1,030, 
$840; 4-dr., $950; Bel Air (8) 4-dr, 


54 Bel Air (8) 4-dr., $175. 


’53 Bel Air 2-dr. Hardtop, $360; 2-dr,, 
$280; 4-dr., $155. 

’52 Deluxe 4-dr., $125. 

’51 Deluxe 2-dr., $105*. 

DODGE—’'53 Coronet (8) 4-dr., $140; 

dowbrook (6) 4-dr., $140. 

FORD—’'59 Fairlane (8) 4-dr., $1,730*, 
'58 Fairlane (8) 4-dr., $1, 300° (ps). 
’57 Custom 300 (8) 2-dr., $960*. 

’56 Custom (8) 4-dr., $610, $575; Cus 
tom (6) 2-dr., $500°. 

’55 Country Sedan (8) 4-dr., $585*; 
Fairlane (8) 4-dr., $500*, $460*; 4-dr, 
Victoria, $410*, 

"54 Crest (8) 2-dr., $385*; 4-dr., $305*; 
—_—— (8) 2-dr. Victoria, $315*; 2 

$315*; conv., $315*; Ranch Wagon 


‘eo 2-dr., $300. 
"53 Country Sedan (8) 4-dr., $225*; Main 
(8) 2-dr., $180. 
’52 Custom’ (8) 4-dr., $140. 
HUDSON—’56 Hornet (8) 4-dr., $495. 
MERCURY—’57 Monterey 4-dr., $1,275°*. 
OLDSMOBILE—’55 (88) 4-dr., $720*. 
53 (88) Super 4-dr., $315* (ps). 
PACKARD—’52 400 (8) 4-dr., $175*. 
PLYMOUTH—’'58 Savoy (8) 4- = m $1,075* 
Suburban (8) 4-dr., $1,03) 
'S7 Belvedere (8) 4-dr., $970*; y (8) 
4-dr., $875°*; 2-dr., $860*. 
’56 Suburban (8) 2-dr., $420°. 


’55 Belvedere (8) conv., $520; Savoy 
(6) 4-dr:, $390. 
PONTIAC—'56 Star Chief 2-dr. Catalina, 
"5S Chieftain 2-dr., $290. 


"53 Chieftain 2-dr., $170*. 

a on ” Custom (6) Cross Coun 
try, $1,8 

STUDEBAKER —'s8 Scotsman (6) station 
wagon 2-dr., $750 


MISCELLANEOUS — ‘56 Ford (8) %-ton 
pickup, $525; Chevrolet (6) ‘%-ton 
pickup, $605. 

"55 Ford (6) %- ton pickup, 


$530. 
’54 Chevrolet (6) %-ton pickup, $220. 
'46 Willys Jeep, $295. 


FARGO, N. D. 


Tri-State Auction Company, Inc. 
every Thursday. Prices are for sale of a 
8. Much demand for clean cars, Sold 
cars from 89 consignments. 

BUICK-—’56 Century Estate Wagon, $950" 


(ps). 
"51 Special 2-dr, Riviera, $130. 
CHEVROLET—’58 Delray (8) 4-dr., $17 
2 


90. 

’57 Two-ten (8) station wagon, $1,335*; 
One-fifty (6) 4-dr., $845. 

’56 One-fifty (6) 4-dr., $825*. 

’51 Deluxe 4-dr., $140; 2-dr., $115*. 
FORD—’59 Country Sedan (8) 4-dr., $2 
285* (ps), $2,250*. 

’57 Custom 300 (8) 4-dr., $1,040, $990; 
2-dr., $820; Custom (8) 2-dr., $815% 
Main (6) 2-dr., $815. 

’56 Fairlane (8) 4-dr., $940* (ps). 

’55 Custom (8) 2-dr., $3 

’54 Custom (8) 2-dr. $520; 
Main (8) 2-dr., $315*. 

’53 Main (8) 2-dr., $200. 

LINCOLN—’57 Capri 2-dr., $1,725* Be 3 

MERCURY—’57 Monterey 4-dr., $1,105 
(ps). 

"55 Monterey station wagon (9 pass.) 

* (ps). 


Victoria, 


"54 Monterey 4-dr., $430*. 

NASH—’54 Ambassador 4-dr., $420*. 
OLDSMOBILE—’56 (88) Super 2-dr. Holt, 
day, $1,010*; (88) 4-dr., $985*, $925 


(Pp 
"52 W968) 4-dr., $280* (ps). 
PACKARD—’55 Clipper 4-dr., $445* Ne 
PLYMOUTH—’57 Savoy (8) 2-dr., 
$825; Plaza (8) 4-dr., $805*. 
’55 Savoy (8) 4-dr., $570. 
PONTIAC—'53 Chieftain 4-dr., $215*. 
RAMBLER—’'58 Custom (8) Cross Cour 
try, $1,475, $1,300. 
’57 Super (8) 4-dr., $985. 
MISCELLANEOUS—' 57 Dodge 


$705 
"51 Dodge 2-ton, $170. 
’48 GMC 2-ton, $350. 
’47 Dodge %-ton, $400. 
* * * 


¥, -tom, 


— Auctions in Brief — 
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MANHEIM, PA. 
Manheim Auto Auction. Sale every x 
day (Oct. 9). Weather: Cloudy, Sold @ 
percent of 754 consignments. 


MASON CITY, IA. 
Central States Auto Auction, Sale ¢ 
Wednesday (Oct. 7). Buyers very selec’ 








$1,175. 
ST Bel Air (8) 2-dr. hardtop, $1,455*, 
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3. 1 and 2.4 Now Called ‘Mark 2’... 





«| Jaguar Exhibits Refined Sedans 


7459, 


Mea- 








(Continued from Page 14) 


large dials, for speedometer and 
tachometer, All instruments ex- , the 
cept the speedometer are electric- | #Utomatic transmissions. 
ally operated, A console under the The XK-150 also is unchanged for 
center of the dash houses the | 1960, with two versions of the 3.4 
radio, heater controls and the | engine and two versions of the 3.8 
ashtray, All doors have large | ©™8ines available. : 
pockets. N Hoist in U 
The heating system has been im-| ‘YW oist in Use 
proved by more than 20 percent! pid speed stall hoists, by Beck- 
and a special duct carries heat to) er and Reinhardt OH6, were 
the rear-seat passengers. | used by Opel and others at the 
The larger Mark IX continues un-| show. Underneath the lower floor 


On Display at the Paris Show 


| changed into 1960. So far, 85 per- 
|cent of the Mark IXs have been 
| equipped with the Borg-Warner 


- 











Jaguar Different but the Same— 


The new Mark 2 series of Jaguar shows the firm has done some careful redesign- 
ing without disturbing the typical character of its cars. Features include larger wind- 
shield, backlight and rear windows, new grille and new interiors. The Mark 2 replaces 
the old 2.4 and 3.4 designation. The XK 3.8-liter engine can also be ordered in the 
Mark 2. 


‘Sepia . i ae ee 
SL. eh A 


Renault Demonstrates Spring System— 


Renault used this revolving road display to demonstrate its new spring system to 
visitors at the 46th annual Paris Auto Show. 


©|}oming director 








ey 


Fords Attract Crowds at Paris Show— 


The Ford exhibit, above, attracted many viewers at the Paris Auto Show. The dis- 
Play included the Falcon, Thunderbird, Fairlane 500 and Sunliner convertible. The 
tudebaker-Packard display, featuring the Lark convertible, is to the left. 


anil 
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A Loewy Creation— 
This 1959 Cadillac, restyled by Ray- 
mond Loewy, was one of the many spe- 
Panhard sports cars on display at the cial displays at the Paris show. The air 
Paris show featured heavily finned brake inlet screen between the center fins is 


Finned Brake Drums— 





drums outside the wheel. painted the same color as the body. 


the single-piston type hoist is lo- 
cated. 

The hoist carries the lower 
work platform, which moves up 
with the car by about three feet. 
Controls are synchronized in 
order to protect the upper and 
lower working mechanics. 

From the lower platform, two 
lifter rods go up on each side. The 
cars are lifted by the adjustable 
pads above the upper floor. The 
tubular wheel guide rails can be 
telescoped into each other on the 
end of the pit opening in order to 
permit wheel alignment service to 
be performed also, 

This new type hoist can be used 
for dry or wet service and can, for 
the latter, also be equipped with oil 
drainage equipment, 

For VW, this arrangement is not 
suited since that make has a spe- 
cial arrangement which includes 
lifting and then placing the car 
on special shop carts. 


Wyo. Picks Evans 
For NADA Board 


CASPER, Wyo.—Harry D,. Evans 
(Buick-Pontiac-Opel-Renault) has 
been elected to 
represent Wyom- 
ing on the board 
of directors. 

Evans, affiliated 
with the automo- 
tive industry 
since 1930, suc- 
ceeds C. E, Web- 
ster (Chevrolet), 
Cody, who did not 
seek reelection. 

The new Wy- 








Harry D. Evans 


will serve a three-year term begin- 
ning in January. 

A native of Nebraska, Mr. Evans 
attended Kansas University and 
began his career in the business 
with a Casper dealership. In 1935, 
he joined General Motors and serv- 
ed with various divisions of the 








Put Your Auction In The Spotlight 


Thousands of leading car dealers . . . your best 
customers . . . . read AUTOMOTIVE NEWS 


every week. 


An advertisement or listing of your auction in our 
"LEADING USED-CAR AUCTION DIRECTORY" 
will let them know who you are, where you are, 
and all the good things you have to offer. 


Frequency rates on request. 





Contact 


Automotive News 


965 EAST JEFFERSON AVE., DETROIT 7, MICH. 


(Space in “Leading Used-Car Auction Directory" reserved for 
recognized wholesale auto auctions only.) 
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Dealers! Here’s how 


to sell the “I-don’t-like-the-color”’ prospects — 


BUY THE CAR YOU NEED 
WHEN YOU NEED IT 


FRO" HERTZ! 





Don’t floor-plan a big selection of top- 
dollar models when you can get almost 
any car your prospect wants within days 
—sometimes within minutes! 
Late-model cars are available to used 
car dealers now. A Hertz office near you 
may have the car you’ve been looking for! 
Hertz has Chevrolets, Pontiacs, Fords, 


HERTZ 


Rent acar 





Oldsmobiles, Plymouths, Buicks, Cadil- 
lacs, wagons, convertibles and other fine 
cars...all featuring automatic trans- 
missions, power steering, radios and 
heaters ... many with power brakes. 

Low mileage 1958 and 1959 models 
now available at Hertz offices across the 
country. 


For more information call your 
local Hertz office or contact: 
Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, Ill. 
Tel. DE 2-0420 
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White's Black Honored— 


Robert F. Black, right, board chairman 
White Motor Co., Cleveland, is honored 
by the Cleveland Advertising Club for 
his service to ind ity and 
the club during the 24 years since he 
came to White as president 1935. 
Frank Chokel, left, president of Special 
Surveys Co. and vice-president of the Ad 
Club, presents Black with a life member- 
ship in the club, of which he has been a 





try, the c 





member for 22 years. 


Rockin’ Round the Clock ... 





Three Days 


and Nights 


In Falcon Showroom 


By L. H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo. — In- 
stead of visiting a number of Ford 
dealers to see how Falcon was 
going, I descended on Smith Ford 
Sales, Inc., which was putting on a 
three-day show and display of the 
new ’60 line and stayed three days. 

Jim Smith, the owner, had a 

10-galion coffee pot going for 
three days and nights and a hill- 
billy orchestra. In spite of these 
inducements, Falcons were under 

the constant scrutiny of five to 15 
people day and night for the 
three-day show. Around 3,000 per- 
sons took the time to look them 
over. 

Smith cleans out his shop, has 
the boys paint all the work benches 
and everything, fills it full of cars 
when the new ones come out and 
throws open all the doors. 

This | is the third Smith introduc- 














Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup ! 





With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


- SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum — 


Lecilone £2 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 


EXECUTONE, INC., Dept. E-5 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 


how Executone helps turn out more service 





Firm. 





Address 


City. 








In Canada—331 Bartlett Ave., Toronto 
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tion I have attended and he has 
never had half the crowds that he 
had this time. He had one Falcon 
demonstrator running and it never 
got a chance to cool off. Just as 
fast as one load came in, another 
was waiting. 

Smith eliminated door prizes and 
spent the money for live music. His 
crowd was different—not so many 
rowdy kids as with free door prizes. 
This looked to me like one of the 
best buying type crowds I’ve ever 
seen in a dealer’s showroom. They 
were people of substance, farmers, 
factory workers, business men, and 
they were interested. 


While presumably all of them 
looked at the regular models, the 
Falcon got 10 times as many 
standing around it and going 
through it from stem to stern. I 
saw two visitors crawl under the 
rear end to look at the under- 
side. 

Smith said that they were telling 
customers who were interested that 
the Falcon was an economy car, 
but it was also a quality car, being 
made to top standards of the best 
materials. 

Salesmen emphasized that it 
would not give the same perform- 
ance as the regular Ford—the tire 
Squealing performance was not 
there—but plenty of power and 
speed for ordinary use was there. 
Prospects were asked to choose be- 
tween performance and economy, 
since you can’t have both in the 
same package. 

One of the things I noticed was 
the lack of criticism. There were no 
snide remarks but a good healthy 
curiosity. 

The Falcon will sell, 
question about that. 


Here’s the negative reaction I 


Allstate Chops 
Premiums 10 Pct. 


On Small Cars 


CHICAGO. — Allstate Insurance 
Companies have announced a 10 
percent discount on insurance pre- 
miums for compact and small cars. 


President Judson B. Branch said 
the special discount will apply on 
bodily injury, property damage, col- 
lision and medical payments cov- 
erages for private autos of limited 
size, weight, horsepower and price. 

Allstate will offer the discount 
effective Nov. 1 in Illinois, Califor- 
nia, West Virginia, Montana and 
in other states where this program 
has been submitted to the state in- 
surance department and received 
its approval, 

In South Bend, Harold E. 
Churchill, Studebaker-Packard 
president, urged insurance firms 
across the nation to follow All- 
State’s lead. “There is no longer 
any question that the trim, com- 
pact car gives its owner far less 
exposure to accidental damage 
costs,” he said. 

Branch said Allstate hopes to 
offer the discount in all states 
where state regulations or other 
reasons do not prevent its use. 

“Our experience in insuring com- 
pact-type cars indicates that due to 
lower acceleration, smaller size and 
weight, better maneuverability and 
related factors, these cars cause 
less damage in an accident than the 
standard size cars,” he explained. 

The reduced rates will be applic- 
able to cars in the lower price 
range not exceeding 2,750 pounds, 
200 inches in overall length and 125 
brake horsepower, Price limitation 
is $2,300, f.o.b. at the factory for 
domestic cars or at port of entry 
for foreign cars. Models of 1954 or 
later are eligible, with the original 
f.o.b. or p.o.e. price as a criteria. 

The new discount will apply to 
all qualified cars unless they al- 
ready are receiving a 25 percent 
second car discount, offered when 
there are two cars in a family. In- 
eligible for coverage will be Lark 
and Rambler V-8 models, with 180 
and 200 horsepower, respectively. 


there’s no 








For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


got from people who had not seen 
the Falcon: “For $250 more I can 
get a regular size Ford, or a Chev- 
rolet or a Plymouth, A compact car 
ought to sell for $1,600 to $1,800.” 

I watched hundreds of persons 
look at the Falcon price tags 
during my stay with Smith and 
not one showed surprise or said 
the price was too high. 

The thing that surprised most of 
them, it seemed, was the extra 
wide doors. Many commented that 
it was easier to get into a Falcon 
than into their present big car. 

The Falcon engine looks pretty 
small under the hood, although its 
a beautiful piece of workmanship 
with a lot of buzz due to the “over- 
square” and the extra short stroke 
(about 2% inches), shortest stroke 
of any American-built engine today, 
but the comment went contrary to 
what I thought it would be. 


Instead of saying that the en- 
gine looked small, nine out of 10 
said: “That engine will be easy to 
service.” 

This crowd was looking for 
places to shave dollars off their 
auto bill. Salesmen told them that 
insurance would be less, license less, 
sales tax less, gasoline economy 
greater. 

When a new car draws this many 
people in this area, you can bet 
they’re interested. 

Smith said his problem is getting 
cars, They’ve got a bundle of or- 
ders and they’ve got hundreds of 
prospects who want to make a date 
to try out the car and see how they 
can deal. 





New Army Craft 


Speedier Amphibious Unit 
Developed by B-W 


CHICAGO.—An entirely n 
military amphibious craft which 
reportedly has more speed, mobil. 
ity, maneuverability and water. 
borne stability than any of its type 
ever built has been announced by 
R. S. Ingersoll, president of Borg. 
Warner Corp. 

Named the LARC-5, the craft 
was developed by the firm’s Inger. 
soll Kalamazoo division in conjune- 
tion with the Army Transportation 
Corps and its Transportation Re 
search and Engineering Command. 
The LARC derives its name from 
its official Army identification: 
Lighter, amphibious, resupply, 
cargo. 

The aluminum LARC was christ 
ened and formally presented to the 
Army Transportation Corps during 
launching ceremonies at the Inger. 
soll Kalamazoo proving grounds in 
Battle Creek, Mich. 

The LARC’s job is to transfer 
cargo from shipside, through the 
surf zone, past the beach line to an 
unloading point some distance in- 
land and then return to the ship 
to repeat the operation. 

It is capable of transferring five 
tons of cargo per trip, travelling 
10 miles per hour in the water and 
35 miles per hour on highways. 

Equipped with jumbo-sized, low- 
pressure rubber tires, the craft is 
exceptionally mobile on beaches, in 
sand, mud and other off-road situa- 
tions, Ingersoll said. 






































































































































The Auto Market at a Glance 
600,000— —600,000 
500,000—. —500,000 

— 400,000 
Aug. Sept. “— Nov. Dec. Jan. Feb. Mar. Apr. ae June July Aug. 
AUTO SALES 
$16— —$16 
$15— —$15 
Aug. Sept. 7 4 Now. Dec. Jan. Feb. Mar. Ao. av June July Aug. 
Auto = OUTSTANDING 
In Billions) 
$1,750— —$1,750 
$1,500— —$1,500 
$1,250— —$1,2 
$1,000— | | —$! 
Aug. Sept. Oct. Nov. Dec. Jan. Feb. Mar. Apr. May June July Aug. 
1958 1959 
AUTO CREDIT EXTENDED 
(In Millions) 
$390— —$390 
$380— $380 
$370— —$376 
Aug. Sept. oat Nov. Dec. Jan. Feb. Mar. ‘o. — June July Aug. 
PaRsOmAL INCOME 
In Billions at Annual Rate) 
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7 Va. Parley Cautioned .. . 


Galles Is Optimistic 


are the war mongers?” Rash con- 


tended. 
The news commentator felt the 


most important outcome of the 





Ten Directors 
Are Elected by 


Virginia Dealers 


RICHMOND, Va.—Ten district 
directors have been elected by 
members of the Automotive Trade 
Assn. of Virginia. They are: 

District 1: P. Warren Spratley 
(Ford), Hampton. District 2: Irv- 
ing B. Kline (Chevrolet), Norfolk. 
District 3: G. Ed DuBose (Buick), 
Richmond. DuBose succeeds J. R. 
Chapman, retiring president, who 
remains on the board as immediate 
past president. 

District 4: H. Carter Myers jr. 
(Ford), Petersburg. District 5: 
Hubert S. White sr. (Chevrolet), 
Galax. District 6: Stanley Nichols 
(DeSoto- Plymouth-Studebaker), 
Covington. 

District 7: O. L. Painter (Dodge- 
Plymouth), Strasburg. District 8: 
M. E. Tremaine (Ford), Charlottes- 
ville. District 9: J. F. Killinger 
(Dodge), Marion. District 10: Erle 
Kirby (Dodge), Arlington. 

Spratley, Myers, White, Killinger 
and Kirby were reelected to the 
board. Directors serve two-year 
terms. 





On Dealer Profits 


(Continued from Page 3) 


Khrushchev visit was that “he 
alerted the U. S. itself to the dan- 
gers of Communism through his 
rough-and-tumble manner and his 
conversation.” 

Other convention features dealt 
more specifically with the problems 
of auto dealers and included a 
“brainstorming” session on sales- 
manship, conducted by Warren A. 
King, automotive merchandising 
manager for Life magazine. 

King suggested that dealers, in 
seeking answers to some of their 
most difficult problems, try a 
similar session with employes. 


“Eliminate none of them,” he 


said, “even invite some of their 
wives.” 
As “attention-getters” in direct 


mail advertising, King asked if the 
dealers had ever written to chil- 
dren, 


“I submit to you there is a 
wonderful untapped field — you 
know how persuasive they are,” he 
said. 

Along this line, a check “for a 
buck” could be sent to graduating 
high school seniors—“but you don’t 
sign the check until the kid brings 
his father in,” King said. 

Dr. Herbert True, a psychologist 
from South Bend, echoed King’s 
words in urging dealers to use their 
ingenuity to increase sales. 

This lack of ingenuity in Amer- 
ican business and industry 
“frankly has me scared,” he said, 





pointing to the large number of 
imports being sold for less than 
American counterparts, The an- 
swer is not found entirely in the 
argument that labor is cheaper in 
Europe, he said. 

“Those people create more qual- 
ity for $1.25 an hour than we 
create for $3 an hour; that’s what 
hurts,” Dr. True maintained. “In 
many things we're losing out be- 
cause they’re using their heads— 
they’re ingenious.” 

Auto dealers, like other business- 
men, need to tap their individual 
potentials and the “excuse that 
I’m too old is no good,” he said. 

“The wisdom and the honor and 
the integrity of the American peo- 
ple rests with the mature men and 
women; the majority of the world’s 
greatest contributors are over 65,” 
he said. “It’s not how old you are 
but how bold.” 

The psychologist maintained that 
man is a three-stage rocket but 
that often the third stage is mis- 
fired or never utilized. 

“This is what we've lost in our 
society, the ability to dream,” he 
said, “Happiness depends on hav- 
ing something pending.” 

Dr. True said finally that auto 
dealers will need to use their in- 
genuity for the job coming up—the 
“1960's selling will be different.” 

“Your real competition is no 
longer another automobile sales- 
man,” he said. “It’s the air condi- 
tioning salesman, the fur coat sales- 
man, the trip to Europe salesman, 
the education salesman.” 

The convention opened with a 
lay church service with Virginia 
Lt.-Gov. A. E. S. Stephens deliver- 
ing the message. 

Other convention speakers in- 
cluded Frank P. Tighe, editor of 
Motor Age, Dr. Carl Winters, of 
General Motors, and Capt. R. B. 
King, safety officer of the Virginia 
State Police. 








By Import Aides .. . 





Trade Curbs Rapped 


By Ed Brown 
Staff Correspondent 

NEW YORK. — The executive 
group representing Europe’s auto- 
mobile manufacturers in the U. S. 
is by and large a group of young 
men, competing anxiously in the 
market place with one another, 
hopeful of establishing bright new 
records for their individual com- 
panies. 

They are girding themselves 
and their companies for the 
keener, sterner competition 
ahead, and meeting it with all of 
the resourcefulness each can 
command. 

They accept the responsibility of, 
and even anticipate with a measure 
of guarded excitement, the expect- 
ed battle of compact and small cars 
for consumer approbation. 


Although their methods of mer- 
chandising, their philosophies of 
competition and their formulas for 
winning the battle are most often 
at variance, they suddenly become 
an articulate group of crusaders 
with one voice and one goal when- 
ever their Achilles heel is expoged. 

The mere mention of trade re- 
strictions imposed upon the impor- 
tation of automobiles can raise 
blood pressure to the bursting point. 

The background, heritage and 
personal experiences of the indi- 
viduals involved must be consid- 
ered alongside the natural desire 
of these individuals to keep their 
products competitive in a price- 
conscious climate. 

International is probably the one 
word that describes this new think- 





ing. As one of these younger men 
said recently: “At one time we used 
to consider ourselves of a specific 
country, but today I never refer 
to myself nor do any of my friends, 
as the native of any particular 
country. Today we are proud to call 
ourselves Europeans, the same way 
that you call yourselves Ameri- 
cans.” 

How does this help form their 
thinking on such a plebian issue as 
trade tariffs? 

Today, these men, who have 
lived through the war and watch- 
ed a ravaged Europe rebound to 
tremendous economic health, 
have learned the hard way the 
benefits to be derived from free 
trade, they say. 

As Alan Bethell, president of 
Standard Triumph, who is quite 
typical of this new group of Euro- 
peans, says: “The strength of the 
western world is based on free, un- 
restricted international trade.” 

Bethell points out that, in 1958, 

England exported $553 million 
worth of goods to the U. S., but 
purchased in return $710 million 
worth, “A healthy balance for the 
U. S.,” he points out. 

The import officials believe 
everyone benefits from free trade. 
That is why they stoutly main- 
tain that this is not the time 
for imposition of trade restric- 
tions and higher tariffs. 

Should the U. S. impose such re- 
strictions and tariff changes, they 
feel the moves would hurt not only 
Europe at a very crucial time but 
also the U. S. 
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A HOT NUMBER.. 


TRUCKSTELL 


Green-button 
SaFeE[T]cap, 
PUSH-BUTTON Safety... 


Eliminate this scald hazard NOW! 
SaFE-T-caP, an exclusive Truckstell development, is 
the pressure cap you have been waiting for. 
SaFE-T-CaP is the first basic improvement in pressure 
radiator caps in over 28 years. Built to rigid original 
equipment specifications. 
Always replace with a saFE-T-caP. .. Safety for you, 
your employees and your customers. SaFE-T-CaP speeds- 
up inspection service and reduces time to service “boil 


overs’. 


.. MADE SAFE: 


SaFE-T-caP will create customer good will. . . . Save 
them trouble on the road... . Assure factory standard 
of engine operating efficiency. 


Order for your Big Winterizing Program NOW! ... 


Quick sale guaranteed. . . . A sure repeater. . 


profit for you. 


. - More 


. 


Special Merchandising Deals . . . (Limited Time Only) 


SaFE-T-caP Introductory Bonus! 
Buy 10—2 FREE. Costs you $10.50. 
Sells for $21.00 (Double your money!) 


Order your choice of these 
12-Pack FAST SELLING as- 
sortments tailored for car 
dealer groups. 

Top popular assortments: 
1-1202—For Garage and Gas Stations 
T-1203—For Chrysier Group Dealers 
T-1204—For Ford Group Dealers 
1-1205—For GMC Group Dealers 
T-1206—For Wash-Rambler Group Dealers 
1-1287—For Studebaker Group Dealers 


Write, wire or phone . ... Now! 





TRUCKSTELL’s New Universal Tester 


Designed to save you 
time ¢ Lightest weight, 
easiest to use. ¢ Tests all 
popular caps without 
adapters e Advanced de- 
sign extension adapter 
for testing cooling sys- 
tems.. . use everywhere 
you can operate a cap. ® 
Now offered at special 
low price of $21.95 with 
4 FREE saFre-T-CaPs. 
(Reduces your actual 
cost to only $14.95.) 


Order No. T2304 from your jobber or direct . . . Today! 
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LEE FILTERS are available in plain 

cartons with YOUR factory part 

number or in the nationally advertised 
LEE package. 


“Micralytic’’* 


LEAK ROOF Element oe 


een Anode! tar Gubanatert 














Resirweld* 


OIL 
FILTERS 


THE ONLY FILTERS THAT 
COMPLETELY REMOVE 
BOTH SLUDGE AND ACIDS! 
ell 


Of course, there are other big we se aged in 

LEE FILTERS that set them complete! 

from all others. They feature OW piece 

CONSTRUCTION — BUILT-IN NEOPRENE 

—_ POST SEALS — MULTI-FLOW = 
BE OUTLETS — TOP AND 


ORATED CENTER TU 
BOTTOM PLATED FINISH STEEL CAPS — 
PLATED FINISH STEEL SHELLS (there’s no 
paint to dissolve and contaminate the oil) — 
pg UNRESTRICTED BODY SHELLS as 
as 3,000 inlet and outlet apertures) 
URED ACCORDION- 


T-TREATED AND C 
PLEATED, RESIN-IMPREGNATED, FULL-FLOW 
ELEMENTS and the famous FERIDIUM* ANTI- 
ACID ANODE CATALYST! - 


Lee Resin-Weld* Filters conform to functional 
.S. Army Procurement, 
Fort Belvoir Research and 





Deve it and ini- 


tial equipment requirements of car manufac- 
tuters. See your Expeditor Distributor. 





*Feridium, Resin-weld, Discardit and Micralytic 
are the Registered Trade Marks of Lee Filter Corp. 
Patents Pending. 


LEE FILTER CORPORATION 
North Arlington, New Jersey 
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'Many Extras Cheaper .. . 





and convertible rose $16, and other 
LeSabres went up $66. 

Padded instrument panel was 
made standard equipment on all 
LeSabres, and custom trim was 
made standard on all models in 
this series except the two-door 
sedan. 

Radio and heater prices were re- 
duced from $102.13 to $98.90 on all 
models. 


* * * 


Cadillac 


 Bererroceg held the price line 

across the board. All ’60 models 

carry the same tags as their ’59 

counterparts. Prices of major op- 

tions also are unchanged. 
« : * 


Chevrolet 


ISCAYNE sedans and Brook- 

wood wagons rose $15, and all 
other models dropped $2 because of 
a change in the dealer discount. 
Arm rests, visors and other items 
were made standard on Biscaynes 
and Brookwoods. 

Chevrolet’s V-8 engine is $107 
more than the six, compared with 
$118 more in ’59; the radio price 
dropped from $384 to $69.95, and 
the heater dipped from $80.25 to 
$74.25. 

Turboglide transmission was re- 
duced from $242.10 to $209.85, and 
Powerglide for sixes now is $188.30, 
compared with $199.10 a year ago. 
Powerglide for V-8s remains at 
$199.10. 

» + + 
Chrysler 
DECREASE in the dealer- 
preparation fee enabled Chrys- 
ler to post lower prices on many 
models. The make-ready charge 
dropped $10 on Windsors and Sar- 
atogas (to $55 and $65, respectively) 
and $15 (now $75) on New Yorkers 
and the 300-F models. 

Wheel covers and padded dash 
were made standard on Windsors, 
and power windows ($107.60 last 
year) and mirror accessories 
were made standard on New 
Yorkers. 

Prices rose $42 and $25 on Wind- 


Standard Claims 
Single Grease 
For All Chassis 


CHICAGO.—A single new stay- 
put grease that does all auto chas- 
sis lubrication jobs is announced by 
Dwight F. Benton, Standard Oil 
Co. (Indiana) sales vice-president. 
It is said to be the first grease 
of its kind on the market—described 
by Standard as an all-chassis grease 
that satisfies lube specifications 
from wheel bearings to water 
pumps, universal joints and grease 
gun nipples. 

The new all-purpose grease re- 
duces to one the variety of conven- 
tional chassis greases formerly 
needed to lubricate the chassis and 
wheel bearings of cars, trucks and 
buses, as well as the giant equip- 
ment used by contractors, Benton 
said. 

Benton said the new product, a 
lithium soap grease, contains addi- 
tives to resist rust, wear, the effects 
of extreme pressure, breakdown and 
thinning. 








Tex. Independents 


Hear U. S. Senator 


SAN ANTONIO.—More than 400 
members of the Texas Independent 
Automobile Dealers Assn. heard a 
“Report from Washington” by Sen- 
ator Ralph Yarborough, Texas 
Democrat, at their 15th annual con- 
vention here last week. 

Other speakers included: ~ 
Henry B. Gonzales, San Antonio, 
state senator; Joe Lewis, Dallas, 
president of Texas Automobile Fi- 
nance Cos.; C. C, Benson, manager 
of the National Auto Theft Bureau, 
Dallas; Bart Couch, the Texas 
highway department’s chief title 
examiner, and Charles Turbeville, 


60 Car Prices Rise 
An Average 0.3 Pet. 


(Continued from Page 1) 


sor and New Yorker six-passenger 
wagons and dropped $64 and $81.50 
on nine-passenger units. The 300-F 
models jumped $92.50 each, Sara- 
togas dropped $37, and dual ex- 
hausts were removed from the 
standard-equipment list in this 


series. 
+ * + 


DeSoto 


E SOTO’S ’60 and ’59 models are 
not directly comparable. The 
’60 Fireflite series is priced be- 
tween the ’59 Firesweep and Fire- 
dome, and the ‘50 Adventurer is 
priced between the ’59 Firedome 
and Fireflite. 
+ ok * 
Dodge 
pee priced its new Dart mod- 
els in the Chevrolet-Ford- 
Plymouth range and tagged its 
Matador and Polara series on a 


AMC Announces 
‘Sticker’ Prices; 
American Cut $40 


DETROIT.—American Motors 
chalked up an industry “first” last 
week in the pricing field. The com- 
pany announced sticker prices for 
its 60 models, rather than the fog- 
shrouded “factory-list” or “factory- 
retail” figures used by other mak- 
ers. 

The prices announced by AMC 
included Federal excise tax and the 
suggested dealer-preparation 
charge. Those two items amount 
to $150 to $250 on Ramblers. They 
total as much as $500 on many 
models in the luxury field. 

In recent years, many dealers 
have condemned the factory prac- 
tice of excluding excise tax and 
prep from their announced prices. 

The retailers complain that cus- 
tomers accuse the dealer of pad- 
ding his prices when the showroom 
figures differ so drastically from 
those published in daily newspap- 
ers. (Automotive News always in- 
cludes excise tax and dealer prep 
in its price quotations.) 

The prices announced by AMC 
last week showed reductions of $40 
on American models and $11 on 
Rebel V-8s. Rambler Sixes and 
Ambassador V-8s are priced the 
same as ’59 models, The American 
Deluxe two-door sedan is priced at 
$1,795, more than $100 below any 
other U. S.-built car. 

AMC dealers earlier had received 
“tentative” price schedules which 
pegged all '60 prices at ’59 levels. 
Dealers will receive rebates on the 
Americans and Rebel V-8s which 
they purchased from the factory at 





par with last year’s Royal 
Custom Royal. 

Four major options were reduced, 
TorqueFlite for V-8s is $210.79 
compared with $226.90 in ’59; power 
steering is $76.60, down from $ 12.15; 
radio is $58.50, compared with 
$86.50, and heater is $74.40, down 
from $93.55, 


* * * 


Edsel 


| tg whiageery sedans and harcltops 
are up about $14; the statiog 
wagon is up $17.50, and the con- 


vertible is down $72. 
* a = 


Ford 


| yr voegpencteeng are $38 more than 
last year’s Custom 300s; Fair. 
lane 500s are $23 less than the 'h 
middle series, and Galaxies are up 
$21. The Thunderbird hardtop roge 
$59, and the convertible jumped 
$243. 

Part of the Fairlane increase 
is due to the fact that cigaret 
lighter, horn ring, front arm 
rests and right sun visor have 
been made standard equipment. 
The V-8 engine is $113 more thay 

a six, compared with $118 last 

year, Cruise-O-Matic transmission 

dropped from $230.80 to $211.10, and 

Fordomatic for six-cylinder units 

is $179.80, down from $189.60, Ford. 

omatic for V-8s remains at $189.60 
. + * 


Imperial 

USTOM models rose $13 because 
mirror accessories were made 
standard; Crown prices are un 
changed, and LeBarons went up 
$215, Power-operated vent windows 
and a two-piece stainless steel roof 
treatment now are standard on Le 


Barons. 
+ +. + 


Lincoln 


INCOLN and Premiere models 
went up about $350 because 
radio, heater and white sidewall 
tires were made standard equip- 
ment. Continental prices are the 
same as in ’59. The aforementioned 
options became standard on Conti- 

nental last year. 
* * * 


Mercury 


| penccdgpied slashed prices on 
every model. The cuts ranged 
from $72.50 to $136.50 on Montereys, 
$25.50 to $43 on Montclairs and 
$160.50 to $188 on Park Lanes, In 
addition, carpeting and custom up- 
holstery were made standard on 
Montereys. 

Merc-O-Matic transmission was 
increased from $225.80 to $231.30, 
and the heater wag cut from 
$91.40 to $78.70. 

Mercury also lowered its dealer- 
prep fees to $50 on all models. Last 
year, the make-ready charge was 
$55 on Montereys, $70 on Montclairs 
and $85 on Park Lanes. 

* + + 


Oldsmobile 
SMOBILE held the line on 
all models, and its prices 


dropped $2 to $4 per unit because of 
a change in the dealer discount. 
Padded dash, wheel-trim rings, 





the higher prices. 


(Continued on Page 91, Col, 3) 








MANAGERS WANT 
AND OWNERS NEED! 


- Comfortable Height 

. Bi-level work shelves 

. Filter above liquid level— Service in 

2 minutes 

Pistol grip jet nozzle—AND Flexible 

Metal Hose 

Hydro-Jet or Air Agitation 

Self setting Safety Cover—Thumb 

release 

FRONT Switch and Signal Light 

- Sludge Collecting Trays—and drain 
valve (you can drain and clean the 
tank in minutes, NOW) 

And so rugged —so dependable the pump 

—and tank carries a 5 year warranty 


roe 


e~ oy > ene 








past director of the Texas Auto- 





mobile Dealers Assn. 
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NOW GRAYMILLS GIVES YOU A REALLY 


NEW LINE OF PARTS WASHERS 
WITH 8 EXCLUSIVE FEATURES 


MECHANICS AND SERVICE 





LESS CLEANING TIME - 


Lat 





agi 46fft OE 


Pers 
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Join the trend to Modern 
Equipment for MORE 
Profits. Send for catalog or 
* ask your jobber for facts. 
Cay” 


GRAYMILLS CORP. 


b/ 


3761 N. LINCOLN AVE. © CHICAGO 13, ILL. 
Phone: GReceland 7-4100 


LEAN-O-MATIC 


PARTS WASHERS 


MORE PROFIT TIME 
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As Teamsters Win Muskogee Election... : : 
Chrysler Corp. Prices—'60 vs. ‘59 
Including Federal tax and suggested dealer-preparation charges. 
| Okla. Dealers Alerted on Unions | =» | suggested deter preparation charges 
(Continued from Page 4) mills will be the maintenance| them through the winter months bay oy ound eases tn 
Relations Board. Long is NADA 4di- workers who will search out dam-| if the steel strike ends. 4dr. Hardtop bi 3,343 3,353 oa 10 
rector from Detroit, age and make repairs. The critical race will be between SI a sccsic ntirstbndianacs ain 3,279 3,289 -_ 16 
a The next workers will be the fur-| the Great Lakes fleet of iron ore| Convertible _........ 3,623 3,620 3 
a Y 9 
top| Stee! in 5 Weeks nace crews—first the blast-furnace| boats and frigid weather which will 4-dr., 2-seat Wagon 3,733 3,691 42 
tine N THE steel industry, it will take} men then the open-hearth men.| close lake shipping in a few weeks. 4-dr., 3-seat Wagon .............-ceceeseesees 3,814 3,878 — 
con: weeks to get mills up to peak| Producers estimate it will take up If the boats are unable to bring Saratoga 
production once the striking steel- to 10 days to get good production down enough ore to run the mills SE III, Sissi civicecivsnnystacheotveiagnisineicelortian 3,929 3,966 — 387 
workers return to work under or- of high-quality iron, if the furnaces through the winter, the mills face, Gey OGIO. ssscsecssresevisosesesseviverveviesineenes 4,067 4,104 — 37 
ders of the Taft-Hartley injunc- are not too badly damaged. at best, expensive and uncertain tae occcvccssovesccecoccecnsesesescocscccessee 3,989 4,026 — 37 
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air} at may enn B. the hearths were kept warm for a| At worst, the prospect is for 2-dr. Hardtop ~ 4,461 4,476 — B 
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ret Ito get iron-making blast furnaces|™ust be done a few degrees at a| of December. Last year the Season || Qonyertible o...s-sccccccsscsssssssssssssvssssssssssoen 5,841 5,748.50 92.50 
rm jand steel-producing open hearths hell or the cold furnaces will Gale iaeallig” at tee dae (TorqueFlite transmission, power steering and power brakes are standard equipment 
we it dees exam ts En tee Oo tho b. aoe ping to begin again until mid-April. on all Saratoga, New Yorker and 300-F models for '60 and ’59.) 
han | Mills Face Ore Shortage DeSOTO 
last TEEL makers figure they can (DeSoto ’60 and ’59 models are not directly comparable. The ’60 
sr P lymouth, D odge, Ss start shipping snoel within two 4 Makes Reduce pt tee is pe he gwen tow ee Pua ae ak The ’60 
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er- tar $2,438 $2,464 $2,388 $2,439 Inc. (Falcon-Thunderbird), Bir- REN Reta ee OLS OI Aer 
ast NIL devi ccssqdectneesanaeb * . ’ min ; Matth H ves Station Wagons 
yvase| 2-dr. Sedan ..................00 2,384 2,415 2,334 2,389 Cieenaaies Co., Inc. ere ate 4-dr., 3-seat Custom .............:.cccessecees 2,990 2,990.75 — 15 
irs§| 2-dr. Hardtop .................. 2,489 A aos 2,461 Royal Oak, and Royal Oak Hud. 4-dr., 2-seat Sport sane 3,020.75 + 3.25 
Impaia Phoenix Galaxie Fury son, Inc. (Rambler American), 4-dr., 3-seat Sport 8, 5,130.50 3.50 
Six Six Six Six Royal Oak. ***_The '60 Fury convertible had no ‘59 counterpart, In ’59, a convertible was 
RR ee $2,590 $2,600 $2,603 $2,575 offered in the Sport Fury series. That series has been discontinued.) 
4dr. 2,682 2,675 2,656 
on ° ” D Vv 
esa} 2dr. 2,623 2,610 2,599 . e e 
r =~ 60 P. Rise Only 0.3 P. E 
int. Impala Phoenix Galaxie Fury r Ices ise it} ‘VY a er cen 
gs, go v-8 v8 V-8 v-8 
al _ BIN" ciscsvcareesosievengloes wy = = = (Continued from Page 90) ready fee of $40 was suggested in|in this series went up $71. The 
. Hardtop .................... 2, 780 J ’ all models last year. Regal Six four-door sedan and two- 
2-dr. Hardtop .................... 2,704 2,742 2,723 2,718 courtesy lights and chrome window * * * door hardlen Samteed 002 
(Starliner) frames were made standard equip- Pontiac A heaps o penton pve eens 
Brookwood Seneca Ranch Deluxe ment on Super 88 models. INTIAC prices are unchanged| added this year. Deluxe V-8 and 
Six Six Stx age The radio price was cut from eo 59, but a shift in the deal-| Regal V-8 models are priced $135 
2-dr., 2-seat Wagon ........ $2586 esnsss $2,586 $2,602 $101.65 to $88.77, and the Dual-|¢, discount has resulted in a $2|above corresponding six-cylinder 
2 e s as 
#dr., 2-seat Wagon ........ 2,653 $2,700 2,656 1668 Range heater fell from $101.88 to| decrease in the sticker price of| units. 
$97.38. Oldsmobile also has a new) each model. A four-door wagon is offered in 
manual heater which retails for The new Ventura hardtops are | both Deluxe and Regal lines. The 
Rambler Prices—'60 vs. '59 ee priced at $8,041 (Seur-deer) and | Sal ‘The now converts Is 
(Including Federal tax and suggested dealer-preparation charges.) Plymouth more than Catalina hardtops, aoe beg ee engine, 
The following figures represent revisions in a tentative price sched- Deluxe wag-| The radio is $88.77 and the push- : 7 
Mule which dealers received last month, Prices of Rambler Six and || S“V°*, ge TS Taee. Alvdemn| batten hebler te GRA3K Beth Wine onsen > tier gee — 
Ambassador V-8 models are unchanged from the tentative schedule |/ rront-seat cushions, right visor and| $101.65 last year. Pontiac also has| ‘thé price of the pushb 
and are the same as ’59 prices. front t seats have been lh t hich i e price o e D utton radio 
J ront-sea’ — = s vad a new manual heater which is| is $70.07, compared with $79.90 last 
AMERICAN made standard on these models. priced at $75.32. year. Power steering is $74.50, up 
60 59 Difference An oil filter is standard on all 2. 2 =<» from $68.86 in ’59. 
pis Serna ey ee i models, and backup lights are Rambler * * * 
ad b- a 5a) 
SS eer eee JRAMBLER chopped $40 from the| Ford Division Adds 
, Belvedere prices are within = | anq'$it from the price of its Rebel| = LOWer-Priced Units 
isso a few pennies of last year’s figures, | V-8s. Rambler Sixes and Ambas-| DETROIT.—Ford division has 
2145 — 40 and Fury V-8s are up about $3.50. | sador V-8s bear. the same tags as| joined Chevrolet in adding a pair 
? A Fury Six series has been added | last year. ~ Baageoty grand s ¥s as s “ fleet 
for 60, V-8s are $119-$120 more | The American Deluxe two-door! [UY®Ts and any retail customers 
Super than sixes, the same as in 59. sedan now retails at $1,795, more be on ~~ be interested. The Fords 
4-dr, Sedan ......... 2,398 - il v-g3|than $100 under any other U. 8.- Custom 300s; the Chevrolets 
4-dr., 2-seat W 2 692 oa ae TorqueF lite transmission for V-8s built auto. The new American four-| Will be Biscayne Fleetmasters. 
LL. ” som ’ is $210.70, compared with $226.90 Fh APSR epentind 
“] 4-dr., 3-seat Wagon Se > em ARS door sedans are priced at $1,844 six-cylinder engines, the 
o 4 last year, and the new TorqueFlite| (neiuxe) and $1,929 (Super) Fleetmasters will be priced at 
stom 2 2,513 an for six-cylinder units is $191.80. The en she $2,284 (four-door) and $2,230 (two- 
pe DE gped 3 SEER eer owen te Le y= _- ae pushbutton radio is priced at $58.50, _— yg egy, Fees 
red — ey es atau Samanbareinighcsschetaineakdinimaunabt mod 2901 sea compared with $73 in ’59. Studebaker Biscaynes. Ford prices are exp ~ cted 
yO oy pane Wagon 3h BB ela 355°) gee Plymouth has reduced its dealer- LA®= DELUXE SIX sedans went/to be the same. V-8 engines are 
” preparation charge to $35. A make- up $51, and the two-door wagon | available at extra cost, 
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Fortune Readers Put Chevy Second... 





Ford Leads in Consumer Survey 


NEW YORK.—Ford, rather than 
Chevrolet, took the top honors in 
a survey of readers which was pub- 
lished by Fortune magazine. 

Surveys of consumers custom- 

arily show Chevrolet in first 

in ownership and the car 

to be purchased next. The For- 

tune survey shows Ford in the 
lead in both respects. 

Fortune claims that surveys of 
its readers are of particular value 
because “time after time, Fortune 
subscribers have proved paceset- 
ters in the automotive market.” 

The magazine said its readers 
were quick to accept automotive 
innovations which later became 
big sellers, including power steer- 
ing, power brakes, air conditioning 
and four-seat sports cars. 

Readers of the magazine play 
this leadership role because of eco- 
nomic and social factors, Fortune 
said. Readers are drawn from 
upper-income executives and “their 
families who profoundly affect the 





taste of all Americans.” Average 
income is $20,177 a year. 

As their first cars, 17.3 percent 
of those answering the survey 
own Fords. Another 15.0 percent 
own Chevrolets. Oldsmobile, 
Buick, Cadillac and Plymouth, in 
that order, round out the top six. 

Ford has been the leader in this 
class in all recent surveys. Chevro- 
let has gained ground percentage- 
wise at the expense of Oldsmobile 
and Buick. 

As second and third cars, 19.4 
percent of the group own Fords. 
Chevrolet is second at 15.2 percent. 
Buick, Plymouth, Cadillac and 
Oldsmobile complete the top six. 

In replacing their first cars, 
16.9 percent will probably buy 
Fords. Chevrolet is the choice of 
144 percent; Oldsmobile, 10.6 
percent; Cadillac, 7.9 percent; 
Plymouth, 6.6 percent; Buick, 5.9 
percent; Chrysler, 5.8 percent; 
Pontiac, 4.1 percent, and Ram- 
bler, 3.7 percent. 

(To these totals, the following 
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by having every car 
Benmatt license frame. This high 
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Long lasting metal number tags — large 4" 
easy to read numbers. One side hes black num- 
bers (to indicate work completed); the other side 
has red numbers (to indicate work has not been 
completed). 


AUTO WORK NUMBER METAL TAGS 


Easy and accurate way to 
keep up with car, parts . / 
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83 Poplar St. + Box 972 Atlanta 1, Georgia 











FOREIGN CAR PARTS 
HIGH DISCOUNTS! 


Dealers & Distributors ee] 










A Full Line of .. . 


_@ Brake Parts 
d ignition Parts 


- 


lucrative territories still open 










df Renault Parts 
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Albert Wepper Corporation 


Factory Representatives 
53 Park Place 


New York 7, N. Y. 
Tel. WO 4-0966 


separate classes might be added; 
Thunderbird, 1.8 percent; Chrysler 
300, 0.4 percent, and Plymouth 
Fury, 0.2 percent.) 

Among low-priced cars, Fortune 
readers ranked Ford as the best 
looking with Chevrolet second. 
Chevrolet was called the best value 
with Rambler second. Chevrolet 
was ranked as the best performing 
with Ford second. 

Ford was picked as the low- 
priced car the group would most 
like to have and Chevrolet was 
second. Chevrolet was ranked as 
giving the most prestige with Ford 
second, 

Among the medium-priced cars, 
Pontiac was ranked as the best 
looking. Oldsmobile was tops in 
all other classes—best value, best 
performing, most like to have 
and most prestige. 

Thunderbird is termed the best 
looking and most desired of the 

luxury cars, Cadillac is ranked as 
the best value, best performing and 
top prestige car. 





Those surveyed apparently are 


sold on the make of car they are 
going to buy before they go into 
a dealership. In purchasing their 
latest car, 69.4 percent bought their 
first choice and 11.6 percent bought 
a car other than their first choice. 
Another 19 percent were undecided 
or don’t remember. 

In selecting their latest car, 
those surveyed said freedom 
from mechanical breakdown was 
their top consideration and satis- 
factory experience with the make 
in the past was second. 

Other frequently mentioned con- 
siderations were safety, riding 
comfort, ease of handling in traffic, 
manufacturer’s reputation and ini- 
tial cost. 

Those questioned were asked if 
they thought the entry of the Big 
Three into the small-car market 
was a good move. Those favoring 
the move amounted to 79.2 percent 
of the total while 20.8 percent 
thought it was a questionable 
move, 

Nearly half of the group (46.6 
percent) said they would consider 
buying a small car. Of this group, 
17.1 percent picked Volkswagen as 
the car they would consider and 
Rambler drew 15.6 percent. (An- 
other 1.7 percent said Nash and 
1.0 percent said American Motors.) 





CAMBRIDGE, Mass.— The Big 
Three will strike a mortal blow at 
the competitive system if they 
band together in 1961 against the 
UAW’s wage demands, says Ameri- 
can Motors President George Rom- 
ney. 

Romney made the statement a 
year ago, shortly after the auto 
industry’s new labor contracts were 
concluded, during a lecture at the 
Harvard Business School. The text 
of his remarks appears in a book 
just published by the school, “The 
Tobe Lectures in Retail Distribu- 
tion.” 


“What are the Big Three going 


S-P Sets Record 
In Shipment of ’60 
Larks to Dealers 


SOUTH BEND. — Studebaker- 
Packard Corp. has shipped more 
than 20,000 new 1960 Larks to deal- 
ers, President Harold E. Churchill 
said Thursday. 
This is the larg- 
est number made 
available to Stu- 
debaker dealers 
at time of initial 
public introduc- 
tion in the last 
five years. 

With enough 
steel to sustain 
present rate of 
output into De- 
cember, Churchill 
said the broad availability of Lark 
should be a significant sales factor 
in the fall season. 

“The American car-buying public 
today must sort out the claims of 
a greater number of U. S.-built 
makes than have been offered in 
decades. There are some 22 identi- 
fiable separate lines offered. A total 
of about 60 imported makes also 
is offered. 

“The tremendous advertising and 
promotion being aimed at the 
American people is contributing to 
a livelier total interest . .. than 
has been reported at any time in 
recent years... 

“As path-finders in the compact 
car area, we welcome the buyer’s 
revolution which is developing . . . 
as customers show preference for 
smaller, more economical quality 
cars. 

“Notwithstanding all the refine- 
ments of market research, fore- 
casting and scientific analyses of 
consumer trends, the experts last 
year were surprised by the growth 
of ‘convenience size’ car volume. It 
is possible that they may be sur- 
prised again, and that forecasts for 
1960 are due for upward revision.” 


Niles Opens M-E-L Deal. 
PORTLAND, Ore.—Dick Niles, 
Inc., S. W. Sixth and Clay, has been 
appointed a Mercury-Edsel-Lincoln 








H. E. Churchill 

















dealership. 


Romney Warns Big Three 
On Anti-UAW Linkup 


to do next time?” Romney asked. 
“Are they going to ask Big Steel 
and Big Electric and Big this and 
Big that to get together with them 
to offset the AFL-CIO industrial 
might? 

“If they do, and that’s the way 
we're headed as sure as we're here, 
we're going to have some form of 
planned economy, with the state 
calling the tune.” 

Romney said that even last year, 
when the UAW settled its demands 
for far less than it had originally 
demanded, “Walter Reuther played 
the Big Three off their feet, includ- 
ing General Motors. 

“The settlements since the war 
have all been GM settlements in 
terms of size and package, even 
though Ford in two instances has 
been the immediate one that set- 
tled first,” he added. “It’s been on 
the basis of what GM could afford 
to pay.” 

Romney reviewed the five-year 
growth of Rambler, with emphasis 
on the changes in public and dealer 
“big-car thinking” brought about 
since the formation of American 
Motors. 





Story of Reuther’s Life 
Told in Holiday Magazine 


PHILADELPHIA.—The life story 
of Walter P. Reuther, reelected 
last week as 
president of the 
United Auto 
Workers, is told 
in Holiday maga- 
zine in a two- 
part article be- 
ginning in the 
November issue. 

The article, by 
William Man- 
chester, reveals 
the little-known 
personal side as 
well as the stormy public life of 





W. P. Reuther 


Williams Views 
Compacts as Hypc 


To State Revenues 


NEW CASTLE, N. H.— Money. 
hungry state governments nee 
have no fear of the new Compag 
cars, says Harry A. Williams. 


Williams, 41, managing directs AME) 





of the Automo§ Rar 
bile Manufactun§ oHR’ 
ers Assn. ha@ Ohr 
these words 4g Des 
reassurance 4 
the 27th anny oe 
conference herg Im 
of the America Ply 
Assn. of Motog. Val 
Vehicle Adminis§FORI 
trators: Eds 
“Some of you) For 
ni are a little con F 
H. A. Williams cerned that thd 
small economy models may hay T 


an adverse effect on your revenue, 
particularly in compact states like Lin 
New Hampshire. Mer 

“Well, on the basis of the GEN! 
our sales people have been talking) Bui 


I can assure you that new can Cad 
you will register in 1960 will mo Che 
than make up in numbers what Cc 
they lack in taxable size, weight Cc 
and horsepower.” old 

New Hampshire Gov. Wesley] po, 
Powell told the 250 members andé +P C 


guests that motorists who drive 
excessive speed or after drinking 
are “both murderous and suicidal, 

A Tot 

“I wish there were sOme way,j_—— 
the governor declared, “to bring} *Revi 
home to young and old alike Tota 
awfulness of this callousness. 
me, there is no greater domestic 
problem now facing our state, o 
country and neighboring countries 
We must somehow convince people 
that safety on the highway is 
way of life in itself.” 

Powell paid tribute to NewjCHE' 
Hampshire’s motor vehicle com 
missioner, Frederick Clarke, whomjDIVC 
he described as “a very fine DOD 
dedicated public servant.” ORI 


3 Distributors NTE 
Appointed for jr 
Checker Superba - | 






















TUL 
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KALAMAZOO.—Checker Motor 
Corp. has appointed the first three} Tot 
distributors for the Superba, it 
new passenger car. 

They are: Charles Kreisler, Ne 
York; D. Sauvageau Autos, d 
Montreal, and Pacific Interstat 
Motors, Portland, Ore. 

Kreisler, a Rambler dealer, wil 
distribute the Superba in Ne 
York State, New Jersey and Con 
necticut. Sauvageau’s territory 
Eastern Canada. All three will 4d 
tribute Checker taxicabs as well ise 
the Superba. ‘Aut 

Checker reportedly: has signe Ma 
other distributors, but no namegy.s. 4 
had been mentioned by late le 
week. 

The Superba is priced at $2,542.42 
F.O.B. Kalamazoo. The figure in 7 
cludes Federal tax, but does not in 
clude dealer make-ready. 

The car is built on a 120-ine | 
high. It is powered by a Continen CH 
six-cylinder engine which displace@mew | 
226 cubic inches and has a com 0 
pression ratio of 8 to 1. With 
auxiliary seats, the Superba 
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the 52-year-old labor leader, who 
has headed the UAW since 1946. 


wheelbase and is 199.5 inches long 
75.5 inches wide and 62.8 inche 
billed as an eight-passenger ve 
hicle, 






il 





Superba Seats 8— 


treal and Portland, Ore. 











Checker Motor Corp.'s new Superba has two auxiliary seats, making it an eig 
passenger vehicle. The company has appointed three distributors for the car, one % 
whom is Charles Kreisier, New York Rambier dealer. Other distributors are in 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 





























































US 
‘on (U. S. PRODUCTION ONLY) 
nee Week Week dan, 1 Jan. 1 
mp Ended Same Ended Output, To To 
Oct. 17, Week, Oct.10, Oct. Oct. 18, Oct. 17, 
a 1959 1958** 1959* ToDate 1958** 1959 
recto AMERICAN MOTORS 
tom ere 8,400 4,400 7,907 20,064 148,073 307,858 
actum GHRYSLER CORP. 15,950 12,196 8,341 26,953 444,060 574,817 
saddiveerttiabbciastiniee 1,700 983 917 2,838 38,039 55,532 
ERT Sere 650 626 350 1,144 27,051 36,204 
dadpiatbveivercntentiabbent 5,700 3,301 3,511 10,068 84,890 133,270 
Shieivaseviatsentendtess 600 330 585 1,512 9,422 16,477 
isiadalindessansminde 6,500 6,956 2,758 10,371 284,658 332,306 
iakiabsoumecccositem 800 . ee 220 1,020 hesovctiien 1,028 
sedlciiieeest 42,275 26,593 37,052 92,237 822,685 1,372,459 
elbinlniavaivicesesistedrie 460 1,175 715 1,545 10,308 29,265 
boustibanudiit 37,305 24,679 32,208 80,478 708,894 1,200,322 
0 a a ee 5,641 eee ies 20,730 
Ford (Standard) .... 31,400 23,738 25,337 65,123 668,786 1,120,795 
Thunderbird ............ 1,755 941 1,230 3,433 40,108 58,797 
SE > \ritcbessesttvtesscateve 890 367 608 1,701 18,474 21,500 
nee 3,620 372 3,521 8,513 85,009 121,372 
| GENERAL MOTORS ... 65,307 214 62,301 146,357 1,531,362 2,252,587 
lk SEL “suibdbes divssceetevavicgsote 6,761 116 6,229 15,652 163,591 194,424 
Ee jo 3,378 7,881 93,230 120,600 
mor) Chevrolet Division .... 37,800 _.......... 35,859 83,656 910,308 1,273,336 
wh ED > sénidavasdrosoniersies ee + asetovewss 4,577 EE  Sentmeaen 39,876 
eight Chevrolet (Stand.).. 33,000 __......... 31,282 72,107 910,308 1,233,460 
Oldsmobile _................. 8,636 98 8433 20,344 218,664 320,856 
Sleyh Pontiac ...:.cc.cceo. at) ee 8,402 18,824 145,569 343,371 
va uP CORP. 
niking Studebaker .................. 3,240 1,842 3,192 7,892 26,284 122,520 
wal Total Cars, U. S.** ....135,172 45,245 118,798 293,503 2,974,209 4,630,241 
ring *Revised. 
e Totals for 1958 include Packard production. 
3. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan. 1 
Ended Same Ended Output, To To 
is Oct. 17, Week, Oct. 10, bs Oct. 18, Oct. 17, 
1959 1958** 1959* To Date 1958* 1959 
aisevenbameae’ 6,300 44 6,520 15,324 198,489 291,363 
Wcuethhanceaees 100 130 88 219 4,460 4,698 
> IEEE ene 80 52 81 199 2,203 2,615 
Seldbbdeshadhighdslasavte 1,700 1,156 1,271 3,462 42,886 62,687 
6,881 7,910 19,815 169,408 275,178 
748 1,561 3,560 45,004 68,389 
INTERNATIONAL 1,961 2,880 6,979 73,867 117,506 
MACK*** 300 383 800 11,581 14,123 
DDEBAKER 218 123 288 7,347 10,430 
st 412 434 930 13,392 15,981 
: | LLYS . 2,218 2,021 5,041 69,142 93,709 
MISCELLANEOUS 70 90 175 3,671 3,620 
Total Trucks, U. S..... 24,255 14,190 23,362 56,792 641,450 960,299 
Total Cars, Trucks, 
es: sitaetaucinvinipicia 159,427 59,4385 142,155 350,295 3,615,659 5,590,540 
Total Cars, Trucks, 
SC RR bo 4,766 3,674 6,075 13,114 274,723 308,784 












Grand Total, 
Cars and Trucks, 
U. S. and Canada ..164,193 







63,109 148,230 363,409 3,890,382 5,899,324 


















Mack totals. 







Corbitt, Marmon-Herrington, Federal, FWD, etc. 
Risccas, Freightliner, Reo and Sterling are included in White totals; Brockway in 


All U. S. totals include cars and trucks for military orders. 








ose Licenses 


CHARLESTON, W. Va.—Under a 
vy policy of publicizing license 
ocations, the Motor Vehicles De- 
ent has announced that seven 
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ire Shipments 


; e 
Down in Month 
YEW YORK.—Manufacturers’ 
ents of passenger-car tires 
g August amounted to 6,761,- 
units, dropping 26.84 percent 
the 9,241,937 tires shipped in 
i, according to the Rubber Man- 
urers Assn. 
PAuto model-change shutdowns 
chiefly responsible for the de- 
ume, the association said. Original- 
Pment shipments dropped by 
? percent while replacement 
Pments fell off by 4.47 percent, 
Was reported. 
duction of passenger-car tires 
August amounted to 8,457,836 
decreasing 14.19 percent 
y the July production of 9,856,- 
tires due partially to employe 
tations. Shipments of truck and 
tires during August came to 
305 units, a drop of 7.26 per- 
as compared with July when 
004 tires were shipped. 
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il? West Virginia Dealers 


to State 


West Virginia dealers have lost 
their permits for at least a year. 
They are: 

National Realty Co., Inc., doing 
business as McGuire Motor Sales, 
Stallings; Auto Service & Parking, 
The Trading Post, Gaylock Ga- 
rage and Yeager Used Cars, all of 
Logan; Jack’s Auto Service, Mont- 
gomery, and Shirley’s Used Cars, 
Wilkinson. 

Motor Vehicles Commissioner 
Hubert A. Kelly said violation in- 
cluded using dealer plates on a 
wrecker truck, not keeping facili- 
ties to service cars sold, using 
dealer plates on service trucks, 


Chevy, Chrysler Feel Pinch . . . 





(Continued 


(O.) lines on Monday and Tuesday. 

Ford spokesman said the 
lines were closed by a temporary 
shortage of steel stampings. The 
spokesman said the shortage was 
caused by a lag in production, not 
a lack of steel, 

Ford Motor Co., which produces 
approximately half of the steel it 
uses, still says its steel supplies will 
last through the middle of Novem- 
be 


re. 

Both American Motors and Stu- 
debaker-Packard said they have 
enough steel on hand “for the time 
being.” Previously, both had said 
they could get into December. 

* * 


* 
BREAKDOWN of Chevrolet 
layoffs in its manufacturing 
units read as follows: 250 at Sag- 
inaw Transmission on Monday; 

2,400 at Flint Manufacturing on 
Tuesday; 4,100 at Flint Manufac- 
turing on Wednesday; 420 at Li- 
vonia Spring & Bumper on Wednes- 
day; 2,800 at the Flint V-8 plant on 
Wednesday; 851 at Detroit Gear & 
Axle on Wednesday; 1,300 at the 
Flint Frame & Stamping plant on 
Wednesday; 3,000 at the Saginaw 
Gray foundry on Wednesday; 1,800 
at the Saginaw foundry on Thurs- 
day; 1,100 at the Flint Frame and 
Stamping plant on Thursday; 410 
at Bay City Manufacturing on 
Thursday; 2,174 at the Tonawanda 
(N. Y.) engine plant on Friday; 76 
at Saginaw Transmission on Fri- 
day, and 2,500 at Cleveland Trans- 
mission on Friday, Prior to last 
week Chevrolet had laid off 2,600 
workers in its manufacturing units. 

Layoffs during the week at 
Fisher Body were as follows: 1,058 
at Cleveland; 200 at Flint No. 1; 
400 at Grand Blanc, Mich.; 900 at 
Grand Rapids (Mich.) No. 1; 1,200 
at Grand Rapids No. 2; 1,800 at 
Hamilton, O.; 850 at Mansfield, O.; 
1,000 at Marion, Ind.; 450 at Pitts- 
burgh; 2,000 at Euclid, O.; 500 at 
Lansing, and 600 at Framingham, 
Mass. 

Altogether, layoffs at Chevro- 
let, Fisher Body, and Harrison 
Radiator due to the steel strike 
had risen to an estimated 41,650 
employes as of last Saturday, and 
more layoffs are forecast for this 
week. 

Harrison, for example, said it 
will lay off a substantial number 
at its Buffalo and Lockport (N. Y.) 
plants this week. Harrison laid off 
1,100 hourly workers two weeks 
ago. 


* ok * 

ESPITE the fact that all mak- 
ers are going to be hit hard by 
parts shortages in the not too dis- 
tant future, the industry seems to 
be working on the theory of push- 
ing out as Many cars as possible 
while the steel lasts. 

Ford division, Edsel, Mercury, 
Lincoln, Thunderbird and Ram- 
bler all scheduled six-day opera- 
tions last week as car output 
rose to its highest level of the 
1960 model run. 

The estimated 135,172 cars turned 
out last week compared with the 
118,793 units produced a week ear- 
lier, and the 45,245 units rolled from 
U. S. assembly lines during the 
week ended Oct. 18 a year ago. 
Biggest increase was shown by 
Ford Motor Co., which raised its 
output from 37,052 cars the pre- 
vious week to a model-year high 
of 42,275 units last week. 

A breakdown of Ford Motor op- 
erations showed Ford division’s 
“big car” plants turning out an es- 
timated 31,400 cars last week, as 
compared with 25,337 units a week 
earlier; Falcon off from 5,641 to 





loaning dealer plates for improper 
use and using temporary plates be- 
yond the 15-day limit. 

The dealers cannot get another 
license until next year, and then 
only if department regulations are 
satisfied, Kelly said. 

Noting that his department had 
received a number of complaints 
of violations of the dealer-license 
law, Kelly said: 

“The only way to accomplish our 
objective is to publicize their 
names. I think it ought to be done 
at the time of revocation and that 
it will help us with enforcement of 


In Plastics Field 


Delman-Vantines 


DETROIT.—Delman Co., Detroit, 
manufacturer of automotive wind- 
shield-w ashing equipment, and 
Vantines, Inc., New York, plastics 
manufacturer, have formed Del- 
man-Vantines Blow Molding Corp. 
to produce molded plastics parts 
for the automotive and allied in- 
dustries. 

Chuck Bachrach is president of 
Delman and of the new organiza- 








the law.” 


3-Month Output High 
Precedes Big Cuts 


from Page 1) 


4,150 assemblies due to the two-day 
shutdown at Lorain; Thunderbird 
up from 1,230 to 1,755; Edsel off 
from 715 to 460; Lincoln up from 
608 to 890, and Mercury up from 
3,521 to 3,620. 
es cs * 
HRYSLER CORP. output rose 
from 8,341 units a week earlier 
to an estimated 15,950. 
Plymouth boosted its output 


from 2,758 units a week earlier to 
an estimated 6,500 assemblies last 
week; Dodge climbed from 3,511 
to 5,700; Chrysler was up from 
917 to 1,700; DeSoto from 350 to 
650; Imperial from 585 to 600, and 
Valiant from 220 to 800. 

GM’s output climbed from 62,301 
units a week earlier to an esti- 
mated 65,307 assemblies last week 
as all divisions except Cadillac reg- 
istered output gains. 

Chevrolet’s standard model 
climbed from 31,282 to 33,000 as- 
semblies; Corvair from 4,577 to 
4,800; Oldsmobile from 8,433 to 
8,636; Pontiac from 8,402 to 8,750, 
and Buick from 6,229 to 6,761, 

AMC climbed from 7,907 to 8,400 
assemblies as it worked its Ken- 
osha plant six days. Studebaker 
edged up from 3,192 to 3,240 cars, 
but worked its lines only five sare: 








Briefing Workshops Set . 





Chrysler - Imperial - Plymouth and 
two Plymouth only. 
The Cleveland Valiant list fol- 
lows: DeSoto—Walter H. Stearns, 
A. D. Pelunis, Keith Weigle and 
Clarence F ox; Chrysler-Imperial— 
Jalovec Motors, Spitzer Motors, 
Cole Motors and Don Jordan Mo- 
tors; Plymouth only—Bramley Mo- 
tors and Parma Motors. 
In order to get Valiant, Jalovec 
and Spitzer switched from Dodge 
to Chrysler-Imperial. 
* + * 


N THE Dallas market, the first 
two Valiant designees were 

Morgan Plymouth, Dallas, and Mc- 
Guire DeSoto-Plymouth, Garland. 

Selling Valiants in Southwest 
Miami will be Othling-Williams 
Motors, a new dealership which 
also will handle Plymouth and De- 
Soto. 

Milwaukee, where one long-es- 
tablished Chrysler Corp. dealer 
has balked at splitting Dodge 
and Plymouth, learned that an- 
other old-timer will separate his 
facilities in order to accommo- 
date both Dart and Valiant. 

Wallace W. Rank’s Rank & Son 
will operate two buildings on op- 
posite sides of N. Green Bay Ave. 
One building will house Dodge and 
Simca; the other, Chrysler, Plym- 
outh and Valiant. 

In Chicago, the Bowers Dodge- 
Plymouth dealership will split into 
Dodge-Dart and Plymouth-Valiant 
showrooms to honor the corpora- 
tion policy. 

* ak 

'YYPICAL of the many switches 

taking place is a report from 
Decatur, Ill. where Kilborn’s kept 
Dodge but exchanged Plymouth for 
Chrysler-Imperial. The original 
Chrysler -Imperial dealer dropped 
the line in July, 1958, to go with 
Pontiac. 

Picking up Plymouth in Decatur 
is Hazelrigg Auto Sales, which 
presumably will be the recipient of 
Valiant, as well. Kilborn’s also op- 
erates Decatur’s Rambler-Merce- 
des-BMC-Triumph dealership. 

On Detroit’s east side, Ken 
Brown said he was remodelling his 
E. Jefferson Ave. showroom to mer- 
chandise Valiant. Brown, a veteran 
Dodge-Plymouth dealer gave up 
the Dodge car line but was permit- 
ted to continue as a Dodge truck 
outlet. 

Chrysler-Imperial General 

Manager Clare E. Briggs and 
General Sales Manager E. M. 
Braden were on hand: in Port- 
land, Ore., when Roy Burnett 
Motors signed a Chrysler-Impe- 
rial franchise. Burnett, a 35-year 
Chrysler Corp. dealer, gave up 
DeSoto for Chrys|le r-Imperial. 
Other makes handled by Burnett 
are Plymouth and Simca. 
A central service operation for 
all Chrysler Corp. makes was op- 
ened in Pittsburg by 'Thompson’s 
Chrysler Sales Co, (Chrysler-Plym- 
outh-Simca). This replaces an all- 
Chrysler service center which re- 
signed its franchises last summer 
when plans were announced for a 
Dodge-Plymouth divorce. 
Chrysler Corp. President L. L. 
Colbert announced a month ago in 
Miami that the Plymouth dealer 
total would be reduced to about 
4,500 by mid-October, compared to 
6,800 at the first of the year. 


First Valiant Dealers 


(Continued from Page 2) 


nearly every Plymouth franchise- 
holder, and a Simca spokesman 
said the imported French car would 
be offered either to Dodge-Dart or 
Plymouth-Valiant dealers. Simca 
has been awarded in many points 
to Dodge dealers who have for- 
saken Plymouth-Vailant. 

First reports of favorable public 
acceptance of the Dart has eased 
the Dodge-Plymouth splitup op- 
eration in many smaller cities, 
Automotive News learned. The Dart 
is priced competitively with the 
larger Chevrolet, Ford and Plym- 
outh models—with little or no dif- 
ferential. 

At the conclusion of the Plym- 
outh-DeSoto dealer meetings in 
Minneapolis, P-D-V General 
Sales Manager Edward P. Let- 
scher reminded the audience that 
the Valiant had been designed 
with comfort and convenience 
factors in mind, as well as econ- 
omy. 

Letscher predicted that the econ- 
omy-car market could range from 
15 to 20 percent of total industry 
retail deliveries in 1960. 

a * 7” 

LTHOUGH the Valiant has a 

shorter wheelbase than either 
the Chevrolet Corvair or Ford Fal- 
con, its sedan’s 184-inch overall 
length outreaches the other com- 
petitors, A three-seat station wagon 

will be introduced by Valiant 
around the first of the year. 

Horsepower and weight of the 
Valiant four-door sedan will be 
disclosed Oct. 23, which is the au- 
thorized date for press releases on 
the new model. 

The Valiant is in accelerating 
production at Hamtramck, Mich. 


CIT’s O’Donnell, 
Mosley Assigned 


To New Positions 


NEW YORK.—Charles R. O’Don- 
nell has been appointed sales vice- 
president of Universal CIT Credit 
Corp., Alan G. Rude, president an- 
nounced. 

O’Donnell’s former position as 
vice-president and regional man- 








C. R. O'Donnell 
ager for the North Central region 
will be filled by Lee R. Mosley, 
formerly vice-president in the com- 
pany’s factory relations department 
in Detroit, Rude said. 

O’Donnell joined CIT in 1936 in 





L. R. Mosley 


New Haven, Conn., and became 
manager of the. branch office in 
Worcester, Mass., two years later. 
He was made a district manager in 
White Plains, N, Y., in 1946 and 
was appointed assistant vice-presi- 
dent and head of the Newark divi- 
sion in 1951. He became head of the 
Boston division in 1953 and came 
to the firm’s New York headquar- 





LAz™ P- D- Vv "Geneea? Manager 
H, E, Chesebrough asserted 





tion. 


that Valiant would be available to 


ters in 1954 as a vice-president and 
regional manager. 
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pointed to a Falcon trunk 
Ford Dealers Sell Out Quickly coe No Falcon Discount? said, * _— eo 





Falcon Flies High at Debuts 


(Continued from Page 2) 


that once shoppers entered the 
showroom, they spent a lot of time 
looking over everything on the 
floor. 


| SEATTLE, Ford deulere report- 
ed high interest in the Falcon 
with the best new-model-day crowds 
“in years” and a sellout of cars on 
hand and on order. 
Reception and sales of stand- 
ard Fords were good, too, they 
said, although the Falcon defi- 
nitely was the center of attention. 
One dealer said he anticipates 
Falcon will cut into big-car sales, 
although another says it is too 
soon to tell. An imported-car dealer 
in Seattle said he already has noted 
definite indications that Falcon will 


draw from his market. 
* 


aa * 
YORK dealers said the Fal- 
con introduction went over “like 
a goodwill visit from the Queen of 
England.” All were exceedingly 
happy with Falcon’s results and 
promises and said they felt that 
Ford “has the car” for the compact 
market. 
Dealers said shoppers prefer 
the Falcon over the Corvair. Ford 


took one look at the Falcon and 
returned to the Chevrolet show- 

room to buy a Corvair. 

In general, Ford dealers in New 
York were pleased with this pric- 
ing, pleased with the public reac- 
tion and highly pleased with actual 
sales. Fleet sales have been re- 
ported “excellent.” 

7 * * 
E Falcon was a smash hit in 
New Orleans, dealers reported, 
although they had a severely lim- 
ited stock for opening day. 

Leader price in New Orleans was 
$1,991.75. Only a few cars in the 
city carried any extra equipment. 
One dealer claimed Ford had out- 
smarted the competition by going 
into the introduction period with 
the cheapest, stripped cars. 

“While ce is about $75 


public got the impression that the 
Falcon is hundreds of dollars 
cheaper.” 


Another dealer said he literally 
had to push shoppers out the door 
at night in order to close his show- 
room. 

All in all, New Orleans dealers 
said they anticipated that Falcon 
would account for 22 to 25 percent 
of their sales in the 1960 model 

* .#% * 


year. 

wecemmirg in Buffalo described 
interest in the Falcon as “far 

beyond anything we had antici- 
.” All were sold out. 

Despite the fact that Buffalo 
has been rather hard hit by the 
steel strike, one dealer said he 
could sell “25 or 30 Falcons a week 
if we had them.” 

Showroom traffic was reported 
heavy and continuous. Comment 
from visitors, dealers said, was 


Big Challenge 
Seen for Imports 


(Continued from Page 2) 


the loss of some of their current 
ou ‘ 
He cited Automotive News figures 
showing that almost 13,000 of the 
15,600 dealers selling imports basic- 
ally are retailers of Detroit cars. 
He predicted that “sooner or 
later Detroit companies will en- 
deavor to wean their dealers from 
the imported lines they now carry.” 
He said the new compacts are 
unlike American makers’ past 
efforts in the small-car field. 
“They are new and, to one degree 
or another, they have the kind of 
appeal that some European small 
cars exercise,” McWilliams added. 
Consequently, he continued, im- 
potters who operate in a lack- 
luster or marginal way wil! lose 
their markets to the U. S. com- 
pacts 


“For others there will be such 
heightened competition that new 
standards of distribution and mar- 
keting efficiency must be introduc- 
ed to safeguard or strengthen their 
stake in this market,” McWilliams 








enthusiastic with virtually no 
criticism heard. 

Things that shoppers like most, 
Buffalo dealers said, were the price, 
interior finish, workmanship and 
roominess. 

They admitted that the Falcon 
was taking away some of the play 
from the standard Ford, and one 
dealer said many prospects were 
talking of the Falcon not as a sec- 
ond car but as the main family 
car. 

Many shoppers were quoted as 
saying they liked the Falcon better 
than imports, which in the past 
have sold well in Buffalo. 

* 


= dealers reported they 
were sold out on Falcons, with 
most claiming that the compacts 
had not infringed upon sales of the 
standard Ford. Showrooms through- 
out the area were jammed in the 
opening days of the ’60 season. 

One Chicago dealer said many 
of his trades were medium-priced 
cars, while another said he had 
noticed “a lot of foreign cars 
parked outside, with owners look- 
ing at Falcon.” At least one Fal- 
con trade in Chicago involved a 
late-model Cadillac. 

“What do I think of the prod- 
uct?” asked another dealer, then 
proceeded to answer his own ques- 
tion: “I’ve got the best comment 
on a product you can ask for: 
SALES.” 


of * * 

N ATLANTA, foul weather for 

the introductory period failed to 
thin out introductory crowds in 
Ford showrooms. 

Only the tight supply of cars 
throughout the city prevented an 
“unprecedented” number .of deliv- 
eries, dealers said. 

One Atlanta dealer, in business 
since model A days, reported “the 
largest crowd in history” in his 
showroom on opening day. He 
sold and delivered more cars (20 
Fords and Falcons) on the first 
day than he ever had before, he 
said. 

The Falcon, he said, is opening 





up a market previously untapped 
by Ford dealers. 

In Atlanta, most tradeins so far 
have been in the small-car field, 
both American and imported. How- 
ever, dealers believe the Falcon will 
cut more deeply into imported-car 
sales than it will into their own 
lower-priced models. 

Dealers are enthusiastic about 
the Falcon’s potential and say that 
right now it is limited only by lack 
of cars. Some think the shortage 
will be alleviated within the next 
few weeks, but others say they will 
not receive adequate supplies until 
some time next year. 

* * 


N PAWTUCKET, R. L., Ford deal- 
ers were elated with the Falcon 
and cited the front-mounted engine 
as giving them a big advantage over 
Corvair. Only fly in the ointment 
is the limited supply. 

Pawtucket dealers, as were 
those elsewhere, were sold out 
and carrying a substantial back- 
log of orders. Many sales were 
clean deals, leading dealers to be- 
lieve that the Falcon will find its 
niche as the second car in the 
family. 

In Detroit, Falcons were being 
snapped up by eager buyers in all 
showrooms. Automotive News shop- 
pers could find only two-door se- 
dans with straight sticks. But most 
cars had the deluxe interior and 

at least half sported whitewalls. 

One dealer, mentioning the steel 
strike, said he didn’t expect any 
automatics before the first of the 
year. Another dealer, however, said 
he expected automatics and four- 
doors by the end of the month. 

* * + 


_pertaort dealers said they had 
received full price on every 
Falcon delivered, with trades com- 
ing in at book. Some 59s were be- 
ing traded on Falcons. 

One Detroit dealer, referring to 
the Falcon, said, “We’ve given 
more demonstration rides today 
than we gave all last year. I don’t 





Obituaries 











W. W. van de Kamp, 50; 


Volkswagen Ex-Chief 


NORTHBROOK, Ill.—W. W. van 
de Kamp, 50, executive vice-presi- 
dent of Import Motors of Chicago, 
Inc., and former managing director 
and first vice-president of Volks- 
wagen of America, Inc., was killed 
Oct. 5 in an auto accident near 
Stuttgart Germany. 

Mr. Van de Kamp started with 
Volkswagen at the factory in 
Wolfsburg, Germany, in 1948 and 
in 1953 came to the U. S., where he 
helped establish the present na- 
tional sales organization. He left 
Volkswagen of America early in 
1959 to join Import Motors, which 
distributes Volkswagen and 
Porsche in the Midwest. 

= * 


William C. Devereaux, 


Ferro Stamping Founder 

DETROIT. — William C. Dever- 
eaux, 73, founder and chairman of 
Ferro Stamping Co., died Oct, 10 
in a hospital here. | 

Before founding his company, he 
was with Chalmers Motor Car 
and Durant-Dort Carriage Co. 

° + 


Preston A, Eddy 
HARTFORD, Conn.—Preston A, Eddy, 
75, retired auto dealer, died Oct, 8, He 
was former manager of Capitol Buick Co. 
and an ex-distributor for Nash. He also 
was a past president of the Hartford Auto- 
mobile Dealers Assn. 
* * * 
Miles Houser 
BLUFFTON, Ind. — Miles Houser, 65, 
owner of Houser Chevrolet here, died of 
a heart attack Oct. 2 while supervising 
the showing of 1968 gnodel cars. 


George E. McEachron 
SYRACUSE, N. Y.—George E,. McEach- 
ron, 93, retired gute ime. died Oct. 5. 


Carroll. H, Roe 
GREER, 8. C.—Carroll H. Roe, 47, a 
used-car dealer, is ond. 


Paul M. Lattner 
CEDAR RAPIDS, Ia.—Paul M, Lattner, 





steamers, Waverly and Milburn electric 
models. He sold the first Model T Ford in 
this area. Mr. Lattner later headed P, M. 
Lattner Mfg. Co. He retired in 1943. 
+ + os 
Roland C. Ames 
WOODSVILLE, N. H.—Roland C, Ames, 
an auto dealer here, died Oct, 3 in Mere- 
dith Neck, wane he was vacationing, 
- * 


Hasket 
FALMOUTH, Me.—Hasket Derby, 50, 
a former automobile dealer in Portland, 
died Oct, 7. 
* 


* * 
William Egerton Sr. 
NORFOLK, Va.—wWilliam Egerton sr., 
55, owner of Egerton Motor Corp., died 
Oct, 4. 
* 


* + 


Earl S. Twining 
TOLEDO.—Earl 8, Twining, 67, retired 
director of Champion Spark Plug Co.’s 
racing division, was found shot to death 
in his home in Ottawa Hills Oct, 9, The 
death was ruled a suicide. He was hon- 
**500"" 


orary starter of the Indianapolis 
last Memorial Day. 
* 
Glenard Wortl m Blake 


COLORADO SPRINGS, Colo. — Glenard 
Worthington Blake, a pioneer auto dealer 
here, died Oct. 5 in Montecito, Calif, He 
had also been in the auto business in 
Santa Barbara, Cut. 

7. 


Ss 
COLORADO SPRINGS, Colo.—Frank H. 
Stockdale, 75, who retired two years ago 


“lafter 43 years in the auto business here, 


died Oct. 9 at his home in Broadmoor. He 
had been associated over the years with 
Strang Garage, Rouse-Stephens Motor Co. 
and Seeeal-Sresweals Motor Co. 

* 


Guy James McHone 
SALEM, Ore.—Guy James McHone, 66, 
an auto dealer here, is dead of a heart 
attack. 


* 7 * 
ond L, Johnson 
ASHDOWN, Ark.—-Raymond L. Johnson, 
47, a Chevrolet dealer, died Oct, 7 after 
suffering a heest attack. 
= 


Claude Clay teen Sr. 
YUMA, Ariz.—Claude Clay Sharpensteen 
sr., 68, a former Studebaker dealer here, 
died Oct. 5 in Wewoka, Okla., where he 
had been visiting. 


Gulian V. Smith 

ALBANY.—Gulian V. Smith, 57, owner 
of Livermore Chevrolet, Inc., died Oct, 11 
of injuries suffered in a fall from a stair- 
way in an Albany club. He was a former 
president of Albany Auto Dealers, Inc., a 
county vice-president of New York — 
Auto Dealers, Inc., and a regional re 
sentative to the Chevrolet National Dealer 
Planning Committee. 





Shopper Leaves in Huff 

DETROIT. — A visitor pointed 
to a Falcon two-door with radio, 
heater, whitewalls and deluxe 
trim in a showroom here and 
asked: “How much is that gray 
one over there?” 

The salesman checked the 
sticker and replied: “That’s $2,- 
134.85, sir, plus 4 percent Michigan 
sales tax, of course.” 

The visitor shook his head. 
“No, you misunderstood me,” he 
said. “I mean how much will you 
take for it.” 

“That's the price,” said the 
salesman. “$2,134.85 plus tax.” 

“I guess you don’t want to sell 
it,” scoffed the shopper. “I’m go- 
ing Over to 
always gives me a deal.” 





know where the people are com- 
ing from.” 

Although he termed customer re- 
action “tremendous,” he was a little, 
cautious in “predicting great) 
things” for Falcon. } 
“I’ve been in business 30 years,” 
he said, “and I’ve learned not to 
get too excited over introduction 
days and customer turnout.” 

When asked whether people were 





griping about price, he said, “No. 
I think customers have become con- | 
ditioned on price, since Corvair has| 
been out a “o ——" 

* | 
NOTHER detiee, complaining | 
about his small supply of cars, | 
said he sold seven Falcons intro-| 
duction day “and could have moved | 
50.” 


One Detroit showroom shopper 


and still see where you’re going.” 

A Detroit dealer, musing over 
Falcon, said, “When we first h 
about these cars, the foreign 
were really coming into the U. §S, 
big numbers, We were a bit w 
ried when we learned that Chev 
let was adopting some of the f 
tures of a foreign car while 
Falcon was going to be like 
usual American car. 

“From what we've seen so f 
customers are more impressed wi 
the American features in the F; 
con, They come in and say, ‘ 
Falcon is almost as big as the 
one.’” 

He added that the larger tru 
space and larger, more deluxe 
terior were selling the Falcon ov 
the Corvair. Customers, he 
didn’t seem to care particula 
whether the engine was in f 
or back, 


* * 


N GENERAL, dealers said ¢ 

tomers who bought the Fal 
had already shopped the Corv 
Late in the week, Detroit Chevrole 





HELP WANTED 

WANTED: SALES MANAGER by Ford, 
Mercury dealer, central Michigan town 
11,000 population. Now doing 200 cars 
yearly, Want a volume-minded man who 
can motivate sales force and write ef- 
fective advertising. Would like to profit- 
ably double above sales figure. Salary 
and percentage of profits to right man. 
Reply giving complete resume to Box 
835, c/o Automotive News, Detroit 7. 





All answers confidential. 





Are You a Top Salesman 
Now Earning $10,000? 


You can earn $15,000 or more the first year 
as exclusive agent selling Childers Carports 
to car dealers. National advertising and di- 
rect mail support, No investment. 300 car 
dealers already using, If you have sales back- 
ground with annual earnings of $10,000, air- 
mail your experience with business references 
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dealers said that they were takings 
Corvair orders from buyers who 
had seen the Falcon. 

Faleon price leader in Detroit 
was $1,918.50, but some dealers 
displayed cars at $1,912, with no}, 
destination charge indicated on spor 
the sticker. nen 
Although Falcons shown in De tive 

troit showrooms were built in Loi repr 
rain, O., freight charges were com-§ pers 
| puted as though they had been as-Stens 
sembled in the Detroit area. ous 
Senc 
Aute 
HELP WANTED 
SERVICE MANAGER. D o d g e-Plymo 
Chrysiler-Simca dealership, Salary F 
commission. Good opportunity for a pro §GEN 

gressive man. Clean, modern garage. De 12 
troit regional area. Include full details) Wé 
age, experience, references. Box 843, c/o} OV! 
Automotive News, Detroit 7. ce 

p bes 

AUT 

tor 

SERVICE MANAGER ret 

tur 

One of midwest's largest Ford dealerships Pe 
has opening for executive-type service 7 
manager qualified fo assume full respon inal 
sibility for developing department to full} son 
est extent of potential. Annual minimum ~ 
earnings of $10,000. Ne 


Future opportunity 
includes siock ownership in well-capitohy 


SER\ 

ized, profitable corporation. Our employes§ S | 
sms 

ser 

844 



































Reply Box 829, </o Automotive News, Detroit 7, Mich. 





to Bob Childers, Childers Mfg. Co., P. O.| are aware of advertisement. Box 834, c/o 
Box 7467, Houston 8, Texas, Our references: Aut tive N Detroit 7 
First City National, Houston; Dun & Brad- OMENS TEM, POET 7. — 
street Rating B+1. = 
fielc 
Biss See aia aise apc ne eee oem 
Poir 
SERVICE MANAGER OR ASSISTANT. jae 
‘or a g city operation in the middle- k S | 
west. Please send all qualifications. Truc a es app 
Strictly confidential. Box 830, c/o Auto- Son 
motive News, Detroit 7. Ma Det: 
TOP NOTCH FOREIGN CAR tune up nager a 
ge Florida location, Good starting oug! 
salary plus company benefits. Experi- hwest 
enced persons apply to Box 852, c/o Au- all mag be or ay = & ified man. a8, 
tomotive News, Detroit 7. Direct supervision of = smen selling : 
USED CAR MANAGER—under 40. GM/350 new trucks annually. st growing h ox 
dual in midwest has excellent opportunity | area in U. $. ideal year around climate) y,,_ 
for a man who is honest, imaginative,| Opening must be filled now. Salary and * year 
has waetibone one knowledge of used | bonus commensurate with results. Sas Nae Inte 
car values an ethical merchandising easne sonal and plenty of 
methods, Furnish full particulars includ- mma —~ &. details and oe 
ing recent snapshot. We are looking for yo com) 
@ permanent manager who will be a ing | 
credit to the organization and commu-| Bex 833, c/o Automotive News, Detroit 7) de;), 
nity. Box 807, c/o Automotive News, stror 
Detroit 7. ——! cut 
cove 
HELP WANTED fact. 
f char: 
} coas: 
New: 
OPPORTUNITY KNOCKS! : 
duce 
Aco vou now a Seles Maneger—er do yeu have the proven shility to be s om 
Sales Manager you train and supervise a quality sales force ng 
quality automobiles and trucks. if so, an ysier, . 
Dodge and Dodge Trucks can use youl force 
What do | offer? merc 
FINANCIAL STABILITY—a well financed dealership that pays cash for all new expe 
vehicles in stock (no floor plan expense). mens 
INDEPENDENTLY OWNED FINANCE COMPANY—we can meet and beat finance = ., 
rates, credit risks or insurance abit 
LOW OVERHEAD—you can compete with anyone in this market and still offer ¢ 
quality operation to your customers. = 
Yes—my Coterite tee oft of te taqedionts te be grefteble end and successful. 
We are located in finest section of Florida and can offer you good living and 1 
HIGH income! Now = YOU PRODUCE? Dduiia 
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HELP WANTED 


DEALERSHIPS AVAILABLE 





FOREIGN CAR SERVICE MANAGER 
wanted by importer of leading foreign 
cars. Position offers good future and ad- 
vancement opportunities, excellent salary 
plus company benefits. Send resume to 
Box 851, c/o Automotive News, De- 
troit 7. 
AADMAN, Salesman for large foreign car 
importer, to travel from Michigan to 
Missouri, Experienced, Salary, expenses 
and commissions, Please state all qual- 
ifications, Box 831, 
News, Detroit 7. 





c/o Automotive 







SALES MANAGER 


30 year old dealership in fast 
growing community requires man, 
35-40, with proven overall man- 
agement ability, to direct and mo- 
tivate sales force. Multiple lines, 
volume over $1 million. 










annual 
Need man of high calibre who has 




















trun 
xe in ability to advance to general man- 
a OV agement and has desire for even- 
Se tual dealer ownership. Salary and 
ula: percent of net profit. Include com- 
ite plete resume and recent photo- 
4 graph with letter, All replies held 
in strict confidence. Box 842, c/o 
Fall j Automotive News, Detroit 7. 
orvaik 
vrolet 
taking 
ie DEALER 
— REPRESENTATIVE 
hh M0 J the leading British Automotive Importer of 
fl OM Jiports cars and sedans, offers an aggressive 
man with a thorough knowledge of automo- 
n De tive retailing, = excellent future as a dealer 
n Le ve. Applicant must have a good 
 COM- personality and be willing to travel ex- 
CN A&Btensively. Salary commensurate, plus gener- 
ous fringe benefits. 
Send resume and photo to Box 828, c/o 





43, c/o 


; 


Automotive News, Detroit. 











GENERAL MANAGER—Retail experience 
12 years, factory wholesale four years. 
Want dealership with opportunity to sell 
over 200 new units. For details write: 
P. O. Box 7001, Zone 13, Kansas City, 
Missouri. Want to locate Kansas, Okla- 
homa or Texas. 


AUTOMOBILE MAN, experienced on fac- 
tory, regional, zone, district levels, and 
retail, looking for a challenging oppor- 
tunity, Presently employed ‘‘Big Three.’’ 
Income now exceeding twelve thousand 











erships dollars. College graduate, married, Write 
service 7 832, c/o Automotive News, Detroit 
respon - 

POSITION IN PUBLIC RELATIONS, per- 
to full sonnel work or selling—22 years’ exper- 
= fence. Public speaking experience, Prefer 
inion Detroit area. Box 823, c/o Automotive 
yrtuni! News, Detroit 7. 

-apitak§ SERVICE MANAGER-MECHANIC, with 


i ployes; 
14, c/d 


LI 


jing 
ler, 


ow 


ful. 
ond 











20 years’ G.M. experience in every phase 
of service. Would like to buy interest in 
small, aggressive dealership. If you have 
service potential, I can make it pay. Box 
844, c/o Automotive News, Detroit 7. 


TRUCKS: Twenty years’ experience in 
truck sales in both wholesale and retail 
fields, with last twelve years at manage- 
Ment level. Have ability to close open 
Points and maintain quality dealer or- 
ganization, or hire, train and supervise 
Productive retail salesmen. Will consider 
application of this experience to allied 
field. Box 845, c/o Automotive News, 
Detroit 7. 


CHEVROLET MANAGER desires change 
to southeast. Presently employed, Thor- 
oughly qualified in sales, accounting and 
Service. Correspondence confidential, Box 
838, c/o Automotive News, Detroit 7, 














DEALERSHIP handling top selling import 
line plus Chrysler product in 150,000 
market area near San Francisco, Good 
lease on new facilities on local ‘‘Auto 
Row.’’ Consistently profitable. Might con- 
sider buy-in by aggressive operator. Own- 
er’s other interests interfere. Write Box 
846, c/o Automotive News, Detroit 7. 

FUTURE DEALER—Lifetime opportunity 
for right man (about 35). Make small 
investment and buy stock with earnings 
in. northwest Pacific coast dealership han- 
dling Chevrolet, 700 planning potential. 
Must have proven record of aggressive 
selling in comparable deal. Send photo 
and resume. Will contact only you. Box 
847, c/o Automotive News, Detroit 7. 

FOR SALE: You can buy franchise han- 
dling small foreign car, plus well estab- 
lished used car operation, which includes 
lot 165 ft. frontage by 130 ft. deep, and 
modern building 50 ft. x 50 ft.; located 
on Route No. 1 Federal Highway, Fort 
Lauderdale, Florida. All for $5,000 plus 
$400 per month rent. Lease as long as 
desired. Must be sold at once—This ig a 
Teal buy. Call owner, Mr. 8S. Parente, 
Fort Lauderdale, JAckson 4-4991. 

LARGE DEALERSHIP HANDLING FORD 
in midwest, has earned over $500,000 
profit before taxes past five years on 
5,000 new units. City has 180,000 popu- 
lation, thriving, diversified industrial and 
one of the best agricultural sections. One 
of only two Ford dealers in city. Retir- 
ing. Please give your net worth and bank 
references to Box 848, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING CHEVROLET 
for sale. Must have factory approval. 
Doing $375,000 per year, Reply Box 840, 
c/o Automotive News, Detroit 7. 

COMPLETE NEW AND USED CAR deal- 

















at 7731. Gratiot, Detroit, Michigan, For 


particulars call Ed Snethkamp, DR 
1-4310, Detroit. 
ST ST: 
Fo otacieiadabiinataneniaaieaaeemnien emeninieianateinimemennenmnenieeieneiieeakiaaaaal 


IMPORTS 
Franchises Available 


High Profit—Used Sports Cars 


Completely different type of distribution set- 
up. We have penne offices in Europe and 
specialize ONLY in top quality used sports 
cars with highest retail profit margin. 

ur requirements, Write for lat- 
est confidential price bulletin. If interested 
in exclusive ne se, please send description 
of er " organization. 

a SPORTS CARS ASSOCI- 
ATES, Box 850, c/o Automotive News, Detroit 
7, Michigan. ” 


Z 


EALERSHIP WANTED 
FORMER DEALER interested in a “Big 
Three’’ dealership in the southeast, All 
inquiries will be held in strict confidence. 
No difficulty on factory approval or cash 
required on deal at right price. Box 820, 

c/o Automotive News, Detroit 7. 
100 TO 150 CAR DEALERSHIP, Location 











unimportant, Cash, Immediate. Confi- 
dential, Box 682, California, Pennsyl- 
vania. 





WANTED—Medium or large franchise, 
preferably GM or Ford—anywhere. Pay 
cash, Box 826, c/o Automotive News, 
Detroit 7. 

TWO EXPERIENCED MANAGERS want 
medium to large ‘‘Big Three’’ deal in or 
near Ohio. Factory approval assured. 
Lease real estate. Replies confidential. 
Box 836, c/o Automotive News, Detroit 
¥< 








WANTED: Established Chevrolet or Ford 
dealership—prefer city of 15,000 or more 
population, midwest, south or west. 
Strictly confidential replies. Box 837, c/o 
Automotive News, Detroit 7. 

DEALER SERVICES 

AUTOS REPOSSESSED, Problem accounts 
serviced, N. C., northern 8S, C, Reason- 
able rates. Auto Claims Service, Box 57, 
Lumberton, N, C, REdfield 9-3745. 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 

AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland ro . Detroit 27, Michigan 
‘er 





GENERAL MANAGER: Fourteen years’ 
experience in all phases, including five 
_ years general manager domestic, two 
years regional manager German import. 
Interested in permanent connection in 
Quality dealership, with eventual buy-in 
Opportunity. Family man, age 38, have 
complete administrative ability and train- 
ing in building and operating a profitable 
dealership, Am one who can build a 
strong sales force, increase gross profit, 
cut reconditioning costs, increase service 
Coverage and capable of assuming all 
factory relations, Can furnish excellent 
character and ability references from 
| COast to coast. Box 839, c/o Automotive 
News, Detroit 7. 


ERAL MANAGER — Aggressive pro- 
ducer with fourteen years’ experience as 
Sales manager, general manager and re- 
gional manager—German import, Famil- 
lar with office and service procedures, 
Capable of training a productive sales 
force. Thorough knowledge of used car 
Merchandizing and reconditioning. Would 
*Xpect only that compensation be com- 
Mensurate with results. Family man, age 
38, desires permanent position with qual- 

dealership, Excellent character and 
ability references. Box 841, c/o Auto- 
Motive News, Detroit 7. 


“PORTER — Mature; broad knowledge 
| diesel trucks, parts, accessories, 





el 





é lubricants. Good profit record 
‘Dullding business. Linguist. Seeks head- 
- ts New York. Box 849, c/o Auto- 
‘ News, Detroit 7. 


DEALER SERVICES 








Let go Acceptance 
Help You SEL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel because: 

. We finance up to 36 months, 

Cars may be taken overseas without 

refinancing. 

. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
mone’ seviog rates, for officers ‘and non- 
commissioned officers of pay ig i=7 
po mel —. .* on a simplified, non- 


MILITARY. ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadwa 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for pew Be Personnel” 
(USAA Insurance avail 

to qualified officers) 
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CAR DEALERS 


Can’t Be Wrong 


Those Were Liquidated by Us 
In 1958 With Our Quick 
Competent... 


A-U-C-T-1-O-N Service 
We offer a complete auction service, 
including advertising, arranging and 
tagging your equipment. 

References: Ask those for 

whom we've sold. 


TONY THORNTON 
AUCTION SALES 
SERVICE 


OFFICES 
Springfield, Missouri 
Opposite Fairgrounds 

UN-61311 (Night UN-29980) 


Richmond, Indiana 
12 North Ninth 
2-6310 (Night 2-3686) 


(AUCTIONEERS) 
Tony Thornton, Jack Davis, 
Harold Reisert 














CARS FOR SALE 








VOLKSWAGENS 
1960 - 1959 
Sedans - Sunroofs - Ghias 


Immediate Delivery 


MERCEDES 


YORK IMPORTS, INC. 
29-11 35th Ave., Long Island City 6, N. Y. 
EMpire 1-1690 





1960 MODELS 


VWs @ GHIAS @ MERCEDES @ RENAULTS 
FIATS @ OPELS Selene @ PORSCHES 
A 


We are establishing coast-to-coast contact 
with independent dealers interested in a con- 
tinuous and steady supply. 

Wire, Phone, Write: 


ALL COMMERCE & TRADING Corr. 
79 Wall St. New York 5, N. 
BO 9-0132 





WHOLESALE 
1959 @ 1958 
CHEVROLETS & FORDS 


Sedans, Hardtops, Station Wagons. All 





H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 


37 Y perati let 
“LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources,’ Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point rt Bragg, ‘Camp 
Lejeune, Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N, C. 

















1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, “AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘60 edition today for only $10—three ne 
subscription $18 (including all supp 


AUTO COSTS, Box 224, Dept. 6, New York i 
Y. 





fully equipped and with power steering. 
Delivery at New Jersey or Pittsburgh. 


R. S. HENRY. 


614 Sth Ave. New Brighton, Pa. 
Phone: Tliden 3-6580 








VOLKSWAGEN 


1960 - 1959 
Sedans, Sunroofs, Ghias 


MERCEDES 


Immediate delivery, direct shipment New 
York, Philadelphia, Baltimore, Houston. 


Titles Guaranteed 
AUTO IMPORTS, INC. 


5965 Belair Rd., Baltimore 6, Maryland 
Clifton 4-7525—HAmilton 6-9811 


CARS FOR SALE 








USED TAXICABS 


We know every fieet in New York 
City and we take pride in selecting 
only the best maintained cars! If 
you don’t agree that these are the 
best used taxis at the best prices, 
your expenses are on us! 


ALL 1 PRICE 


1958 Fords \ $395 


& Plyms. 
& Dodges none higher! 


S ee Ss ae No body 


Some 1959 Fords & Chevs. 
Available 


UNIVERSAL AUTO 
WHOLESALERS 


885 Communipaw Ave., 
dersey City, N, J. 
HEnderson 5-8400 Larry Shandel 
On U. 8S. #1, 4 miles from Newark 
Airport, 2 miles from Exit 15, Jer- 

sey Turnpike, 








1960 VOLKSWAGENS 
AND FIATS 


Immediate Delivery 
A steady supply in stock, not in one week 
or two weeks, but TODAY. 


We quote TODAY'S prices—Not next 
week's prices. Orders taken for future 
ote” with a deposit, at discount 

ces, 


U. N. TRADING CORP. 


277 Clinton Ave. Irvington, New Jersey 
ESsex 1|-2880 














CARS WANTED 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tox inctuded 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. Factory Net) 


.85 Fed. Tox included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 




















Eastern: Western: 
"Sie "Yonge Se Wvenrn)" the 
x ‘estern 
Wiens 2 
ALN ST TENET Le DME 


PENNA. ANTIQUE LICENSE PLATES, 
1914 to 1932, issued for 1914 T Ford. 
Price $175. Mohler Motor Co., 313 Coul- 
ter Building, Greensburg, Pa. 





LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N. Saginaw St., 
Flint 5, Michigan. 


1960 ORDERS 
BEING PLACED 


All Makes - All Models - All States 


New-car Dealers Interested in Volume 
Fleet Sales and Service, Contact: 
National Purchasing Department 
Rollins Leasing Corp. 

14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Plymouth-Rambler 
Especially Invited 














PARTS FOR SALE 


LLOYD PARTS: Large stock available. 
Immediate shipment. J, C, Lewis Motor 
Co., Savannah, Georgia. 


LLOYD PARTS—complete stock. Prompt 
shipment, Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 


BRAND NEW ENGINES—V-8, fit '55-'56 
Packard, Hudson, Nash, $149.50 — at 
Boch Rambler, Norwood, Mass. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 




















1960 PRICEMASTER 


ae new model changes and new new will 
be ready before long. The encyc' opedia of 
dealer cost prices of ali large and the new 
small American e cars, three trucks, 25 
foreign cars— plus all optional accessories. 
Shows all standard equipment for all models. 
Yearly Ye er ‘oven $10.00, 5% discount 
for cash with all orders received before 
15. All supplements free, with all the addi- 
tional i tion about the new small Ameri- 
can cars, makes the 1960 PRICEMASTER a 
most valuable asset. Sold ay hg Pre 
and automotive affiliates. Hel 
you the best of service. ORDER Fours: wy 
ogg) a ot DELAY. K. B. SALES CO., 
INC., DEPT. 3A, 924-lith St., Rock Island, ii. 





SHOP EQUIPMENT FOR SALE 
FOR SALE: Complete Bean Frame and 
Front End Machine with complete set of 
tools. Price for complete outfit—$1,200. 





Chuck Thiel, 3700 E. State St., Rock- 
ford, Ill, Tel: Rockford, Ill., Woodland 
8-5122. 





FOR SALE—WALKER ELECTRIC LIFT, 
capacity 7,500 lIbs., Lempco Hydraulic 
Press, steel work bench, bins—large and 
small, outdoor electric sign, safe, files, 
desks, Priced to sell. Lanahan, 

2522 South Michigan, Chicago 16, 





ANTIQUE CARS FOR SALE 

1924 DODGE 4-door sedan, mechanically 
good, Body needs top repair, LaGrange 
Tire & Supply Co., LaGrange, Indiana. 
Phone: 135, 

FOR SALE—1914 Dodge touring car. Sold 
by first Dodge dealer in Chicago, M, J. 
Lanahan, Inc., 2522 S, Michigan Ave., 
Chicago 16, Ill, 

1915 CHEVROLET 2-passenger with fold- 
ing top. Appearance restored completely, 
but has not operated in several years. 
$2,000 or best offer. Write Gibb Chevro- 
let Company, 473 Main St., East Orange, 
New Jersey. 











SEE PAGE 82 
for the nation's 
TOP AUTO AUCTIONS 








DECAL TRANSFERS 








TRUCK DECALS: Durable, brilliant col- 
ors, Designed to your specifications, Low 
cost, easy to apply. Write for samples. 
Allied Decals, Inc., 8356-6 Hough, Cleve- 
land 3, Ohio. 
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One Year $9 [] or 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


Two Years $16 [J 
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